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«++ ROPE IN CARTONS 
Six sizes of “American Brand” Rope are now available, 
in individual cartons. These sturdy, attractive con 
vide greater protection for the rope and keep it cle 
The cartons are easier to handle, easier to stock, 
the rope more sales appeal. There are no inner lashings t 
rope can be withdrawn without removin 
and it always uncoils proper! 
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an until used. 
and they give 
0 be cut. The 
& the coil from the carton 
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6 Sizes—10 Put-ups In Individual Cartons 

Yu" S/16" H%H" We" dig in 600 and 1200 foot coils 

%" %" dia. in 600 foot coils only 

plus Handy Coils, plus Handy Twines, Zive you a 
modern cordage merchandising program. 


for complete information and delivery schedules. 
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Cooking 
Without Looking 
























Sighted as well as sightless cooks 

appreciate the advantage of the 
Fs, MIRRO-MATIC audible pressure 
“* control. No watching necessary ! 

You can hear it, when correct 

pressure has been reached, and 
the control automatically prevents 

pressure from going higher than 
recipe requires. When the control 
a** signals, simply reduce heat to save 
S fuel. A periodic, audible jiggle 
“ tells you that proper pressure 
tis being maintained. This 
- exclusive MIRRO-MATIC 
Ve control... simplicity itself, 
“Sal fool-proof, and always 
t y ‘accurate ... is one of the many 
mm reasons why MIRRO-MATIC 
is America’s most-wanted 1 ¥ 
pressure pan. 
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Thousands of these 
Braille books have been 
furnished to sightless 
people, through 
organizations for 

the blind and 
MIRRO dealers. 











ALUMINUM GOODS MANUFACTURING COMPANY ° MANITOWOC, WISCONSIN 


FIFTH AVENUE BLDG., NEW YORK 10 MERCHANDISE MART, CHICAGO 54 
WORLD'S re oe ee MANUFACTURER OF ALUMINUM COOKING UTENSILS 





kwikset proves fast installation | 


during kwikset’s lock installation contest at 
NATIONAL ASSOCIATION OF HOME BUILDERS convention in chicago, january, 1953. 


81% of the 616 contestants installed a kwikset lockset in 3 minutes or less* 
using KWIKSET INSTALLATION AIDS. 


*(installation did not include strike) 
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ed. This ; ’ : 
-MATIC winning lock installation time 


city itself, set by EARL M. HALLGREN, building contractor (above right) of 
Des Plaines, Illinois. Emanuel M. Spiegel, new president of 
the National Association of Home Builders is shown 
aw@ding the $1,000 Defense Bond first prize. 
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Why does AMERICAN make 
All Basic Chain Patterns ? 


@ Although two chains may look alike, their end 
uses differ, resulting in poor service if a substitu- 
tion is made. For instance, the three heavy, 
welded chains in the middle above appear almost 
identical except for size. Yet one is designed for 
general service where great strength is not re- 
quired, one is for logging, while the third is for 
heavy duty service. 

The same thing applies to the weldless chains. 
Take the two stamped, flat link chains: the 
safety chain near the left, and the sash chain 
near the right side. One has only to keep some- 
thing from being lost; the other must carry 
weight and run over a pulley. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


Alike in looks, yes — but that’s as far as it goes. 


Probably we can suffice by saying —‘‘AMERICAN 
makes all basic chain patterns so you can sell the 
best (and most economical) chain for every use.”’ 


Check your stock. Mark down the items to be 
reordered—and—other items you are not stock- 
ing now so you can sell your customers the cor- 
rect chains for each of their requirements. Your 
AMERICAN CHAIN wholesaler stocks many pop- 
ular numbers. He can get any 
others for you. Write our 
York office if you don’t 
know his name. 


American 
Chain 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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Just Among Ourselves 


Informal Editorial Comments 


Hardware Week—A 
Sales Opportunity 


In slightly more than a month from today, the 
1953 irha Hardware Week will be unveiled to the 
consumers of America. 


This nine-day period from April 17 through 
the 25th will be the pay-off on the careful plan- 
ning and hard work that has gone into the build- 
ing of ‘this merchandising event. 


Up to now, activity has centered on the manu- 
facturing and wholesaling levels to build a firm 
foundation for the final act . . . selling at the 
retail level. 


Now the ball is being tossed to the nation’s 
hardware store owners and managers; the final 
outcome is in their hands. 


This year’s Hardware Week represents a con- 
siderable change from past promotions. These 
changes have been made in an effort to correct 
some of the weaknesses of past Hardware Weeks. 


Russ Mueller, the managing director of NRHA 
and the spark plug of the new Hardware Week 
technique, has explained that the changes were 
made in an effort to make the promotion more 
effective at the retail level. 


In the short time that was available to Mr. 
Mueller to prepare for the 1953 promotion, we 
feel he has moved in the right direction. 


The steps taken to provide dealers with a more 
direct tie-in with the national promotional ac- 
tivities and the new emphasis on the famous 
brands that are the stock in trade of all hard- 
ware stores seem to us to be worthwhile moves. 


Whether or not the new technique will make 
the promotion more effective than past efforts, 
only time and experience will tell. 


But regardless of whether or not one feels that 
the present plan for Hardware Week is the best 
plan, the fact remains that the Hardware Week 
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By W. A. Phair 


promction does provide a store with a sales pro- 
motion possibility of considerable potential. 


Hardware Week possesses no magic ingredient 
that will automatically put money into your cash 
register. It does, however, provide a _ solid 
foundation on which a dealer can start building 


And a dealer will get out of this event just as 
much as he puts in. If you go into it in a half- 
hearted fashion, you’ll get half-hearted results. 


HARDWARE AGE has kept its readers informed 
of the details of Hardware Week (see page 158 
of this issue), for we feel that NRHA is making 
a real effort to develop a practical, useful April 
promotion opportunity for hardware stores. 


We think this effort deserves the support of 
dealers. 


Then, when the Week is over, the entire trade 
should have the opportunity for appraising the 
results and of pooling their collective skills in an 
effort to further improve the methods of putting 
on the promotion. 


The Case of The 
Half-Hearted Player 


Sometimes it’s a little confusing to us when we 
run into two dealers who are participating in the 
same merchandising program or plan and one 
dealer tells us he’s had great success with the 
program, and the other tells us that it doesn’t 
work; it’s no good. 


The more we strive to put our finger on the 
cause of this difference, the more convinced we 
are that the difference is due to the degree to 
which a man puts his heart and effort into a 
program. 


Too many men enter a program with half- 
hearted enthusiasm, give it half-hearted support, 
then complain that the plan is no good. 


None of us has ever seen a champion in any 
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sport, or in any field of endeavor for that matter, 
who got to the top on the basis of only half- 
hearted efforts. 


To get to the top, to achieve a goal, you have 
to get into it with 100 pct effort, with 100 pct 
enthusiasm. 


This is true in both sports and in retailing. 


If you belong to a plan, or a program, you 
should be giving it your 100 pct support, or you 
shouldn’t be in it. 


This also holds true with membership in a 
state hardware association and with participa- 
tion in Hardware Week. The influence for good 
that an association can wield is directly propor- 
tionate to the support it receives from its mem- 
bership. If you join such a group, then you must 
feel it has value. Then support it. 


If you go into the Hardware Week promotion 
only half heartedly, you will get only half- 
hearted results; if you go in with full enthusi- 
asm, we think you’ll be surprised at the results 
you’ll achieve. 


Half-Hearted 
Salesmanship 


Much of today’s poor retail salesmanship re- 
sults from this same half-hearted approach to 
the job. 


Selling, above all activities, demands real en- 
thusiasm and 100 pct effort. 


A salesman usually has two selling jobs to do. 
First, he must sell himself to the customer so 
that his advice and suggestions will be accepted. 
Then, secondly, the salesman must sell the 
product. 


There is nothing so devastating to a customer 
who is sincerely interested in making a purchase 
than to be saddled with a half-hearted salesman 
whose every move and word indicates a com- 
plete lack of interest in you or your problems. 


Most store managers will agree that many of 
their salespeople today suffer from this type of 
anemia. 


But, before you become too critical of your 
salespeople, how about taking a good look in the 
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mirror and check up on your own attitude? 


The hired help aren’t the only people today 
who suffer from this selling anemia. We’ve seen 
many store owners who are just as guilty as any 
of their clerks of this lack of enthusiasm for 
selling. 


If the store manager fails to display enthusi- 
asm in his activities about the store; if he fails 
to give the store’s selling efforts his 100 pct 
support, how can he expect to demand and get 
these attributes from the saleshelp? 


You will find in most stores that the atmos- 
phere for the whole store is set by the attitude 
and activities of the owner or manager. 


In the Navy they speak of a “tight” ship, or 
a “happy” ship. Men who were in the Navy 
know that the atmosphere that existed on a ship 
was that which the captain set. 


A store manager is the captain of the store 
and its crew. The store will take on the same 
sort of a personality that he displays. 


A store with a neatly dressed, pleasant, sales- 
minded manager, will reflect a pleasant, business- 
like atmosphere to its customers. If the store 
manager is sloppy in his clothes and thoughtless 
in the handling of customers, it’s a safe bet that 
all the sales people will act the same way. 


So before you get too harsh with the crew, 


why not take a good look at yourself. We can 
all stand a reappraisal from time to time. 


The Great Switch 





One of the more frightening aspects of the 
government policies of the past decade has been 
the terrific growth of taxes, a growth far out of 
proportion to, for example, the increase in per- 
sonal savings. This table vividly demonstrates 
this growth. 


Year Individual Total 
Income Taxes Personal Savings 
(Billions) (Billions) 
1929 $1.1 $3.7 
1940 1.0 37 
1945 19.0 28.0 
1948 21.0 10.5 
1950 gy fe 112 
1951 23.0 17.0 
1952 (e) 29.9 19.0 


Sources: U. S. Treasury; Dept. of Commerce; Institute of 
Life Insurance. 
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ashington 
NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Market Conditions Expected 
To Prevent Climbing Prices 


The end of controls on hardware store items won’t 
necessarily mean an across-the-board advance in re- 
tail prices, as President Eisenhower’s top business 
aides see it. 

High production rates, coupled with consumer re- 
luctance to dig deeper into bank accounts, probably will 
prevent any over-all price climb. 

Although no general price increases are expected, 
it is pointed out in Government circles that certain 
lines, such as scrap metals, cigarets, and cosmetics are 
being adjusted upward in price. 

The lifting of price ceilings from major appliances, 
especially those over refrigerators, washers, and water 
heaters, is scheduled for early March. 

All remaining hardware items, down through nuts 
and bolts, are to be freed by the middle of the month. 
Removal price orders affecting steel, copper, and 
aluminum should take place around April if the Gov- 
ernment’s decontrol timetable holds together that long. 


OUTLOOK—President Eisenhower warns 


that he will ask for new control authority a 


& the general price level should climb unreason- 
ably. Otherwise, benefits of freedom from con- 
trol are of prime importance, he believes. 


House Plans Special Committee 
To Keep Check on Price Trends 


Removal of price control is sparking new demand on 
Capitol Hill for the creation of a congressional com- 
mittee which would “protect the consumer” through 
the device of publicity. 

Legislation along these lines is backed by a group 
of 23 “big city” members of the House of Representa- 
tives, five of whom are Republicans. The proposal calls 
for creation of a joint Senate-House committee made 
up of seven Senators and seven Representatives that 
would look after the “interests of consumers.” 

The House group estimates that consumers might be 
saved “hundreds of millions of dollars” by the actions 


10 


of such a committee. The legislators’ idea contem- 
plates that any marked price rises would result in con- 
gressional hearings on the subject. 

The spotlight of publicity, the House group reasons, 
should have the effect of deterring manufacturers, 
wholesalers, or retailers from price “gouging.” 


OUTLOOK—Setting up a “watchdog” com- 
mittee along these lines may be accepted as 
the alternative to passing a standby control 
law. Unless peace hopes suddenly fade, there'll 
be less and less emphasis on direct controls of 
all varieties. 


New Home Building Seen as Spur 
To Hardware, Housewares Sales 


Builders’ hardware items should be selling well by 
early spring, as contractors and carpenters begin to 
make a dent in the anticipated goal of one million new 
home starts. 

It’s shaping up as an active year in the private build- 
ing field, with August viewed as the likely time for 
peak construction. 

Spending for family housing may run higher than 
$10 billion. A sizable expenditure for articles in the 
hardware line is seen as a certainty. 

This Federal prediction is based on the prospect that 
business will be generally good, that supplies of hard- 
ware and construction materials will be adequate, and 
that no new national emergency occurs. 

On a longer-range basis, there’s favorable opinion 
in Congress for a plan that may aid hardware dealers. 

This program would involve setting an annual goal 
of housing units, with the Government prepared to as- 
sist builders in hitting that goal. 


OUTLOOK—Construction of a vast array 
of new homes this year will be reflected in De- 
mands for more than builders’ hardware alone. 
The market for durable housewares, “extras” 
in the home fixtures’ line, and certain appli- 
ances also is to be stimulated. 

(Continued on page 224) 
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@ See special listing of 
Hardware Week mer- 
chandise beginning on 
page 158. 





Kitchen Grilli Knives 


Called Carvettes, this new set of 
kitchen grill knives includes 314 in. 
boning and paring knife, 51% in. 
cold slicing and trimming knife and 
5 in. hot slicing and carving knife. 
Comfort-grip handles are rosewood 
with brass rivets. Stainless steel 
blades are ground and honed to give 
special aged appearance suggesting 
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KITCHEN GRILL KNIVES 





oft-sharpened professional cutlery. 
Each set packed in blue and white 
descriptive display box to retail 
for $2.98. Ekco Products Co. 


For more data circle No. 1 on postcard, p. 235 


Pneumatic Drill 


Constructed for heavy-duty op- 
erations with maximum power on 
continuous runs, this new PD-304P 
pneumatic drill is lightweight and 
compact in design. Contoured pis- 
tol grip, trigger throttle and built- 
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in speed regulator combine for easy 
efficient handling. It has built-in 
oiler and all moving parts glide on 
precision ball bearings. It is 
613/32 in. long, 21/16 in. wide, 
61% in. high and weighs 3 lb. It 
comes with 14-in. Jacobs chuck, 
key, wrench, hydraulic fitting, 14x8 
in. air hose and lubricant. Mall 
Tool Co. 


For more data circle No. 2 on postcard, p. 235 


Outing Set 

This Universal outing set is a 
fully zippered case of genuine tan 
Texon with attractive two-tone 















INFORMATION ON NEW PRODUCTS AND SERVICES. 


moire lining. Called Holiday, it in- 
cludes two redesigned quart size 
Shur-Grip corrugated vacuum 
bottles, each with four nested Roc- 
Lite cups, and a sturdy metal 
lunch box with partitions that snap- 
out, converting bag for general 
utility use. Retail price is $19.95. 
Landers, Frary & Clark. 


For more data circle No. 3 on postcard, p. 235 


Electric Tool Kits 


Added to the Handyman Electric 
Tool line, the H25, shown here. and 
H28 Dovetail Kits provide the ama- 





teur woodworker with the tools to 
make professional dovetail joints 
with ease and in a minimum of 
time. Matching joints of the dove- 
tail are cut with only one pass of 
the router. Both kits handle stock 
up to 12 in. wide. The H25 handles 
wood from 7/16 in. to 1 in. thick 
and the H28 from 5/16 to % in. 
thick. In addition to regular acces- 
sories supplied with kits, the GA- 
H225 templet is available and 
may be substituted for the finger 
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templets of the kits when desiring 
to cut dovetails on a_ rabbeted 
drawer front. Stanley Electric 
Tools. 


For more data circle No. 4 on postcard, p. 235 


Little League Baseball 


Approved Little League equip- 
ment, this cushioned cork center 
baseball carries the signature of 
Carl E. Stotz, president of Little 
League. Called DB36C, the base- 
ball and a full line of approved 
Little League equipment is de- 
scribed in the manufacturer’s 


CUSHIONED 





Conn cen se 


Spring and Summer catalog, which 
is free upon request. Draper-May- 














nard Co. 


For more data circle No. 5 on postcard, p. 235 


Coaster Set 


Packed eight to a _ box, these 
coasters are miniatures of Rubber- 
maid Kar-Rugs and have a diamond 
design surface which collects con- 
densed moisture and anchors the 
glass or cup resting on it. They 
come in assorted colors of red, yel- 
low, green and blue, with two coast- 
ers of each color to a box. Set of 
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FOR THE HARDWARE DEALER 





eight will retail for approximately 
98¢. Dealer sales aids will be avail- 
able. Wooster Rubber Co. 


For more data circle No. 6 on postcard, p. 235 


Level-Wind Surface Reel 


Called the No. 255 Inductor Reel, 
this level-wind surface reel permits 
the line to run through the guide 
without resistance during the cast. 
The level-wind feature and the 
reel’s uniform retrieving action aid 
in increasing the casting distance 
and assure smooth performance on 





every cast. Line guide remains sta- 
tionary during casting but trav- 


(Continued on page 232) 








Want more information on these 
products? Then use free post- 
card on page 235. 


in hardware merchandise... 


TO HELP YOU 


SELL 


AND OTHER DEALER 
HELLS 









SALES 


Window Repair Booklet 


Free copies of this 16-page 
pocket-sized booklet, “How to Fix 
Broken Windows,” are available 
upon request. Designed in two 
colors, it is written especially for 
the home owner and explains and 
illustrates the step-by-step proce- 
dures to follow in removing and re- 





, ae feo Tis 





placing broken window panes. Con- 
cluding pages catalog the various 
tools needed. Red Devil Tools. 


For more data circle No. 7 on postcard, p. 235 


Battery Merchandiser 


Called the PH-100 Shooting Star, 
this photoflash merchandiser is a 
counter display piece featuring a 
complete line of sealed-in-steel 
photo-flash batteries. Made of at- 
tractive blond wood, it holds five 
different sizes and types of bat- 
teries, 300 in all, and all guaran- 
teed to protect photographic equip- 
(Continued on page 266) 
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SALES 
of all 
RETAIL 
STORES 


in billions 


Source: U. S. Dept. of Commerce 











Conservatism Marks 
Retail Trade Which 


Is Seasonally Good 


Retail trade, generally, for the 
first two months of the year was 
seasonally good, buoyed by easy 
consumer credit, “sales” and strong 
promotional efforts on the part of 
national advertisers. 

Unusually mild winter weather 
that has prevailed in most regions 
has benefitted all retailers except 
those dealing in fuel and furs. 

Money saved on fuel bills, this 
winter, has increased the purchas- 
ing power of homeowners. 

Dealers attending trade shows 
throughout the country during re- 
cent weeks, have been rather opti- 
mistic about business prospects. 

Wholesalers and manufacturers 
who have contacted dealers at these 
shows report they haven’t been 
swamped by new business. How- 
ever, they report that dealers are 
now in sound financial position and 
their stocks are well balanced. 

Retail prices have remained fair- 
ly constant for some time and con- 
sumers are no longer buying in ex- 
cess of current needs, in anticipa- 
tion of higher prices. Neverthe- 
less, sales volume compares favor- 
ably with the record level of the 
first few months of 1951. 

This year it’s definitely a buy- 
er’s market, and even auto salesmen 
are beginning to sell. 
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> Decontrol Has Little Effect 


> Tool Prices May Rise Slightly 


> 1952 Hardware Sales Down 4% 








The effects of the lifting of 
Federa! controls on some of the 
lines of consumer goods sold 
through hardware stores will be 
slight. 

A check of manufacturers and 
wholesalers of hardware and 
housewares lines, following the 
lifting by OPS of some price ceil- 
ings on Feb. 18, showed that there 
definitely will not be a sudden 
rise in prices as a result of the 
move. 

Trade conditions at this time. 
when inventories are in balance 
with current demands, militate 
against price increases on most 
lines of hardware store merchan- 
dise. 

One line, however, in which a 
price rise seems to be inevitable is 
in hand tools. 

Manufacturers in this field have 
facing a serious problem since 
they were caught in a squeeze be- 
tween rising material, labor and 
transportation costs and the OPS 
price ceilings. One manufacturer 
pointed out that his company 
hadn’t had an increase in 2% 
years while costs were rising con- 
stantly. 

As a matter of fact, this industry 
had gone to Washington some 
months ago for relief and an in- 
dustry price study was in progress 
when word came that decontrol 


Slight Effect From Lifting of Controls; 
Tools One Line Which May Have Price Rise 


was on the way. As a consequence, 
the study was dropped. 

A spokesman for one of the lead- 
ing manufacturers in the hand tool 
field told HARDWARE AGE that a 
price increase of “probably 5 to 
10 pct” will be necessary to give 
them a reasonable margin of 
profit. 

The only area in which there is 
a stringency in supply is in pre- 
cision tools, and even here the 
situation is much improved from 
what it had been six months ago. 
For this reason it is reasonable to 
assume that some manufacturers 
may make some slight upward 
adjustment of their prices. 

Prices in many lines of hard- 
ware store merchandise, particu- 
larly in housewares, were already 
below existing ceilings and it is 
unlikely that prices should rise on 
these lines. Existing stocks in 
housewares lines are ample and 
production is heavy. 

With business becoming more 
competitive all the time, manu- 
facturers will be wary of announc- 
ing any across-the-board increases 
at this time. 

It is possible that price advances 
might be warranted in lines of 
heavy hardware, which are made 
largely of metals. However, there 
now seems to be able supplies of 

(Continued on page 304) 
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P&C tools have increased sales... 


: | and added profits that we never 
3 4 4 ” 
—-— before realized. 
j fe | hts —W. H. Moren 
bi | i F | i i Richmond, Va. te 


me © 


GUARANTEED TOOL PROFITS 








. 
ise 

equence, The P&C Self-Selling Merchandiser is 

or Mr. Moren’s hardest-working hand tool salesman. 
the lead- : 
ani Gaal This complete tool department holds all the 

: that a fast-selling hand tools at eye level, where customers 
vd 5 to can see, feel and examine P&C quality. 
0 give - : é 
rgin of Clear price marking and shadow outlines please 
both customer and dealer. The P&C proved 

gags profit plan makes hand tools the most profitable 
ere the item in any dealer’s store. Get the full story 

ed from from the nearest P&C distributor, today. 

ths ago. Write for free, fully illustrated folders giving 

—— to all facts on P&C Self-Selling Merchandisers. 

acturers 

upward 

S. 

f hard- ot ¥ 

particu- aon — 7 

eae mii, TOOL COMPANY 
id it is a 

rise on Vit Box 5926-A, Portland 22, Oregon 

og a \ ° Branch Warehouse: Schiller Park, Illinois 
ple an 1 

g¢ more 

sonst AAT a P&C ROCKET 150 

creases Holds 150 fastest-moving hand tools in only 

| ia P| Han «32 inches of counter space. Profits of $500 

j : Ss (i | EE wer and more per year on a first investment 

gee I ‘ Bayi! of $229.59 are common! 

ines o " 

© ads vf a bu \ P&C THRIFTY-50 

r, there © a el fr Many dealers make annual profits of $230 


on initial investment of $83.75. 
Holds 50 most popular hand tools. 
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1000 TO 1 GRIPPING 
LEVERAGE RATIO 
WITH JACOBS 
HEX-KEY CHUCK 


# 
- 
A 
- 
- 
4 
4 
A 


Jacobs Rubber-Flex Hex-Key Chuck... one of the famous Jacobs 
Chucks your customers recognize as proof of top quality in 
home shop power tools. 

Over a MILLION SATISFIED USERS are praising 
the accuracy of the Hex-Key Chuck, its ease of operation 
and above all... its great gripping power. 
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A quarter turn of the Hex-Key 
(a), on the cam-actuated 
locking device (b) provides 
the thrust resulting in power- 
ful grip on drill shank (c). 








A simple turn of the wrist assures a gripping leverage 
ratio of 1000 to 1. And even after constant use on the 
drill, it releases with another simple twist. 


Unique one piece Jacobs 
Rubber-Flex Collet. 


The secret of the 
great gripping power 
of the Hex-Key 
Chuck is the unique 
one-piece Jacobs 
Rubber-Flex Collet 
— made of hardened 
and ground steel 
jaws molded to- 
gether with oil- 
resistant synthetic 
rubber. 

This exceptional grip adds versatility to a power tool. 
It permits chucking of attachments and accessories such 
as sanders, buffers, wire brushes and polishers not pos- 
sible with ordinary light duty chucks. 

Precision manufacturing and engineering guarantee 
perfect performance by the Jacobs Hex-Key Chuck. And 
that’s typical of the complete line of Jacobs Chucks all 
built to do a better job. Remember, when the electric 
drills you stock are equipped with Jacobs Chucks, they 
hold . . . business for you. The Jacobs Manufacturing 
Company, West Hartford 10, Connecticut. 


IF IT’S A 


JACOBS 


IT HOLDS... Business for You 
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PEXTO’S NEW 


DELUXE EASILY MOVABLE = ceie.cLEANING 


Jool Bar 


THE WORLD’S GREATEST TOOL SALESMAN 


Heavy duty swivel, 
rubber wheel Casters 














es ee + eae 


- 
« 


ws 
Wa 
NO g Overall dimensions: 


60%” long x 304%” wide x 61%” high 


Occupies only 1% sq. yds. 
of floor space 


Wageless extra Clerk 
Works when ever Store is 
open — It helps sell! 


— COPYRIGHTED SYMBOL ON A 
oi TOOL AS PART OF ITS BRAND 
SIGNIFIES THAT WE GUARANTEE IT. 


Aish bhe Merchanl whe OVD one.’ 








ASK SALESMEN OF OUR WHOLESALE DISTRIBUTORS 


THE PECK, STOW & WILCOX COMPANY... Since 1785... SOUTHINGTON, CONNECTICUT, U.S.A 


THE HARDWARE RETAILERS’ PROFIT-MAKING TOOL SOURCE 
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DIMENSIONS 
LIST PRICE: 16” high 2,” deep 


$28.62 12” wide 11 Ibs. 











ORDER FROM YOUR DISTRIBUTOR TODAY 


it pays to sell quality tools 


CORPORATION 
UTICA 4, NEW YORK 
18 


DISPLAY- 
DISPENSER 


Brilliant red baked lacquer on 
sturdy steel. With holes for wall 
mounting and wire easel for dis- 
play on counter or in window. 


SERVICE PARTS INCLUDED WITHOUT CHARGE 


Contains one each jaw, knurl, pin 
and spring for 4”, 6”, 8”, 10”, 
12” wrench. 


ASSORTMENT: 

















UP TO 10 TIMES LONGER WEAR 
Jaw surfaces are extra-hard- 
ened by UTICA’s® own process. 
Resist nicking and burring up 
to 10 times longer than ordi- 
nary adjustable wrenches. 


and the world’s best tools 
are made in U.S.A. 


In Canada 
ADLAM TOOL & SUPPLY CO., LTD., MONTREAL; 
WALLS-JRONS, LTD., WINNIPEG 
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Bob Davis says: 


It’s time to start selling! 


There’s business galore for the wide-awake 
hardware store in the big Spring selling sea- 
son! More money is spent in hardware stores 
in May than any other month except Decem- 
ber. There is more money spent for residen- 
tial alterations and additions in June than 
in any other month. Mortgage loans for 
home repairs and reconditioning take a big 


jump in the Spring after the winter dol- 
drums. There are gifts to be bought . . . for 
graduation, Father’s Day, weddings. There 
are boats to get in shape, summer cottages 
to be spruced up, lawn furniture to be built. 
Here’s old Doc Davis’ prescription: Take a 
good, big dose of Black & Decker’s “Spring 
Tonic”... and sell, sell SELL, all Spring long! 
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It’s loaded with features 
to top all competition! 


NOW! Black & Decker gives you 
a Portable Jig Saw with a 
real motor! 















B&D UTILITY 
PORTABLE JIG SAW ( 


only $49.50 i 


Complete with 
y five different blades 



















g 
> ) 
— 4 ie 


Pocket cuts need no Driven by a powerful Compact, lightweight a Fan cools motor and 5 different blades for 

“entrance’”’ hole with universal motor, de- shaped to fit the f directs air stream to cutting wood, metal, 

sabre-type blade. signed and built by palm of the hand ’ blow sawdust away plastics, composition, 
Black & Decker. guides easily. t vy from guide line. leather, rubber. 


SELL IT TO some cratsmer 


* hobbyists * maintenance shops 


. >’ , \ Its many uses give 





‘. * display builders ° electricians * 


ie you a great potential plumbers °* pattern shops * body 
bag oo 


shops * packers * general wood- 





workers. 






Its attachments 
and blades build 
ee 






















"razor-blade” Precision-made TABLE converts  Circle-Cutting Attachment for Joint Attachment makes strong, 
B&D Utility Portable Jig Saw to use with Table cuts any circle precision wood joints for corners 
stationary model in seconds! Per- from 2” to 13” diameter. No cut- or for joining ends of cut lumber. 

business ! fect for intricate patterns. Com- ting line needed set the adjust- Complete with steel template on 
plete with accurate miter gage able attachment and saw! .. . guide bar, blade support arm, 

and rip fence . . . Only $14.95 (list | Only $3.50 (list price). steel fence block and _ special 









price). taper-ground blade . . . Only 
$7.95 (list price). 






OF Tet mamey oun oF Tet HTT 
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sell it! 


Ask your Wholesaler or write us 











Now, B&D gives you a complete SAW LINE 
to sell homeowners, carpenters -- 
and builders! 













( 

TY ~ 
> SAW With the complete B&D Utility Saw Line, you’re 
50 eed really in the power saw business . . . with a model for 

every prospect ...a price for every pocketbook! And they all 
ith feature Black & Decker’s CUSTOM POWER .. . motors de- 
lad signed and built right in our own plant for the specific Saws they 
aces drive! PLUS perfect balance, surprising versatility, complete 





safety, fast adjustment and rugged dependability! PLUS a line 
of blades, discs and accessories that keep profitable repeat sales 
rolling in! 











B&D UTILITY 8” Heavy-Duty Saw 


F $99-50 
f al 92 (list price) 
Now, B&D gives 


you a fast-selling 
ore HARDWARE WEEK SPECIAL at 
nee ag a New Low Price! SJ 


electricians * 





t blades for 
ood, metal, 
omposition, 
ibber. 


















6° Heavy-Duty Saw 6” Heavy-Duty Deluxe Saw 7” Heavy-Duty Saw 9° Heavy-Duty Saw 


$56.50 $76.50 $88.50 $]]7.00 


(list price) (list price) (list price) (list price) 























B&D’s HARDWARE WEEK SPECIAL 
lets you sell the 6” Heavy-Duty Saw PLUS 
the Depth and Bevel Attachment BOTH at 
only $59.50 (list price)! It’s backed by big 
national advertising. It’s dynamite for those 
homeowners who have been on the fence 
about buying! 
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7 J Ve" DRILL (HU-1) . . . The Y%”" DRILL (HU-20) . 


id special 
. . Only 





— 

all-time home favorite! rugged, powerful drill that 

Over a million and a quarter sold! handles the larger jobs for farm and 

Perfect for selling the first-time buyer home. Makes a sturdy drill press in 
and skilled craftsman alike! Bench Drill Stand (HU-2391). 


"is 


y= 
ve = by 

i NO. 44 SANDER 
i SANDER-POLISHER (HU-50) > (HU-44) ... Won 
... The tool of a thousand- its spurs with a 

and-one uses... with more power, reat sales record last Fall and Christ- 
higher speed than 4” Drill. Sell it to mas! Exclusive features give it a 
drill, sand, polish, grind, sharpen and hands-down edge over competition. 
buff. And it’s priced right! 


B&D UTILITY 
favorites continue 
to sell 

their heads 























to turn the 


page for 
more profits! 






Attach. 
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SPECIAL ADS to home 





mechanics, 
hobbyists, craftsmen and boat owners. 


industry . . 





SPECIAL ADS to reach the farmer, a top 
home-and-business prospect! 


Black & Decker’s Spring, 1953, advertising campaign reaches 
more prospects, more times than ever before in the history of the 
. and that means more pre-selling of prospects in 
your neighborhood! The five great national magazines shown 
at the left will carry 64,251,461 sales messages . 
fields shown below will carry 25,992,212 . . . for a grand total 
of 90,243,673 business-building ads! 





. . the special 








AMERICA’ 


poubeR wir 









SPECIAL ADS to sell the professional 
carpenter and builder! 








DEALER "SALES TALK" CONTEST with 
plenty of worthwhile prizes! 






STORE STREAMERS-—to help you cash in 
on Hardware Week and Father’s Day! 






































Look «c 
i. | 
7 ‘ 
3. 
4. | 
| 
NEW MAT SHEET— helps you focus RADIO AND TV SCRIPTS—-give you pro- CONSUMER AD REPRINTS identify your 5. 
power of national ads on your store! fessional help in local selling! store with millions of national ads! 6. 
‘ 
ws 
ACT NOW to sell early and often this Spring! Order your Service Dept., The Black & Decker Mfg. Co., Towson 4, 
stock of B&D Utility Tools from your wholesaler. If you Md. Then tie in with our national advertising through 
haven’t as yet received your Campaign Book and mer- _—iyour own advertising, store display and personal selling. 
chandising material, write today to: BOB DAVIS, Dealer _ It’s a cinch to get you rea/ profits in the next four months! 
eanrenll Only 
TIME to order : 
one | CHAMPION 
Black & Decker Utility Tools from 
HARDWARE 





your 


Wholesaler ! 












see he tile Rane 





than ever /” 


CHAN yyc, LOCK 





: & pliers ave list : 
the Yellow Pages of most Tele- 
phone Directories under “Tools"* 





Look at these NEW features... 


1. Interlocking principle positively prevents slipping under any load Here’s the new, improved Channellock 
. . the heavier the job, the greater the interlocking action. Plier—bringing to you new features 

2. New type wide base lugs provide maximum cross section strength which offer more positive gripping, 
. cannot shear. greater strength and longer wear. The 

‘ : aia es G undercut interlocking charmel is the 

New nose design provides greater utility for gripping small objects. first really new idea in plier design in 
Patented design of tension edge provides more strength and elimi- years. Engineering skill has developed 


nates stress concentration at channels, a plier with new patented features 
which give you the newest, strongest, 


y your . s . err o8 
7 N terlocking desi st t. s 
ew inter ing design minimizes stress on joint bol siast peactice! plier you can buy. Move 


ads! 
Precision machined interlocking surfaces provide perfect fit, thus is a plier that will last for years! Chan- 
+ eae pressure evenly. nellock Pliers—made only by Champion 


. “Rite Angle” teeth guarantee maximum bite and minimum wear. DeArment Tool Co., Meadville, Pa. 


Le 


| CHAMPION DeARMENT TOOL CO. « MEADVILLE, PA... 


PRINTED IN 
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One of the many NONE BETTER Alloy Steel 
Sets. 34 pieces. ¥2“ and “4” square drive. 
For hex nuts, 12 pt. Sockets from 7/16” 
to 14%"— 6 pt. Sockets from “%" to 7/16”. 
For square nuts, 8 pt. Sockets in 4“ drive, 
5/16” and %” openings. Selection of 
most useful Drive Parts in each size. All 
in sturdy metal box. 











Another popular 23 piece Alloy Steel Set 
in 42” square drive. Precision broached 
12 pt. Sockets for nuts ranging from 7/16” 
to 1%”. Drive Parts include Reversible 
Ratchet, 18” Flex Handle, 19” Speeder, 
Socket Extensions, Slide Tee Handle and 
Cross Bar. All in sturdy metal box. 








TOOLS that make TOOL SALES easy and profitable for you! 


First, your customers SEE the handsome design and rugged con- 
struction of these famous Tools. They FEEL the comfortable grips 


rust-free life. 


15° Long Box End Tappet Set in 
Leatherette Roll. 


Openings from 


Engineer's Set in Combination Set. 
Leatherette Roll. 
Openings from 


Y" to ”. 


Openings from Set. Openings 
7/16" to %4".... 
Leatherette Roll. 


from %” to 1”. 
Leatherette Roll. 





TTT we) 


Complete Hex Drive 12” 
Ratchet and %" Socket Sets 
in metal container. 


Complete %2” Hex Drive 
Ratchet Set with 8 Sockets 
in metal container. 


Y%"' Hex Drive Midget Set of 
7 Sockets and Ell Handle in 
metal container. 


Y," Hex Drive Ell Handle 
with 7 “strung-on” Sockets 
for compact storage. 
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Customers BUY when they SEE what they need in your store — 
remind them and you SELL them! NONE BETTER raises this proven 
merchandising principle to an all-time high with the greatest, most 
compelling assortment of sales-making ideas and Tool Displays 
ever put behind a great Tool Line. An unbeatable array of SALES 


Available in 44", %”, V2" and %” drives, NONE BETTER Drive Parts provide 
sturdy, compact strength and hand-hugging grips without useless weight or 
bulk. Specially popular for saving time and energy are the Reversible Ratchets, 
Flex Handles, Speeders and Universal Joints. All Drive Parts with the NONE 
BETTER “Keyless Locking” feature and Triple Plate, Chrome finish for long, 









7/16" to 11/16". B 


and perfec 
them and 

NONE BE’ 
the quick 

magic that 
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look at thi: 
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Precision bre 
for long, rus 
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Stocking 
set-ups. 





THE NEW 


HARDWARE 
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and a balance ... and they BUY because you have reminded WINDOW OR COUNTER 
them and made it easy with inviting displays. DISPLAY STAGE 
NONE se Tools are always sales-active . . . they move fast for , Iy- 
the quick turnover that means steady profits for you! That's the NE AS 

magic that does the trick. Let your customers see these great NONE wo gett vy Joo Ni, 
BETTER Tools. They'll sell themselves, and the profit is yours. Just 
look at this line-up of popular Tools, and ask us about the Displays 
that do the greatest selling job in Tool history. 















, ae 
. ' 
a a 
We oe 
6 POINT 8 POINT 12 POINT 3 fast-moving NONE BETTER Sets mounted 
xtra wall contact for For square nuts, -_* For hex nuts, 2°" drive, onan eye-catching Display Stage for win- 
c tubborn hex nuts. 1/2"" Drive Sockets, openings openings 7/16"' to 1'4"", dow or counter. Place it where your cus- 
r i 3,"* Vg’? Yg*® Ye"* Dri /5** 2 
ive openings a to oe to a. Drive Extra Deep Sockets Va tomers can see it — it will make sales for 
‘ 8 Drive %% to 4 to 2"'. Midget te. 7". 4 Drive, hb 
‘ in both Extra Deep Sockets '4'" Drive '4"" to 5/16" to %'', Extra deep you. FREE with the purchase of the 3 NONE 
— nd regular Sockets. '/4"" Ye'', specially useful for Sockets 7/16"' to %"' BETTER Sets shown. 
} rive Midgets, 3/16'' to carburetors and genera- Heavy Duty %4"' Drive 
‘i 7 /16"° tors ie" Ten 







FLOOR RACK 


ts provide NONE BETTER Thin Wall Sockets of finest alloy steel, carefully heat treated. T 

weight or Precision broached for perfect fit —‘‘on the nut.” Triple plate, chrome finish OoL DISPLAY 
e Ratchets, for long, rust-free life. All with “Keyless Locking” feature. 

the NONE 


for long, a ISPLA 


wot. ’ 
ee NB errs ava & 
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to 11/16”. Set up your own Tool Department with these handsome 1 x 2 ft. Tool 
Stocking Boards. Shipped complete with Tools and Kit for multi-panel 


set-ups. Panels FREE of extra cost with purchase of Tools. r wir" 























This NONE BETTER Floor Display SELLS 
Tools. Occupies only 2 square feet of 
floor space to display 10 of the most 
wanted Sets (5 alloy steel, 5 carbon 
steel) plus a selection of 90 fast-moving 
Tools. A virtual Tool Department ia 


THE NEW BRITAIN MACHINE CO. itself. 


New Britain, Conn. 
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HOLD EVERYTHING! 


let us show 


If you are remodelling or opening a new Store, 
you our complete shelving and gondola units and/or uprights 
(if you want to build your own shelving). Wherever you are - 


Whatever your size, the S. A. Hirsh Mfg. Company will give 


you the finest shelving for every purpose, at the best price! 


a 


HIRSH shelving is available from coast-to-coast through your 


favorite wholesaler or equipment dealer.. But, make no 





mistake, insist on HIRSH Display Equipment and be certain 


l of getting America’s finest shelf design! 





Hirsh-Standard 
Pre-bilt 
UNITS 









‘ 






Hirsh-Standord Send for our FREE catalog TODAY 


UPRIGHTS 


pane polishin 


Company. 

Address 

City. 
State. 


Hirsh-Line 
All-Steel 
Shelving 


Show y 
saves th 


Other a 
match t 


Be sure 
Week p 
Ss. A. HIRSH MFG. COMPANY BOS! CENTRAL PARK AVENUE ¢« SKOKIE, ILLINOIS availabl. 

volume 


The Sat 














HARDWARE AGE, MARCH 5, 1953 HARDWA 





BOOST HARDWARE WEEK SALES! 


Sell SKIL 6’ Sander-Polisher 
as a whole shop in itself! 














8 Different 
work-saving tools 
in ONE! 


MOST VERSATILE POWER TOOL 
OF ITS KIND FOR 
HOME SHOP AND HANDY-MAN 


SKIL Home Shop 6” Sander-Polisher 
Model 517—Only $37.25 

@ Ball-bearing mounted spindle shaft 
permits extra-heavy use. 

@ Reserve power for polishing and other 
heavy work. 

@ Weight and balance designed for easy 
handling. 

@ Proper speed for sanding, drilling, 
polishing. 





Show your customers how the SKIL Home Shop 6” Sander-Polisher 
saves them work and time and the sale is made! Sands wood and metal; 
polishes the car, furniture and linoleum; grinds; drills; sharpens; wire 
brushes; rubs and mixes. Sanding and polishing accessories included. 
Other accessories at modest extra cost. No other power tool value to 
match this! 
Profit with SKIL promotion pieces during 
National Hardware Week! 


Be sure you use the SKIL pennant and ad mat included in your Hardware 
Week promotion kit. And use the SKIL folders, displays and other helps 
available from SKIL and your wholesaler—today ! They'll assure a bigger 
volume—bigger profits—with the SKIL Sander-Polishei. Featured in 
The Saturday Evening Post for National Hardware Week. Order Stocks Now! 
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HOME SHOP TOOLS 


Made only by SKIL Corporation 
formerly SKILSAW, Inc. 


5033 Elston Avenue, Chicago 30, Illinois 


In Canada: Skiltools, Ltd. 
3601 Dundas Street West, Toronto 9, Ontario 


SKIL 


* 
Call Your SKIL Wholesaler 
for Full Information on This and Other 
Profit-Building Home Shop Tools 














a 
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simplicity 





a few parts... 
1 few minutes 





_ WASHINGTON LINE 


Three types of bearings ilable. 
WASH | NGTON Ask your jobber for pt hdivenetion or write to: 


LINE 
WASHINGTON STEEL PRODUCTS, INC. 


Dept. HA-3, 1940 East 11th Street, T 2, Washingt 





® 
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Youn best padlock bot 2° nzr01t. wer 


The SM7 assortment, including the rich-looking 
miniature showcase and 4 


Price 


Retail value $25.37 


Slaymaker’s FOUR BRASS BEAUTIES! 


¢ Solid cast brass, 
3 g polished finish. For 

standard security. 
Size across case 15/16”. Double- 
ward mechanism. Hard, tough 
steel shackle. Two coined keys. 
Packed in individual box; one 
dozen in display carton. Wgt., 
1-1/2 Ibs. dozen. Key blank 
K254. 


PADLOCK No. 55 


§9° **Super-Tumbler’’ 
mechanism licks the 
old bogey of inter- 

changes! Padlock is solid cast 

brass with polished finish. Size 
across case 1-1/2”. Shackle of 
hard, tough steel. Two coined 
keys. Each padlock in individual 
box; 1/2 dozen in display carton. 
Wot., 4 Ibs. dozen. Key blanks 
K230 and K230A. 


PADLOCK No. 78 


» ¢ 


Exclusive ‘‘SUPER-TUMBLER’’ 


PADLOCK No. 75 


PADLOCK No. 8&8 


¢ Big brother to the 
small padlock. 
Size across case 
1-7/16”. For standard security. 
Double-ward mechanism. Solid 
cast brass with polished finish. 
Hard, tough steel shackle. Two 
coined keys. Packed in individ-- 
val box; one dozen in display 
carton. Wgt., 3 Ibs. dozen. Key 
blank K253. 


finest padlock of 

all! ‘‘Super-Tum- 
bler” mechanism for super-se- 
curity. Solid cast brass, polished 
finish. Size across case 
1-15/16”. Hard, tough steel 
shackle. Two coined keys. Each 
padlock in individual box; 1/2 
dozen in display carton. Wgt., 
6 Ibs. dozen. Key blanks K230 
and K230A. 


$] I Q) Here's the biggest, 


MECHANISM 


This Slaymaker exclusive feature is on the two larger padlocks. It allows more than twice as many key 
changes as in ordinary disc-tumbler locks. Its secret is an entirely new principle of tumbler contact! 


IMPORTANT NOTE: Any number of any of these padlocks can be supplied 
keyed alike. No additional charge for this service. All padlocks available with 10-inch 


chain attached, if desired. 7 


YOU GET ALL THIS IN THE SM7 assortTMeENT! 


The handsome Slaymaker miniature showcase 
13 each of padlocks No. 55 and No. 75 
7 each of padlocks No. 78 and No. 88 


Order two assortments—one for your counter, one for your window You pay 
nothing extra for the showcase! 


SLAYMAKER LOCK COMPANY 


SINCE 1888 - LANCASTER, PA., U.S.A. 


ond WORLD'S MOST COMPLETE LINE OF PADLOCKS 
MINIATURE . Printed in U.S.A. 


SHOWCASE 
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FOR TIDY PROFITS, SHOW THEM 


CASEMENT OPERATORS 


Whoever your customers are—builders, contractors or home- 
owners—they’ll often sell themselves when you point out the 
advantages of Getty casement operators. 


You'll interest contractors and builders when you point out 
the lower initial cost, extra beauty and complete utility of 
casement windows with Getty operators for their building 
programs. And when you explain that there is a Getty 
operator designed to meet their specifications for every wood 
or metal casement need—in the exact finish they require. 


The homeowner looking for a replacement unit usually will be 
impressed by Getty’s quality craftsmanship even before you 
explain how Getty’s exclusive internal gearing assures easy 
operation, dependability and extra-long life. When you show 
him how he can install the compact unit easily with two 
measurements and seven screws, and how it operates without 
disturbing screens or blinds, the chances are you’ve made a sale. 


While they’re with you, don’t forget to show customers Getty 
accessory casement hardware—and as a closing point, men- 
tion the fact that Getty operators are used on more casements 
than all other operators combined. 


TRY THIS 1-WEEK SALES BOOSTER! 


For one week, ask every one of your store customers if there 
are casement windows in his home. A large number have 
them, but many need replacements for outmoded stay 
bars or faulty operators and have never got around to 
buying them. 

There's your chance. Show them a Getty operator and the 
simple replacement directions—just 2 measurements, 7 
screws, and anyone can do the job. 

You'll sell a lot of Getty operators that way—often in 
pairs—and that over-$15-per-dozen markup is interesting. 
Try it for a week. 


‘H. S&S. GETTY & €O., INC., 3348 NORTH 10th STREET ¢ PHILADELPHIA 40, PA. 


Canadian representative: A. N. Ormsby Co., 23 Scott St., Toronto 


30 
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GRIFFIN. 


IN HINGES 


There are no “ifs” or “ands” about selling 

Griffin products. You can recommend them with complete 

confidence. The Griffin line of fine builders’ hardware has been 

known for over 50 years as a “quality” line. The finest steel, 

carefully rolled, finished by expert craftsmen makes Griffin 
a fast moving line—more sales—more profit for you. 

Sell with complete confidence. Sell the Best . . . Sell Griffin. 


ay 


RI FFIN 4 LAY Every DOOR NEEDS THREE 
é MANUFACTURING COMPANY. 


ERIE + PENNSYLVANIA 
REPRESENTATIVES 
H. C. GLOVER 


WILBUR H. DAVIS CHARLES L. LEWIS R. F. BEVERS 
1639 W. Farge Avenue 1355 Market Street 4524East 60th Street 2611 Garrison Bivd. 
Chicago 26, IIlinois San Francisco 3, Calif. Seattle, Washington Baltimore 16, Maryland 
GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR. ROY L. ROGERS 
17134-6 Wyoming Avenue 917 St. Charles Avenue 644 Wellington Road 1620 Garfield Street 
Detroit 21, Michigan Atlanta, Georgia Jackson 6, Mississippi Denver 6, Colorado 
THE B. $. ALDER COMPANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 
45 Warren Street 115 Broad Street 6637 Golf Drive 4638 Nichols Parkway 6954 Oleatha Avenue 
New York 7, N.Y. Boston, Massachusetts Dolias 5, Texas Kansas City, Missouri St. Louis 9, Missouri 
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Russwin Starting Points 


to bigger orders in builders’ hardware 


Starting points to bigger orders or potentially big 
“* accounts are represented by each Russwin product 
a ae illustrated. Customer satisfaction with one leads 
to customer demand for the others. 


Count on the complete Russwin Quality Line of 
Builders’ Hardware for greatest profit possibilities. You 
can be sure of always having a well-rounded stock 

to meet every customer need . . . uniform in size, 
finish, quality, packaging and price. Russell & Erwin 
Division, The American Hardware Corporation, 


| A wide selection of locks and New Britain. Conn 
. . 


latches in a variety of types, styles 
and finishes meet every need from 
cottage to skyscraper 


4 Pressure - cast 


aluminum miscel- 


laneous hardware ; 
extra smooth 3 Floor hinge a leader in style 
finish of ball and construction. Made with 
burnished brass wrought steel plates and frame. 
or satin aluminum Equipped with hold open device 
sturdy, yet 
light . rust- 
proof, economical. 


Russwit 


DISTINCTIVE HARDWARE 


“PROVING THE ECONOMY OF QUALITY” 
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i NEW 
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wall or coi 
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——, Myf gsr Your RENTAL PROFITS 


eine WITH AMERICAN! 


” It's easy to have 


Pedal for” 


for best result >. : 
sults use Uneucan finishes + 


7 7 









THIS 


fare 






You 


vr NEW 
POSTER 


... for window, 
wall or counter. 
Gets rental ac- 
tion! Boosts your 
profits! 

























sy NEW si NEW FINISH 





COUNTER DISPLAY 
DISPLAY .. Shows acooal samples of 
bays seven types of floors treate 
.- with ‘*Day- with American finishes. It 





Glo” lettering for 
high attention 
value! 


NEW MERCHANDISING HELPS! 


Get set now for peak spring profits in sander rentals—with American merchandising 
helps to bring rental dollars rolling in! 

Each new owner of a little American 8” Floor Sander or an American AMR Sander 
receives a big profit-building kit! This includes two new sander rental displays 
... ideas for displays . . . window banners... literature . .. and rental record 
sheets. Newspaper mats available on request. This is part of the American 
profit-plan that brings in customers and makes money for you! Send coupon for 
details. 

Nation-wide service! American Distributors in principal cities furnish quick 
service by factory-trained men when repairs are needed. 


demonstrates and se//s for 
you! 


























Profit with 
American de- 
pendability in 
Sanders, Ed- 
gers, Abra- 
sives, Finishes! 
Tops for cus- 
tomer satisfaction and 
making money! 












FLOOR MACHINES ® PORTABLE TOOLS 


The American Floor Surfacing Machine Co. 
§22 S. St. Clair St., Toledo 3, Ohio 

(1 Send 12-page free booklet showing how to make | 
money in the floor sander rental business. 

(J Send latest catalog on the following, without obli- I 
gation: 





— — al 












| 
(Floor Sanders LJFloor Edgers CJFloor Finishes 
50 YEARS OF PROGRESS (_JFloor Maintenance Machines [Abrasive Papers | 
Famous American Ma- N | 
fe . * AME ce ccceceereere eee eee eerste eeeeeeseeseeeeeeeeeese 
chines are a// engineered, | 
manufactured, sold and EE... scuneeeseddsbee ed ebeeesebeees 60ensenesegn sees 
serviced by American! CW isc caecceveccsecsessedesscevseisescesecetees ! 
=e —_ ee ee ee es ee eee oe <_—_—_ SE = = | 
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Presenting the 
Revolutionary 
Low-priced 


Belruss Tools 













Increase your 
sales and profits 


Hot Items For a Huge Market! 


Belruss sales direct from your counter quickly add up 
to profitable volume. Every customer who uses tools 
is a prospect .. . handyman... hobbyist... home 
owner... carpenter. 


Priced to Sell - Packaged to Sell 


Belruss tools are necessary tools for home workshops, 
maintenance departments in factories, public build- 
ings and for student's use in manual training schools. 


Belruss tools sell on sight... all year money makers 
for you. Cash in on a huge market. . . thousands of 
men need these sturdy, guaranteed precision tools 
...Cash in on Belruss low cost, top quality tools 
that sell fast! 


MANCHESTER 








BELRUSS WEDGE-VISE 






















BELRUSS MITRE-BOX 





















Belruss Manufacturing, Inc. 


CONNECTICUT 
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HARDWARE 








LIKE IT OR NOT aie Stop to consider the time spent 


locating proper screws to complete a 


SCREW SALES sale. This lost time costs you money. 


Eagle’s “Ever-Handy” Screws in 


CAN B —E C Oo STLY! I clear-vue tubes lick this loss. 


oa - 


Sell More Screws 





> Positive Prices Mean Positive Profits — All sizes retail 
for 15¢ per package — six for 89¢. Clerks have no price 
problem. The quantity is seen. No longer a counting 
and guessing game. 


No More Inventory Problems — “Ever-Handy” Mer- 
chandiser gives rapid visual control of all sizes. Stock 
replaced in a flash from refill cartons. Excess inventories 
eliminated. No losses from stock mixups, broken pack- 
ages, empty cartons. 


> Modern Merchandising — Self Service — your cus- 
tomer can choose his own. Faster selling to relieve 
clerk’s time. Handy-Rack for six tubes increases unit sale. 
Merchandiser stimulates impulse buying. 


pA Full Display Means Business Today — Keep your 
merchandiser full — order refills today from your jobber. 
For details write Eagle Lock Co., Terryville, Conn. 
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“Our tool volume has jumped at least 100%. 
We were so sold on our first Tool Station that we have 
purchased a second one for our branch store,” states 
Mr. C. B. Harper, Jr., of Harper Hardware Co., 
Richmond, Va. 





“Impulse tool buying increased. We have noticed 
that people about to leave the store now stop and buy,” 
say Mr. Adams and Mr. Feagin of Adams and Feagin 
Hardware Co., Macon, Georgia. 


THE TOOL BOX OF THE WORLD 


[STANLEY] ™s 





ANNIVERSARY 
7 x taisiniiasieie 


me——r'v" 





Reg. U.S. Pat. Off. 


HARDWARE ® TOOLS ® ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 
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“MODERN TOOL SALESMEN” 
STIMULATE EXTRA SALES, 
DEALERS EVERYWHERE SAY 


New Stanley Tool Stations Prove 
Exceptional Merchandising Power 


From Maine to California—all around the country— 
dealers are finding that the new Stanley Tool Stations 
bring in added tool business . . . provide extra profits 
with no extra sales effort. 

From the minute you put the Stanley Tool Station 
on your floor, this highly persuasive “salesman” starts 
working for you. Customers stop and sell themselves 
when they see this display of 247 most popular Stanley 
Tools. 

This self-service tool department pays for itself in the 
first turn of the stock—then starts right in to pay you. 
It occupies only 9 sq. ft. of floor space. It’s flexible, 
provides a spot for every tool. Each tool is clearly priced 
and numbered—pricing service direct from Stanley to 
you keeps prices up-to-date. Re-ordering is quick, easy. 


New Economy Table Displays Defiance Tools 


Here’s a compact, col- 
orful merchandiser that 
gives full display value 
to 335 popular Defiance 
Tools, yet fits on the 
top of any standard 
island table. It’s 36” 
high, 22” wide, 57” 
long — arrives com- 
pletely assembled with 
price cards numbered 
and priced. 

Defiance Tool Sta- 
tions are also available. 
They display 335 fast- 
moving items, are the 
same size as the Stan- 
ley Tool Stations, 











pom ne ne ee ee ee 


GET COMPLETE DETAILS NOW! 


STANLEY TOOLS, 200 Elm Street 
New Britain, Connecticut. 


Please send me full information about (check: ) 


(_] Stanley Tool Station (_] Economy Tool Table 
[_] Defiance Tool Station 


EE rae ee ree: ert eT Ener NE STOTT : 
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~ ANNOUNCING... 


COMBINATION DOOR. CYLINDER LOCK SET* 


with “key in knob” and 5 pin 
tumbler brass. cylinder 





LA 













* Patent Pending 








AND HERE’S THE 
EARLE “733” combina- 
tion screen and storm 
door set . . . another 
sales leader for you 
with the same outstand- 
ing Earle features. 
Standard finishes are 
available. 


This new combination door cylinder lock set is 
designed to produce more sales, and satisfied 
customers. It keys with other Earle cylinder locks 
... homeowners need only one key for all doors. 


* Made of permanent-beauty solid brass. 





* Latch construction compensates for slight 
drilling errors—easy to install. 


733 
* Same mortising as the “733” series, plus 
added security of key locking. 

“733" DISPLAY 
These attractive display 
samples available from 
your jobber for both sets at 
price of hardware only. 


* Year-round comfort—locks the home without 
shutting out Winter sunshine or Summer 
breezes. 


Order the new "73" cylinder “key in knob” lock 
sets and the "733" combination screen and 
storm door sets (without key) NOW—for Spring 
business. For full details on prices, weights, fin- 
ishes, and new franchises, clip and mail coupon. 


a 


HARDWARE MANUFACTURING COMPANY °® READING, PA. 


EARLE HARDWARE MANUFACTURING CO. 











Reading, Pa. 


Gentlemen: Please send me full details, without obligation 
on my part, of your combination door lock set (sets) which 
I have checked. 


[) new “73” cylinder set [] “733” screen and storm 
door set 


NAME 

COMPANY _ 

ADDRESS 

CITY STATE 


N wananananarenenenasenananananal 
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Here’s Your Weller Promotion for 
$7595 Hardware Week _aaif 


INTRODUCTORY é NEW SPECIAL BUILDER 
VALUE ACCESSORY PROMOTION counter * 


$ 1 bis CARTON a o 









- 






eo] g 
GS not now * ii AT 


available stuffer 


* counter 
separately * ‘ * 


window 






* x 










* *« 


x 




























Your Weller Gun sales will be hotter than ever 
with this profit-packed Introductory Kit Offer. 
You'll sell a 100-watt Weller Electric Gun 
PLUS 2 NEW Accessory Tips—a $12.95 retail 
value for only $11.95! 


These NEW Wellertips 

are specially designed for home- 
crafter and hobby uses. CUTTING TIP 
has a hot knife blade. SMOOTHING TIP 
has a trowel shape blade. Nuts are factory- 
attached for easy interchange. After Hardware 
Week Tips will be sold separately at 50c eath. 


For Hardware \g a 
por 


Week — Weller offers 
this value in the special 
P-300 Merchandise Pack- 
age. Each P-300 package 

consists of 3 WS-100 Electric hy 
Guns in individual display car- 
tons, each with 2 Accessory 
Tips and Instruction Folder 
mounted inside 





=% y 






tas 










Heot- seals home ase Melts stick-wox or stick Cuts plastic wall and floor eoahe metal objects— 
packages. shellac for furniture repairs. tile. spouting, toys, pans, efc. 
The Weller Electric Gun is the most useful low-cost tool a home- ' BETTER FROM TIP 
craftsman or hobbyist can buy. For household repairs and many other TO GRIP 
uses, plus all types of soldering, Weller Guns are being bought by / 
the thousands. Aa & 
Cash In on this big Hardware Week value, introducing the Weller fii é L - T R i i 
Electrakit... Order the P-300 Promotion Package today! If your \ 
Distributor cannot serve you, write for the names of the Weller Va G U ey Ss 


Distributors nearest you. 802 Packer Street, Easton, Pa. 
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Precision Saw Kit... FOR FINE FINISHING WORK 
romotional Deal 


This professional quality 3 in 1 

finishing kit consists of an 18-inch, 5 . a ; ° 

10-point hand saw for fine finish : TIONAL HARDWARE 

sawing on cabinets, moulding, furni- ‘ee S le One , : : 

ture and trim... plus a 2-blade nest : i 1 ‘ 

of saws with a 12-inch, 12-point com- WEEK ONLY! 
Reg. $6.75 VALUE 








pass blade and a 10-inch, 10-point 





keyhole blade for smoothest cuts on circular 

and “tight corner'’ sawing plus fast cutting 

through bone, plastics, nails and soft metals. Materials 
and manufacturing standards are of highest quality. Even 
carpenters will want this quality kit. Priced at only $4.98, 
retail, this Rockwell National ‘Hardware Week Special is 
the greatest hand saw profit maker ever offered! Don't 


delay, order now! 


RIC Rockwell Tools, Ime. iiiccuine comrany 
«% 1314 Kinnear ee : Columbus 8, Ohio a Pa. 
100 Years of Fine Quality Saw Making 


5, 1953 
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Makes Circular Saw into MULTI-PURPOSE Toolf 
~BELTA Moulding Cutterhead and Knife Sef 


PICTURE FRAMES, TABLE 
EDGES, BEAUTIFUL DECORATIVE 


SHAPES on a circular saw! 



















Real sales appeal PLUS practical value, 
PLUS attractive display packaging al 





Order 
Display Packaged as illustrated 


By Catalog N 34-82 


en a 23 ae 


Packed in individual shipping coi 


tons 





e Delta moulding cutter head and knife set makes i 
possible for the circular saw owner to make beautiful pictur 

frames, and the decorative shaped edges that give a hompy 
project that professional look. He can make dowels, do his 4 
interior millwork, too. 









Not only is every circular saw owner a prospect — but thi 
set will help to sell circular saws to the beginner who doesn! 
realize a saw’s versatility. There are many additional sei 
» of knives for later sales, giving your customer an unlimited 

selection of moulded shapes 


The fast-moving turnover will ring your cash register profit 
ably and often! 





In stock at your wholesalers NOWR  sea-a 
Timed 



































Delta Quality DELTA POWER TOOL DIVISION 
Makes the Rockwell wanuracturinc compar 


Difference 400 NORTH LEXINGTON AVENUE © PITTSBURGH 8, PENNSYLVANIA 





® 


DELTA POWER TOOLS Another © Product HARDWARE . 
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daring Hart 


ee S ALL LL 


The Amazing New Discovery! 


N 82 @ Seals Leaks on Contact! @ Not Affected By Gasoline, Ou, 4 
is illustrated . Naptha, Alcohol or Water! 
; @ Mends.. . Repairs! x 


shipping coe oy 
@ Bonds Wood, Metal, Glass, @ Toughens With Age . .“*-Never 
Rubber, Fabric, Plastic! Becomes Brittle! awe 


AW SEAL-ALL IS A FEATURED HARDWARE WEEK 
BRAND! Build top sales volume and high profits with 

: this fast seller! Seal-All is making sales history .. . bas 

set_ makes if won over 4,000,000 satisfied customers . .. im just one 
short year! Work closely with your jobber or wholesaler 


utiful pictuely 
to make Hardware Week a banner sales week for Seal- 





ie ~ All .". . a top profit week for you! In ’53, talk Seal-All 
we . .. display Seal-All . . . SELL Seal-All! Your profits will 
‘ speak for themselves all year long! 
ct — but thi 
who doesn! q , 
ditional sei : a “ Retail 
an unlimiteie Seal* New Self-Service Merchandiser! PRODUCT 
: SOLD ANNUALLY! Pa an = 


New space-saving self-service dis- coceceeroceccsceces 
penser. For wall or counter display. . WE ARE COOPERATING | 
Contains 12 individually boxed tubes irha 

of Seal-All. Serves one at a time, HARDWARE WEEK! 


gister profit 


NOW! | Seal-Alll Is Advertised in POST! 











Timed to begin with Hardware Week, Seal- : ALLEN PRODUCTS CORPORATION H 

All advertising will be seen . . . and read 20450 Sherwood Avenue, Detroit 34, Mich. : 

. by millions! Cash in on this great new ’ Please ship immediately dozen tubes of ' 

promotion! ’ Seal-All, packed 12 tubes to the dispenser box. ; 

5104 @ Powerful National Advertising in News- - 4 My cost, $7.20 per dozen. : 
Divi popers, Selective TV and Radio! a Nome ae H 
OMPAN ‘e te ; : ? Address. : 
INSYLVANI! a a 5, ay i en SI 
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LEapeR oF THE 





‘DISPLAY STAND 


@ FREE to Dealers 


© OVER 200 Separate 
Color Chips (complete 
ely depert- Wd VER GF mixing information on 
ment and paint ae \Wa /)) back of each chip). 
stores charge Sa l, 
a A Wale */// ee LA a 


$12 to $18 per ” ‘ 
llon f t a . hd a\ : 

color paint. With - Au WO ye only 12 inches of space. 

the SEAL RITE ’ 4 A \ Yi VSS \ , 

system you can wa Wear \ eS ¥. e Perfect Silent 

offer your cus- "LX IWS \ Zbrrn \ \ . Salesman, 

tomers over 200 i. Ved Y 4 \ Ay aes 

colors for the | Mr Qe Zeer . maintained by our 

prtee of pre- 7 \ VAG Aa. detail men. 

pared paints. , YA\ ff, pps \ iia 





FRANCHISES AVAILABLE \¢ 
IN MANY PARTS OF THE COUNTRY 


Just fill out and mail coupon 
for complete information. 


our 


: % 
: Seal ile cm CO., Inc. 





HARDWARE AGE, MARCH 5, 1953 





Separate 
omplete 
tion on 
chip). 

, takes 
f space. 


t 


(Advertisement) 








Gentlemen: 


In 1948 I had my home built at the address below and after living there about six 
months my cellar started to leak from several places along the seam and walls. At 
first I didn’t pay much attention but the following Spring after a rain, it leaked 
worse. I called the Research Laboratory of Rutgers University in New Brunswick 
and was informed that in order to make the cellar 100% dry proof, I would have 
to have the outside dug out and have the footing and walls retarred. 


Needless to say, it was going to be a big job and an expensive one too, because 
several contractors wanted from $350.00 to $450.00 to do the job. The upstart was 
I couldn’t afford it, so in August 1950 I was transferred to Korea and when I re- 
turned last year (1951) my wife told me the cellar was worse, anywhere from 40 
to 60 buckets of water coming in during and after a rain—in fact, if it looked like 
rain, it would start coming in, almost. Then there was always the dampness and 
musty smell after or during the dry-up period. 


Several months ago my wife heard from a party about your KAY-TITE and not 
being sure, I visited this party and he showed me his results—a dry cellar, although 
his was not leaking—only dampness. So what did I have to lose by getting several 
cans, which I did. I put two coats of KAY-TITE from the base to about 11 feet 
up the wall. I also discovered I had several large holes and without a word of lie, 
after reading the directions carefully, then applying KAY-TITE, I have a dry cellar. 
Not a drop of water or dampness. As you no doubt know, we have had quite a 
lot of heavy rain these past several weeks. Now I intend to do the whole walls up 
to the ceiling. 


The reason I am writing you, Gentlemen, about KAY-TITE is I want to say I’m 
grateful and pleased beyond words. You not only gave me a nice dry cellar but 
you also saved me a lot of money and time. I wish you could send someone over 
and just see the good results of KAY-TITE, and my cellar was really bad. Try and 
send someone before I finish the rest of cellar. 


I’ve had quite a lot of people over and they all “agree. At present I’m stationed in 
Philadelphia and a few persons tell me they can’t buy it here and last week I bought 
four cans for a friend of mine who lives in this area, so he could dry his cellar. 


In closing, many, many thanks because for the first time my children and we can 
really enjoy our cellar now—because KAY-TITE makes it dry and cozy. 


Respectfully yours, 
(signed) H. J. Kupper 


TO KAY-TITE 


WEST ORANGE, NEW JERSEY 


From Msgt. Hubert J. Kupper 
U.S.M.C. 


148 Second Street, Dunellen, New Jersey 


February 5, 1952 
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Roll up More 


fe wim THOMAS 


its AND 


@ The most COMPLETE line of roller-painter tools 





@ The most COMPLETE 
line of Dealer 
Sales Aids 





SEND FOR THE NEW Thomas catalog 
of painters’ tools and Dealer Sales Aids. 
Discover at no cost or obligation how 
Thomas can help you SELL MORE PAINT 
BY SELLING MORE ROLLERS ! 


1 © ee eee a, cee 


HOMAS 


PRODUCTS COMPANY 
8490 LYNDON AVE. - DETROIT 21, MICH. 
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Exteriors 


New Sales... New Profits 
from double-purpose line 


ing and twisting, since it greatly re- 
duces moisture entry. 


Hardware dealers know that much of 
their sales and profit increase comes 
from the huge and growing army of 
“build-it-yourself” customers.They’re 
interested in all kinds of building 
projects — many of them involving 
plywood and other forms of wood 
construction. 


These build-it-yourself folks are 
among the best prospects you'll find 
for any of the numerous Rez prod- 
ucts. They like the idea of being able 
to get a professional wood finish with- 
out having any more professional 
ability than is needed to wipe a satu- 
rated cloth over a piece of wood. 


Rez is a synthetic resin sealer and 
primer. Applied to natural wood, it 
penetrates and seals the wood pores— 
forms an equalized base for later 
application of stain or paint. Checks 
grain raise—controls swelling, warp- 
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Rez is also supplied in 5 beautiful 
color tones: CEDAR REZ—warm cedar 
brown, colored like sherry aged in the 
cask . . . DRIFTWOOD REZ — smoky 
gray, with the color of bleached drift- 
wood ... REDWOOD REZ—the rugged, 
ruddy color of the California red- 
woods ... SAGE REZ—a soft, dry 
green that captures the color of desert 
sagebrush ... MAHOGANY REZ — a 














rich wine red, with the deep tone 
of saddle leather. These color tones 
are not to be confused with ordi- 
nary stains. 

All Rez products have lasting value 
because Rez becomes part of the 
wood itself. Their penetrating and 
sealing action protects wood against 
sun, rain, snow, ice, discoloration, 
fading and streaking. 

Write and get full information on 
attractive, hard-working sales helps— 
including actual “‘on-the-wood”’ color 
samples for customer distribution . . . 
MONSANTO CHEMICAL COMPANY, 
Merchandising Division, 1700 South 
Second Street, St. Louis 4, Missouri. 
In Canada, Monsanto Canada Limited, 


Montreal, Toronto, Vancouver. 
Laux Rez: Reg. U. S. Pat. Off. 











THESE WIZARDS WITH W00D 


Get the town’s population 
To thank helpful Hank 
With a great celebration 


a 











= 
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Order 
from your 
Wholesaler 











Largest Selling Wood Glue — 


WELDWOOD 
prastic RESIN & J E 


For making things 

or fixing ‘things, 

recommend Weld- 

wood Glue—for all 

wood - to - wood 

aC bonds and many 
other uses. Makes joints stronger than 
the wood itself. Mixes easily with 
water. Stain-free, rot-proof, highly 
water-resistant! For hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65c, 95c; 5 lbs., 10 lbs., 25 Ibs. 


EER 2 





SATINLAL a 


| 
iy 
=,4 


id 














how! How to fix wood. 


YAOI 


2TUIAd 
231 J49U2 








How? How? How? A dozen 
times a day customers ask you 
. how to finish 


wood! Well, here’s how! Recommend 


Weldwood Glue, Firzite and Satinlac. These 


wizards give such wonderful results, they make 


friends for you wherever you sell them. 


And each sale gives you a healthy profit besides. 
UNITED STATES PLYWOOD CORPORATION 


Dept. 197, 55 West 44th St., New York 36, N. Y. 


Blond or pickled effects call for 


wore FIR Z ETE 


Recommend WHITE 

Firzite for magical 

b woodsy effects on 

hardwood or soft, 

plywood or solid 

lumber. For light 

pastel tones, recom- 

mend WHITE Firzite 

tinted with Colors- 

in-Oil. For soft wood and fir plywood 
paint jobs, recommend WHITE 
Firzite as an undercoat, to help pre- 
vent grain raise or checking. (For soft 
wood or fir plywood stain jobs, recom- 
ment CLEAR Firzite, to tame wild, 
unsightly grain. Over 40 million feet 
of fir plywood sold every week — what 


a market for Firzite!) ee In pints, quarts, gallons, drums. 





ante iiecaacatnaniencesatieg, 


Big demand for natural wood finishes, sells 


ayaa 


The big modern style 
trend is for light 
natural wood fin- 
ishes— on furniture, 
wood panelling and 
woodwork. When 
customers ask you 
what to use, you'll 
make friends by re- 
commending SATINLAC. It brings 
out and preserves the natural grain 
and color-beauty of any plywood or 
solid wood. Water-clear Satinlac 
avoids that “built-up” look. Easy to 
brush or spray; dries “dust-free” in 
20 minutes, ready for next coat in 3 
or 4 hours.’ 
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The new Brush-Pac stimulate . ; 
desire for ownership be it 
keeps each brush 

gives illmstital 


ye 


? A dozen 
you . 
to finish 

ommend 
hese 

ey make 
them. 
besides. 


RATION 





*PATENT PENDING 


hes, sells 


e is another example of Edward E. Robinson’s policy of 
iding you with the finest, most dependable brushes along 
effective merchandising ideas. The Brush-Pac, package, 
punter display are one more set of Robinson point of 
erchandising tools; they are designed to maintain an 
ical, power-packed, self-selling program. 


GT YOUR JOBBER TODAY, OR WRITE DIRECTLY TO ROBINSON. 


-EDWARDIERROBINSON 





alee —= P.O. Box 47 


PARK AVE. ~ NUTLEY 10, NEW JERSEY 


= 
= 
a= 
— 


=== Telephone NUtley 2-4510 


Z 8 


——_ 
——, 
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« Grey 
a Yellow 
. AND CLEAR 


NEW 
at YY 


* Royo! Blue 


Bright Green 


% Chinese Re 
ol 
« Light Blue 


* Dork Green 


+ Gloss Block 
m white 
» Gold Leat 


* Aluminum om 


TMA D 


cl 
EVELAND 19, OHIO 














MOLDED-ON 
ATTACHMENTS 
ON No. 18, 
16 or 14 
TYPE “‘S” 
RUBBER CORD 


HEAVY-DUTY EXTENSIONS 
with MOLDED-ON caps and connectors 


for POWER TOOLS 


LAWN MOWERS 


} 





PROJECTORS 
% FLOOR POLISHERS 


* MACHINES, etc. 





““POWR-KORD” TAKES THE CURRENT 
WHERE THE TOOLS GO! 


Lengths from 10 to 100 feet 


. - » Only “POWR-KORD” offers the complete safety 
of molded-on attachments... every component part 
filly Ul Kated/ 
ORDER FROM YOUR . yo hee. 
ROYAL WHOLESALER—TODAY « “* “"' COOPtECe a ' 
* HARDWARE WEEK! Ga, 
ROYAL ELECTRIC COMPANY, Inc. 
PAWTUCKET - RHODE ISLAND 


Manufacturers of WIRE © CORD SETS © FUSES *© WIRING DEVICES 
and DECORATIVE CHRISTMAS LIGHTING 
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ANNI\ 
MOD! 
MAIN 


Amateur 
trouble ke 
gleamin 
P-11. It’s 
quiet, lig 
stores in 
foot of sp 
polishes, \ 
wools! 





. Clarke's oy © 


PROFIT BUILDING 
RENTAL FLOOR MACHINES 


ANNIVERSARY 

MODEL P-11 

MAINTAINER 
Amateurs have no 
trouble keeping floors , 
gleaming with the 
P-11. It’s whisper- 
quiet, lightweight, 
stores in a square 
foot of space. Scrubs, 
polishes, waxes, steel 
wools! 


ANNIVERSARY MODEL C-5 EDGER 


Adds “finishing” touch to any sanding 
job. Also used for sanding narrow 
halls, stair treads, closets, landings, 
etc. Flat top permits standing machine 
upside-down for sandpaper change. 


ANNIVERSARY MODEL EC-8 SANDER 
Here's the fastest cutting, easiest handling 
machine in the rental field! Easier, faster 
sandpaper changing, rugged 11 h.p. motor, 
increased vacuum power. 


Thirty-five years of Clarke know-how are month. If you already"have a rental de- 


wrapped up in the new 35th Anniversary 
Clarke rental machines — the EC-8 
Sander, the C-5 Edger and the P-11 Floor 
Maintainer. Here are easy handling, 
rugged, designed-for-the-job machines 


partment, you’ll want these new models to 
bring in MORE profits. If you haven’t en- 
tered the rental floor machine field, start 
NOW with these all-new models job- 
designed by Clarke — the pioneer in the 





that will pay you BIG profits, month after “Do It Yourself” floor machine rental field. 
Send This Coupon Today for Full De- 
tails on How the Clarke Rental Plan 


Clarke 


Money for 
YOU! 
SANDING MACHINE COMPANY 
303 Clay Avenue, Muskegon, Michigan 
Authorized Sales and Service Branches in Principal Cities 
Pioneers in the ‘Do-It-Yourself’ Rental Field 


if oh » 
\ lunvensay 


sw LE y 


CLARKE SANDING MACHINE COMPANY 
303 Clay Avenue, Muskegon, Michigan 


Rush me the colorful Clarke 16 page booklet showing how 
1 can build floor machine rental profits, with the new Clarke 
35th Anniversary machines. 
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Sel “Pennvernon” 
not just window glass” 


unnoticeable. You can be sure that when you sell 
“Pennvernon” .. . not just “window glass” you are 
offering your customers window glass at its best. 
Your customers will be reminded to buy window 
glass from you, if you take advantage of the many 
handy merchandising helps which Pittsburgh Plate 
Glass Company has made available. There are win- 
dow displayers, counter merchandisers and envelope 
stuffers. Why not call your local Pittsburgh Plate 


... to all your window glass customers, regardless of 
the size of the building they’re glazing. Pennvernon 
has a brilliant, reflective surface with a finish that’s 
so smooth and hard it resists the accumulation of 
dust and dirt, and is easy to clean, hard to scratch. 
Fine visional qualities make Pennvernon ideal for 
glazing buildings and homes of every size and type. 
Pennvernon’s color is constant, it doesn’t fade or 
deteriorate with the years . . . and, when properly 
installed, its degree of distortion is so slight as to be Glass Company branch or jobber for your supply? 


Pennvernon “@ Nindow Glass 


CHEMICALS + BRUSHES - PLASTICS + FIBER GLASS 











PAINTS - GLASS - 
G 
PITTSBURGH ae an ie GLASS COMPAN Y 
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SPENCER KELLOGES 


IMPROVED BOILED 


LINSEED 











in’’BETTER HOMES and GARDENS” 


Three and three-quarter million families ... home owners ihitin doe te 
and “do-it-yourself” home IMPROVERS read “Better Homes” 
for ideas. These ideas mean sales for you, especially at this M 
: . anual of 

season, for your paint and oil department. linseed Oils” 

1953 will be a big “do-it-yourself year” and Spencer Kel- 
logg’s Improved Boiled Linseed Oil advertising will be there 
to send these “Better Homes” readers and spenders to your 
store looking for the yellow, red and blue Spencer Kellogg 
package. Display it to get this extra business. 


SPENCER KELLOGG and SONS, Inc. 


BUFFALO 5, N. Y. The First Name in Vegetable Oils 


4s 
Salesman’s 
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5 MODELS—4 CUTTING WIDTHS 
NEW, INGENIOUS SALES PLANS 


SUPERLATIVE \ 
1953 FEATURES WN POWERFUL NATIONAL ADVERTISING 


GRIND-A-LEAF PULVERIZER “SENSATIONAL DEALER AIDS 


Grind-A-Leaf is a great sales enticer. The 
attachment pulverizes leaves into finest, 
richest mulch. Eliminates raking, carrying 
and burning. Cleans lawn like magic. A 
sure-fire accessory that stimulates autumn 
mower sales. Can be attached in few mo- 
ments. Earns you extra profit. 


LIGHTWEIGHT 

EASY MANEUVERABILITY 
POWERFUL ENGINES 
RUGGED CONSTRUCTION 
BUTTON HEAD AXLE BOLTS 


HANDLES REMOVABLE FOR EASE 
IN TRANSPORTING 


SUCTION LIFT FOR FALLEN GRASS 
FINGER-TIP CONTROL THROTTLE 
BLADES DESIGNED FOR 

SMOOTHEST CUTTING 

ADJUSTABLE CUTTING HEIGHTS ) 
HANDY RECOIL STARTER 

COMPLETELY GUARDED — 

FRONT AND BACK 


PULVERIZES 3 : ates 
FERTILIZES | ; sos 
GIVES UNIFORM DISTRIBUTION ‘ DY TAY cere 


2'2 HP POWER-PAK ENGINE 
2 CYCLE—21” CUT 


FINGER-TIP SPEED CONTROL AIR IMPELLED GRASS LIFT NO SCALPING OF GRASS RECOIL STARTER 
BEI : ; es nd ee 
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PRO 
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Model 202 Model 182—18” CUT 
POWER-PAK 


ENGINE 


Model 202C 
CLINTON 
ENGINE 


1% HP 
POWER-PAK £... 


ENGINE _ 5 
e 


2-CYCLE 














Lowest-priced engine powered model. 11/2 


Medium priced models with most of the 
Power-Pak No. 902. The motor that 


specifications of the De Luxe model. Two hp 
6° and 8” wheels. 20” cut. Model 202 attracts customers with a limited budget 
equipped with 212 h.p.,2 cycle Power-Pak lightest weight but very sturdy. Integral- 
engine. Model 202C with 2 h.p., 4 cycle cast metal chassis. Four 6° wheels with 
Clinton Engine oilite through sleeve bearings 


CUTTING ACTION GREATLY INCREASED 


IN COMPARISON WITH REEL TYPES 


The big swing is to Rotary Mowers. Mow-Master’s 1953 line of five rotary types 
outclasses all competition. There’s terrific buy-appeal in these sensational new models. 
By arranging a Free Demonstration, you can show how Mow-Master’s high speed rotary 
blade trims lawns to perfection; how its lightweight chassis and puncture-proof tires give 
greater maneuverability and ease in handling; how it gets the job done better — easier — 
faster than any reel type mower. Makes lawns healthier and more beautiful. 


THE MOST PROFITABLE LINE— FORTIFIED WITH SALES ACTION 


You'll strike gold in 1953. With Mow-Master as your leader line you are going to be 
backed up with the most powerful-hitting merchandise plan ever devised. 25,000,000 
advertisements are scheduled in Better Homes and Gardens, American Home and Suc- 
cessful Farming. We give you a complete “package” of sales literature, window displays, 
news articles, direct mail, etc. All sums up to big profit, sure-fire sales. 


“RIGHT DOWN YOUR ALLEY” IN PRICE STRUCTURE 


This year’s Mow-Masters are priced right to the customer’s pocketbook. Prices are as 
much as 8% lower than last year, due to greatly increased factory production. Mow- 
Master goes “all out” in giving you every cooperation you could want. Get the details 
quick. Wire, phone or mail the coupon for complete information. 


Your opportunity to become Mower Headquarters in your city... 


PROPULSION ENGINE CORPORATION MoE 


A FULLY OWNED SUBSIDIARY OF FOOD MACHINERY AND CHEMICAL CORPORATION 
7TH STREET AND SUNSHINE ROAD, KANSAS CITY, KANSAS 


LONG LIFE SAF-T-BLADE MOWS TALL GRASS OR WEEDS 





eeeeoeeevpeeeeeeoseeeeeeeeeeeenee2e08 ee 


For small lawns here's the fines 
model and it’s priced within a few 
of good manuvally-operated types 
motor 
motor. Four 6 

sleeve bearings 


Model 162—16'2” CUT 


Ys HP 
a? 
50 FT 


CORD 


t Electric 
dollar 
Enclosed 
Streamlined chassis. 1725 rpm 
wheels with oilite through 


A DOZEN DEALER AIDS 
1—Dynamic display posters 
2—Window feature cards 
3—Multi-color sales broadsides 
4—Multi-color direct mail folders 
5—"Care of Lawn” brochures 
6—35 ways to sell mowers 

7 —30 newspaper story portfolios 
8—Radio announcements 


9—Newspaper advertising mats 


10—Electros of all M-M models 
11—Completely new sales schemes 


12—Garden show suggestions 








Allows close side trimming. 


Prevents skinning or scuffing of 


trees ond shrubs. 
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| They have a soft spot for hardware 


—these millions of families with BUY on their minds! 


; en best hardware customers are those people who 
are most interested in home improvement. And 
who are constantly interested in it. Such people are 
eager to read about hardware—and eager to read 
hardware ads. 


You will find 3%4-million families like these reading 
Better Homes & Gardens every month—and actively 
shopping it. BH&G screens the nation to attract only 
such families. It does this by showing its readers on 
every page of every issue what they should try, what 
they should BUY, to make their homes better homes. 


The result is: BH&G readers undertake over 1%4- 
million home improvement jobs a year. And 7 out of 





10 families who are building new homes read BH&G. 
So when these families see a hardware ad in BH&G, 
you can be sure of extra interest that means extra- 
large sales! 


BHéG BBVow06IcaL BRIEFS 


e BATHROOM FIXTURE campaign, running in 3 magazines, 
showed lower cost per inquiry from BH&G and greater results 
in long pull. 

e KITCHEN ACCESSORY product got 1,308 inquiries within 
30 days from “‘where to buy” mention in BH&G editorial. 


e POWER TOOL advertiser reports that BH&G outproduced six 


other magazines. 
MEREDITH PUBLISHING COMPANY 
Des Moines, lowa 
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Louisville 


GRAND SLAM 


GOLF CLUBS 








LOUISVILLE GRAND SLAMS 


GOLF PRIDE GRIP 


Composition of rubber 
and cork vulcanized to 
shaft. On 48R, 16R, 14R 
and 30WR woods, 148R. 
151R and 116R irons, and 
optional on Super Cleek 

(No. 5 

wood). 





























' shaft. Black leather 
$14.10 each 














HILLERICH & BRADSBY COMPANY, INC., LOUISVILLE, KENTUO 
Makers of fine Golf Clubs since 1916 
































wood). 


Ladies 


GRAND SLAM CLUBS 





HILLERICH & BRADSBY COMPANY, INC., LOUISVILLE, KENTUCKY 


Makers also of the famous Lovisville Slugger Bat 








LOUISVILLE LO 








HILLERICH & BRADSBY COMPANY, INC., LOUISVILLE, KENTUCKY 
Makers of fine Golf Clubs for 32 years 
HARDWAR 





NEW Folding 
PICNIC TABLE 


and CARRYING CASE 


St GE SAA eR IR Beceem 4 


Folding — Floodlight 
CAMP STOVE | LANTERN 


Backed by the Greatest Ad Campaign 
in Coleman History! 


89 Million Sales Messages! 


The selling power of the great Coleman 1953 National 
Advertising program is stronger than ever. It is concen- 
trated in a greater number of national publications in a 
way, and at a time, that means your customers will see 
more Coleman ads—see them more often—and be sold 
quicker. 

No matter where you are located, your customers are 
being continuously pre-sold on Coleman by this power- 
ful campaign of ads in such national publications as 
LIFE, the POST and the leading outdoor magazines. 


Sell ‘em Together—Dealers have long found it easy to 
sell the Coleman Camp Stove and Lantern at the same 
time. Now, with the new Folding Picnic Table, you have 
three Coleman “Outing Pals” to display together— 
demonstrate together — and sell together for 3-way 
profit. 

You can tie up and cash in on Coleman's National 
Advertising with free ad mats and free displays. Ask 
your Coleman representative for complete details. 


The Coleman Company, Inc. © Wichita 1, Kansas 


ORDER FROM YOUR JOBBER 
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Profit-minded dealers find 


| Their feature line Is Melnor! 





for garden accessory staples for heavy promotional pull 


For 





Melnor ° hose 
accessories are all 
made of heavy- 
gauge brass... pre- 
cision engineered 
to last a lifetime. 


*MIST-RAY'’ Hand Spray 


No. 81 


‘SPRAY MIX’ 


Melnor’s brand- 
new fertilizer and 
insecticide dispens- 
er. A sellout every- 


where! 


swingin’ spray 


America’s No. 1 Oscillating Sprinkler* 


= unconditionally guaranteed...for one full year 
= covers rectangular areas up to 2400 sq. ft. 
# all parts entirely rustproof and non-corrosive 
» split-second link adjustment for small areas 


3-COLOR WRAPAROUND DISPLAY! Swingin’ Spray’s eye- 
catching self-display is making sales-excitement every- 
where! Now'sprinklers can be merchandised for year-round 
gift selling as well as for regular seasonal promotions. 


*Swingin’ Spray ranks first in nation for brand acceptance according to 
Hardware Retailer's latest Annual Store & Market Study. 








MELNOR METAL PRODUCTS CO.,INC. 10-40 45th Ave - Long Island City 1, N.Y. 


62 HARDWARE AGE, MARCH 5, 1953 


\ Tie in with Melnor’s 3 
tremendous advertising - 
program.,.pre-selling 
millions of home owners | 
from coast to coast! 
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‘ | 
in a Buyer's Market aN 
€ For 53 years, buyers have demanded 
the performance, rugged depend- im ah : 
ability, exclusive features, economy, “e ] 


° . . . P. kh d 21" M i a oe “es h 7) 
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LAWN MOWERS 


y’S eye- 
every- 

-round 

otions. 


ording to 


From sales-making Rocket to the new Rotary 

there’s an Eclipse for every purse and purpose. Mil- 
lions of satisfied users endorse the unmatched value of the 
World’s Best Lawn Mower. Powerful national advertis- 
ing and potent promotion backed by exclusive features 
will turn a discriminating buyers’ market into volume 
and profits for you. 
Write for the full story of Eclipse Lawn Mowers and 

the Eclipse Franchise. 
THE ECLIPSE LAWN MOWER CO. 


Division of Buffalo-Eclipse Corporation 
5403 Railroad Street Prophetstown, Illinois 


Model names are registered trademarks of The Eclipse Lawn Mower Co 
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CUSTOMERS LOVE IT. « »s Chase Bronze and 


Chase Alclad Aluminum Insect Wire Screening is 
built to last, to resist corrosion through years of use. ™/!, with s 
Each wire is double-crimped to keep openings square : ag made « 


and true. 
No seat s 
no chafin 


STOCK IT—IT’S A SELLER! wationatyy x ) apa 


“a : seamless-! 
advertised Chase name means quality to your custom- weight an 


ers—and easy cutting Chase screening means conven- | Ae welded w 
ience for you! Hexagonal carton stores without waste fitting fee 
space, can’t roll off shelves. \ Plastic, 7 
\ bility at ] 

Pick uj 

fort, too, 

—tufted f 

panion in 

Add a 

wash basi 

est vacati 

Becaus 

Plastic tl 

mildew, e 

the “Mac 

tics” sign 


The Nation’s Headquarters for Brass & Copper Ten enn ti 
Vinyvurte P 
Albany t Cleveland Kansas City, Mo. New York San Francisco 
° Atlanta Dallas Los Angeles Philadelphia _ Compa: 
BRASS & COPPER 2 “pot 
Boston Detroit Minneapolis Providence and militar 


Chicago Houston t Newark Rochester t 
WATERBURY 20, CONNECTICUT SUBSIDIARY OF KENNECOTT COPPER CORPORATION Cincinnati Indianapolis New Orleans St. Louis A Division 
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Fish right... 
travel light 


é 


“Million-Air” Waders, tuft- 
ed plastic mattress, plastic 
pillow, wash basin and 
water bucket fold up into 
small compact packages 
that, all five together, weigh 
less than eight pounds! They 
are made of VINYLITE Plas- 
tics by U.S. Fiber & Plastics 
Corporation, Stirling, N. J. 





with “superior equipment 
made of VINYLITE Plastics 


BRAND 

No seat seam to split — no binding, 
no chafing! You enjoy real freedom 
for action with these handsome, new 
seamless-seat waders. They're light- 
weight and strong, with electronically- 
welded watertight seams, and form- 
fitting feet. They’re made of VINYLITE 
Plastic, specially formulated for ftexi- 
bility at low temperatures. 

Pick up a handful of sleeping com- 
fort, too, in a new inflatable mattress 
—tufted for extra comfort, and a com- 
panion inflatable pillow. 

Add a plastic water bucket and a 
wash basin and you'll have the handi- 
est vacation helpers ever. 

Because they’re made of VINYLITE 
Plastic they resist cracking, rotting, 
mildew, even if put away wet. Look for 
the “Made of VINYLITE Brand Plas- 
tics” signature . . . it means the best. 


You know it’s right if it’s... 


You can depend on honest service . . . uniform quality from 
Vinyurrte Plastics. Backed by the technical resources of Bake- 
lite Company, “the foremost maker of the foremost plastics,” 
they are engineered to meet the highest standards of civilian 


and military performance. 
BAKELITE COMPANY 
A Division of Union Carbide and Carbon Corporation 30 East 42nd St., New York 17. N.Y. 
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for 3 big reasons... 




















Complete line of Quality Products... 
CHOREMASTER’s year-round-selling units: 


CHOREMASTER One-wheel Garden Tractor with 35 money- 
making attachments, 12-3 H.P. Models 


It’s always selling season with this multi-purpose CHOREMASTER unit. Sales 
only begin with the tractor. They go on and on with the many low-cost CHORE. 
MASTER attachments ...cultivating tools, mowers, sprayer, snowplow, seeder, 
etc. ... for house, farm, yard or garden chores. One wheel design permits 
“between-the-row” cultivation ... makes CHOREMASTER the champ! 
$154.75 List, FOB Factory 








CHOREMASTER Rotary Tiller—Be in on the ground floor of the 
fastest growing product in the field. Self-contained unit does all ground work 
in one operation—plows, discs, harrows, and cultivates. No attachments 
needed. Newest development for farm and garden . . . means bigger profits. 


$139.50 List, FOB Factory 


CHOREMASTER Rotary Mower with low-cost leaf-mulcher 
attachment 

Here’s a profit-packed unit that gives easy, trouble-free operation for mowing 
or leaf-mulching. “‘Fine cuts’’ 18 inch swath. Full trim, comfort handles, high 
quality hi Extra aut sales with popular leaf-mulcher attachment. 





e@eeeeoeveeeeeeeeeeeeeeeeeeeeee eee eee ee eee eeaeeeeee 


Oo 





Backed by terrific CHOREMASTER National Promotion . . . 
Yo 
Successfal_ tising in leading farm and home magazines. Th ds of cust s read Eveni 
Farming - MERIC y daily how they can save money, time and space with CHOREMASTER products. which 
ON ; 7” In addition, you receive aggressive selling aids and special promotions that intere 
P EB... have made CHOREMASTER a leader in the industry. and t 


BetterHhomes 2 over nce maton aise a mi 


It 


most 





The CHOREMASTER line is pre-sold for you by constant hard-hitting adver- 





Means Profits for You... 


CHOREMASTER units offer year-round sales and profit. fante: 


Get the facts about a money-making CHOREMASTER dealership now. Write and 

for your FREE kit of CHOREMASTER dealer aids and see what big profits can Tem] 

be yours when you choose CHOREMASTER! and | 
Dealers throughout U.S. and Canada 


HOREMaAsTER 


WEBER ENGINEERED PRODUCTS CO. FARM & GARDEN SALES, INC. 


Manufacturers of Choremaster Garden Tractors, Tillers, Rotary Mower Sales Subsidiary for Choremaster Products 
828-3 EVANS ST., CINCINNATI 4, OHIO 
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and with 1953’s Top Promotion 
of Garden Hose Accessories 


Concentration on GREEN SPOT means no more miscel- 
laneous, mismatched merchandise * simplified ordering, 
stocking and inventory control * concentrated, more effec- 


OU get unprecedented advertising and merchandising 
support when you concentrate on GREEN SPOT. 


ee 

y adver. You get all-season-long advertising in The Saturday tive merchandise displays * faster turnover, bigger profits 
ers read Evening Post ... a full color three-piece window display since you know the line better and can promote it better * 
oducts, which identifies your store as Garden Headquarters . . . more benefit from GREEN SPOT’S complete advertising 
ons that interesting and instructive booklet-catalogs on lawn care and merchandising support. ; 


it. 


1. Write 
fits can 


and the GREEN SPOT line .. . and all the other com- 
pelling sales helps illustrated above. 


It pays to concentrate on GREEN SPOT . . . America’s 
most complete quality line of garden hose accessories 


. including the finest sprinklers and nozzles, the 


fastest-selling couplings, menders and other repair items 
and GREEN SPOT’S unusual group of “Time and 
Temper Savers”: Quick Connectors, “Y” Connectors, 
and Goose Necks. 


IMPORTANT 
MERCHANDISE PLAN! 


Ask your franchised GREEN SPOT wholesaler 
about the +1 Garden Headquarters Merchandise 
Plan with its free merchandise and promotion 
helps! Or write Scovill Manufacturing Company, 
Merchandise Div., 36 Mill Street, Waterbury, Conn. 


A PRODUCT OF SCOVILL 


Gay “. GREEN SPOT promotion 

ps y carries “The Saturday 

POST 4 Evening Post Seal of 

atcocmizts (7 Recognized Value” —an 

Sprinklers * Hand Sprays » Hose Nozzles + Quick Connectors Wy ame & extra help in selling 
3 GREEN SPOT. 


“Y” Connectors » Couplings - Hose Menders » Clamps + Goosenecks 





' Get ready to 








with this extra-special, extra profitable 
SARGENT DOOR CLOSER Deal! 








NO CHARGE! 


PACKING: Six attractively packaged 
closers and one closer on display mount, 
in a carton. Weight 23% Ibs. 


Here’s the screen and storm door closer deal that would be a ‘“‘steal’’ 
... if we didn’t gladly give it to you! 


But we actually planned it for you . . . to make you immediate sales... 
and start a chain reaction of sales that will keep profits popping all 
year ’round! 


‘You pay for 6 Sargent ‘‘2000” screen and storm door 


4 Ni, Z ff closers . . . just $15.00! 
OCS CG Co), ¢ You get 6 closers . . . worth $22.50 retail! 


You also get... at no charge... one door closer mounted on an eye- 
catching sturdy demonstration display ... worth $5.75. A display that 
shows customers how the Sargent ‘‘2000” works . . . a display that keeps 
selling for you! 


It’s for Hardware Week only! So act now! 
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NATIONAL HARDWARE WEEK... 








NO DRAFTS 





Brand New Closer! Tailor-Made! 


The new Sargent ‘2000’ incorporates 
features recommended by hundreds of 
you dealers...and recent sales tests 
prove enthusiastic consumer acceptance! 


These features include: universal ap- 
plication without changing parts...a 
large (13s diameter) cylinder which 
boosts checking power 20% over the 
usual 14” tube...and an easily 
operated hold-open device. 


This device holds the door open in any 
position up to 120 degrees and permits 
convenient passage for persons going in 
and out with bulky packages, rubbish, 
furniture, etc. 


Easy To Install! 


- The versatile “‘2000” may be effectively 


used by your customers on screen, storm, 
combination, jalousie and light inside 
doors. 


It can be attached to Right or Left Hand 


Doors... on the hinge side or opposite 
hinge. On the inside of door...or top, 
middle or bottom of door. 


It is quiet... powerful... built for a 
lifetime of service. 


Very easy to install by following the 
simple instructions enclosed in every box. 


Nationally Advertised ! 


Forceful, sale-boosting advertising in 
BETTER HoMES & GARDENS is selling 
millions of customers on Sargent ‘‘2000” 
Screen and Storm Door Closers. 


You also get further sales helps in free 
envelope stuffers, and newspaper mats. 
And don’t forget the free eye-catching 
counter display which lets your custom- 
ers see for themselves just how the 
closer works. 


So get ready for your share of business 
and profits. Order the attractively boxed 
Sargent ‘‘2000”’ Closers for Hardware 
Week... Now! 





As an Added Attraction—Feature 
the SARGENT MECHANICAL HAND! 


ud 


M4 


Here’s another way to attract customers 
... and make new friends. Feature the 
Sargent Pilfer-Proof display for the 
parallel action ‘Mechanical Hand” 
Plier Line. This compelling display 
holds three No. 102 pliers, one each of 
the 414, 5% and 61% in., which are 
locked in a concealed rod, which passes 
through the open throat of the pliers. 


The Sargent Mechanical Hand does 
5 kinds of jobs well. 
(1) Grips like a vise. 





(2) Cuts wire easily. 

(3) Holds nuts like a 

wrench. (4) Gets into tight spots. (5) 
Unkinks wire, straightens nails. 


The Sargent Mechanical Hand is 
nationally advertised, too. In Popular 
Mechanics, Popular Science, Better 
Homes & Gardens, Field & Stream, 
Outdoor Life, Sports Afield. Feature it 
for extra profits. For full details about 
the Sargent Buy-A-Plier Merchan- 
dising Kit, write Dept. 1C. 





SARGENT and COMPANY New York » NEW HAVEN, CONN. « Chicago 


Builders Hardware and Fine Tools since 1864 
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YOU CAN’T LOSE POWER LAWN MOWER 
SALES WITH PINCOR'S NEW 1953 LINE 
PACKED WITH EXCLUSIVE FEATURES! 





Every prospect buys when it’s a Pincor, for with Pincor the price, design, 
modern features and variety of sizes adds up to complete customer 
satisfaction. So pin down each customer—show him Pincor had his 
particular needs in mind when they built into their mowers the exclusive 
features of Self Sharpening Blades, ‘‘Guide Easy”’ multi-grip handles, 1/2” 


to 21," cutting heights and many other outstanding advantages for 1953. 


Nationally advertised—and complete Pincor-trained service 
stations throughout the U.S. 





Ps 











/ 
PINCOR P-22 
The finest made 

Pincor Gas Engine 

2 H.P., 4 cycle. 

Built-in self 

sharpening. 

Also 20” Super 

2 H.P., 

4 cycle. 


PINCOR PRODUCTS 


5844 West Dickens 4 Voter 
Export Address: 25 hate oy ioe 39, Minois 


70 














21” STAN 
PINCOR DARD 
Gas Engine 
1.6 Hp 


4 cycle 









21” DELUXE . 
Featuring 
recoil Starter, 
Guards on V. 
Also 21 “ 





































Write for 
new complete catalog 
and price sheets today. 
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, New York ray 
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METCO Wave Sprinklers are pre-sold through national ad- 

vertising . . . millions of people will read about their gentle, 

rain-like spray in SATURDAY EVENING Post, BETTER HOMES 
& GARDENS, FLOWER GROWER and SUNSET magazines during 
the selling season. 

METCO ties in at the point-of-sale: window streamers, 
counter cards, sales tags, envelope stuffers . . . All tied in with 
the national program .. . help sell METCO’s from your store. 

\ METCO mats are available for local newspaper tie-ins. 
Get aboard the METCO Bandwagon—Sell METCO Wave 

Sprinklers for: Bigger Sales— Bigger Profits. See your Jobber. 


METALLIZING ENGINEERING CO., INC. 
§8-13— 30th Street, -Long Island City 1, N. Y. 
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COLUMBIAN ROPE Merchandiser 
Displays... Measures... Cuts! 





























Puts the displaying and selling of rope on 





the simplest, most profitable basis. Custom- 
ers can see and feel the rope they want .. . 


get the exact length they need in seconds. 


Columbian’s new Rope Merchandiser occu- 
pies less than two square feet of floor space. 
Measures only 22” x 1112”—stands 52” high. 
You store your bulky coils in the basement, 
or under a counter, out of the way of store 
traffic. 


Holds seven sizes of Columbian Rope. Sturdy 
metal construction, finished in gray and 
blue. Dial on top measures the rope in feet. 
(We guarantee all measurements will be 
accurate.) Enclosed knife makes clean cut 
with one easy stroke. Guard protects blade 
when knife is not in use. 





Columbian’s new Merchandiser can be pur- 
chased from the jobber now supplying you 
with Columbian Rope. Contact him today. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee Street 
Auburn “The Cordage City”, N. Y. 
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Wher people are passing your windows or inspecting the counters 


rs _ 


‘in your store, having products from the famous J&L line on display 

is good business. People know and recognize this trade mark . . . they 

The J&L trade mark buy it in preference to less well-known brands . . . it ties-in your 
oceans galvanized ware with other reputable brands of merchandise. 
invitation to 

buy at your store! J&L Ware is sturdily built. It’s priced to cover the big volume market 

and yield a healthy profit. See your local hardware jobber. He will pro- 


vide you with complete information concerning prices and deliveries. 


JONES & LAUGHLIN STEEL CORPORATION 
CONTAINER DIVISION 


NEW YORK 17, NEW YORK 
galvanized ware plants: TOLEDO, OHIO and ATLANTA, GEORGIA T-2000 
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It's the hose people know by name and buy on sight 


EOPLE buy Koroseal hose on sight—and you make 
easy sales, extra sales, especially if you display 75-foot 
lengths. Behind Koroseal is the biggest advertising cam- 
paign ever put behind garden hose, with full-color ads 
in the Post, Life, Better Homes & Gardens, plus . : : 


Big-time network television too 


Koroseal hose is also on B. F. Goodrich’s George Burns 
and Gracie Allen television show on CBS, the Columbia 
Broadcasting System, with 40 or more stations from coast 
to coast, stations reaching over half the population of 
the United States. 


Self-display package 
Koroseal is now the easiest hose to display. A new feature 
is the self-displaying package shown in the picture. Every 
coil has an easel back. Every coil is a display. You can put 
the coils up anywhere in store or window or both. 


75-foot lengths 


Many of your customers would like 75-foot lengths— 
25-feet extra to reach the corners of their yards. A 75-foot 
length costs them 11% less than separate 50-foot and 
25-foot pieces. You make an extra sale. 


Koroseal is 1/3 lighter 


Koroseal is a third lighter than ordinary hose—weighs 
only half as much as some hose. It’s clean too, has a 
high polish, doesn’t hold dirt. And it comes in brilliant 
fire engine red and bright green—colors which will not 
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rub off on hands or clothing. Customers like to know 
they need not drain it or lug it indoors either. They can 
leave it out all year round if they want to. Koroseal can’t 
be harmed by running the car over it, dragging it around 
trees or Over concrete. 


Guaranteed 10 years 
Koroseal hose is guaranteed to last 10 years. A tag on 
every coil explains this B. F. Goodrich guarantee. 


Saves you time 
Be sure to have some Koroseal hose on hand regardless 
of what other hose you may sell. It saves you time be- 
cause people buy with so little effort on your part. Don’t 
pass up these automatic sales. A 50-foot length of Koro- 
seal hose sells everywhere at $9.80, 75-feet at $13.85— 
it’s nationally advertised at these prices. ‘You benefit in 
many different ways—sales, profits, satisfied customers 
—you just display it and it sells! The B. F. Goodrich Com- 
pany, Industrial & General Products Division, Akron, Ohio. 


Trade Mark—Reg. U. S. Pat. Off. 


GARDEN HOSE 


B.E Goodrich 


75 
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There's 


no substitute 


for Opal! 


Here’s a galvanized screening work of art! We exclusive . . the Multi-Strand edge that makes 





Here is t 
take the best full gauge steel wire, weave it Opal flatter, firmer, finer. You're right in line have await 
perfectly, and give it a beautiful weatherproof for bigger sales when you promote this line . . nary size lo 
finish of electrolytic zinc. Then we add a terrific Opal, Aldura aluminum, Liberty Bronze. OPERATION 
* Because | 
tubes of hic 
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USED AS A SPRINKLER IT SPRINKLES ONLY UPWARD! 


It doesn't wash out valuable loam and seedlings! 


USED AS A SOAKER WATER CAN GO ONLY DOWNWARD! 


it wont wet foliage and flowers! 


PLEX 


*TRIPLE-TUBED “‘LAY-FLAT” PLASTIC 
SPRINKLER 


Here is the miracle Sprinkler gardeners and home owners 
have awaited for years—a Sprinkler that can water an ordi- 
nary size lawn or garden up to 50 Ft. by 20 Ft. ALL IN ONE 
OPERATION with a gentle, evenly distributed spray! 


* Because your SUPPLEX FLEXIBLE SPRINKLER is made of three 
tubes of high strength vinyl plastic, seamlessly molded side by 
side, it is easy to *‘‘lay-flat’’. This insures easy handling and 
guarantees precise direction of all sprays. 


* SUPPLEX FLEXIBLE SPRINKLER curves around circular areas, 
goes up and down hills, rock gardens or terraces, between the 
tows of vegetable gardens, along narrow strips or borders — 
covering any shape garden or lawn without any waste of water. 
Puts water just where you want it and only where you want it! 


* The SUPPLEX FLEXIBLE SPRINKLER has no metal parts to rust 


or corrode — and, because it is FLEXIBLE, no foreign particles 
(dirt, mud, scale, etc.) can cling to its mirror-smooth walls. 





* It will not rust, mildew or rot when stored wet! 
*Patents pending. 
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Insert shows unique seamless 
triple-tube design that guar- 
antees Supplex Flexible Sprin- 
kler will always ‘‘lay-flat."’ oo? 





Now! 


ay! Seeing It 


nstration oF sample tod 
n ten 


Ask for a demo 

in action yourself will convince you quicker tha 
pages of claims! BELIEVE your OWN EYES! 

f-selling display package with its in- 

built around sturdy and attractive , 
that permits easy windup and neat 
Sprinkler! These Reels are supplied 
1000 and Type 600 Supplex Flexible 
Sprinkler. A wonderful product in a fine package that 
will mean more sales and more profits for you! 


Type 1000: covers 50 Ft. by 20 Ft. or approximately 98 


A Rectangular Area of 1000 Sq. 1 ag 


N. WEIGHT 22 \BS. INCLUDING REELS 


PACKED 6 To A CARTO 
Type 600: covers 25 Ft. by 25 Ft. or approximately 98 


A Rectangular Area of 625 Sq. Fl. B. 


ON. WEIGHT 25 LBS. INCLUDING REELS 


OUGH JOBBERS. 
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Industrial Synthetics Corporation 
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. PRESSURE 


helps you to sell: 


For 1953, Worcester has packed its 
famous line of power mowers with 
more sales appeal than ever before! 
And Worcester backs up its half- 
century-old reputation for high 
quality workmanship and design 
with the tops in advertising. Your 
customers are pre-sold on Worces- 
ter through attractive ads in The 
Saturday Evening Post, Better 


Homes and Gardens, House Beau- 
tiful, House & Garden, Sunset, 
Popular Mechanics, Mechanix II- 
lustrated, Popular Science, Country 
Gentleman, Farm Journal, Home 
Garden Guide, Flower Grower and 
Popular Gardening. Cash in on this 
Worcester sales appeal! Display 
Worcester mowers in your store! 
It’s good for your business! 





Finger-tip controls 
for speed and clutch! 
war 














COMPLETE LINE 


4 POWER MOWERS 


21” Worcester SHEAR MASTER* 
Model 900 (reel type) 

18” Worcester POWER MASTER* 
Model 750 (reel type) 

20” Worcester ROTOR MASTER* 

Model 810 (rotary) 
18” Worcester DYNA MASTER 
Model 700 (electric, reel) 


4 HAND MOWERS 


16” and 18” Worcester SHEAR* 
Model 600 
16” and 18” Worcester MASTER* 
Model 550 
16” Worcester WILSHIRE 
Model 450 
16” and 14” Worcester WINDSOR* 
Model 350 


Models 900 and 750 avail- 
able with retrievable starter 


at slight additional cost. 
*Reg. US. Pat. Of. 


Ask our nearest wholesale distributor for the 1953 Worcester Catalog — 
illustrations and full specifications on America’s finest lawn mowers. 


Youdléel SHEAR MASTER* 


Model 900, 21” cutting width 











Free-floating 
handle 
cuts vibration, 
| permits upright 

storage! 














Briggs & Stratton engine 
—4-cycle, 1.6 h.p.! 




















Heavy duty tires 
for grip 
without slip! 


Protected chain drive 
for town 








% 
; APES 
Easy adjustment 
of cutting height! 





Famous Timken 
roller bearings—long wearing! 








Ss 
h/ 


The Worcester name He 


is po for mel! 


WORCESTER LAWN MOWER COMPANY 
Division of Savage Arms Corporation « Chicopee Falls, Mass., U.S.A. 


Special grass guards 
prevent grass winding 
around reel shaft! “Sta-Temp"” blades 


—extra sharp and tough! 





y oe 











Simplified maintenance 
—no special tools! 











HARDWARE AGE, MARCH 5, 1953 














ee a a 











WARDLEY 
PIPE 


and fittings 





Want to increase your water supply? Now 
you can step it up one-fourth or more by using 
Yardley Pipe and Fittings. Independent tests 
prove Yardley Pipe will carry an excess of 25% 
more flow than steel pipe for the same head 
loss. Other big advantages include: 





..-longer service because it won't 
rot, rust or corrode. 


. handles and installs faster, easier, 
because it weighs Ye as much 
as steel. 





... requires fewer fittings and cuts 
installation costs up to 60% — 
jet wells even more. 


Yardley Pipe is warranted to be made of 
virgin material. It is engineered for every cold 
water use . . . drinking water or corrosive liquids; 
suction or discharge; wells, distribution lines or 
disposal systems. Resistant to damage from 
animal wastes, acid and alkaline soil. Smoother 
walls decrease build-up of bacteria-bearing film. 

Made of both rigid and flexible materials in 
a full range of pipe and tubing sizes 12” 
through 6”. Standard fittings and adapters. 
For more water, lower costs, longer service... 
investigate Yardley Pipe. 


a type for every purpose: 

M-2 for use with deep-well, double-jet pump 
systems. G/P for natural or manufactured gas 
and water service lines. M-6 for lateral dis- 
tribution systems. 


( 











a 








Send for literature. 








ist 
EHH at ( 


ote 
aditiy 


YARDLEY PLASTICS CO. 


Dept. A, 142 PARSONS AVE., COLUMBUS 15, OHIO 
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around this one best brand 


There’s no better way to build your sales than by 
selling a quality line. And there’s no better line of 
wire products than profitable Cortland Brand! Be- 
cause these Cortland Brand products are made to 


WIRE SCREENING 


Three popular price ranges: Cortland Gray-Wick— 


give dependable service—to earn goodwill for the 
store that stocks them. Increase your sales with 
Cortland Brand products—ask for them when you 
order from your jobber. 


Nails and brads in all types and sizes smartly pack- 


1ade : favorite, all-purpose, zinc-coated screening; Cortland aged in green and yellow boxes. Ye |b., Ys Ib., '2 
rd ry Bronze—special alloy screening that's rust-resistant; Ib. and 1 |b. packages — all clearly marked for 
eae si Cortland Aluminum — light, rust- and -stainproof weight, size and gauge. Tough, rust-resistant—with 
ines of screening made of aluminum clad wire. All three true-formed heads, clean-cut barbs, sharp points and 
le from meet U.S. Department of Commerce National Bureau uniform finish. 
moother of Standards’ specifications. 
ng film. 
>rials in 
es Y ” 
Japters. 
ee 
BRAND 
| pump 
| ND 
od 903 Be WIRE NETTING HARDWARE CLOTH 
al dis- \ 


iterature. 


Extra strong, uniformly woven—easy to handle be- 
cause it lies flat when unrolled. Hexagon Poultry 
Netting in %4”, 1”, and 2” mesh. 20 gauge wire. 
Standard widths: 12” to 72”. 150 linear ft. bales. 
Continuous-twist or lock-twist types. Galvanized be- 
fore or after weaving. Meets U.S. Department of 
Commerce Nat'l. Bureau of Standards’ specifications. 


Standard and heavy grades— 
uniformly woven and heavily 
galvanized. Standard widths: 
24” to 48”. Mesh: 2, 3, 4, 8. 
100 linear ft. rolls. All-welded 
wire cloths also available in 
Yo", Hj’, 1” mesh. 





NEW SALES KIT Send for 


Includes Wire Screening, 
Poultry Netting, Hardware 


Wickwire’s free sales kit, con- 
taining streamers, folders and 
newspaper mats to_ identify 
your store as Cortland Brand 
Headquariers. 


WICKWIRE BROTHERS, INC. © Cortland, N.Y. 
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1,000,000 


INDUSTRIAL ENGINES 


built in, OWE year 








It’s a new world production record — never Whether you are a manufacturer, dealer or user 
before accomplished. For 33 years BRiccs & of gasoline engine powered equipment — you are 
STRATTON has been establishing a long list of assured of top performance when you specify 
firsts. And now, in 1952, another is added. BricGs & STRATTON 4-cycle, single cylinder, 

, Briccs & STRATTON is recognized as the, air-cooled engines. They are the “preferred 
pioneer and the leader in its field . . . setting power” value all over the world, 


new standards, year after year in engineering, 
BRIGGS & STRATTON CORPORATION 


in design, in engine performance and 
in precision mass production. gery Milwaukee 1, Wisconsin, U.S.A. 


BRIGGS & STRATTON 





Briccs & STRATTON 4-cycle, single cylinder, air-cooled dreds of types of machines, tools and appliances. All are 
engines are available from 34 to 814 hp. — in many backed by a world-wide service organization, factory 
models and types. They are preferred power for hun- supervised, unequalled in the industry. 





* 


In the automotive field, too, Briggs & Stratton is the recognized leader — and the world’s largest 
producer of locks, keys, and related equipment. 
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THEGL 
TON, CHICASG 


Was 
Another WILTON Quality Product 


Old Faithful’s Extra Features Mean Repeat Sales! 


RETAILS FOR ONLY ¢ Adjustable pulsating head gives a 360 coverage. 
$48 © Raindrop coverage up to 700 square feet. 
© Won't creep or capsize. 
¢ Works well with rural or city water pressures. 
AND SELLS ITSELF 
FROM A 6 UNIT ® Beautifully finished in pastel yellow. 
oLp FAITHFUL 


COUNTER DISPLAY wig’ 
ee Ml 


© Heavy duty all metal construction. 


FOR FULL DETAILS 


Gentlemen: HA 
Please send me: 

(] display cartons. 

(0 free literature and price information. 


Neme____.__....___-_—Company 
Street__ — 


My wholesaler is___ 
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a sales tool? 4 


From polished lacquered 
chisel to straight-pulling claw, 
Warren-Teed H. Q. Wrecking 
Bars are precision-made. ' 
Handsome bright blue enamel “ y 
gives them built-in eye appeal ; iit . eo Each’ Warren-Teed H. Q. Bar 
promotes rapid turnover : is formed from tough high car- 
and volume sales. bon steel. Claw and chisel 
are carefully heat treated. The 
4 j result is a chisel that holds 
Balance and ; alll its edge—a claw that retains 
easy-to-grip — its shape. 
hexagonal , 
shape make this bar 
a favorite with skilled 
workmen. 


Check that full-lift fulcrum 
at the chisel end! It makes 
Precision-made claws prying easy—saves time, ma- 
even pull brads! Rolling ful- terials and work. 
crum adds extra lift and 
pull— reduces chances of 
marring work. 


Warren-Teed H. Q. Wrecking Bars are designed 
and packaged to promote sales for you. 
Carpenters and other skilled workmen like the 
handling ease, the precision-made claw, polished, true-edge chisel 
and the rugged coat of blue enamel that keeps them looking new longer. 
Packed in cartons, Warren-Teed H. Q. Wrecking Bars 
are easy to stock and display. Their good looks make them easy-to-sell. 
Warren-Teed H. Q. Wrecking Bars are ready 
for delivery to you in sizes from %” x 18” to %” x 36”. 
Buy them by the convenient, pre-packed half-dozen. 


WARREN-TEED Wz 


trade a4 mark 


WARREN TOOL CORPORATION 


Manufacturers of Warren-Teed and Devil Railway Track Tools 
General Offices... Warren, Ohio 
Export Division . . . 30 Church St., New York 7, N. Y. 


WORLD'S LARGEST MAKERS OF HEAVY HAND TOOLS... exclusively 
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and sure to satisfy. And every 
you not “paper profits’’ that are 


ENGINEERED FOR TOP PERFORMANCE 


5-TIMES STRONGER permanent mold aluminum castings, 
extra tough but light in weight, safety designed on all 


four sides. 


BRIGGS & STRATTON or CLINTON engines with high 


power ratings. 


SCIENTIFICAMLY BALANCED and with ball-bearing wheels 


for easier handling. 


EASILY ADJUSTABLE both for cutting height and for 


operator's comfort. 


THE STRONGEST 
NAME IN ROTARY 


POWER MOWERS 


Investigate for Profit’s Sake! 
WRITE TODAY TO DEPT. HA 


FARM < RANCH, inc. 


3907 BROADWAY KANSAS 
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THESE FOUR 
MODELS HAVE 


LEAF 
PULVERIZERS 


INCLUDED 


OUR BIG FOUR 


FE) MODEL spso1-3—20" self-pro- 
pelled with 2'2 H.P. 4 cycle engine, 
leaf pulverizer included. 

BI MODEL B400-3—20” belt drive 
model with 2 H.P. 4 cycle engine, 
leaf pulverizer. 

iC MODEL B200-3—18”" belt drive 
model with 1/2 H.P. 4 cycle engine, 
leaf pulverizer. 

py) MODEL VS701-3—20 direct 
drive model with 2 H.P. 4 cycle en- 


gine, leaf pulveriter. 
LIGHTWEIGHT MOWERS 


| E} MODEL  VS301-3—18 direct 
drive 4 cycle engine. List price $94.50 
f.o.b. Kansas City, Mo. 

MODEL E600-3—16 electric; 
DELCO or WESTINGHOUSE motor. 


List price $4959 f.0.b. Kansas City, 
Mo. 


CITY, MISSOURI 























SWAN RUBBER COMPANY - BUCYRUS, OHIO 


Over-the-Counter Selling Card 


Every hardware retail salesman should have one. Shows 
customer at a glance why Swan “time guaranteed hose”’ 
is the best buy. Helps clinch the sale quickly — they’re 
FREE! Order yours today! 


Swan Sales Kits 


If you don’t have one — order 





one now and keep it on your 
Swan Merchandiser. Helps ex- 
plain Swan Hose construction. 
Enables customer to see what 
he’s buying. 





Swan Newspaper Ads 


Ask your Swan Jobber Salesman to show you samples 
of new Swan newspaper ads. Mats are free — order 
them by code number and have them on hand ready to 
run in your local newspaper. 


SWAN RUBBER CO. - Bucyrus, 
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Ready for the Best SWAN 
Hose Year Ever! 


“ITIS WITH A GOOD DEAL OF 


- — 

Fill Up your Swan 

Merchandiser with 
Swan Hose and 

place it where store 
traffic is greatest! 


The Swan Merchandiser is a sales- 
man in itself! Put yours to work! 
Maybe you need two merchandis- 
ers — one for the store — one for 
the sidewalk to catch street traf- 
fic. They’re only $9.50 F.O.B. 
Cleveland. Order through your 
Swan Jobber. 


x 


e betterdh 


. 


s? tm) a 


SATISFACTION THAT WE CONTINUE TO 


North Canton, Ohio 


PROMOTE THE SALE OF SWAN 
HOSE” says R. D. Frye Hardware 


For a number of years we have handled Swan Garden Hose through our supplier, 
The Canton Hardware Company, Canton, Ohio, and it is with a good deal of pleas- 
ure that we promote the sale of Swan Garden Hose to our customers. 


We have compared variety, quality and price with a number of lines of garden 
hose, and we find in the Swan Rubber Company’s line of garden hose a price to fit 
every purse, and a guarantee to the customer that is a guarantee. The Swan Hose 
Merchandiser is an easy way to display and sell the full line of Swan Garden Hose. 


It is with a good deal of satisfaction that we continue to promote the sale of Swan 


Garden Hose. 


Ohio 
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Swan Garden Hose 
is Nationally Ad- 
vertised! Cash in 
by Tying in Your 
Local Sales Effort! 


Swan is investing thousands of 
dollars in full color ads during 
the heart of the hose buying sea- 
son in these mass consumer mag- 
azines. Use all the local sales 
helps Swan offers here, AND 
HAMMER THOSE SWAN 
HOSE SALES IN 1953! 
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© COLORFUL MERCHANDISING DISPLAYS 7 et 
© WIDE ASSORTMENT OF KITS AND SETS ” 

e HOT FORGED SOCKETS AND ATTACHMENTS % ae sets in 
e NO DUPLICATION OF SIZES 
© GUARANTEED QUALITY 











5 IN 
i METAL BOXE 


IT’S EASY to build volume sales with METCOID 
gakTORY s pamae HOME ray, hand tools, kits and sets. Eye-catching 
., 6 fC) Unmewanes displays speed “impulse” sales—invite 
- customers to see... try... and bxy. 

Popular line assures fast turnover and 
liberal profits with small investment. 


‘ 4 : 
on a 





FOR MOTORISTS, FARMERS, 
HOME, SHOP AND INDUSTRY 


pctORY -mammns HOME «4 


®@ Combination Wrenches @ Open-End Wrenches 5 
omens V | Seri] 
call jt 


® Box-End Wrenches ® Sockets and Attachments 
® Screw Drivers and Pliers 
@ IGNITION SETS @ LEVER JAW WRENCHES 


** Fang . nowt” U7 


i women 201) | Ur | 


SOLD ONLY THROUGH Nth ttle) 1p430) JOBBERS 
Contact your jobber today or write direct 


“METAL ENGINEERING COMPANY 


134 NORTH LA SALLE ST. e CHICAGO 2, ILLINOIS 
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ANOTHER @ Larsomrv | dousenot uit! 
. FOR HARDWARE WEEK 


BROOM and TOOL RACK 


HOLDS LARGE ASSORTMENT 
oF BROOMS...MOPS... 


GARDEN TOOLS. 


Vv | 








PATENT PENDING 


No. BT—642 


Two-color box 
— Sleeve type 
illustrated, red 
and black sales 
tested box. One 
packed in box. 


So easy to install. 


scanaaie out ¥ All sliding hooks self 


box. 12 Boxes in ° 
Carton. Shipping locking. 


ngs weight 24 Ibs. Bright un —_—e 
. ‘FREE! Screw eyes for finish. 


\ hanging wood handle 
\ tools furnished with * For more tools, sec- 











each set. tions can be added. 





Mr. Dealer: Larson Sets Help You Sell More 
Tools and Miscellaneous Items for House 
Maintenance and Repairs. Two 


Order Only From Your Jobber. SECTIONS 
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This month you can 


SELL UP 10 20 TIMES YOUR NORMA 
VOLUME OF G-E WHITE LAMPS | * 


Sree 


| This Spring vou can swin hte GE W hite- 


"Q” COAT MAKES 
GE WHITE LAMP 
EASIER ON EYES | 


radeces plore, stays white 


a LEN 








Larnpes for every room 


Charlotte, N.C. retailers 
prove “Blitz” Promotion 
boosts bulb volume 


White Lamps outsell regular lamps at 5¢ 
more per bulb. Get set to ring up plenty of extra 
dollars from G-E lamp bulbs during March. 
General Electric goes all out to make its alread 
fast-selling White Lamps sell even faster wit 
another big “Blitz’”’” Promotion. Ads in LIFE, 
LOOK, commercials on radio and nye stone Fro- 
man TV show pack a full year’s advertising 
punch into the three weeks of the “Blitz”. 










If you tie-in with counter and floor displays, 
this promotion will zoom your White Lamp 
sales. Here’s proof: 


During last year’s White Lamp “Blitz”, Gen- 
eral Electric kept detailed sales figures for 71 
retailers in Charlotte, N. C., who built tie-in 
displays. The results are amazing! WHITE 
LAMPS ACTUALLY OUTSOLD REGULAR 
60 AND 100-WATT BULBS ALTHOUGH 
SALES OF THE REGULAR BULBS WERE 
MUCH HIGHER THAN USUAL. 


Many of the retailers sold as many as 20 times 
their normal volume of White Lamps. The aver- 
age White Lamp sale for the Charlotte retailers 
during the promotion was over 5 times greater 
than the average for the rest of the country. All 
because these dealers gave G-E White Lamps ex- 
tra display. 





Don’t lose out on the extra money this “Blitz” 
brings. Check your White Lamp stock. Make 
































sure you have plenty on hand and build big dis- ADV 
plays right now! ade 
impr 
ever 
LIFE LOOK Ww RADIO 
2-page spread 1-page Jane Froman Show Spot announcements NEW 
March 9 March 10 March 5-12-19 in key areas 
nam 
Gar! 


All this advertising is timed to “sell” your customers just when they're 
beginning Spring cleaning. Every White Lamp sale is a natural lead into sales CO 
of other Spring cleaning products. Get your supply of G-E White Lamps today! 


GENERAL @@ ELECTRIC 
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ACCURATE x10 


XTRA PROFITS for You! 


STOCK AND SELL THESE 
3 TAPE LEADERS, NOW! 


SOLD NATIONALLY ON REPUTATION! Sell the 

tape made by tape experts, specialist manufacturers 
of electrical tapes EXCLUSIVELY for over a 
quarter of a century. With ACCURATE TAPES you 
can be sure of complete customer satisfaction and 


a steady growth in tape sales and profits! 





ACCURATE FRICTION TAPE ACCURATE RUBBER TAPE ACCURATE PLASTIC TAPE 

A superior product for all electrical Made from high quality unvulcan- Combines dielectric and mechanical 

elite MeL -tal-teelMicloliile Mel )oliiacliolire ized rubber for longer life. strength to reduce bulk, speed 
taping. 


ADVERTISED NATIONALLY! Accurate Tape 


ads appear regularly year round and reach 


_ 


IP 


important tape users and tape buyers 


everywhere. National advertising plus highest ‘Ce 
quality mean Accurate Tapes sell fast! Y 


NEW TAPE CATALOG AVAILABLE — Write for your copy and the <ete 
name of nearest representative. Address Accurate Mfg. Company, = 
Garfield, New Jersey. 


Comerica i speciyying MOCURATE 
= YOUR BEST BUY IN TAPE! 


A QUARTER CENTURY OF TAPE SPECIALIZATION 


MORE THAN 
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SELLS ON SIGHT — and 
what a sight! The “Buy 1- 
Get 2” deal comes packed in this 
self-sell merchandising display. 
Customers can see it's a big buy 
— act at once — you 
ring up the profit! 


92 


Whiting -Adams 


145th Birthday Specia 











Its YOUR WEEK 


NATIONAL HARDWARE WEEK 


It's OUR BIRTHDAY 





HERE’S THE DEAL 


1 doz. 4” Flagged Nylon wall brushes, re- 
CR iE 6 ho 6 waliveensesssews 


1 doz. 2” Flagged Nylon brushes, retail at 


ee ee eee ee ee es 
eeeeeeeeereeee 
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Whiting-Adams /£57/ year 
Since 1808...and 
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HERE’S A PAINT BRUSH DEAL THAT PROFITS EVERYBODY! 
YOUR CUSTOMERS GET a great value. They BUY one 4” wall brush 


at regular price of $3.49. They GET a 2” brush (value 79¢) at no extra 
cost! A $4.28 value for $3.49! 


YOU GET your full regular profit — even though you sell at bargain 
prices! 





YOUR CUSTOMERS GET Whiting-Adams genuine flagged Nylon 
bristle brushes — the same bristles used in expensive professional-type 
brushes. AND AT BARGAIN PRICES! 


YOU GET a bargain special timed just right to develop a big seasonal 
paint brush business. And remember — you get your full regular 
markup at these bargain prices! 

HERE’S THE ASSORTMENT 


This Hardware Week assortment comes to you packed in a beautiful 
gold and maroon “Self-Sell” display box. 


The brushes are a matched pair of painting tools with handsome gold 
handles; the 2” size equipped with onyx type handle; the 4” with pro- 
fessional Beaver Tail handle. Each brush is factory-sealed in a special 
Bris-L-Gard protector and both bound together to make the “BUY 1 
— GET 2” Deal. 


PREPARE FOR HARDWARE WEEK ’ \ , 


ACT NOW — Whiting-Ad rf ite di » i a hy | /] 
titi ou«s. aint Brush value Vy 
in 145 Years! /Z 
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ear | of fine brush making 
..and § still the best brush made 
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There's a fortune in dirty hands. Painters, Mechanics and 
Service Men know that only QUICKEE Waterless Hand 
Cleaner removes soils that are too tough for soap and 


water. 

Paint, grease, grime, adhesives, caulking and roofing 
compounds, etc. etc. disappear in 17 seconds—a dab, a 
wipe-off—that’s all. 








Cash in on the "dirty hands" market. 


QUICKEE now available in Regular (pink) and 
Chlorophyll (green). 


WRITE FOR YOUR FREE SAMPLE TODAY 


F quick&Ees, . 


HAND 
CLEANER 


‘ = ‘eg 4 
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; count 
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HANMYL 
Cig ane® 


> 


QUICKEE WATERLESS HAND CLEANER DIVISION OF 


TUDOR CHEMICAL SPECIALTIES INCORPORATED 
YONKERS 2, NEW YORK 
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_ America’s best selling line of garden gloves 
now includes Green Thumbs for men 


Also water-proof “Thumbs Up” and “Swaggerettes” for gardening and housecleaning 


, 








< 


Green Thumbs for Women - 89c 
retail 


America’s best selling gloves for gardening, painting, 
cleaning. Nothing like them for style and value. Their 
washable, vinyl-treated fabric keeps out all dirt and 
wears several times longer than good canvas gloves. 
Each pair pliofilm packaged with informative guarantee 
tag; each dozen display-boxed in solid or assorted sizes 
— Small, Medium, Large. 


Green Thumbs for Men - 98c 


Specially styled for men. Heavier vinyl-treated fabric 
wears like leather, lets hands breathe, is washable. Most 
comfortable and practical glove for gardening, painting, 
furnace tending, wiping off the car, other house and 
yard work. Handy to carry in the car for tire changing, 
motor tinkering. Men’s hand size. 











Water-Proof, Snag-Proof: Every woman also needs a 
pair of garden-green Swaggerettes to protect her hands 
from garden sprays, rose thorns and wet dirt, also for 
housecleaning and washing. Soft and fleecy on the in- 
side; easy on and off. Rubber coating resists cuts, snags 
and punctures better than any other type of water-proof 
glove. Small, Medium and Large, packed one dozen, 
solid or assorted sizes. 

*k Edmont Trade Mark 
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Thumbs Up for Men - $1.00 


Water and Grease-Proof: Never before a liquid-tight 
handy glove with such toughness, flexibility and good 
grip. NEOX (specially reinforced neoprene) coating 
over strong fabric; far outwears ordinary leather against 
cutting, snagging, abrasion, chemicals and grease. Ideal 
for rough or wet work — rose thorns, sprays, car wash- 
ing, etc. Men’s full size. 





NATIONALLY ADVERTISED TO NEARLY 20 MILLION MEN 






AND WOMEN IN HOME AND GARDEN MAGAZINES Make 

D (Including full color display in Better Homes & Gardens) 331 /3% 
Order these self-displaying, self-selling, full-profit- 

paying gloves for the big Spring demand. Most leading profit on 


wholesalers can supply you — from stock. 


EDMONT MFG. CO., Walnut St., Coshocton, Ohio 


World's largest manufacturer of coated fabric gloves 


work gloves, too. 


, 1953 
See next page. 
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- Kdmont 


Make your full 33'% profit, too, on 
America's fastest-selling coated work gloves 


Outwear ordinary work gloves 5 to 10 times- Retail around $1.00-Order from your wholesaler 
















No. 912 Gauntlet: 

The ideal glove for car washing, rose gardening, 
barbecuing, mixing liquid chemicals and many 
other uses where gauntlet protection is needed. 
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No. 62 Palm coated safety cuff 
Also available in No. 60 palm coated knitwrist 
and No. 660 fully coated knitwrist. 


“Grab-it” gloves 
give the world’s safest grip 


Coated with tough, rough-finished natural rubber that takes 
hardest wear and grips anything, wet or dry. Extra sturdy, 
striped fabric lining stands out on display. Far outlast higher 
priced leather gloves except on greasy work, where NEOX 
(reinforced neoprene) coated gloves give longest service. 


ORTH OF GLOVES 


SEND $1 FOR $3.25 W 





COATED-FABRIC 
WORK GLOVES 


Bought by millions for industry, farm and home 


“Thumbs Up” — toughest, most flexible, 
best gripping of all-purpose work gloves 


Every workman, farmer, sportsman, home handy man and 
gardener needs a pair of these liquid-tight, grease and chemi- 
cal proof gloves. Coated with latest improved NEOX (rein- 
forced neoprene). Not only more flexible than ordinary 
neoprene but far tougher to resist cuts, snags, abrasion, oil, 
acids, caustics and solvents. Nationally advertised. Informative 
selling tag on every pair. 


No. 908 Knitwrist 





No. 303 
Fully coated knitwrist 
Also available in No. 30 palm coated knitwrist, No. 36 

fully coated band top and No. 32 palm coated band top. 


“Monkey Grip” — new hand-fitting, 
pre-flexed plastic coated glove 


The first plastic glove of its kind. Revolutionary in de- 
sign — fits the hand all over. Notice the wide wing 
thumb and curved fingers pre-flexed for easy grip. No 
thumb seam to rub or split; no bagginess anywhere. 
Special Edmont plastic provides excellent grip, stays 
permanently flexible, won’t crack or peel. Thicker 
coating far outwears ordinary plastic or leather gloves. 





Water-tight and grease proof. 


EDMONT MFG. CO., 1214 Walnut St., Coshocton, Ohio 


Fill in your shipping address, enclose $1 bill or check and mail. 
We will send, postpaid, Catalog pages, price list and 3 pairs of 











gloves. 
Pr. No. 908 NEOX-coated Thumbs Up......... $1.00 
Pr.No. 62 Rubber-coated Grab-it........... $1.2 
Pr. No. 303 Plastic-coated Monkey-Grip....... $1 00 
Total Retail Value.............. $3.2 
Store Name____-_ es = 
Street. ubigecealgs 
City. ee 


Your Jobber’s Name_ 
(Please PRINT to avoid errors) 
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Now get this Sell-On-Sight 


DISPLAY RACK 


to get your share! 


‘nitwrist 








New Sales... Repeat Sales! 


More than 4,000,000 women kno.v that GLAMORENE 
is the world’s easiest rug cleaner... that it gets rugs 
cleaner, bright as new ....in just a few minutes. They 
know all they have to do is Brush it In...then Vacuum 
it Off! Display GLAMORENE in this new easy-see, sell- 
on-sight wire rack and watch your sales stack up! 


Make More Glamorene Profits! 






: SPECIAL 
i/, DISPLAY OFFER 
P 


Po Sons vane 4) lace the following order: 


\Gomorelt {don YeGals. | 2. “1374 





You make a big profit on every GLAMORENE jar you 





¥; - Ry ee eh 15.1 
sell and an extra 50¢ profit on every GLAMORENE Rug eS er/ i “4 rset Oh ae oe yp 
Brush! Combination sales like these on the fastest | $59.38 
selling rug cleaner in America mean big money for Veen Cock $39. 59 
you every day in the week. So get your orders in now You bam. ak GC O70 


and get set for extra sales! 
We Send You Without 


Extra Charge This Spe- 

















cial Wire Rack Display 
ing, TIE IN WITH Retail Value... $15 
BIG NATIONAL ADVERTISING CAMPAIGN Or order Any Combination of 
Network TV. Dave Garro- Top Local Radio Programs. <erap 3 cases GLAMORENE Rug 
in de- way’s “Today”. Hard-Hitting Radio Spots. (Ge Cleaner, plus 1 dozen GLAM- 
wing Full and Half-Page National Magazine Ads in America’s Amnon ee ORENE Rug Brushes. 
ip. No Leading Publications! Sess This Offer Good Only in U. S$. A. Order Today 
where. From Your Nearest GLAMORENE Jobber. 
oa Ili se cheese ee naman entity inlaid ea Ais USE THIS HANDY ORDER BLANK — — — — — — — — — — — — —— ——— — 
wicker 
We | want more of that fast-repeat, high-profit GLAMORENE business. 
loves. GLAMORENE, INC. 
C Check here if ordering the Special Wire Rack Offer. 
10 EAST 44th STREET, NEW YORK 17, N. Y. 
(] Check here if you want Wire Rack with open stock. (Must order 
f at least 3 cases and 1 doz. brushes.) 
Ohio 
Fill in number of cases NAME........ 
d mail. *Fair Trade Price Protected 
airs of OPEN STOCK List *List 
Quontity Size Pack per case each ADDRESG............... moved ¥, STATE 
oye sonnet OS@S Qt. 1 Doz. $15.48 $1.29 
$1.00 a Y_ Gal. Y, Doz. 13.74 2.29 Eon 
$3.25 a Gol. Ys Doz. 15.16 3.79 
3 Cone Seushes 9 Gee. 15.00 1.25 P| Serene ~ 








2%" trim—Block—8” x 212"—Screw Type Handle 
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P Don't read this...unless — 


—yeou are interested in Terrific Increased Sales on Dazey Nationally Advertised Kitchen Helps 


ST ali 


Sa. enn 


Simple procedure for more profits... 


- @ Keep a No. 6 Display Board on counter at all times to work for you from store opening to 

: store closing. (All items are arranged for easy self-demonstration.) 

@ Keep another No. 6 Display Board in your window at all times to work for you 24 hours 
a day. (Dazey’s National Advertising program is constantly working for you in your 

4 trading area.) 

@ Keep a reasonable open stock on all Dazey items to prevent lost sales on these consumer 
accepted products. 











FREE 


One Dazey No. 6 Point-of- 
Purchase Display is free with the 
purchase of the following items 
as illustrated: 





@ No. 80 Dazite Finish DeLuxe : 
Can Opener i 
@ No. 88CR Red Dual Electronic (lid 
lifter) Can Opener 
@ No. 9OOCR Red Sharpit 
@ No. 61 Senior Can Opener (Dazite 
—Black Knob) 
@ No. 810CR Red Egg Beater 


@ No. 160 Ice Crusher (White Enamel 
—Red Trim) 








The above six Dazey Kitchen Helps 
retails for $30.82, 






The Dazey No. 6 
Displayer is stur- 
dily constructed 
in beautiful natu- 
ral wood set off in 
yellow modern 
trim. 












Nationally Advertised Dazey products are consistently advertised in the following magazines: 





American Home Ladies’ Home House Beautiful Today’s Woman Better Homes & 
Cosmopolitan Jounral Saturday Eve. Woman’s Home c ee 
' . apper’s Farmer 
Good McCall's Post Companion Country Gentleman 
7 Housekeeping Parents’ Sunset Better Living Form Journal 
Household Redbook Family Circle Woman's Day Successful Farming 


WOMEN KNOW DAZEY e WOMEN WANT DAZEY 





- DAZEY CORPORATION... ST. LOUIS 7, MISSOURI 


Manufacturer participating in IRHA Hardware Week April 17 to 25 
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faster. 
on the 
motio: 


easier, 


GEUDI 


HARDWARI 





(OA. MET-L TOP 


ADVERTISING 


@ GOOD HOUSEKEEPING 
@ LADIES’ HOME JOURNAL 
@ FARM JOURNAL 


ke Ga 

Vv 

‘S Gnaranteed by > 
Good housekeeping 
S hoy os 


£5 apvenTist® 





THE Original ALL-METAL IRONING TABLE 
H el Y oO de 2 s T oO 4 t if it doesn't have 
a double top 


MET-L-TOP is out front in consistent national advertising ...if’s not 
a MET-L-TOP ! 


Remember, 








...and out front in features that make ironing easier and 
faster. Display all three MET-L-TOP models—and cash in 
on the consumer acceptance built by the biggest sales pro- 

Dozens of different MET-L-TOP ad mats 


motion in MET-L-TOP history! It can lead to bigger, are yours for the asking. Write for your 
free copy of our Newspaper Mat Service. 





easier, more profitable sales for you. 


GEUDER, PAESCHKE & FREY CO. © 1700 W. St. Paul Avenue © MILWAUKEE 1, WIS. 
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Full Color Ads Push 
Carvel Hall Spring Sales 


——— a <i Tell millions of readers 
a Carvel Hall Cutlery is the 










WEDDINGS 
ANNIVERSARIES 





me ee Eight Steak Knives 

aii in Aristocrat Case. 
Classic silver overlaid handles. 
$43.00. Other Steak and Carv- 
ing Sets as low as $8.50. 















Matching Carver, Slicer, Chef, 
Utility and Paring Knives in 
Jewel-Box Chest. lvory mela- 
mine handles. $19.95. 
Knives available 






You can’t miss in 1953 
with these 


Coane ull exclusives! 


Only Carvel Hall Cutlery offers you such sales 
compelling features as: strikingly provoking 
FULL COLOR ADS, 2 world-famous PERSONALITY 
ENDORSEMENTS, smart GIFT PACKAGING, trend- 
setting DESIGNS and STYLING and lifetime 
SERVICE and QUALITY GUARANTEES. All you 
need do is display Carvel Hall Cutlery ... it 
sells itself. To cash in on this fast-moving line, 
call your wholesaler now or write Cuas. D. 
BRIDDELL, INc., Crisfield, Maryland. 












Eight Fruit & Cheese 
Knives in Aristocrat 
Case. Vogue han- 
dies. $20.00. Other 
sets from 4 to 8 
pieces, $10.95 to 
$32.00. 










(Carver, Slicer and Fork in 
Jewel-Box Chest. Vogue 
handles. $26.00. Other 
sets, 2 other handle styles 
available, from $9.00 to 
$134.50. 









FINE CUTLERY 
by Briddell 
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SARIES 
Everybody likes the beauty and dependability of the Arvin 
JOWERS Automatic Coffee-Perk. Users enjoy having coffee of uniform 
DAYS strength, every time—kept hot and ready to serve automat- 
ically, without boiling. Not to mention the safety factor (no 
"S$ DAY harm done if water is forgotten)—and the easy-to-clean wide 
opening and well. No wonder Arvin Automatic Coffee-Perk 
; is fast becoming America’s favorite coffee-maker! $9995 


It will perk up sales in your housewares section! 


$91.75 PROFIT FROM A $172.80 COST. Arvin's sensational 
Midwinter Special Display Deal — with FREE Arvin Automatic 
Coffee-Perk — is going strong! Get in on it now! Get full infor- 
mation from your distributor today! 


953 


res! 





ales 
cing 
nav Sandwich Toaster! Steak Grill! Double Griddle! Automatic 
nd- Waffler! Remind your customers that they’re actually getting 
ime 4 appliances for one price! Arvin Lectric Gook, open as a 
you griddle, has a cooking area equal to 3 ten-inch skillets! Con- 
«it verts in seconds to a fully automatic waffler, with heat control 
ine, and signal light. Beautifully styled in gleaming $9995 
7. chrome for instant appeal to gift shoppers. 
STILL THE BEST-KNOWN, FASTEST-SELLING peaeigueimineaan 
OF ALL WAFFLER-GRILL COMBINATIONS! FOR MAXIMUM SALES, display both Arvin Automatic Coffee-Perk 


and Arvin Lectric Cook on the new Arvin ““Merchantman” Display 
Stand — it’s included in the Midwinter Special Display Deal! 























1 mati : Ri: wT 
Contact your Arvin Distributor or write wit Sy —%, 
ELECTRIC HOUSEWARES DIVISION . x 
ARVIN INDUSTRIES, Inc. @ oy 
COLUMBUS, INDIANA . ef WS 
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New Formula 
"Scotch Cellophane Tape 
sticks 6 times tighter | 


New Formula 


‘Scotch Cellophane Tape 
> sticks 6 times tighter! 


THIS NEW FORMULA TAPE is on your shelves already! 
Every recent shipment of ‘Scotch’ Cellophane 
Tape has been made with a revolutionary new 
adhesive . . . it’s a completely improved tape with 
an unlimited sales potential! 




















GET READY for a tidal wave of calls for this new tape... 
big color ads like those shown above will run in these na- 
tional publications; local newspapers in major buying areas 
will carry additional ads. It’s your biggest tape sales oppor- 
tunity in years! 


REG. U.S. PAT. OFF. 











that j nd \ 
fat on eee aes TearreR! OO TAGrane | 


oo 















SCOTCH Cellophane Tape 
new sticks 6 times tighter! 


IDENTIFY your tape stocks as NEW FORMULA “SCOTCH” 
CELLOPHANE TAPE to be sure of getting your share of 
the tremendous business ahead. Get these special display 
pieces from your “Scotch” Cellophane Tape salesman—tie 
in for record profits! 








COTCH Cellophane Tape 


The term “Scotch” and the plaid design are registered trademarks for the more than 200 pressure-sensitive adhesive tapes made in U.S.A. by 
Minnesota Mining & Mfg. Co., St. Paul 6, Minn.—also makers of “‘Scotch’”’ Sound Recording Tape, ‘“‘Underseal”” Rubberized Coating, ‘‘Scotch- 
lite” Reflective Sheeting, “‘Safety-Walk” Non-slip Surfacing, “3M” Abrasives, “3M” Adhesives. General Export: 122 E. 42nd St., New York 17 
N. Y. In Canada: London, Ont., Can. 


o 
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Tie-in ... cash-in on £7527” great April-May 


Starting with Hardware Week—April 17-25th— 
and continuing all through May, the way is clear 
for you to sell more COSCO Stools than ever before 
—and more easily! In The Saturday Evening 
Post for April 18th and Ladies’ Home Journal 
and Good Housekeeping for May, powerful, color- 
ful, full-page advertisements will be pre-selling the 
COSCO “‘sit down” idea—and the famous COSCO 
Stool line—to more than 12 million homemakers. 
When your customers answer the COSCO call, be 
ready! Check your stocks—plan your tie-in NOW. 
Order the models you need and the power-packed 
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Stool Promotion ! 


package of sales-making display and advertising 
material shown above. Package includes reprint of 
full-page consumer advertisement, easel-backed re- 
prints, product photos (on, request), radio scripts, 
copy suggestions and special ad mat for direct tie-in 
with national ad. It’s all free! And remember, when 
you set up your tie-in displays: ‘‘The more you 
show—the more sales grow.”’ , 

Stock the complete COSCO line and sell it solidly 
all through April and May. 


HAMILTON MANUFACTURING CORPORATION 
COLUMBUS, INDIANA 


AVAILABLE NEXT MONTH! The “COSCO Merchandiser" —new, 
space-saving super display stand—the most effective and flexi- 
ble ever, at a price you'll like! Ask your COSCO distributor. 


Metal Household 


Furniture 








ere > 








Libbey features 


this exciting pattern— 











GLASSWARE SETS 


to retail for about $1.60 for set of 8 


Henre’s YOUR CHANCE to repeat on one of the 
most popular and successful glassware sets in the 
Libbey line. It’s Emerald Flair . . . so popular last 


Fall and a natural for volume promotion again 
this Spring. 

We took the Flair shape—the same shape 
selected for “Good Design” by the Museum of 
Modern Art—and made it in the most popular 
glassware color—glowing emerald green . . . 
then prepacked them in sets of eight for easy 
handling and delivery! 


Emerald Flair Glassware Sets look so expensive 


—yet cost so little. So right for today’s easy- 
does-it entertaining ... so perfect a way to add 
color to a table setting. 

We're following up last Fall’s advertising in 
Betrer Homes & GARDENS with this eye- 
catching, two-color advertisement in Livinc 
for Young Homemakers in April. 


Many of your customers will want to complete 


the sets they've already started. Many others 
will want to give—and receive—them as gifts. 


Start making your plans now. See your dis- 
tributor or write Libbey Glass, Toledo 1, Ohio. 


LIBBEY GLASS 


ESTABLISHED 1818 
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FASULOUS 
INTEWY 


QUEL! 


A FEATURED BRAND 










Sanitizes 
Garbage 


Containers 
a 


/ 9S ALA 
* QUEL BANISHES GARBAGE ODORS!. 


Quel — fabulous new discovery from the world of chemistry —is a featured 
HARDWARE WEEK brand! New Quel is the greatest advance in garbage 
sanitation in a generation . . . completely solves the age-old garbage problem! 
A vital necessity in every American home! Add Quel to your stock right now! 
Be ready to take full advantage of Quel’s tremendous promotional campaign 
during Hardware Week —AND ALL YEAR LONG! Order new Quel from 







Lee 




















your wholesaler today ... ring up a big share of extra business! 
QUEL MEANS BUSINESS! $400 
—BIG BUSINESS FOR YOU! Price 
NATIONAL ADVERTISING! rene 
1,000 line newspaper ads in all major markets. Tremendous GUARANTERD 
sales-building impact! SEE YOUR JOBBER—OR MAIL THIS COUPON! 





Selective TV and Radio promotion! 
FREE DISPLAYS AND MERCHANDISING HELPS! 
e 4-color Window Streamers! e@ Counter Displays! 
e 4-color Direct Mail Stuffers! 


SELF-SERVICE COUNTER MERCHANDISERS! 


W. B. Farrell, Inc., 1573 S. Telegraph Rd., Pontiac, Mich. 


Please ship immediately _...__..__._._._ dozen 
bottles of Quel, packed 12 bottles to the display 
box. My cost, $7.20 per dozen, delivered. 





2 a — ——v 

Powerful silent salesman —in full color —sells Quei every aa 
minute of the day! Holds 12 bottles. Address__— - —_——_—— 
City . — State___ — 


Packed ‘-gross (6 display boxes of 12 units 
each) to the master shipping container. 


My wholesaler is , — a — 
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195.3% Biggest ( 
THE Sessions C 


STOP 


THIS L 
YOU PURCHASE. . 12 of Sessions fastest-selling clocks for cated 
$44.05; you gross $71.40—a profit of............ revolves at | 


clocks—har 
—takes les 


YOU GET F REE . - « 4 Sessions teapot clocks—America’s favorite a, sco 
kitchen clocks—for a clear profit of 




















YOUR TOTAL PUREE: « o:6¥s..50:03 «+ eeaedveueesss 


YOU DOUBLE YOUR MONEY! 


CLOCKS WITH THE EIGHT FAMOUS essions FEATURES 


. New Thin Movement —finest craftsmanship in electric time. 
. Lubricone— exclusive lubrication, longer life. 

- Hush-h-h-h! Not a sound —that’s Sessions. 

. “Cordklamp”— hides excess cord neatly, out-of-sight. 

. Unbreakable crystals—one wipe and they’re clean. 

. Decorator colors, decorative designs. 

. Fully guaranteed under a new service plan. 

. Handsome gift packaging— great gift year round. 


DNIDS Vi — WN = 


THE SESSIONS CLOCK COMPANY, Forestville, Connecticut 
In Chicago: Merchandise Mart Plaza In San Francisco: Western Merchandise Mart 
In Canada: The Frank Martin Co. (Exclusive Sales Agent), Toronto, Ontario 
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St Clock Deal 


rs CLOCK TOWER 


STOP TRAFFIC WITH 
THIS DISPLAY UNIT... 


Permanent —steel on sturdy frame — 
revolves at touch of finger—displays 16 
clocks—handsomely finished—44” high 
—takes less than 1% square feet of 
counter space. If you prefer wall loca- 


s 


sstons 


itctarc © 


ys, 


LOCKS ‘ 3 


DOESN’T COST YOU 
A CENT BECAUSE... 


The bonus of 4 famous Sessions Teapot 
Clocks you get FREE not only pays for 
this permanent Sessions self-selling 
display, but you realize a bonus profit 
15% above your normal profit. LOOK— 


tion, it has bracket for hanging. 


Retail value of your 4 Free Ses- 


Set it on your 
sions Teapot Clocks $19 80 


counter shelf! 


Cost of Sessions Clock Tower 


Display unit, only $15 85 


Bonus profit to you.... $395 


-\ Hang it from 
an island 


display! For full details, 


see or write 


Sessions or 


your distributor 


It sells—saves space 
—saves time! 


e€SsSiOns 
Eq — 





YEARS AHEAD IN ELECTRIC TIME 
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featuring two $1 specialties 


Every week your Monowatt counter 
turns in a good profit for you. De- 
pendable products, bright distinctive 
packages, national advertising sup- 
port and a helpful inventory guide all 
combine to make your electric sup- 
plies counter one of the most profit- 
able in your store. 

Now for your biggest selling event, 
irha Hardware Week, Monowatt 
pitches in to help you get top sales, 
top profits. Here’s the line-up: two 
featured products, both nationally 





104 Hathaway Street 


including: 


cards 
Electrical Counter" 
easel back 


11 x 19 window streamer 
Mat proof sheet 


a ee oe 


Providence 7, Rhode Island 


Please send me Monowatt Promotion Kit, 


7 x 11 Closet Light, Night Light, Handy 
Light, and Night Light counter 


11x 14 window card, “Shop oat our 


advertised—the automatic Closet 
Light and the Hang Up Night Light. 
Both are shown on the Monowatt 
pennant in the irha Official Kit. Mats 
on both are also included with the Kit. 
And the coupon below will bring you 
an additional assortment of display 
cards, window streamers, and POST 
reprints. 

Feature these Hardware Week items 
in your store. Be sure you have good 
assortments of all the good selling 
Monowatt products. 


NOWATI 


A Department of General Electric Company 
Providence 7, Rhode Island 


Monowatt Department, General Electric Company 


My Monowatt distributor is 


Store Name 


11 x 14 POST ad reprint, four colors, 


Address 
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Model 163 


16” Oscillator 
3 Speeds 


When weather picks 
your fan prospects... 





BE SURE YOU’VE GOT 


Don't be caught short when hot, humid weather again Model 56 
, 12” Floor Fan 
finds your fan prospects. Sell the all-new Fasco line... 3 Speeds 
better than ever with pace-setting features unequalled in 
i , nce... 

the industry. Smooth, permanent performance aietens 

up-to-the-minute styling . . . sure, quiet power 16” Pedestal Oscillator 
3 Speeds 

your customers want. Stock the fast-selling Fasco line now. 

There’s the popular 10 and 12-inch standard models 


that are tops in value. And, remember the exclusive Fasco 





five-year guarantee on deluxe models... 
your assurance that Fasco still leads the field in ane . ot 
12” Oscillator 


quality and matchless dependability. 3 Speeds 





STOCK UP NOW... SELL THE 
FAN LINE THAT HAS EVERYTHING 


P @ New 5-Year Guarantee 
Write today Unconditional guarantee against defects on all 
models illustrated. 


for your 
New Improved Motor Efficiencies 

FREE Absolutely no radio, TV interference. 

Oscillating Mechanisms Totally Enclosed 

FAN DISPLAYS All gears and works permanently protected. 
New Modern Styling in Cool Blue-Grey Finish 
Improved guard and distinctive plastic nameplate. 
All Aluminum Blades 
Design and pitch balanced to motor dut-put for 
maximum air delivery. 

@ Priced Lower Than Competing Models 
Yet better profit margins for you. 

@ Complete Range of Models 
Customer satisfaction guaranteed. 


Eye appealing heavy-duty cards in bright golden yellow and blue- 
green. Both are equally attractive on store floor, counter, or as a 
window display. Easel-backed oscillating fan display is designed 
to accent 10”, 12”, or 16” fans. Colorful ribbon on floor fan display 
shows air flow. And the punch line—"Guaranteed for 5 Years”— 
fairly screams for attention. 





Write today for new catalog sheets and price lists! 








FASCO... THE FAN WITH 
ALL THE FEATURES ... SELLS ON SIGHT 


INDUSTRIES, INC. 


1533 AUGUSTA STREET ROCHESTER 2, NEW YORK 
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\WITH A MIGHTY NATIONAL ADVERTISING CAMPAIGN IN THESE SIX PUBLICATIONS “Yam 


40 MILLION MESSAGES REACHING 159 MILLION READERS! 
-WITH A “MAKES-SENSE” MERCHANDISING PROGRAM OFFERED FREE TO HELP YOU SELL! 








NEWSPAPER MATS CONSUMER FOLDER STATEMENT ENCLOSURES CATALOG SHEETS DISPLAY CARDS 


WITH EXCITING DESIGNS—TOP QUALITY CONSTRUCTION—POPULAR PRICES THAT HAVE MADE GILTON fF /'S VOLUI 


rHE FASTEST SELLING KITCHEN-CONVENIENCE 
LINE IN HISTORY?! ANUF 





Sa 575 


DELUXE sparkling chrome-plated, 
upholstered step stool featuring curved 
back and rubber-matted 

non-slip steps. In red, 

blue, yellow, green, 

black, and white. 

List Price $15.45* 


#$70 (same without back) 
List Price $10.95* 





Sa 540 


FAMOUS budget-priced, chrome-plated 
upholstered stool —a sure fire 
promotion leader! Steps fold 

under seat easily, securely 

In red, blue, yellow, 

green, black, and white. 

List Price $8.95* 


Sar 545 


STANDARD best-seller step stool in 
store after store. Chrome frame 
expertly finished. Comfortable 
plastic upholstery cleans 
easily, lasts a lifetime. 

In red, blue, yellow, 

green, black, and white. 

List Price $12.45* 








WAGON TABLE WITH SHELF is a streamlined 
chrome utility table on wheels that doubles 
as a modern serving wagon. 
In red, yellow, and 
« tel mother of pearl. 
ie List Price $24.95* 


#15 
(same without shelf) 
List Price $17.95* 


Sar 115 


DROP LEAF WAGON TABLE makes handy breakfast 
nook table as well. Laminated 

plastic top is heat and stain 

resistant. In red, 

yellow and grey 

mother of pearl. 

List Price 

$27.95* 


#120 
(same with shelf) 
List Price $34.95* 











Ser B58 


BATH STOOL in gleaming chrome has a one 
piece hardwood seat covered in 

colorful plastic. In rose, 

peach, blue, yellow, green, 

black, and white. 

List Price $6.95* 





HIGH CHAIR has plastic upholstered 
built up seat and back. 
Chrome-plated tubular steel 
construction means 

rock-ribbed safety. 

In red, blue, yellow, 

green and grey. 

List Price $18.95* 


CARDS 


iILTON 


ENCE 





SN R7 


YOUTH CHAIR means volume sales 
in the “‘too big for high chair, 

too small for adult chair" 

marke!. Built up, uphol- 

stered seat and back. 

In red, blue, yellow, 

green, and grey. 

List Price $10.95* 


I'S VOLUME SALES YOU'RE AFTER—CONTACT YOUR JOBBER NOW! 








HOUSE AND LAWN chair is GILTON'S 
answer to the growing demand 
for outstanding aluminum 
summer furniture at 

a practical price. 
Weather-proof thairs 

stack neatly to save 

space. Heavy duty 

woven plastic web- 

bing comes in 

color combinations 

of red and yellow, 

blue and yellow, or 

green and yellow. 


List Price 
$14.95* 


*Prices slightly higher 
west of the Mississippi 


: ‘ L ‘ Oo N.. STREET, BROOKLYN 20, N. Y. 


ANUFACTURING CORPORATION 2S 

















6 Mies 


CAN-0-MAT 


THE MOST BEAUTIFUL CAN OPENER EVER MADE! 


Copied . . . but never equalled! Can-O-Mat’s beautiful styling, rich 
colors and gleaming chrome, have put it far ahead of old-fashioned can 
openers. Its features are outstanding: Single-action handle, removable 
magnet, removable cutter, and many others. It’s the can opener that more 





women want... and, remember: “‘It’s the perfect gift!’ 
NEW DRAMATIC “a . a 
PACKAGING! Senna 


Factory sealed in a colorful new 
container with metal ends. New “zip-a- string” 
opening. Permits re-use! Perfect for displays. 





NATIONALLY ADVERTISED . . . 
POWERFULLY MERCHANDISED! 
Nobody merchandises like Rival! Now backed 
by the greatest advertising in can opener 
history in SATURDAY EVENING POST, GOOD 
HOUSEKEEPING and PARENTS! 
















COMMENDED 


PARENTS 
MAGALINE 





















Meat Grinder & Food Chopper 






















peer Ge Portable — no clamps! Exclu- 
Sin | sive suction base. No marred 
j table tops! Large, removable, a 4 
ais “we Magaloy® hopper {ak 
v/ oe —~ and feed screw. j ae” a ) 
Onew eC 


a Stainless steel cutters. Easy ( f/ % j 
++ P VA f = 
SS ad 


j SUCTION to clean. 
— BASE! 


Rival y 
SHRED-O-MAT <> 


\ 





IT MIXES—IT WHIPS—IT BEATS 
ICE-O-MAT® 
| ye Crushes ice for frozen drinks, chilled 
‘4 (i 2 salads, desserts, ice bags, etc. Turn 
oe es handle to right for fine 


ice, left for coarse. Button 
releases cup. 


Portable Table Models 
also available. 












Rint VAC-O-MAT® 


Portable. Two wonder- 
ful can openers in one. 
Use it anywhere . . . on 
table or wall. Vacuum 
disc adheres to any flat, 
non-porous surface. Re- 
movable magnet. 





JUICE-O-MAT 









fe 















A touch changes it for 


table or wall use. > 


RIVAL MANUFACTURING CO. 


RIVAL MANUFACTURING CO. OF CANADA, LTD., MONTREAL ys 
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THIS NATION-WIDE SURVEY OF =a 
TOP STORES 
PROVIDES THE ANSWER 


a, 







— 





The success of a Cutlery Department in a 
hardware store depends, to a great extent, on 
solid answers to questions like these: 







\ T° 


@ What original mark-up is necessary for largest 













chilled gross profit? 
Turn ; 
r fine e How big should a stock of cutlery be and how 
Button often should it turn? ~ 
ji 
: An independent research organizagion has recently 
dels @ What's the best location for a cutlery display? dl . | 


completed a comprehensive, personal-interview 
e Should cutlery be promoted to Men or to Women? survey for Robeson Cutlery Company among a 


group of outstandingly successful hardware re- 





tailers from coast to coast. This survey report 





pretty much makes up a “blueprint” of profitable 





cutlery operation. 






TO FIND OUT HOW TO SECURE A FREE 
COPY OF THIS REPORT, TURN THE PAGE 










ROBESON CUTLERY COMPANY, PERRY, N.Y. 

















This Booklet 
is your Ticket 





If you could personally visit 50 cities from 
coast-to-coast and make a thorough investi- 


gation of the operating methods of the best Included are such vital subjects as: 


hardware store in each, you'd learn a lot, How do good stores pick the cutlery 
wouldn’t you? lines they feature? Bl 
Robeson has made the trip for you—and © How do cutlery profits compare with 
other departments? 


learned from outstanding stores in each city ; ; 
@ What influence does Display have on 


how their owners have made their Cutlery cutlery volume? 

Departments very profitable. The “trip” was e Is there a best spot to locate the Cutlery 

a comprehensive personal-interview survey Department? 

with store proprietors—and the revelations You can learn the answers to these and a 

they made of the “secrets” for cutlery-selling dozen other questions—as stated by men PR 
oinG iat flered f ; 12 who are already running Cutlery Depart- 

ee ee ee OO ee , ments at top volume — by investing in a 3 

book of facts. cent stamp to send us the coupon below. 










MAIL COUPON 
TODAY 
FOR YOUR 


Free CAPS 


ROBESON CUTLERY CO., PERRY, N. Y. 


Please send me a free copy of your new booklet, “Cutlery Selling Secrets.” I under- 
stand that I am under no obligation of any kind in making this request. 


STORE 
ADDRESS 


CITY OR PLACE 



























7 PROFIT-MAKING Ques“ 


WHICH omy ROBESON CUTLERY OFFERS YOU 





As a hardware retailer, your most sensible attitude towards any new line of 


merchandise is the question, ‘““What’s in it for me?” 


The Robeson cutlery line offers you seven definite advantages which will pay 


off in more sales and more profits. Research among successful stores proves it 


(see the opposite page) and your own quick reading of the following Robeson 


cutlery “pluses” will indicate why hardware stores by the hundreds are taking 


on this makes-more-money line. 







Your original margin will average from 
12%3% to 16%%% more than on cutlery bought 
through a jobber. 


Robeson sells on/y to the natural 
outlets for quality cutlery products. You won't 
be competing with every store on the street at 
all kinds of prices. 


Robeson manufactures 
household cutlery, pocket knives, sports 
knives, scissors and gift sets. You buy every- 
thing from one reliable source and promote one 
QUALITY brand name. 





INQUIRE 
ABOUT A 
FRANCHISE 


Today... 












product we make. Should any customer, for any 
reason, be dissatisfied with a purchase of 
Robeson cutlery, the item will be recondi- 
tioned or replaced without charge. The superior 
quality built into Robeson cutlery products has 
made this policy possible for over 3 generations. 


ing process makes knives so tough and so keen 
that they resist dulling and stay sharp ’way 
beyond ordinary knife blades. 


Robeson national advertising has 
created brand acceptance from coast to coast. 
Three generations of your customers know as! 


Robeson pioneered the idea 





of custom-built cutlery displays in 
hardware stores. Showcases, surveys, plans and 
blueprints are available. 


JUST WRITE TO ROBESON CUTLERY C0. PERRY, ‘i '. 





7S Guaranteed by @ 
\ Good Housekeeping 
S245 aoverrst wes 


Samson features SURE GRIP clothes line! 
—_— 
BEAVER CLOTHES LINE Samson’s No. 7 low- 


priced clothes line, in new, attractive printed 


Feature — Exclusive rippled plastic cover makes 
clothespins grip tight. 


Feature — Withstands wear and weather. Easy 
to clean with whisk of a damp cloth. 


Feature— Comes in 3 colors— White, Green 
and Yellow. Color is in the plastic, not on it — 


guaranteed not to stain! 


Sameoon CORDAGE WORKS 


cellophane wrapper that keeps the cord clean. 
Solid braided, glazed finish. Dependable and 


profitable! 
CROCUS CLOTHES LINE Samson’s No. 6 budget- 


priced clothes line, now in new, colorful display 
cartons each with two 50 ft. hanks connected. 
Solid braided, glazed finish, Crocus completes 


your price spread. 


BOSTON 10, MASS. 
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This Sales C 
oo’ ge 2a’? 
Mounted wi 
Merchandise | 
Every Deal. 


Handsomel: 
this popula 
you excepti 
available i: 
red, yellow 


ern color sc 


rooms, kitcl 






SELF-ADHERING } 
PRODUCTS 


No. 101. Selfix Hook. 2 for 25¢ 


(Holds 15 Lbs.) ; 


"No. 110. Selfix Twin Hook 2 for 39¢ 














> + MOISTEN WITH WATER and 


Stick bn Up! 





This Complete Assortment of Selfix 
Hooks and Bathroom Accessories in the 


Selfix 711 DEAL 


Gives You 5/2 DOZEN of 9 DIFFERENT ITEMS ee... | 


Assorted in 5 BEAUTIFUL COLORS ! 
White, Red, Yellow, Green, Black 

SELFIX 711 DEAL CONSISTS OF: ; 

a | 

1 alve | 














SS 


Window, Counter, Wall Display 
Board FREE No. 202. Selfix Soap Dish ea. 39%¢ 


1% Dz.Cards 101 Selfix Hooks * $ 4.50 






































Y2 Dz. 110 Twin Hooks” 2.34 
Y2 Dz. No. 204 3-Prong Hooks 1.74 
Y Dz. “ 202 Soap Dishes 2.34 
Yo Dz. “ 203 Toothbrush Holders 1.74 
y Y Dz. “ 21212” Towel Bars 3.54 No. 203. Selfix Toothbrush Holder ea. 29¢ 
f Y2 Dz. “ 218 18” Towel Bars 4.14 
Y2 Dz. “ 207 Tumbler Holders 3.54 
_ ' Yo Dz. “ 208 Toilet Tissue Holders 3.54 No. 212. Selfix 12” Towel Bar 
This Sales Compelling poy 
io’’ x 24" Display A . 
Mounted with Actual S% Dozen Pieces $27.42 
Merchandise Included in o Retail Valve 
Every Deal. ; Two Hooks per card No. 218. Selfix 18” Towel Bor ’ 
ea. 69 
USUAL LIBERAL DEALER DISCOUNTS 
! 
Order Through Your Wholesaler 
— or direct, stating the name of wholesaler through 
low- whom delivery is to be made. 
nted 
lean. No. 207. Selfix Tumbler Holder 
. - - i ace for oothbrushes) ea. 59 | 
and Handsomely designed along modern functional lines, REORDER re . 
this popular fast moving Selfix merchandise offers Individual Items 
po; 
a you exceptional profit with quick turnover. Each item THROUGH YOUR 
ss ; available in complete color assortments of white, WHOLESALER 
pay red, yellow, green and black to blend with all mod- PACKED 
cted. ern color schemes in bathrooms, powder rooms, play 1 Dozen Assorted or 
letes rooms, kitchens and laundries. 1 Dozen Solid Color 
: White, Red, Yellow, Green, Black 
No. 208. Selfix Toilet Tissue Holder ea. 59c 
s SELFIX PRODUCTS CO. 
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30 East Adams Street Chicago 3, Illinois 





rm AMERICA’S NO.1 FAMILY OF QUALITY | 
BUILDING SPECIALTIES? 


FITS-ALL yj 
NO. 1 Os i Na (ALK 
SCREEN AX 41 HAND SQUEEZE /aa 
DOOR (j&<4) Vj TUBE 

GRILLE —- 


FITS-ALL 
$6 
SCREEN 


DOOR 
TWIN-CUSHION GRILLE 


WEATHER STRIP 











tT 


AN) Tl m | <= =f 
‘i A CG-4 





II 


Nv ‘ART SPEED LOADER Ma” LUME REFLECTING 
SIDING TRIM CALKING GUN NUMBERS & LETTERS 


ORNAMENTAL ALUMINUM PUSH GRILLE 


MACKLANBURG-DUNCAN CO. 


andl 
QuaLiTy OKLAHOMA CITY 1, OKLAHOMA 
ORDER NOW! Your order will be shipped same day received! 





| HARDW! 


HERE'S A WZH PROFIT BUILDER 


NY 


Quick Drying 


Caiel- 


White Pigmented 


Just one coat of the amazing new Parks Sealer-Primer does 
the work of three — seals, primes and kills stains. Is it any 
wonder that so many retailers find it profitable to feature and 
recommend this new time, labor and money saving product to 
their customers? 

It will pay you to do the same. 


% 


a 
SEALS any surface — new or painted plaster, spackle (no need to size), metal, 
wood, wallboard, even canvas! 


PRIMES in one self-leveling coat, leaves no brush marks. Hides knots, “hot patches,” 


leaving flat white surface for second coat. 
oD 
g 


KILLS, STAINS of any kind — sappy streaks, varnish, even creosote. (Aniline 


stains can’t strike through. ) 


And dries FLAT and WHITE in LESS THAN AN HOUR — ready for finish coat! 


Besides saving time and labor, Parks Sealer-Primer gives amazing 
coverage. One gallon covers 480 sq. ft. of unfinished plaster — more 
of less porous surfaces. 

You'll help your customers cut costs... 
sales with Parks Sealer-Primer. Available in gallons, quarts and pints 


and YOU’LL increase your 


for every customer need. 


salar 


A superior shellac, that “sets” fast, dries hard, powders 
I I 


smoothly when sanded, gives long wear and lasting beauty. 


ee ey Tae hy 


FALL RIVER, MASS. 


THE PARKS COMPANY FACTORY: SOMERSET, MASS. 
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Hook-Ring Attachmenf 
On Each EVANS Tape 
At Ne Extra Cost 








this time with 


NEW “LONG-LINE” 


“WHITE- TAP 


COMPARE THESE SUPERIOR QUALITY FEATURES WITH 
THE FINEST TAPES YOU’VE SEEN AT ANY PRICE ' 


Hook-ring combination for one-man measuring on every tape. Jet black 
markings on snow white Bonderized steel, 3” wide, marked in feet, 
inches, and eighths; foot numbers at every inch; economical replacement 
blades can be installed in seconds, without disassembly ... improved 
anti-backlash winding. 

Inner case — steel, heavily zinc plated; strong die-cast zinc winding 
reel with housing, recessed crank, and double-roller mouth piece; all 
heavily chrome-plated for rust resistance. 

Heavy leather-grained cover of DuPont vinyl, fully resistant to mois- 
ture, scuffs, and stains; held by stainless steel edge band. 100% guaran- 
teed throughout. 


ASK YOUR JOBBER about Evans Lo-Inventory Assortment giving you 
full line at minimum investment and about Evans’ superlative free 
9” x 12” counter display. 


Makers of Evans ““WHITE-TAPE” 6-8-10-ft. 
Evans PW Series ‘“WHITE-TAPE” 6-8-10-t. 


& CO. 


LIST PRICES 


25-ft.°3.49 —50-ft. °4.49 
75-ft. 5.49 —100-ft. *6.49 


Hook-Ring combinations on all sizes. 
Prices slightly higher Denver West. 


How Is It Possible? Evans is the only manufac- 
turer concentrating on steel tape production who 
fabricates from the raw steel to the finished prod- 
uct. Now, extending their specialized concept of 
manufacturing into this big, new market, Evans 
has designed and built all its own tools and dies 
into a new plant around the only long tape pro- 
duction line of its kind in the world. This produc- 
tion set-up, aimed at mass sales, enables Evans to 
bring you the long-line ““White- 


Tape” at a new market price level. ai 


® 
+ oO 


Evans 6-ft. Folding Rules * Evans “Folding Yardstick’’ 


ELIZABETH, NEW JERSEY, U.S.A. 


120 


Evans English-Metric Steel Tapes for export. 
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Salional presents the first and only 
7 le KEYBOARD 


roreColfaleMmailecaalial= 


No need 


to use motor bar... 


Saves up to 50% hand motion! 


Now—for the first time—you can add and list without 
depressing a motor bar! On this remarkable National 
every amount key is its own motor bar, because every 
key is electrified! 

Simply press the keys you want to add—the machine 
does it instantly! Your hand need never leave the “Live” 
Keyboard when adding amounts. You save up to 50% 
hand motion. 

National’s “feather-touch” action makes it easier than 
ever to press two or more keys at once—more time- 
saving! All ciphers print automatically—still more time 
saved! Operators love it—they do their work with so 
much less time and effort. 

Printed words cannot explain all the advantages of 
this “Live” Keyboard. See a demonstration today ! 


_ 


“Live” Keyboard is 
combined with 8 other 
time-saving features 
found only on National: 
Automatic Clear Signal @ Sub- 
tractions in red @ Automatic 
Credit Balance @ Automatic 
space-up of tape when total 
prints @ Large Answer Dials 
@ Easy-touch Key Action ®@ 
Full-Visible Keyboard ®@ 
Rugged-Duty Construction. 


THE NATIONAL CASH REGISTER COMPANY, payron 2, onto 


1953 


For demonstration phone the nearest 
National office or National dealer. 












use SMALL SPACE for LARGE PROFITS 


when you carry the TUMICO line! 


Pm) 


TUBULAR FRAME MICROMETER | 
So 


Tumicg| --- 


+ SOLID FRAME MICROMETER 


~ 
Cat. No. 851 ameter 


















Precision work- 
manship at low 
cost. Available 
in 1” steps from 
0 to 6”. 


Advanced structural 

features for lasting 
accuracy with 50% ;? 
less weight. Avail- © 
ablein 1” steps from 
0 to 96”. | 


PRECISION 
MEASURING 
INSTRUMENTS 


Cat. No. 75-6 


RK: 
A— <i veil 
ASS 
Accurately measures both 


¢ inside and outside diam- 
\ : eters. Specially etched 
for clear reading. 6, 12, 
18, 24 and 36” sizes. 





ih —— 4 
& Ns yy S 
iis pocket size. 
Available in either high 


| 

| grade or stainless steel. 
| 3 and 5” sizes. 
| 










Versatile, precision instru- 
ments. Available in 6, 10, | 
12, 18, 24 and 36” sizes. | 
| 
| 
| 





MACHINIST STEEL SQUARES 


| I 
| I 
| | 
r a Cat. No. 45-4 
! a — | 
| | 
| | 
| | 
| | 
| | 
| I 
| | 

| 







Cat. No. 41-6 





7m Beam and blade 
m edges are hardened. 

Available with plain 
or beveled edges in 
4 and 6” sizes. 


‘ 

t 

E 

i 

f Flexible steel, spring 
, tempered and clearly 
Z etched. Available in 6 
j 

[ 


Cat. No. M 


Provide wide range of precision 
measurement. 4 and 6” combina- 
tions from 0 to 96”. 


and 12” sizes. 







CRANKSHAFT MICROMETER 


Cat. No. 
CS-23 


DEPTH GAGE MICROMETER 


of Cat. No. i 


























D-2' For shaft di- 
and For measure- ameter meas- 
D-4, ment of holes, urement with 












grooves, shoul- 
ders, etc., up to 


accuracy to 
001”. Availa- 
ble in 1” steps 
from 2 to 6”. 
























Permit quick checking of inside 
measurements. Sizes from 2 to 6”. 





Send for catalog and complete sales information 


TUBULAR MICROMETER CO. 


ST. JAMES, MINNESOTA, U.S.A. 





SEATTLE + LOS ANGELES » DENVER « DALLAS + CHICAGO + MINNEAPOLIS 
KANSAS CITY + DETROIT + ATLANTA + NEW YORK + TORONTO, CANADA 
EXPORT OFFICE: CHICAGO 
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FOR VOLUI 
No. 21 

Corbin Air 
Closer 

Here’s the G 
Closer.in the 
field. Sturdil 
years of sure 
Reversible. Fi 
door. Statuar 
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Fast gaining 
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gently and 
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FOR VOLUME SALES 
No. 21 

Corbin Air Type Door 
Closer 

Here's the QUALITY Door 
Closer.in the lower price 
field. Sturdily made for 
years of sure, quiet closing. 
Reversible. Fits any screen 
door. Statuary Brown finish. 


FOR HIGH-PROFIT SALES 
No. 0 

Corbin “Mighty Midget” 
Liquid Controlled Type 
Fast gaining in demand be- 
cause it allows doors that 
swing out to open a full 
180°. Shuts doors fast yet 
gently and quietly. Finest 
quality, yet moderately 
priced. Statuary Brown. 





| a 


... time to stock up 


"€ ») 


SCREEN DOOR CLOSERS 














THERE'S a big selling sea- 
son ahead, so open your doors to more and better Screen 
Door Closer sales! Tie in with CORBIN’S effective national 
advertising and powerful sales helps. Order a good stock 
of both the popular Corbin Door Closers shown below. 
Be sure to ask your Corbin jobber for Display Mounts, too. 











REMEMBER 
Corbin Display Mounts 
available at nominal cost! 


No. K626 
Height 6”. Base 5” x 17” 
Black Enamel frame, Red 
Enamel door. 


No. K621 
Height 10”. Base 5” x 17%”. 
Black Enamel Frame, Red 
Enamel door. 





















P. & F. Corbin Division 


The American Hardware Corporation, New Britain, Conn., U. S. A. 
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You Know What You've Gol 
with a SHOPSMITH Franchise 


Proven Policies, 





Assuring Dealer Benefits, 
Will Be Maintained 


There’s a big wind blowing in the multi- 
purpose power tool field. This great responsive 
market, successfully pioneered and cultivated 
since 1947 by Magna Engineering Corpora- 
tion’s SHOPSMITH and SHopsMITH dealers, has 
now been “discovered” by others. There’s a 
great clamor for retail distribution, particu- 
larly in the case of combination power tools. 


That’s why today some manufacturers are 
inviting just about everyone to sell plug-in 
combination power tools. 


As Tide, news magazine of sales and adver- 
tising, put it in a recent article, the main prob- 
lem is “how to assure the sales demonstrations 
and service, which helped to hike the market, 
while expanding retail outlets in an effort to 
boost business still further.” 


And that’s why Magna Engineering Cor- 
poration wants the trade to know that there 
will be no change in SHopsMITH dealer policies. 
We are happy to underscore what Tide said 
about us: 


“The Company (Magna) believes that demon- 
stration selling put SHOPSMITH over in the first 
place and it consequently refuses to increase 
its distribution by indiscriminately franchis- 
ing retail outlets.” 














To that we add these convictions: 


1 Long range and continued success in the sale 
of power tools must be based on demonstration 
and dependable service for the customer. 


2 No dealer should ever be expected to give such 
demonstrations and service only to be threatened 
by the loss of his sale to another retailer not pro- 
viding such services. 


3 The entire market will grow with the contin- 
ued improvement in the sales efficiency of a well- 
knit organization of able dealers. On the other 
hand, the market’s future is threatened by distri- 
bution achieved through retailers who contribute 
no service and who have no long range stake in 
successful power tool merchandising. 


4 A fair and assured profit for dealers is essential 
in order that they may stand the costs of demon- 
strations and customer service. That profit must 
not be threatened by price-cutting retailers. 


That’s why: 


A The Suopsmitu franchise has been and will 
be awarded only to a limited number of dealers 
selected for their ability to render complete serv- 
ices essential to the maintenance of the SHopSMITH 
reputation. 


B SuHopsmitH prices have been and will be na- 
tionally advertised. Retail price maintenance will 
be enforced by means of fair trade agreements 
insofar as this is consistent with the laws of the 
United States and each of the individual States. 


Magna Engineering Corp. 
Menlo Park, California + Cleveland, Ohio 
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HEATER | 


2 for the BEST SPACE 


ae a Fo) 


Md 


AS EASY TO SELL 
AS ANY OTHER 
TROUBLE-FREE APPLIANCE PACKAGE 























SELL THIS SAFE, HEALTHFUL STEAM HEAT FROM 
ANY AC or DC WALL PLUG! Your space heater line isn't com- 
plete without the best-selling, profit-building ELECTRESTEEM! There's abso- 
lutely nothing comparable— it's the finest auxiliary heater in the world. 
Stock and sell both fast-moving models: 8-SECTION delivering 3,250 































1. SAFEST IN THE WORLD BTU per hour; 10-SECTION delivering 3,940 BTU per hour. Available 
It’s as safe as a toaster—no fumes, no fire hazard, in choice of attractive Walnut or Ivory finish. Each model delivers SAFE, 
ibid exposed elements — absolutely as safe as the healthful man-sized Steam Heat on midget-sized power consumption. 
radiators in a regular heating system. U. L. Ap- 
proved —of course. ELECTRESTEEM puts you in the space heater business | 
WITH THE BIG PROFIT MARKUP YOU WANT! | 
2. HIGHEST EFFICIENCY ELECTRESTEEM has the “selling look,” the superior advantages, the right | 
Heats by true convection—distributes abundant, retail price—and best of all—YOUR MARKUP IS RIGHT! And, Mr. 
uniform, healthful steam heat to every corner of Appliance Dealer, your market is virtually untapped, with an estimated 
the room —leaves none of the “cold spots” of 44,000,000 sales prospects. Here they are: Every home—for nursery, 
directional heaters. ‘ basement den, attic, workshop, bathroom, sickroom. Hundreds of other : 
profitable markets—summer cottages, motels, trailers, gas stations, yard 
3. LESS THAN 2¢ PER HOUR TO OPERATE offices, ticket booths —wherever safe supplementary heat is desired. 
Most economical space heater on the market— There's no limit to the market—no limit to your profitable selling. | 
delivers more heat for less. Exclusive patented 
all-steel construction transfers heat 4 times faster Pie | 
than old-fashioned cast iron radiators—and does ELECTRIC ST ite ee ae 1) 
it at lower operating cost. 2 Electri EAM RADIA TOR areas 
Pees, vane? Mowken Co Conp f ; 
4. PERFECT PORTABLE HEAT ANYWHERE helen. send complete des: vnty) Paris, Kentuck 
everythin SCriptive literat y { 


ELECTRESTEEM is amazingly lightweight —carries Ure and sales 


Ground ELECTRESTEEM to build 


easily (has convenient carrying handle) to provide Radiators, © profitable Susdanes 
ideal supplementary heat anywhere. ; Nome... . 
IT’S EASY TO SELL WHEN YOU TELL ELECTRESTEEM’S 4-POINT SUPERIORITY J ee 8 (oo arenas. T 
enemas 8) fal Fe ee 
ELECTRIC STEAM RADIATOR CORP. a. iat 
2 Electric Avenue (Bourbon County) Paris, Kentucky a hte Lee Zone... - - Stote 
¥ 7 
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Wall Soap Dish I 
(with drains) I 
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t 
f 
€ 
a 
1 
I 
I 
4058 Garment Hook, 8” 4024 Toothbrush Holder S 
Five sparkling new accessories — five new opportunities 
to build your housewares volume! That’s what these 
additions to the best-selling Autoyre-Fairfield line can 7) 
mean to you. Because they’re pre-tested and pre-sold e P e 
through consistent national advertising, you know ahead A § / / 4) of VA [ 
the demand is there. Now...a complete matched line 
of bathroom, kitchen, closet accessories... unmatched 
craftsmanship, gleaming lustre finish, each item comple- 
menting the other, all “designed to make the passer buy”. [ssl ageh Ail siete]. Tali.) MiieTU S 1 Ue Selo) D og eae 
MATCHED ACCESSORIES FOR BATHROOM « KITCHEN « CLOSET 
HARDWARI 
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be sure to specify 





Xe First orders may come easy today, but C r a | HW A L 


top quality merchandise is the answer to 


steady, repeat business. Therein lies the suc- precis ion- made 


cess story of Central Packaged Fasteners! 


First, the neat, attractive, colorful Central Pp A C 4 A G é D 


ackage captures the attention of customers 
iad nat i initial order. Once used, Cen- y A s T E iN € R 4 
tral’s clean, sharp, burr-free, precision-made 
fasteners prove their easy driving and pow- @ WOOD SCREWS @ STOVE BOLTS 
erful holding qualities to generate steady, @ TAPPING SCREWS @ DRIVE, SCREWS 
active, repeat trade. Central’s color coded @ MACHINE SCREWS @SEMS SCREWS 


labels speed sales showing type, size and 


head styles at a glance. Specify Central @ WING NUTS AND CAP NUTS @ THUMB SCREWS 


sales, win and re-win customers. @ HEXAGON AND SQUARE NUTS @ WASHERS 
LOS ANGELES, CALIF . CHICAGO, ILL ‘a KEENE, N. 7 





Can Depend on Central’ 


(Carma) CENTRAL SCREW COMPANY 


3501 SHIELDS AVE., CHICAGO 9, ILLINOIS 


3028 £. ELEVENTH ST., LOS ANGELES 23, CALIF. © 149 EMERALD ST., KEENE, N.H 
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feature for feature... NAT ONAL LOCK 
- hubber-Roller 
CAIGH 


is the finest 


for you to sell! 
No. N61-336 


Quality-made through and through 
...and best of all...it’s silent too 


@ Customers who settle for nothing less than the best, select 

this “deluxe” Rubber Roller Catch by National Lock. Designed | 

primarily for use on wood and metal kitchen / 

cabinets, this quality-made catch and strike ensemble 

provides many years of smooth... positive .. . silent action. a 

Catch has elongated mounting holes . . . Strike has marker prongs . . . two features that 

spell easy application. Housing, Spring and Pawls are made of steel. Catch, 

Strike and Screws have durable rust resistant finish. Complete ensemble is individually packaged 
for ease of handling and identification. Priced right for profit! Order these 

Catches from your jobber NOW. Immediate delivery. 


Ask your jobber about these other in-demand items 





SERIES “410"’ No. 24 WOOD SCREW NATIONAL 


rhs ] 
NATIONAL LOCKset ASSORTMENT TUTCH LATCH chandi 


on to: 
Six 


| DISTINCTIVE HARDWARE... all from I source ing lin 


INPVATIONAL LOCK COMPAN) 


/ V . . . ‘ - . oo 
“.. . Rockford. [Illinois e Merchant Sales Division cage 
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How a 3-day ad program sold 3 carloads of china 


How a fall promotion moved a carload of hose 









Concentration on the basic-basics of mer- 
chandising — advertising and display — is 
responsible for the steady growth of Simon 
Hardware Co., of Oakland, Calif. 

From a start 50 years ago as a tool mer- 
chandiser, the Simon Hardware Co. has moved 
on to selling dinnerware in carload lots. 

Six years ago, from a total of 1,800 advertis- 
ing lines a year, the store has jumped its space to 
1800 lines of newspaper space in a single week. 

And from the ruins of a fire that virtually 
destroyed the store, the Simon Hardware Co. 
was rebuilt into a merchandising unit that has 
a main floor, basement, and second floor devoted 
to displays of hardware, builders’ hardware, 
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ADVERTISIN 


and 


DISPLAY 






the basic elements 
of profitable merchandising 


power and hand tools, sporting goods, paint, elec- 
tric housewares, housewares, garden supplies, 
and gifts. 

How did all this come about? 

The near tragedy in 1946 touched off a mer- 
chandising program that has resulted in the 
store’s volume taking greater forward strides 
than in all of the firm’s half-century history. In 
that year a fire turned the 100x125 ft. store into 
a mass of rubble, ashes and water-logged mer- 
chandise. Plaster and debris from a multi-story 
hotel above the store covered most of the inven- 
tory, making it almost useless. 

But Louis Simon, son of the founder, and 
president of the Simon Hardware Co., converted 
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. J oo ————— 
the ruins into another Simon mer- =? 


Advertisin and Dis) chandising milestone. He, with the 
g y entire staff, donned overalls and Rig 
/ 


began to clean up the stock in an 





(Continued) attempt to salvage as much as pos- rie 
: imp 
sible. vs 
3 disil 
An advertising agency was called 
: : ‘ mar 
in, and in two days of full page ad- its 
vertisements told Oakland resi- 
dents that salvaged merchandise 
was on sale at special prices. Re- Below— 
sults of the ads were so amazing, is anoth 
that hard-hitting advertising cam- signs plc 
paigns became an integral part of ing. The 
the merchandising program when time pla 
the rebuilt store was opened to the 
public. 


Simon Hardware, continuing the 
use of an advertising agency, cur- 
rently uses space ranging from 
30x36 in. to full pages three to five 
times a week. Ads are run in the 
local daily newspaper three times a 
week, and additional space is taken 
in the local shopping news, twice 
weekly. 


Advertise Extensively 
The firm not only advertises its 





basic lines — hardware, builders’ 

Vy? : hardware, tools, sporting goods, 

iii ; | paint, housewares, and garden sup- 

A. he store makes newspaper ads do double duty by dis- plies—but takes as many as four 

. ‘ieee . ope to seven full page ads, or smaller 

playing current advertising in the store. Sidney Lipkin, oda Gk ail dees ' 

general manager, points to an ad that moved three carloads eS ae = Oy 

of china in three days push seasonal, specialty items such 

ai as fireplace sets and accessories. 

; ; . Such ads will feature about seven 

Here a 200-Ft. coil of plastic garden hose is turned into an fireplace sets, ranging in price from 

action display. Water is continuously pumped through the $39.85 to $89.95, and a half a dozen 
hose, and the "garden tower" is lighted from within to accessory items 

heighten the effect. This display was the creation of All Hae Snes ‘Sates wtih ik 

V_ = Stan Simon, posing beside his masterpiece. tual photographs or specially drawn 


illustrations to achieve better vis- 
ual effects. Each ad is carefully 
planned by the department man- 
ager and the advertising agency. 

Each ad carries a distinctive, 
specially designed signature of the 
firm’s name and address, this repe- 
tition having earned quick identifi- 
cation for the store’s name and 
trademark. 

As proof of the effectiveness 
of intensive advertising coverage, 
there is the story of how the Simon 
Hardware Co. moved carloads of 
dinnerware. The firm recently had 
an opportunity to make a good buy 





oweree 


' Fedde iii 
i 





= 


pbb 


in dish sets. Buil 
Three carloads, 650 sets to a ail 
car, were on the tracks in San atte 
Francisco, and it was decided to’ disp 
try a few hundred sets. The 
The firm’s executives and depart- alien 


(Continued on page 132) 
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Right—Good, clean, simple mass display 
is a must at the store. And signs play an 
important part in point-of-sale merchan- 
dising. The store employs a full-time sign 
man, and an advertising agency, to build 
its promotions. 


Below—This display of electric housewares 
is another illustration of the importance 
signs play in taking the mystery out of sell- 
ing. The signs play up lay-aways and other 
time plans. 


Below—The top of a stairwell is used to create an 
effective display intraduction to the store's com- 
plete, second-floor housewares and electric house- 
wares department. 


Building supplies and heavy hardware have re- 
mained important volume builders, and as much 
attention is given to merchandising those lines by 
display and advertising as any other merchandise. 
The stairwell to the basement provides a complete 
directory of the merchandise on display. 
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Another Simon display orig 
inal is this panel of rules, 
grouped in family types 
each type signed to give all 
the important features, and 
the price. 


| 
| 
| 











ment manager went into a huddle 
with the advertising agency, and 
a full-page advertising promotion 
was developed. 

“In three days, we sold three 
carloads of dishes,” reports Sidney 
Lipkin, general manager. “And 
within two weeks the manufacturer 
had three more carloads for us. We 
cleaned them out with a_ second 
full-page ad.” 

Thus two advertisements sold six 
carloads of dishes in a matter of 
three weeks. 

Advertising has consequently re- 
sulted in enormously increased vol- 
ume, and since the firm reopened 
its store, it has had to expand dis- 
play space several times. The base- 
ment displays of heavy and build- 
ers’ hardware have been enlarged. 
And as volume continued to grow, 
the firm had to add an entire new 
second story sales floor to its prem- 
ises. 

Half of the second floor, which 
was added in 1950, is devoted ex- 
clusively to housewares, giftwares, 
and electric housewares. The other 
half of the 12,500 sq. ft. of selling 
space is devoted to displays of sea- 
son merchandise; barbecue and 
other outdoor merchandise in the 
spring; camping equipment in the 
summer, and toys in the fall. 


Mass Displays Featured 


In carrying out the second of its 
two merchandising basics—display 
—the Simon Hardware Co. uses the 
principle of building mass displays 
of brand name merchandise, and 
injecting drama into displays to 
heighten their point-of-sale impact. 

Giving displays this type of 
treatment, is defined by Louis Si- 
mon, as a matter of making the 
merchandise clearly visible, dis- 
playing it simply, and tagging each 
item or each display, with a price 
tag to take the mystery out of 
selling. 

Take chisels for instance. It 
would seem that this tool item is 
bare of display possibilities. But at 
the Simon Hardware, a half dozen 
chisels, mounted on a card, topped 
with a brand name, and the price 
of each chisel plainly marked, 
makes them sell better. Other small 
tools similarly displayed have be- 
come fast movers. 

In the case of rules, here’s how 
Bert Simon, manager of the tool 
department, gives them extra sales 
appeal. 

Using four plywood panels, 30x48 
in., a special upright panel display 
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Full lines and complete display visibility are two of the factors that 
have made the Simon sporting goods department one of the best in 
its entire trading area. 


was constructed that is an atten- 
tion-getter. The panel was covered 
with heavy, colored paper. Rules 
were wired to the panel in family 
groups—by style or type, each rule 
tagged with its trade name, a de- 
scription, and the price. Result a 
dramatized display of rules. (See 
illustration with this article.) 

Even larger items such as power 
tools get dramatic display treat- 
ment. Six drill presses are placed 
in a neat display on a ledge. Behind 
the six, on the wall, is a five-foot 
“billboard,” made from green cor- 
rugated paper trimmed with a 
white corrugated border. 

Superimposed on the billboard is 
a white streamer sign, 20x36 in. 
which lists in red script, the trade 
name, some point of product de- 
scription, and the price of each. 
Another spot sign, in white, in- 
forms the prospective customer 
that the tools are available on 
terms. 


Animated Plastic Hose 


The store’s display of garden 
hose became a season-long attrac- 
tion. It was a lighted, animated 
circular tower of plastic hose. 
Here’s how it’s done. 

A 200-ft. tower of plastic garden 
hose, held in a perfect circle by 
four steel rods, was erected. Water 


was continuously circulated through 
the hose by using a small pump in 
a pail of water. A few light bulbs, 
inside the circle, heightened the ef- 
fect of the flowing water. 

Thus by dramatizing even a com- 
monplace item, sales will increase, 
for even last fall, with a special 
fall garden supply promotion, the 
store moved more than a carload of 
hose. 


Personal Contact Counts 


Two other factors play a major 
role in the firm’s ever-growing vol- 
ume. Along with their administra- 
tive duties, Louis Simon and Sid- 
ney Lipkin, consider one of their 
most important functions is to 
maintain personal contact with 
customers. Hence one of them is 
always to be found in the thick of 
customer traffic. 

When wives accompany their 
husbands to the store, Mr. Simon 
always greets them personally, and 
then suggests that while the men 
are shopping in the tool depart- 
ment, the ladies may wish to get 
acquainted with the firm’s upstairs 
household section. 

It was his “Have you seen our 
new household department on the 
second floor?” that developed it 
into a big-volume operation. When 

(Continued on page 221) 
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$50,000 a Year in Mowers 
And Mower Service 


How a Virginia store combines service, advertising and 
customer education to build volume in lawn goods 


How can a hardware store push 
its lawn mower sales and service 
volume to $50,000 annually? 

The George M. Yeatman & Sons 
hardware store in Clarendon, Va., 
did this in four years with service, 
increased stocks, better display and 
advertising ? 

Four years ago the store sold 
but 25 mowers and did very little 
service work. 

The Yeatman store started doing 
a real selling job on mowers and 
mower service three years ago 
when some modern grinding equip- 
ment was installed in the store’s 
basement. Service work was done 
on hand mowers, after store hours, 


Richard H. Yeat- 
man, right, tells a 
customer of the fea- 
tures of the mower 
best suited for his 


property. 
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by Richard H. Yeatman, supervisor 
of the store’s garden shop. Two 
years ago the firm invested $500 
for reel grinder and _ bedknife 
grinder and enlarged its service 
shop to 30x50 ft. of space in back 
of the 180x80 ft. display room. 
Says Mr. Yeatman, “We _ soon 
found that the first step in the suc- 
cessful selling of power mowers is 
to determine the type of lawn the 
customer has. Does he have a small 
piece of ground or a large plot? 
What kind of terrain is it? Flat or 
rolling? Does he have time to cut 
his grass each week in season? 
Does he have a weed problem?” 
The store sells mowers from 16 


to 72 in. in width. Matching the 
mower to the job, Yeatman’s is 
careful to sell equipment that can 
climb hills if for use in such an 
area. Rotary units are suggested 
for some customers and reel type 
equipment for others. 

Education of the customer as to 
the proper use of his power mower 
is important. Mowers are assem- 
bled at the store. As Mr. Yeatman 
expresses it, “Get the customer 
started the right way. Show him 
how to work the mower and how to 
do minor repairs.” 

Before the power mower cus- 
tomer leaves the store he is shown 
how to drain oil, instructed as to 











ay 





William Steele, mechanic in the store's repair shop, 
sharpening a power mower. 


the type of oil to use and how to 
reset the mower for different cut- 
ting heights. He is warned against 
tinkering with the equipment when 
he is given the warranty for the 
unit. 

Last year the store’s service de- 
partment repaired 2000 
mowers and 2500 hand mowers. 
Three service employees now staff 
the shop and are kept busy sharp- 
ening and repairing hand and 
power mowers throughout the year. 

The store has $1,000 invested in 
tools and equipment for lawn 
mower work. Mr. Yeatman turns 
to the local high school for service 
men. Students taking the school’s 
course in mechanics are trained 
over a six weeks’ period at the 
store. One capable’ mechanic 
trained by the school works on 
small motors. He was originally an 
after-school and summer-vacation 
employee. Another permanent shop 
employee came from the same 
school. 

Training is started in motor 
cleaning. Disassembling of power 
mowers is the next step. Grinding 
reels, bedknife grinding, re-as- 
sembly and final adjustment of 
bedknife to reel follow as skill is 
gained. The department not only 
services mowers for its own retail 
customers but also does this work 
for other stores which do not have 
servicing equipment. 

Mr. Yeatman says, “Another 
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power 


factor that has helped us to grow 
is our direct mail, newspaper and 
radio promotion. Our mailing list 
numbers 1900. Late in January we 
mail a postcard to that list to call 
attention to our service depart- 
ment. Three weeks later those cus- 


tomers who did not respond to the 
urst mailing receive a second re- 
minder.” 

ihe mailings remind the cus- 
tomer of the firm’s free pickup and 
delivery service and offer to deliver 
fertilizer, seed, peat moss and other 
garden supplies. 

Yeatman’s advertises lawn mower 
sales and service three times a 
week out of season, and daily in 
season, in a local newspaper garden 
section. Three local radio an- 
nouncements are made each day 
during the cutting season. 

The shop responds to service 
calls. A mechanic is sent if a 
homeowner cannot get his power 
mower started, free adjustment or 
repair being made on the spot. 

By late January, each year, an 
area 20x30 ft. in the main aisles 
and at the entrances, is devoted to 
lawn mower display. 

Trade-ins are allowed on any 
power mower purchases on units 
that may be resold at a profit. In 
other instances trade-in units are 
scrapped as the primary purpose of 
making such allowances is to help 
to sell new equipment. 

Lawn mower sales and service 
lead to sales of other garden equip- 
ment including garden hose, fertil- 
izer, lawn sweepers, garden tools 
and outdoor playground equipment. 





Displays Card Tables on Wall 





Card tables are displayed on a special section of the second floor 

wall at Douglas Hardware Co. in Janesville, Wis. Tables fit over 

pegs in the wall. Figured wallpaper surrounds the solid color section 
on which the tables rest. 
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On-the-Job Contacts 
Sell More Builders’ Hardware 


4667 sales increase after a 90-day test 
convinced California dealer that it pays 
to get out of the store to find business 


It took just a three-month test 
period to convince Paul Johnson 
that personal contacts mean all the 
difference between heavy volume 
and just so-so business for his 
store, the J & M Hardware, Alisal, 
Cal. 

Within a few weeks of opening 
his complete hardware store in 
1946, Mr. Johnson started making 
personal calls on contractors and 
within a short time his volume on 
builders’ hardware and allied prod- 
ucts showed a good increase. 

Then, for a three-month period 
in 1948 he decided not to make any 
outside calls, to see just what effect 
this would have on his volume. 


Test Convinced Firm 


The 466 pct increase in business 
which followed the resumption of 
these outside calls was convincing 
proof that they do pay off and 
since then outside selling has been 
made a regular part of the work 
schedule of this store. 

Mr. Johnson himself spends half 
of each day calling on customers, 
while each of his two sales assis- 
tants spend two days of each week 
in the field. 

They call on building contrac- 
tors, paint contractors and home 
owners who do their own work; 
mostly people who used builders’ 
hardware and similar merchandise. 

Their calls include the foremen 
of the lettuce and vegetable sheds, 
for Alisal is the heart of the great 
Salinas Valley lettuce and vegetable 
growing area. 

While Mr. Johnson watches the 
newspapers for announcements of 
building permits issued, he says he 
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prefers to hop into his car to go 
scouting for new construction. 

Not only does he talk to the con- 
tractor on each building job but he 
also talks to the foreman and work- 
men. In this way he not only sells 
the material needed on the job but 
his talks often result in sales of 
tools to carpenters, plumbers, elec- 
tricians, masons and others. 

These calls also serve as remind- 
ers that the resources of the store 
are available. Although there is 
no immediate sale it frequently 
happens that a contractor will stop 
at the store a few days after a call, 
to leave an order. 

Likewise, workmen that Mr. 
Johnson and his men have con- 





Outside selling 





tacted on the job will frequently 
come to the store on Saturdays. 
Many times they bring their wives 
and children, too. 

By following through on the 
construction of a building, or group 
of buildings, Mr. Johnson is able to 
supply the requirements of the va- 
rious sub-contractors. Thus he is 
in a position to sell building mate- 
rials, pipe, wire, electrical fixtures, 
finish hardware, paint, varnish, 
etc. 

Since he keeps such close contact 
with the building requirements in 
his community, Mr. Johnson is able 
to anticipate the needs of his cus- 
tomers and usually is in a position 


(Continued on page 216) 


Paul Johnson shows some of builders’ hardware and hand tools 
at a display that is frequented by contractors and mechanics. 
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Neat, but old-fashioned was this 
corner store, as it looked prior to 
modernization. 


Bes 3 4 ¥, f é‘ 
John J. Zarfoss, center, and his sons, James H. (left) 
and Howard H. in the tool section. 
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Modern and attractive is this modernized facade with center 
entrance and a wide sweep of visual front type windows. 


When Zarfoss Hardware im 
Elizabethtown, Pa., was enlarged 
and modernized, the primary pur- 
pose was to provide better display 
facilities for all departments and to 
add a wallpaper department and 
place all major appliances in a com- 
plete section of their own. 

The firm believed that these im- 
provements would increase traffic, 
volume and profits. 

Results of the improvements 
have greatly exceeded expectations. 
Store traffic has continued to be 
heavy, impulse sales have _ in- 
creased and more customers are 
coming not only from Elizabeth- 
town, but also from surrounding 
towns. Elizabethtown is a commu- 
nity of 6000 with more than twice 
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that number of people in the rest 
of the trading area served by the 
Zarfoss store. 

The business was started 35 
years ago in small quarters less 
than a block distant from its pres- 
ent on-the-square location. When 
John J. Zarfoss was joined in 1930 
by his sons, Howard H. and James 
H., he moved the store to a corner 
location in a building with 60-ft 
frontage and depth of 208-ft, in- 
cluding the rear storage section. 
Two years ago an adjoining build- 
ing was purchased at a public sale 
to double the hardware store’s 
frontage. 

Modernization was completed 
early in April, 1952, the work being 
carried on at a slow pace to prevent 
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Pennsylvania store’s modernization and expansion 


of lines and display facilities leads to 


interference with business opera- 
tions. The store was fixtured and 
planned by W. C. Heller & Co. of 
Montpelier, Ohio. 

In the expanded L-shaped quar- 
ters of the store all major appli- 
ances have been placed in one sec- 
tion. Twice the number of units 
are now displayed and sales have 
more than doubled in this depart- 
ment as the result of better and 
bigger display space. 

The paint department was ex- 
panded and a big stock of wallpaper 
was installed, this being a new de- 
parture. for the firm. The wall- 
paper department occupies a 25-ft 
unit along one wall. It is 6 ft high. 
Each bin is deep enough to accom- 
modate full rolls of wallpaper and 


more impulse sales. New wallpaper section added 


has a front 18 in. square, with a 
flap on which is pasted a sample of 
the paper in that bin. 

To encourage more self-service 
and increase impulse purchases, ad- 
ditional island displays were in- 
stalled as well as some gondola 
units. Seven three-tier gondolas, 
8x6 ft, feature housewares, gift- 
wares, electrical housewares, hand 
tools and portable electric tools. 
Seven 30x8 ft islands were also 
added. 

The grand opening of the remod- 
eled store was a three-day event 
held during the Elizabethtown 
Farm Fair. Ads in the _ local 
weekly newspaper and in papers in 
several surrounding towns invited 
visitors to see the enlarged store. 
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One of the firm's 
displays at a fair, 
Particular atten. 
tion was given to 
paints and major 
appliances. 


The firm’s booths at the Fair also 
called attention to the opening of 
the improved quarters. 

Numerous gifts, samples and 
souvenirs were given to store vis- 
itors during the opening day pro- 
motion. Women received small bot- 
tles of perfume, the men _ were 
given ash trays and the youngsters 
were happy to receive balloons and 
candy. Hundreds of people in- 
spected the remodeled store during 
the three days with good traffic and 
high sales resulting. 

Expenditure for improvements 
was $25,000, with an investment of 
$15,000 in merchandise to round 
out the firm’s inventories. The 
three partners have found that 
their improved store, better dis- 
plav and larger stocks are a real 
magnet for higher and more profit- 
able volume. 





Guns and other outdoor sports equipment are featured in this sec- 
tion, the guns being behind sliding glass panels where they may be 
easily seen without unnecessary handling. 


Display Doubled Fishing Goods Sales 


With a home-built, 30x78-in. fly 
and plug bar, constructed entirely 
of scrap materials, Carter Hard- 
ware at 410 Front St., Laurel, 
Miss., has been able to double its 
volume in these items. The entire 
fishing tackle section accounts for 
$3,000 sales annually. 

This unit, supported by half-inch 
pipe, has small display shelves at 
the bottom for showing fishing line, 
reels, lures and other gear. Dis- 
play is located just inside the 
store’s entrance. 


Edwin, left, and Charles Carter 
at the fishing tackle display. 
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How a Shopping Center Store 


Builds Sales Volume 


Joining self-service and personal 
service has proved to be a profit- 
able combination for Maschino’s 
Hardware Store in the Wedgewood 
Shopping Center of Springfield, 
Mo. 

While the store does not place 
major emphasis on_ self-service, 
every effort is made to encourage 
the serve-yourself idea in the store 
layout, display, etc. 

The cash and wrap table of this 
new store bears a large sign read- 
ing, “Self-Service. If we can help 
you, let us know.” The well-trained 
staff offers its assistance to a cus- 


This report tells how a new shopping center store 
builds traffic with unusual promotion ideas that 
put emphasis on service rather than price 


tomer only when their aid is re- 
quested. All merchandise is 
wrapped and payments made at the 
cash counter in the front of the 
store. 

In addition to encouraging self- 
service, the store, which was 
opened Oct. 30, 1952, capitalizes on 
generous free parking facilities, 
well rounded stocks and an efficient 
lay-out. It backs up these natural 
advantages with séveral unusual, 
but very effective good-will build- 
ing promotion ideas. 

The planning behind the organi- 
zation of the store’s facilities, in 


Below—Canopied visual-front of Maschino's seen from the shopping 
center's 600-car parking lot. 
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How they encourage 
self-service 







































Above — Large and 
colorful sign on shop- 
ping center's parking 
fot is an eye-catcher. 


the words of IX. J. Maschino, is 
this: “At a downtown store, cus- 
tomers ask, ‘How much is it?’ In 
a neighborhood store other angles 
overshadow price—including acces- 


sibility, convenient parking facili- 
ties, the personality of the staff 
and the store’s atmosphere. 

“Price specials, gifts and other 
ideas were employed to introduce 


One of the firm's 15 5x8 ft shopping islands centered to extend 
the length of the store. 
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E. J. Maschino 
in his electric 
housewares sec- 
tion. Note wide 
aisles to encour. 
age free traffic 
circulation. 


our new store. After a few months 
we began to place less emphasis on 
price and more on ideas that will 
build repeat business.” 

Of three good will builders and 
creators of considerable word-of- 
mouth advertising, one—a commu: 
nity bulletin board in the store—is 
the only one that is used in other 
parts of the country. 

First of the unusual ideas is free 
windshield wiping service. On Sat- 
urdays a schoolboy is hired to wash 
and polish windshields of cars 
parked in the shopping center’s 
600-car capacity parking lot. After 
cleaning the windshield, he places 
x card under the wiper crediting 
the store with the service and in- 
viting the motorist to visit Maschi- 
no’s. The card is somewhat similar 
in design to a traffic violation 
warning issued by local police. 

Many first-time recipients of the 
free windshield cleaning service 
will visit the store to say “thank 
you” and remain to browse and 
purchase merchandise. 

A second unusual good will build- 
ing idea is the employment of 4 
youth to patrol] the downtown busi- 
ness district on Saturdays. He 
checks parking meters, places 4 
nickel in any that have cars parked 
beyond the time for which payment 
has been made. He leaves a ticket 
under the windshield wiper to ad- 
vise the motorist that the store 
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has saved him a $2 fine. This leads 
to many first-time visits to the 
store and attracts people who later 
become frequent visitors to the 
store. 

Of the good will the store has 
created, Mr. Maschino says, “We 
are not attempting to develop a so- 








cial center, but we are taking steps 
to eliminate the stiff, formal atmos- 
phere prevalent in many downtown, 
stores. An indication that our plan 
is succeeding is the case of a shop- 
per who recently bought a bird 
cage on a stand. After paying for 
it, she confided that she could have 
purchased the same cage at a lower 
price in a downtown store, but that 
“I prefer to trade with a neighbor.” 

The Wedgewood Shopping Cen- 
ter gives Maschino’s the advan- 
tages of traffic attracted by a 
super-market, a variety store and a 
plumbing concern. 

Mr. Maschino considers the su- 
per-market a particularly good 
good neighbor as it attracts a 
steady stream of husband-and-wife 
shoppers from a_ wide outlying 
area. While the wife shops for 
foodstuffs at the super-market, the 
husband will frequently browse 
through the hardware store. When 
the wife finishes her shopping at 
the grocery store she will join her 


Rear-of-the-store 
paint depart- 
ment extends 24 
ft. A 4 ft inset 
features brushes, 
scrapers and 
other paint 
needs. 
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Front-of-the store cash and wrap table on which a variety of impulse 
items are displayed. 


husband in the hardware display 
room. In many instances the 
woman will start browsing through 
the housewares section, concluding 
her visit with numerous impulse 
purchases. 

Indicative of the impact of the 
super-market’s traffic upon that for 
the hardware store is the fact that 
60 pct of the sales are made after 
4:30 p. m., the period when grocery 
store traffic is highest. 

The show room’s visual front 
leads visitors into a 16-ft area fea- 


turing major appliances and elec- 
tric housewares and a combination 
show case and wall display of 
sporting goods. Adjacent to the 
sporting goods section is the 8-ft 
cash and wrap table. Fifteen 5x8- 
ft tables forms a line down through 
the center of the store. Drawers 
in the bottom of each unit provide 
storage space for over stock. 
Adjustable shelving lines a 16-ft 
wall section for hand tools. An 8-ft 
wall section holds a variety of small 


(Continued on page 220) 
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Curved visual front of the store with its large and colorful Paul Bunyan figure 
carrying containers of two of the paint lines offered and a variety of hardware 
items. A small version of the same sign is painted inside the store. 


a shopping center store 





$6,000 a Month Volume In 
Paints and Wallpaper 


How would you go about getting 
a $6,000-a-month volume in paint, 
wallpaper and related lines? 

The Erickson brothers—G. G. 
and Lawrence—attain this volume, 
which is about half of their average 
monthly business, with four lines 
of paint, overnight delivery on 
more than 4000 patterns of wall- 
paper, show-how advice to amateur 
home decorators and a colorful 
store. Paint, wallpaper and re- 
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This Washington store combines colorful display, 
wide variety of styles and know-how to do 
major volume in these lines 


_ lated lines occupy 40 pct of the 


store’s display areas. 

Newspaper and direct mail ad- 
vertising call attention to the store, 
its wares and its services. Its 
drive-in location in a suburban 
shopping center in Bellevue, Wash., 
pulls visitors into the colorful 
store. 

The firm was started in 1946 and 
its show room modernization was 
completed in November, 1952. In- 


stallation of new fixtures for the 
display of larger assortments of 
merchandise has been one impor- 
tant phase of the modernization. 
The sales room now has wider 
aisles for free circulation of traf- 
fic and easier access to all displays. 

The exterior and interior of the 
store are colorful and eye-catching. 
Its curved front with a large script 
type sign and pavement-to-roof 
Paul Bunyan mural in bright col- 
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ors is easily visible from the high- 
way. At night the corner of-the- 
building mural is illuminated with 
billboard type lighting units. 

Color has been used effectively in 
the interior decoration, with blaze, 
purgundy and turquoise being com- 
bined to make an attractive show 
room. The ceiling was painted 
yellow, the floor is blue-green and a 
deep-toned burgundy is the domi- 
nant shade on walls and fixtures. 
This color scheme is quite a de- 
parture from the blond oak finish 
previously used on the wall shelv- 


ing. 


Full Stocks Maintained 


Full stocks are maintained in 
four lines of paints. The Ericksons 
believe that much of their success 
in merchandising paint and related 
lines comes because they offer a 
full stock of these lines for all 
types of jobs. 

They also believe that they help 
their sales volume as the result of 
the expert advice they are able to 
offer all customers. Larry Erick- 
son was formerly a_ professional 
painter. The brothers make it a 
point to ask every paint customer, 
who is not a painter by trade, for 
what purpose he intends to use 
the materials he orders. Fre- 
quently it turns out that the cus- 
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Be ote oy quees 


tomer plans to use a type of paint 
not suited for the job. By selling 
the right materials for a specific 
job, they avoid complaints from 


disappointed customers. And the 
customers are pleased with this 
attention. 

Further impetus is given to 


paint and wallpaper sales through 
the store’s rental equipment sec- 
tion. Sanders, edgers, paint spray- 
ing equipment and wallpaper appli- 
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cation tools of the type used by 
professional painters and decora- 
tors attract the do-it-yourself home 
owner. 

A two-column ad with an illus- 
tration of part of the wallpaper 
department, last spring, invited 
people to spring clean with mate- 
rials and equipment from the store. 

In part it read, “At last! You can 
get coordinated wallpaper and 
paint color service which adds that 
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Another section of the paint department with floor machines and paint agitators for customer service. 






































Part of the well equipped wallpaper section. A few expensive 
patterns adorn part of the wall. 





Plumbing and electrical supplies sections in rear of the store. 
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something extra to custom finished 
interiors. 

“Lolabell Sims, our color consul- 
tant, is on duty each afternoon and 
Saturdays. She’ll help you find the 
exact color to match the tones in 
upholstery, carpeting or draperies, 
Large color chips to take home and 
test with your furniture. Scientific 
mixing of special colors.” 

Another portion of the spring 
cleaning ad suggested that cus- 
tomers “Consult with our staff on 
do-it-yourself methods; rent needed 
tools!” 

It continued, “You can do your 
own home decorating, regardless 
of previous experience, the Erick- 
son do-it-yourself way. Our staff 
members will explain the easy ways 
to paint and wallpaper to get expert 
results. 

“You’ll save money and have fun. 
You can rent the necessary tools at 
a nominal charge ... no need to 
work with makeshifts.” 


Matching Difficult 


The importance of offering a 
wide assortment of wallpaper pat- 
terns, Gil. Erickson believes, is that 
while it is easy enough for a cus- 
tomer to choose paint to match 
wallpaper it is often difficult for 
her to find a paper to match paint 
she has selected. If the dealer is 
unable to offer a sufficiently wide 
range of patterns to suit her re- 
quest, he may lose both paint and 
wallpaper sales. In many instances, 
the wallpaper is wanted for but one 
wall in one room. 

Thirty sample books with a total 
of 4000 patterns are maintained 
for customer inspection. Most of 
these patterns must be ordered 
from Seattle, but their availability 
in one day overcomes this disad- 
vantage. Included among the 
sample book patterns are some 
priced at $5 or more per roll. 

The higher priced patterns of 
wallpaper are particularly in de- 
mand among women wanting to 
paper but one wall of a single room. 

One effective direct-mail piece 
used by the firm is a sheet of glossy 
paper with the manufacturers’ ad- 
vertisement printed on one side of 
the paper and a message from 
Erickson’s on the reverse side. 
These are mailed to rural box- 
holders. 

Important though a large volume 
is there is always the problem of 
an adequate markup. Until early 

(Continued on page 222) 
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Two Display Techniques 
Build Spring Volume 


Windows have a maximum of gardening 

atmosphere and a minimum of merchan- 

dise but— inside this store, the mass dis- 

plays stimulate related selling to build 
over-all profits 


By H. C. Rush 
Sprague’s Hardware Co. 
Trenton, N. J. 


« 





f 


Simplicity is the keynote of our 
spring merchandise window dis- 
plays and it has proved to be a 
better attention-getter than our 
previous five and dime store type 
of windows. 

Now, with little or no advertis- 
ing material in the windows, with 
a minimum of merchandise on 
display, but with merchandise 
tastefully arranged, and display 
settings designed to create an 
atmosphere that stimulates buy- 
impulse, our spring window dis- 
plays have become its trade mark. 

Experience has proved to us 
that natural or rustic backgrounds 
are most effective in the promo- 
tion of spring merchandise. 

Hence in creating displays, we 
use a rail or picket fence, across 

(Continued on page 222) 


This typical window display of Sprague's Hardware in Trenton, N. J., seems to underplay its 
hand, but creates greater traffic interest because the merchandise is accented by its setting. 
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How other dealers solved 
difficult display problems 


Display Idea Round-Up 


Unusual ingenuity is often demonstrated by hardware 
dealers in solving difficult display problems. Here 

is a round-up of a number of display ideas 

that may help you solve a problem of your own 


Do supporting pillars get in 
your way? The Samuel Hill 
Hardware in Montezuma, Ariz., 
used mirrors to make the pillars 
disappear, and in their place 
created attractive display 
areas. It was done by building 
a display gondola around the 
base of the pillars, as shown 
here, and covering the upper 
portions of the pillar with mir- 
rors. Adjustable metal uprights 
support glass display shelves. 
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Bolts, washers, and numer- 
ous other small fasteners 
are neatly displayed at 





the Sumter Hardware, in 
Livingston, Ala., in pint 
and quart jars, under the 
counter, out of the way, 
but yet in full sight. This 
device simply requires 
nailing jar covers to bot- 
tom of shelf ledge, and 
it's easy to remove the 
jors to serve customers. 


Here's a double purpose 
display device that in- 
creased paint accessory 
sales 24 pct for Frank L. 
Taylor's hardware store 
in Reedsport, Ore. Plate 
glass was used to create 
an extra display compart- 
ment on top of the ledge 
which runs along the paint 
department's 15 ft length. 
The glass not only pro- 
vides full visibility but 
also gives the store extra 
working surface. 
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King's Hardware, Houston, 
Tex., uses this compact 
method for displaying fishing 
reels. The reels, though se- 
curely fastened to the dis- 
plays, can be freely operat 
ed and inspected by pros- 
pective customers. Each reel 
is tagged with brand name, 
model number, and price. 


(Please turn page.) 







































Display Idea Round-Up 












(Continued) 


Needing more room for the display of a 

large assortment of fish hooks, but having 

limited space to work with, King's Hard- 

ware in Houston, Tex., arranged this set-up 

of stepped-up bins, each bin neatly labeled 
with size and price. 
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Roller skates make it easy to 
roll out desired lengths of 
screen cloth for measuring 
and cutting at Brooks Hard- 
ware in Bessemer, Ala. 
William H. Bacon demon- 
strates how it's done. This 
device only requires nailing 
a pair of inverted roller 
skates to the end of the 
counter. The roll of cloth is 
then placed between the 
wheels. 
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How to put the spotlight on 
your national brand merchandise 


Promote Your Famous Brands 


High on the list of merchandis- 
ing opportunities available to inde- 
pendent hardware dealers is the 
promotion of the famous, nation- 
ally known merchandise that fills 
the shelves and bins of every hard- 
ware store, 

The millions of dollars spent by 
manufacturers of this national 
brand merchandise help pre-sell 
these products for you; it shortens 
the time required to sell such an 
item; it encourages self-selection, 
and at the same time gives the cus- 
tomer assurance of quality and sat- 
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April gives you prime opportunities for capitalizing 


on the consumer interest in national brand 
merchandise. Here are a dozen helpful ideas for 
promoting the famous brands you sell 


isfaction, backed by a nationally 
known manufacturer. 

This selling advantage of the in- 
dependent hardware store is too 
often overlooked. So much so, in 
fact, that too often customers in 
many areas tend to look to local 
department stores as the source 
of nationally advertised merchan- 
dise. 

The month of April presents 
dealers with two unusual opportu- 
nities to dramatize the variety and 
scope of the famous name items 
they carry in stock and to make 


eran) @ © NATIONALLY 


ADVERTISED BRAND 





themselves known as sources of 
quality, nationally-known merchan- 
dise. 

The first, and prime opportunity, 
is irha Hardware Week, scheduled 
for April 17 to 25. Hardware 
Week, sponsored by the National 
Retail Hardware Assn., this year 
carries the theme of “Famous 
Brands.” 

Backed up by outstanding na- 
tional promotion, it represents an 
ideal opportunity to a hardware 
store to dramatize and profit on its 
famous brand merchandise. 


tua 
BRAND NATIONALLY 
i ADVERTISED 



















More details on this year’s irha 
Hardware Week are given in this 
issue of HARDWARE AGE, beginning 
on page 158. 





The second promotion opportu- 
nity is Brand Names Day, April 15. 
Sponsored by the Brand Name 
Foundation, this promotion is’ de- 
signed also to focus the consumers’ 
attention on the many values that 
are found in national brand mer- 
chandise. 


Spotlighting Brand Names 


To aid the average dealer pro- 
mote his brand name merchandise, 
HARDWARE AGE presents in the ac- 
companying sketch more than a 
dozen different display techniques 
for putting the spotlight on brand 
names. 

Small code letters, set inside 
small black circles, show you how 
to locate various feature displays 
of nationally advertised lines. 

At point A signs or plaques may 
be tacked on the baffle with suitable 
lettering to promote the idea of 
buying nationally advertised 
brands of hardware store lines. 
Actual magazine or newspaper 
page ads, or blow-ups of national 
advertising, of specific products 
can be displayed effectively at loca- 
tion B. 

The wall fixture, with shadow 
box (location C) is an ideal place 
to show nationally advertised hard- 
ware lines together with the names 
of the brands featured. 

At location D we show how a 
featured display end section, com- 
plete with large peg-board panel 
and low base platform may be util- 
ized to emphasize nationally adver- 
tised merchandise. 

Banners, or signs, made by a lo- 
cal sign painter, may be used at the 
two locations marked E should your 
store have supporting columns. 
Copy can follow that suggested in 
this drawing or to suit your own 
needs. 

Suitably sized framed peg-board 
panels may be attached with hinges 
to side wall cases for featuring 
nationally advertised items as sug- 
gested at location F. 

The island unit (location G) 
equipped with a rotating feature 
display unit operated by a turn- 
table given motion by a small elec- 
tric motor is an ideal location for 
featuring other nationally adver- 
tised brand items. 
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This four-sided shelf unit can be 
built of %-in. plywood. A stand- 
ard 7xll-in. chrome finish card 
holder may be attached to it to call 
attention to the names of featured 
brands. 

Note, in the lower right hand 
corner of the drawing, the detail 
showing how a brand name card 
may be inserted, at location H, in 
the top of the 7x11-in. card holder. 
These card toppers should be of a 
different color than used through- 
out the store. A yellow card topper 
with black lettering would provide 
a good strong color combination. 

Other feature end display bins 
(location I), with standard metal 
corners and 6 or 8-in. bin glass, 
may be used to display other na- 
tionally advertised items. They 
should be signed with 7x11-in. card 
holders. 

To the extreme left (location K), 
is shown a low base platform about 
4 in. high and covered with artifi- 
cial grass matting, ready for a 
spring hardware display. It may 
be set flush to an open back win- 
dow so that a below eye-level trim 
may be installed without obstruct- 
ing vision of passers-by or window 
shoppers. 

The modern design rail, can be 


built of wooden dowels and lengths 
of pine board or hardwood to di- 
vide the platform from the en- 
trance selling area. 

The column at location L may be 
used to support two back-to-back 
peg-board panels for displaying na- 
tionally advertised goods. They 
may be framed with 1x2-in. lumber. 
A variety of hooks, price card hold- 
ers and other fixture hardware may 
be obtained to make displays of va- 
rious items easy to install. 

At location M are shown two 
disk shaped shelves which may be 
constructed of 5 or 34-in. plywood 
with chrome pipe or round wood 
stock for shelf supports. The 
counter top at location N may be 
binned off with standard metal 
corners and bin glass for feature 
displays of nationally advertised 
brands. This counter top should 
have a 4-in. high one-step riser. 

At location P the wall sections 
may be equipped with 4-in. one- 
step risers. 

Concealed fluorescent tubes may 
be used at location N and P to 
provide greater means of catching 
the attention of shoppers. : 

Many hardware stores wire sam- 
ples of tools and other small items 

(Continued on page 221) 





Sells Stuffed Toys for Easter 


Toys are a 52-week line at the 
hardware store of Zollmann Bros. 
at 5519 W. North Ave., in Mil- 
waukee, Wis. The display shown 


here was used just before last 


BY nun A pencrs 
; 


Easter to promote Easter books 
and stuffed toys. Lattice work 
along the front of the table gave 
the finishing touches to a simple 
display. 





Step-up display of stuffed toys and other Easter items 
built good sales. 
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sections A 50-ft. display of toys running 
-in. one- down the center of the Farino 
Bros. Hardware Store at 2923 W. 
ibes may Manchester Blvd. in Inglewood, 
nd P to Calif., helps its owners do an an- 
catching nual volume of $10,000 in that de- 
partment. Sixty per cent of this 
rire sam- business is done in the pre-Christ- 
all items mas season when about 25 ft. of 
1) additional table space is given to 
these lines. 

The store’s wheel goods section, 
accounting for about $3,000 sales 
each year, is housed in a mezzanine 
display. 

r books Good display is one of the store’s 
e work best sales builders. Free gift-wrap 
yle gave 


service for small toys is another 
potent sales tool. Like service for 
giftwares for adults is also a traf- 
fic-pulling idea. 


. simple 





Top—Joe Farino gift-wraps a toy 
for a customer. 





Center—Juvenile lines get this 
center - of -the store display 
throughout the year. 


Right—The mezzanine wheel goods 

line-up is a 12-month sales builder. 

George Farino examines a toy 
stroller. 
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No. 3 of a series of articles 
on early American hardware 


The Hoffman collection of 


Old Hardware 


The work and care of four generations are repre- 
sented in the large private collection of early American 
hardware owned by O. P. Hoffman of the East Strouds- 
burg Lumber Co., Inc., in East Stroudsburg, Pa. 

This collection, only a small part of which is shown 
on these pages, consists of many items handed down 
to him by his father, who was a carpenter, as was his 
father and his grandfather. 


Several of the tools were made by Mr. Ho‘tman’s 
grandfather; others have been presented to him, or 
were purchased. 

It was when Mr. Hoffman, himself, became a grand- 
father, that he decided to preserve these historical 
hardware items; to number them; photograph them, 
and annotate them with authentic history, in order to 
hand them on intact to his grandson. 


All four of the hardware items, below, date back to about 1850. Top right, a 10-in. brace was 

purchased by Mr. Hoffman's grandfather, Charles Hoffman, who made the other items: Top left, a 

marking gage; bottom right, a 12-in. wood square, and bottom left, a draw knife. All photographs 
on this and the next page was taken by Mr. Hoffman's son, W. L. Hoffman. 
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This is an 8-in. wood block plane 
which appears in a Sargent & Co. 
catalog dating back to 1888, where 
it is identified as a Kenewa model. 
Since it was in possession of a Mr. 
Clarence Norwood of Elmira, N. Y., 
who died in 1876, this model is prob- 
ably earlier than the catalog date. 
The bit is stamped, "Sargent & Co., 
U. S. Warranted Cast Steel." The 
block is stamped, ''Kenewa Tool Co. 


No. 6." 


The front of the block of this adjust- 
able rabbet plane is stamped "W. 
H. Spalding, Elmira, N. Y.,"" and "'C. 
Norwood, Elmira, N. Y."" There is no 
authentication of who made the bit. 
There is no record of a W. H. Spald 
ing in Elmira, and only of a Clarence 
Norwood, a tinsmith, who died in 


1876. 


A 6/8 round plane, the wood block 
bears the stamping, “John Bell, 
Philad."" According to the Historical 
Society of Pennsylvania, a John Bell 
manufactured planes in Philadelphia 
from 1829 to 1852, and Samuel H 


Bibighaus was his successor in 1853. 
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remodeling brings... 


Better Display and Better Traffic 











== 








=)" 
9750 MAIN STREET 





RIVERSIDE 
CALIFORNIA 








How Westbrook’s changed its store to provide 
more display room with easier shopping 

for customers. New layout encourages browsing 
with resultant increase in impulse sales 


Attractive drawing of 
the store as it appears 
on the cover of the 
store's printed guide. 


The spacious, wide-aisle gift section visible 

from the street shows all merchandise in 

easy-to-reach manner to invite browsing 
and close inspection. 
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Westbrook’s, at 3750 Main St., 
Riverside, Calif., is proud of its 
more than 52 years of operation 
and of the fact that it is a store 
which changes to meet the needs 
of the times. Its most recent mod- 
ernization attracted more than 
15,000 visitors in three days. 

“The public is pleased with the 
results of our six months of plan- 
ning and expenditure of $50,000 in 
new store appointments,’’ says 
R. H. Westbrook, president and 
general manager of the firm, and 
vice-president of NRHA. “We have 
depended on our remodeling pro- 
gram to furnish us more display 
room and to make our establish- 
ment an easier one in which to 
shop. It attracts more people who 
want to browse.” 

Impulse sales have shown a de- 
cided increase since the remodeling. 
What was formerly given over to 
about 3000 sq ft of storage space 
is now a lower level hardware de- 
partment. First floor visitors are 
attracted to the hardware depart- 
ments by a green neon sign direct- 
ing traffic to a wide stairway close 
to the store’s large front entrance. 


Attractive Color Scheme 


Walls of the hardware section 
are finished in light green to con- 
trast with an attractive gray as- 
phalt tile floor covering. Some 
islands are used in the department 
although most of the floor displays 
are on gondola type units, each 
with its prices plainly displayed. 
Concealed lighting illuminates dis- 
plays along the walls of the 50x100- 
ft basement. 

Large lettering identifies sport- 
ing goods, paint and wallpaper, 
tools, garden equipment, builders’ 
hardware and hardware sections. 

Connected with the hardware 
sections in the lower floor is a sepa- 
rate 30x60-ft layout in which toys 
are featured 52 weeks of the year. 

A major expansion was in the 
housewares and gift sections on the 
main floor. These lines were moved 
from part of the former hardware 
side to a 45x160-ft area previously 
devoted to furniture. This change 
increased display space for house- 
wares and gift goods by about one- 
third. Furniture and an increased 
section for barbecue equipment 
were given wide front space. 

“The planning of our main floor 
is to provide one-stop shopping for 
complete home furnishings,” says 
Hugh Berkley, assistant manager. 
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Rear section of the housewares departments on the main floor. 


“Our customers now shop for din- 
nerware among our 200 patterns in 
a complete section. There is also a 
mezzanine for wedding settings 
and our Old World China Shop. 
The furniture department now has 
passenger elevator service to its 
special rug and drapery depart- 
ments on the second floor.” 
Modern dinnerware, glassware, 
crystalware and silverware are 
now shown up front and close to 





Clocks and cutlery get attention in this special section of the 


the visual glass front. Separate 
shops and sections were created 
within this area for silverware and 
stemware as well as one identified 
as Bar Harbor in which are shown 
cocktail glasses. 

The housewares section, occupy- 
ing an area about 25x50 ft has all 
new open display units. In addi- 
tion to tables of electric house- 
wares and cooking equipment, the 
department includes a section de- 


hardware floor. 






































































Assistant manager H. W. Berkley setting up a train display in the toy department in the lower floor. 


voted to prepared seasonings. At 
the end of the housewares depart- 
ment is a large wrapping section 
which does all of the packaging for 
the entire floor. 

Indoor and outdoor home furni- 
ture are now shown in the front 
center of the floor along with bed- 
room furnishings. Tables and 
lamps are displayed along the side. 





The rear section of the department 
is given over to outdoor living in- 
cluding garden furniture and bar- 
becue equipment. 

Westbrook’s new home with its 
three main floors and nearly 3 
departments offers traffic an easy 
way to get around. All visitors to 
the remodeled store are given an 
attractive circular--Westbrook’s 





New hardware division display in lower floor uses both 
gondola and island displays. 


156 


Welcomes You—with a drawing of 
the store front. Dark green type 
on a light green stock make this 
guide a real eye-catcher. Large 
type lists the departments and 
there are brief descriptions of each 
including their location. 


Budget Terms Stressed 


Attention is also called to its 
budget terms described as, “the 
eastiest of budget terms on all pur- 
chases.” 

The address of its appliance, ra- 
dio and television department— 
3633 8th St.—is given in the folder 
as well as the firm’s Economy Shop 
—3452 8th St. The latter unit of- 
fers used furniture and appliances 
and unfinished furniture. 

The welcome folders are inserted 
in racks in various parts of the 
store. 

A four-page invitation announce- 
ment was distributed in a daily lo- 
cal newspaper at the time the mod- 
ernization was completed. Although 
many specials were offered and 
mention made of merchandise dem- 
onstrations, much of the special 
section outlined the history and 
growth of the store and recalled 
events in the community since 
1900. 


HARDWARE AGE, MARCH 5, 1953 


Only ps 
nylon b 
tures th 
Nylons 
leading 
sales in 
tomers 


Pe 








BETTER TH 
HARDWARE 














wing of 
en type 
ike this 

Large 
its and 
of each 


ed 


to its 
s, “the 
all pur- 


nce, ra- 
ment— 
» folder 
y Shop 
nit of- 
liances 


iserted 
of the 


ounce- 
Lily lo- 
2 mod- 
hough 
1 and 
> dem- 
special 
y and 
called 

since 


, 1953 














Du Pont 
"a 





Only paint brushes with 100% Du Pont 
nylon bristles offer this combination of fea- 
tures that help make your selling job easier. 
Nylons are made in all types and sizes by 
leading brush manufacturers. So brush up 
sales in your store—start telling your cus- 
tomers about these features today. 


Point out the name 





DU PONT NYLON BRISTLES 


£6. U. 5. Pat O' 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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LONG, FINE TIPS. Each properly sanded fila. 
ent of Du Pont nylon has_a long, thin, slightly 


rled tip that means excellent paint pick-up and 
iW. 


SMOOTH PAINTING. Nylon bristies won't cut 
hrough paint film. They flow the paint uniformly 


. lay down a smooth, even coat. 


IDEAL FOR NEARLY ALL FINISHES. Du Pont 


lon can be used for all types of finishes except 
ellac and those creosotes containing tar acids. 


EASY TO CLEAN. Nylon brushes are easily 
cleaned with any commercial cleaner. 


BRISTLES WON'T BREAK OFF. Nylon is tough 
and durable. Bristies won't break off to mar work. 


ONG-LASTING. Nylon outlasts other type bris- 


S$ 3 to 5 times. And nylon resists moths, vermin 
d fungi. 
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A Special Hardware Age 
Report on Hardware Week 


ware Week— 





a Hardware Week kit store poster 


—a nation-wide promotion for building hardware sales 


Sparked by a new and revital- 
ized promotion program, this year’s 
irha Hardware Week promises to 
be the most outstanding national 
hardware merchandising event 
ever staged by its sponsors, the 
National Retail Hardware Assn. 

The comprehensive promotion 
schedule set up by NRHA for the 
various stages of the event is now 
moving into the home stretch 
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where the dealer will have the 
opportunity of capitalizing on all 
the careful preparatory activities 
that have already taken place at 
the manufacturing and wholesal- 
ing level. 

Hardware Week, scheduled for 
April 17 through April 25, has for 
its main theme the promotion of 
“Famous Brands” of hardware 
merchandise. The event will get 


its biggest push at the retail level 
by one of the most ambitious na- 
tional consumer magazine adver- 
tising programs ever developed. 

Participating in Hardware Week 
is a group of manufacturers of 
famous brand merchandise who 
have developed either special 
deals, special packaging or, in 
some cases, reduced prices. In 
many cases special promotions 
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Rod Devi 
CASH IN ON 
Red Devil 


FP-33 Home Floor Conditioner PROMOTION 
FOR NATIONAL HARDWARE WEEK 


For Hardware Week only, this popular Sessions “Preference” 
Electric Kitchen Clock will be packed with every Red Devil 
FP-33 Floor Conditioner as your $6 gift to the woman who 
buys during Hardware Week. The clock costs you nothing, 
costs your customer nothing, and you get full mark-up on 

the regular $67 (tax included) retail price of the FP-33. 


Special Bonus for You—Personally! 


When your Hardware Week shipment of FP-33s arrives, 
you will find a serial number sticker on the end of 
each carton. Tear these off, and for every three stickers 
(together in one envelope) you send us with your 
name and address, we will mail you postpaid a 
genuine Zippo Lighter with our compliments. 


Your Profit $22.33 


Order From Your Jobber Today 
Specify Hardware Week Special 


Red Devil FP-33 Home Floor Conditioner is zooming 

in popularity everywhere. It’s the twin-brush ma- ees . 

chine that scrubs, waxes, and polishes floors of every 6: ; FREE SESSIONS 

kind. Inexpensive floor reconditioning kit quickly aoe “PREFERENCE” 
71/7.” diameter self-start- 


converts it for floor sanding, ‘steel wooling.’”’ Power- 
ful 1/4 HP AC-DC motor. Underwriters approved. ing electric kitchen clock 
Light weight. Easy t guide. \ ’ @ with red polystyrene 
— : plasticcase.Cordclampin 
rear of case neatly holds 
excess cord. Usually re- 
tails for $6 including tax. 


1 level 


otions 
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FEATURING FAMOUS BRANDS 





have been set up by participating 
manufacturers. 

The details of these promotions 
and the items being featured have 
been described in past issues of 
HARDWARE AGE in the “What’s 
New in Hardware Merchandise” 
section. 

The cooperation of wholesalers 
in the Hardware Week program 
has been encouraged by special 
plans of NRHA to assure that all 
wholesalers will have complete, 
detailed information: on all mer- 
chandise offerings, special pro- 
motions, etc., to permit their using 
this information in Spring con- 
sumer broadsides, etc. 

The assistance of wholesalers’ 
salesmen has been’ encouraged 
through the use of a special in- 
formation booklet and a contest 
for the salesmen. 


Helpful Salesmen 


More than 8000 copies of a 
“Fact Book” on Hardware Week 
have been distributed to whole- 
salers’ salesmen to acquaint them 
with the details of the event. The 
contest for wholesalers’ salesmen 
being conducted by NRHA, in con- 
nection with Hardware Week, is 
to select the salesman most help- 
ful to dealers in tying-in with 
the promotion. 

Each kit being shipped to asso- 
ciation members will contain a 
vote card that will permit them to 
vote for a wholesaler salesman. 
Points will be awarded for various 
actions on the part of the dealer 
encouraged by the salesman. 

The first prize winning sales- 
man will receive an all-expense 
paid trip to the annual NRHA con- 
vention at Miami in July for him- 
self and his wife. A second prize 
of $300 and a third prize of $200 
will also be awarded. 


The Final Step 


The final, and culminating step 
in the Hardware Week program, 
before it is introduced to consum- 
ers, will be the mailing, in mid- 
March, of a special store decorat- 
ing kit to ail members of associa- 
tions affiliated with NRHA. 

This kit, consisting of close to 
150 pieces, will provide dealers 
with posters, vertical strips, win- 
dow pasters, pennants, etc., for 
decorating the store and windows. 
It will also contain an assortment 


a window streamer 


from the NRHA Kit 


Hardware Week 


of mats of hardware merchandise 
for use in newspaper ads to be 
used at the local level when the 
national advertising hits. Many of 
the pennants will contain illustra- 
tions of some of the actual hard- 
ware week special merchandise. 

At the consumer «level, Hard- 
ware Week will be officially opened 
by a series of advertisements of 
hardware merchandise in the 
Saturday Evening Post issue of 
April 18, which will be on the 
stands on April 15. This issue of 
the Post will have a special sec- 
tion in which all advertisements 
of manufacturers on Hardware 
Week items will be grouped. This 
section will start off with a full 
page ad of the NRHA announcing 
Hardware Week, and calling at- 
tention to the ads on hardware 
merchandise that follow. 

The planning that has gone into 
Hardware Week has been pointed 
to making the occasion a truly 
national merchandising event and 
to provide specific means for deal- 
ers to tie into the promotion, ac- 
cording to Russell R. Mueller, the 
managing director of NRHA. 


Great Co-operative Effort 


“Hardware Week for 1953 rep- 
resents the greatest cooperative 
effort ever undertaken in this 
nearly $3 billion dollar hardware 
business of ours,” Mr. Mueller has 
stated. 

“Hardware Week for 1953 is be- 
ing built on a very sound founda- 
tion,” Mr. Mueller said. “We have 
actual merchandise tie-in; selec- 
tion of dates that makes it imprac- 
tical for anyone else to use an 
earlier date for a spring promo- 
tion, and we have the backed-up 
products of nationally advertised 
manufacturers.” 

Thus far the activity surrounding 
Hardware Week has not been too 
apparent to dealers because it has 
taken place largely at the manufac- 
turing and wholesaling levels. 

Manufacturers have had to select 
their items for Hardware Week. 
Then, in most cases, they have de- 
veloped special packaging, special 
catalog pages, mats, etc. 

Then all this material and infor- 
mation had to be passed along to 
wholesalers so that they could sup- 
ply their salesmen with catalog 
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Hardware Week 


sheets and product information. 
They also had to have material for 
use, in many cases, in their Spring 
consumer broadsides and catalogs. 

All this work has been necessary 
to lay the foundation for the final 
step—the actual sales of the goods 
by dealers during Hardware Week. 

Now it is almost time for deal- 
ers to take over and do their part; 
making plans for their local adver- 
tising, using the mats that are sup- 
plied in the kits; arranging for 
consumer catalogs from their 
wholesalers, etc. 

Some dealers are also planning 
to use radio spots to stimulate in- 
terest. One dealer plans to use radio 
spots several days prior to the 
event in the form of teasers to 
build up interest in the Hardware 
Week sale at his store. 

The next step will be planning for 
the use of the store decorations 
that come in the kit, and the store 
displays. 

Some dealers are planning to set 
up a special island on which as 
many of the Hardware Week spe- 
cials as possible will be displayed. 
This type of display, backed up 
with the use of the window stream- 
ers and pennants should have 
strong eye appeal. 

Other dealers are planning to 
spot the specials about the store in 
the regular departments. If you do 
plan to use an island for a mass 


display of the Hardware Week 
items, it would be desirable to show 
each of the specials in their own 
department, also. 

The Hardware Week promotion 
in your store should not be limited 
only to the special Hardware Week 
items developed by manufacturers 
participating in the event. Make 
some specials of your own, possibly 
some seasonal goods. Or perhaps 
it would be a good time for han- 
dling those close-outs. 

The more you can do to create 
an atmosphere of an outstanding 
sale, the more sales you’ll make. 

From the consumer viewpoint, 
the national kick-off will be the 
April 18 issue of the Saturday 
Evening Post with its Hardware 
Week section. This issue will be 
on the stands on April 15, giving 
you ample time to acquire copies 
and prepare a display of these pages 
for your window or for inside the 
store. This will give you a tie-in 
with the national advertising in 
that issue of the Post. Some of 
the Pennants in the store kit will 
carry the seal of a “Post Recog- 
nized Value.” 

The kit will be mailed to NRHA 
members on about Mar. 23, giv- 
ing ample opportunity to prepare 
for its use. But don’t wait until 
the last moment; start your plan- 
ning now. 

In several past years, one of the 
large mail order chains has put on 
a hardware sale the week prior to 
the irha Hardware Week. This 
may occur again, although the dates 


for irha Hardware Week are so 
early that holding a sales any 
earlier could well be too soon. 

One hardware store in the past 
combatted this activity of the na- 
tional chain by heading his news- 
paper ads with the statement, “the 
original and only national Hard- 
ware Week.” He reports that 
many customers commented on this 
statement and he feels it added 
prestige to his promotion. Your 
lawyers might find some technicali- 
ties in this expression to argue 
about, so far as accuracy is con- 
cerned, and you should check your 
lawyers before considering doing 
anything like it. However, it would 
be accurate to state that your sale 
is the original and only “irha Hard- 
ware Week” sale. 

Some 69 national manufacturers 
are participating in the kit and 
their products will be covered by the 
mats and pennants, etc., that are 
supplied in the kit. In addition, 
some 70 other manufacturers have 
announced their intention to par- 
ticipate in Hardware Week, but 
will not be in the kit. 

On the following pages will be 
found a quick review of the typical 
merchandise being offered for 
Hardware Week. Most of this ma- 
terial has been previously described 
in HARDWARE AGE. It is presented 
here to provide dealers with a last 
minute chance to check over their 
orders for the promotion to make 
certain they haven’t overlooked 
some item they might want to have 
for the sale. 








Hardware Week Promotions 


The following pages describe and illustrate the irha Hardware Week special deals, 
promotions, displays, etc., prepared by manufacturers participating in this year's Hard- 
ware Week, April 17 to 25. Use these listings to check your orders in preparing for 
your store-wide Hardware Week Sale. 








Nest of Saws 


No. 2370, a saw with three blades, 
is mounted on a colorful card, 
13%2x6% in. Packing unit is 12 
cards to a box. Regularly priced 
at 75¢, offered for Hardware Week 
at 69¢. Discount is 831/38 pect 
yielding profit of $2.76 a doz. at 





Hardware Week special price. Pro- 
moted through national advertis- 
ing timed for Hardware Week, and 
included in NRHA dealer kit. Miller 
Falls Co., Greenfield, Mass. 


Flashlight Promotion 


A special dealer promotion Kit, 
No. H-1, is available for Hardware 
Week. It includes display materi- 
als, mats, etc., for two products: 
the Yellow-Flash 8-in. number, 
which retails for $3.95, less bat- 
teries, and the Work and Warning 
Lights Set, a new product which 


combines a 4-cell flashlight with an 
adjustable flashing light. Gives 
either flashing or steady beam in 
white or red. Operates on four 
standard flashlight cells, and retails 
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*Deal effective until April 30th. 
For full details, call your Silex 
distributor or write: 


SILEX company 


In Canada: The Silex Co., Ltd., St. John's, P.Q, 
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SILEX 
HARDWARE WEEK SPECIAL 


CARAFE CANDLELIGHT 
SERVICE 


The very popular Silex 12-cup 
Carafe and Coffeewarmer Set for 
serving coffee with a festive air and 
keeping it piping hot by candle- 
light right at the table. Handsomely 
boxed for gift giving. 


REGULARLY 


This Silex Hardware Week Special Combination is a buy too good to 
miss! A bargain for your customers... full profit margin for you! 


TV-SNACK TRAY SET 


Four attractive Silex trays for indi- 
vidual buffet serving or for snacks. 
Two red, two yellow, each size 
634” x 15”, made of tough, easy- 
to-clean plastic. Gift boxed. 


REGULARLY 
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Hardware Week 


for $7.75, less batteries. Justrite 
Mfg. Co., 2061 N. Southport Ave., 
Chicago 14, Il. 


Atkins Saw Display 


A dual purpose saw display in 
four colors is available for Hard- 
ware Week. Display is designed to 
feature a combination of two sizes 
of No. 65 Silver Steel hand saws, 
offered to customers at saving of 
$1.30. After Hardware Week, an 
insert can be removed to convert 
display to permanent merchandiser. 
The featured No. 65 saws are the 
26-in., eight-point, and the 16-in., 
11-point, with a total suggested list 


NATIONAL RAROWARE 
WEEK ah 










price of $11.25. During Hardware 
Week, the pair sell for $9.95, the 
saving being made possible by re- 
ducing the regular price of the 
smaller saw. Four saws of each 
length, together with display, are 
packaged together. Atkins Saw 
Div., Borg-Warner Corp., 402 S. 
Illinois St., Indianapolis 9, Ind. 


Green Spot Sprinkler 


The Green Spot Weather-Matic 
sprinkler will be included in the 
NRHA Hardware Week Kit. In ad- 
dition, mats, electros, and repro- 
duction proofs will be available. A 
tie-in ad will be run in the April 18 
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issue of The Saturday Evening 
Post. Suggested list price of sprin- 
kler, $8.60 each. Scovil Mfg. Co., 
Waterbury, Conn. 


Furniture Glides 


Three sizes of nail-type rubber 
cushion furniture glides are being 
featured for Hardware Week and 
being tied in with a special mer- 





chandising program on_ rubber 
cushion glides. This program will 
consist of a small group of five 
items, with which a demonstrator 
display unit, wall or counter type, 
will be supplied free. Rubber 
cushion glides will be emphasized 
in March and April Saturday Eve- 
ning Post ads. Mats available. 
Bassick Co., Bridgeport 2, Conn. 


Master Lock Specials 


The No. 8 Secret Service padlock 
is offered for Hardware Week at 


- the special retail price of $1.25, and 


the No. 500 Multi-Spring padlock 
to retail at 65¢. The No. 3 fea- 
tures pin-tumbler, brass cylinder, 
armored by 1% in. laminated steel 
case and extra-heavy, solid brass 
locking lever; steel-jacketed pilfer- 


ing protector; Phosphor bronz 
springs; super-strength hardened 
steel shackle; cadmium rustproofed. 
Has practically unlimited key 
changes. Packed, individually 
boxed, six to colorful selling dis- 
play. No. 500 has 1%4 in. lami- 
nated steel case, is heavily riveted, 
and has self-locking swivel shackle. 
Offers 60 key changes. Individy- 
ally packaged, six to selling display 
carton. Both are featured in NRHA 
dealer kit. Master Lock Co., Mil- 
waukee 45, Wis. 


Shear Display 


This metal display (illustrated), 
for hedge, grass, and pruning 
shears, is free with the GT-53 as- 
sortment as a Hardware Week spe- 
cial. Assortment consists of a 10- 
in. grass shear that retails for 
$1.25; two 12-in. grass shears at 
$1.95 and $2.50; 7-in. pruning 
shear, $2.50; 8-in. and 9-in. pruning 
shears, $2.75 each; 6%4-in. hedge 





shear, $2.95; 8-in. hedge shear, 
$2.95; 8-in. hedge shear, $3.75; 9- 
in. hedge shear, $4.50; 814-in. and 
914-in. hedge shear, $4.75 and $5.00. 
Dealer’s cost is $25.07. Also offered 
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The use of window banners and pennants 

will effectively tie-in your store with the 

nation-wide 1953 Hardware Week pro- 
motion. 
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NEW NO. 2370 NEST OF SAWS— 
A SENSATIONAL VALUE AT ONLY 




















RETAIL 
. Here is a brand-new Millers Falls moneymaker — offered at a special 
low price for Hardware Week only. POWERFUL SALES AID 
A younger brother to the famous, fast-selling No. 725 Nest of Saws, TO HELP YOU CASH IN 
it has the same mass sales appeal. Homeowners, farmers, craftsmen, 9,115,253 ADVERTISEMENTS in the 
hobbyists, mechanics, service men —even housewives are good prospects. Hardware Week issues of the 
: . ° Saturday Evening Post, Country | 
>. Its sturdy, pistol-grip handle gives excellent control. The blades are Scatiemnen, Peter BGedkuute 
ae reversible for cutting into corners. Three blades are supplied — medium and Popular Science Monthly are 
3.75: 9. and fine tooth for metal, coarse for wood. Mounted on a colorful dis- scheduled to pro-cell millions of 
nase 0; i F customers for you. 
-in. and play card, it’s a real eye-catcher that sells itself. ! 
1d $5.00. In every way, it’s an amazing value—a natural, high-volume impulse ONS SOEs einy Se 
) offered ; : s No. 2370 Nest of Saws will be in- 
item with tremendous potential. Order a generous supply from your cluded in all irha Hardware Week 
wholesaler and cash in on this salesworthy new Millers Falls tool. Store Decorating Kits, which ore 
being supplied free by the NRHA. 
. 
No. 2370 Nest of.Saws NEWSPAPER MATS for use in your 
carded complete with Length Packed = store eg se sap eveil- 1 
t t tory. 
1 woodcutting, 1 medium and Overall 12 cards ata acters «tines 
1 fine metalcutting blade 10” to a box 


aoe Special Hardware Week Prce*b a dozen 
1900" dow, (pr 9peC/al Hardware Week Cost*5= a dozen 
nega Your Profit 334% °276 


MILLERS FALLS COMPANY, GREENFIELD, MASSACHUSETTS 
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Hardware Week 


are sewing scissors and shears as- 
sortment, HD-12, with free display 
and retail value of $35.20; dealer’s 
cost, $23.47; and steel snips’ assort- 
ment A-35, with free display and 
with retail value of $31.10; dealer’s 
cost, $20.74. J. Wiss & Sons Co., 
11-45 Littleton Ave., Newark 7, 
N. J. 


Remington Rifles 


Featured for Hardware Week 
will be a .22 Cal. Rifle Assortment 
which includes one each of Models 


550, 514, 512, and 55, and a four- 
gun display stand. Available for 
dealer distribution will be a variety 
of point-of-purchase sales aids, in- 
cluding window banners, display 
cards, identification tags, direct 
mail pieces for consumer mailing, 
as well as product know-how bulle- 
tins for trade sales distribution. 
Remington Arms Co., Inc., Bridge- 
port 2, Conn. 


Electric Drill Bits 


Two assortments are available 
for sales to the 4 in. electric drill 
user. The 62RB5 package con- 
sists of 30 drill bits in nine popu- 





Nat wih 
car 


lar sizes for open sale, plus two 
display box sets of 6 bits each. 
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Store interior pennants and other display 

materials will provide you with positive 

identification as a participant in the 1953 
Hardware Week promotion. 


Dealer cost is $23.87, retail value 
is $37.02. Assortment of selling 
aids are included. The 62RB30 
package includes the free self-sell- 
ing open stock container and 30 
popular drill bits in various sizes. 
Dealer cost is $18.14; retail value 
is $27.42. Irwin Auger Bit Co., 
Wilmington, Ohio. 


Twin Towel Bar 


For Hardware Week promotion 
of this twin towel bar, catalog 
sheets, mats, pennants, and other 
materials will be included in the 





NRHA promotion kit. Additional 
mats of this item and others are 
available from the company, along 
with specially imprinted counter 
leaflets, and counter cards on the 
Autoyre-Fairfield line. Twin towel 
bar has two 18 in. fluted bars. 
Autoyre Co., Oakville, Conn. 


Stanley Tool Promotion 


Victor planes, illustrated, offered 
for Hardware Week are specially 
made and specially priced—retail 
value, $4.98 for jack plane; $4.29 
for smooth plane, and $1.98 for 
block plane. Also for Hardware 
Week is a special combination pack- 
age of two rules—No. 106, or 106F, 


6-ft. folding Green End rule (reg- 
ular price, $1.50) and No. 1206W, 





6-ft. Pull Push rule (regularly 
priced at 89¢) priced for Hardware 
Week at 39¢ each. Colorfully pack- 
aged two rules in a box, the HW 
unit retails for $1.89. Carton pack- 
aging for HW unit includes: 12 
each 106 rules and 12 each 1206W 
rules. Carton packing for HW-F 
unit includes 12 each of 106F rules 
and 12, 1206W rules. Stanley Tools, 
New Britain, Conn. 


Circle Saw Special 


This special Hardware Week 
deal enables dealers to offer an 8 
in. tilting arbor circle saw (illus- 





trated), a table extension and a 
dado set for $49.95 retail. Regular 
retail price of all these items is 
$64.85. Saw cuts 2% in., tilts 45 
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NATIONAL HARDWARE WEEK PROMOTION 
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Here’s tomorrow’s mower today, designed to provide 
you with a completely new grass cutting tool. Based 
upon a new knowledge of “grass dynamics”, the 
Lawn-Boy offers many truly challenging features 
... features that make it America’s newest, most 
modern lawnmower! 

AVAILABLE IN 3 SIZES... 18 inches - 21 inches - 22 inches 


Wide 18 inch cut 
2-cycle Iron Horse engine 

Front “Grass Spray”’ discharge 
Weight—Only 35 pounds 
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make extra profits with  ~ 


GREENLEE SALES-BOOSTERS | 
FOR HARDWARE WEEK 











To help you make Hardware 
Week extra successful, these 
tools have been specifically 
selected from the famous 
GREENLEE line. Promotion 
materials available in your 
Hardware Week Kit. 
Feature these fine 
tools for more sales! 


set S4 





OD BORING BITS 
ie wes Bans at SET NO. S4C 
- 
egret TOOt CO» ROCKFO WOOD-BORING 
as BITS 


Especially designed for the big home-craftsman market. Provides 
a boring range of 1/4” to 1/2” to meet most “‘do it yourself’’ job 
requirements. Set includes three fast-boring GreeNn.ee 22 Solid- 
Center Auger Bits (1/4", 3/8”, 1/2”) and one Greentee No. 3 
Expansive Bit with 1/2” to 1-1/2” range. Complete in attractive, 
window-top metal-edge box. 


retail $4.65 





NO. 6 SETFAST EXPANSIVE BIT An extra-fine tool for boring 
7/8” to 3” holes. Features the patented GreENee quick-adjusting- 
and-locking feature. Fully polished. Packed in attractive 
leatherette case. retail $3.70 





ifeleie mie) Ba Fas 13, | 


GREENLEE 





STOCKED BY LEADING WHOLESALERS 





GREENLEE TOOL CO., 1803 HERBERT AVENUE, ROCKFORD, ILL. 
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Hardware Week 


deg. and has a 1% in. arbor. Unit 
is made of special aluminum alloy, 
Item will be backed by full page jn 
Popular Mechanics. Shopmaster 
Inc., 1214 So. 3rd St., Minneapolis. 
Minn. 


All-Purpose Blancher 


For Hardware Week this Federal 
Vogue all-purpose blancher will be 
advertised in The Saturday Even- 
ing Post and keyed to the NRHA 





ad in same issue. Blancher is a 
3-piece item, including 8-qt stewing 
kettle into which 7-qt colander fits. 
Vapor-saving lid covers colander 
and kettle for speedy blanching, 
boiling, and steaming. Retail price 
is $2.99; in West and South, $3.29. 
Federal Enameling & Stamping 
Co., Box 626, Pittsburgh, Pa 


Red Devil Specials 


The FP-33 Floor conditioner, re- 
tailing for $67.00, including tax, 





and a Sessions electric Preference 
Clock, retailing for $6.00, including 
tax, is offered as a Hardware Week 
special at the price of the floor con- 
ditioner. National, local, and in-the- 
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Hardware Week 


store sales aids are also offered. 
A %4-page ad in The Saturday Eve- 
ning Post will advertise the special. 
Two-color 8 x 14 in. Floor Condi- 
timer handle cards provide point- 
of-sale material. Red Devil Tools, 
Irvington, N. J. 


Cutlery Set 


This cutlery Suburban Set, 24 
pieces, service for six, is one of 
several items being promoted for 
Hardware Week. Including forks, 
knives, table or soup spoons, and 
teaspoons, they are of hollow ground 
heavy-gage stainless steel, full mir- 
ror polished. Steak knives have 





serrated edges and all handles are 
genuine Pakkawood, burn and stain 
resistant, that are solidly riveted. 
Among other items being promoted 
are carving sets, pocket knives, 
shears, scissors, pliers, plier 
wrenches and kitchen kits. H. 
Boker & Co., Inc., 101 Duane St., 


New York 7, N. Y. 


Electrical Specialties 


The automatic closet light (illus- 
trated) and the hang up night light 
are offered as Hardware Week spe- 


faa] 


CLOSET LIGHT 





cials. Both are new, nationally ad- 
vertised, displayed packaged, and 
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Furnished with 
Regular or Hook 
Ring at Same Price 


UFKIN 


ROYAL NI-CLAD 
STEEL TAPE 


Here is a real bargain for your cus- 





tomers! The line in the Ni-Clad is all 
metal —will outwear soft-coated tapes 
many times. The welded metal case 
liner is rust resistant coated, and covered 
with tough, durable vinyl. Black gradu- 
ations and figures stand out sharp and 
clear against the nickel-white back- 
ground. Order No. H-433, 50-ft. with 
hook ring; No. 433, 50-ft. with regular 


ring from your Hardware Jobber. 


SELL [uF Ki IN 


TAPES + RULES « PRECISION TOOLS 


THE LUFKIN RULE CO. ¢« SAGINAW, MICH rene 

132-138 Lafayette St., New York, N.Y. 

Barrie, Ontario 215 
nm HmHHeHH EH mt mz 
The Lufkin Rule Co., Dep't. HA, Saginaw, Michigan 
Please rush me the following dealer helps on the Ni-Clad tape: 


( ) small sized newspaper mat ( ) consumer folder 
NAME___ a on 
ADDRESS 


STATE 





ciTy. ZONE 
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Two-color window 
sticker on early feeding. 
12” x 7’. 


Vigoro Raindrop Ad on 
early feeding which ap- 
pears in all popular gar- 
dening magazines. Use 
as a window sticker. 



















\ Full color stand- 


up display card 
28” high, Ed 
wide. Excellent 
for counter, win- 
dow or floor use 
by Vigoro bags. 


Striking alumi- 
num reflector 
sign on the Vig- 
oro family of gar- 
dening aids. Par- 
ticularly good 
for outdoor use. 


WE SELL T 
1X 


Vicon 
pete. 


COMPLETE PLANT FOOD 


AMILY OF GARDENING AID 


NOW IS THE TIME TO FEATURE 
AND DISPLAY VIGORO* 


The famous Vigoro raindrop—in adver- 
tising and new displays—reminds cus- 
tomers of the importance of getting 
Vigoro and applying it now. And early 
feeding means early sales—longer sales— 
and more repeat business for you! 


NOW IS THE TIME TO RECOMMEND 
VIGORO FOR LAWNS 


You can start selling Vigoro the minute 
the heaviest snows and frosts are over. 
Feeding Vigoro early helps grass get off 
to a better start ...developing deep 
new roots and finer top growth. 


| Send now for complete display material 
on early lawn feeding. Ask your Swift 
representative or write directly to Swift & 
Company, Plant Food 
Division, U. S. Yards, 
Chicago 9, Illinois. 







Remember: Vigoro 
has brought more 
dealers more profit 
for more years than 
any other plant food! 


*Vigoro is the trade-mark 
for Swift & Company's 
complete, balanced plant 
food. 
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Hardware Week 


are priced to retail at approximate- 
ly $1.00. These items are included 
in the NRHA display kit. Also of- 
fered is an additional display kit 
containing two 11x14 window cards, 
one window streamer, one news- 
paper mat proof sheet, and four 
7x11 easel display cards mailed di- 
rect to dealers on request. Mono- 
watt, 95 Hathaway St., Providence 
7, Rhode Island. 


Two Tool Items 

Two feature items for Hard- 
ware Week are the Greenlee No. 
S4C wood boring bit set (illus- 
trated) for boring 1% in. to 1% 





in. holes in wood, and the No. 6 
Setfast Expansive bit for boring 
holes, % in. to 3 in. No. S4C, espe- 
cially designed for the “do it your- 
self” market, contains three Green- 
lee 22 Solid-Center auger bits in 
4 in., % in. and \% in. sizes and 
one No. 3 expansive bit, instantly 
adjustable. Set comes in metal- 
edge box with window top to dis- 
play bits. Priced to retail at 
$4.65. The No. 6 Setfast Bit has 
quick-adjusting-and-locking fea- 
ture. Fully polished and packed in 
leatherette case. Priced to retail a+ 
$3.70. Greenlee Tool Co., Rockford, 
Til. 


Cosco Stool Promotion 


Scheduled for April and May and 
running concurrently with Hard- 
ware Week, in which Cosco is par- 
ticipating, the promotion will be 
spearheaded by full-page ads in 
the April 18th issue of The Satur- 
day Evening Post and the May is- 
sues of Ladies’ Home Journal and 
Good Housekeeping. Special ma- 
terial available without charge for 
store tie-in includes newspaper ad 
mats, individual product mats or 


photos and copy suggestions for 
original ads, radio commercials, 
and point-of-sale display materials. 
Hamilton Mfg. Corp., Columbus, 
Ind. 


New Disston Handsaw 


Introduced for Hardware Week js 
the improved D-7 handsaw, which 





has the same 26-in, 8-point, cross- 
cut blade as the former D-7. New 
feature is laminated, pressure- 
welded handle. After Hardware 
Week, this new model will take its 
regular place in Disston hardware 
line. Retail price is $5.85. Four 
saws packed in re-shippable corru- 
gated container, complete with free 
two-piece counter or window dis- 
play. Henry Disston & Sons, Inc., 
Tacony, Philadelphia, Pa. 


Self-Sell Scale Deal 

The No. 800-12 Self-Seller Deal 
is a combination display and stock 
fixture, which displays three scales, 


igare control 
dey 






« 


and stocks six scales in 1% ft. of 
space. Dealer pays $10.95 for the 
display, delivered. With it, he gets 
one Model 834 scale (retail $10.95) 
at no charge. This model, when 
sold, returns cost of fixture. Twelve 
other scales in deal are supplied at 
full discount and profit. Total re- 
tail value of regular stock in deal 
is $100.40; dealer cost, $66. Win- 
dew banners, ad mats, proof sheets, 
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Resists oil, 
abrasion and weather. 










Standard size—not an 
undersize hose. 











Holds %" Full-Flo 
coupling 











An extremely light, 
flexible plastic hose 
for the “bargain hunter.” 














Fully guaranteed % 
against defective matetele® aes 
and workmanship. 
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| 
#4072 Red only. | 
In coils of | 
25 and 50 feet. 


Here’s your opportunity to build store traffic 


by offering a price and value leader . 
50 feet of FULL SIZE GATES PLASTIC HOSE OR OR NOW ee 
with “bargain appeal.” : : 
a" > ’ - Make sure you have this special on hanc 
Feature it in windows and floor displays and in your advertising for national Hardware Week this spring 


to increase sales of hose and many lawn and garden items. 





The Gates Rubber Co. — Denver, Colorad: 


Fy, = GARDEN HOSE | 
and PLASTIC 











OXCO’S HARDWARE WEEK 
SPECIAL (April 17 to 25) 





Used every day in so many ways, it’s 
a volume seller all year ’round. The 
tough but snappy palmetto fibre, 
double-stitched to keep its shape, 
makes Red Breast the most durable 
whisk you can sell. Bright wire- 
wrapped handle, with shiny metal cap 
and hanging ring. 


SELF-SERVICE 















FREOER 
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DISPLAY RACK 


Sturdy metal rack, with 
4 hanging arms and eye- 
catching full-color top 
sign. Makes an attrac- 
tive, time-saving, self- 
service display. Only 9” 
counter space. Easy to 
set up—just unfold arms, 
hang whisks and insert 
sign. Packed in box with 
one dozen Red Breasts— 
“Display Rack Pack’’. 


~) NATIONALLY 
ADVERTISED 


- month after 

. month . . . to over 

=" 7,500,000 home-makers 

and families. Your customers know 
Red Breast. 


‘ 


“HAROWARE 
WEEK” 


SPECIAL 


— beginning February 1, 
you get self-service dis- 
play rack at no extra cost 
to help you boost sales of 
this fast-moving 59c whisk. 
Place your order now.. 

phone your Jobber today. 





BrRuSHES}] 


sre, es 


OX FIBRE BRUSH COMPANY, INC. 


« &viasticotesl (SSF MARYLAND 





and window and floor display sug. 
gestions will be part of NRHA 
Hardware Week Kit. The Borg- 
Erickson Corp., 1133 N. Kilbourn 
Ave., Chicago 51, Ill. 


Storm Door Closer 


No. 2000 screen and storm door 
closer, for Hardware Week, is of- 
fered with an eye-catching demon- 
stration display mount free with 





every six closers ordered. Approxi- 
mate retail price is $3.50, and item 
is backed by national advertising, 
display, envelope folders, and news- 
paper mats. Sargent & Co., New 
Haven 9, Conn. 





Rope and Twine Specials 


Handy Coils (illustrated) of 
American Brand rope from 14 in 
through 1% in. diameter are put up 
in small coils of a minimum of 100 
ft. of rope each. Coils are packed 
in corrugated boxes, attractively 





decorated in red and green color 
combination, and are connected so 
that entire contents of a box may 
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Hardware Week 






YOUR SASH CORD SALES 


be sold in one piece. Selling “by - 4 a &£ 
the coil” instead of by the foot or y oS & 
pound is recommended. All boxes 
are the same size and are packed in 
a master shipping carton contain- 












ing approximately 120 lbs. of rope. 


Handy Twines are seven popu ar 


types of American Brand jute 
twines packed in combination ship- 
ping-display containers called 
Handy Boxes. Both are featured 
for Hardware Week. American 
Mfg. Co., Noble & West Sts., 
Brooklyn 22, N. Y., and St. Louwis 
Cordage Mills, 11th & Lafayette 
Sts., St. Louis 4, Mo. 


Universal Specials 


Two special products: one a 
Universal brand VB2613 pint vac- 
uum bottle with two-tone blue and 
gray base and gray plastic cup is 
offered to sell at $1.35 (regular 
price, $1.75). The other, a heavy 
duty workman lunch kit, shown 
here, is offered to sell at $2.39 (reg- 
ular price, $2.89). A special one- 





column, 4-in. ad for each of these 
products will be included in the 
irha Hardware Week dealer kit 
along with a pennant and a counter 
card on which the catalog page, 
showing the two items, is reprinted. 
Landers, Frary & Clark, New Bri- 
tain, Conn. 


Delta Moulding Set 


Specially priced and available in 
the Hardware Week kit is a mould- 
ing cutterhead and knife set to re- 
tail at $9.95. The cutterhead and 
knife fits any standard 8 or 10-in. 
circular saw and makes it possible 
to make picture frames and decora- 
tive shaped edges, dowels and in- 
terior millwork. Four-color display 
carton comes with each set, indi- 
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e FLOOR DISPLAYS 
| fi DISPLA 





Y SELF SHIPPER FOR HANKS 
V DISPLAY SELF SHIPPER FOR COILS 


King Cotton Sash Cord is an EXTRA QUALITY cord... 
fine yarn, smoothly braided! Compare it with the Sash 
Cord you now sell and you'll be sold. And you can’t do 





The 
King Coffon 


line 





: . @ Sash Cord 
better when it comes to toughness... King Cotton Sash © Clethesiies } | 
Cord is made to take years of severe service. © Dryer Cord 
: : : e Twine 
Merchandiser display self shippers for nan and oiaieetin 
coils. Give your Sash Cord Sales a real push. Don’t say @ Chalk Line 
@ Cotton Rope 


Sash Cord; say King Cotton Sash Cord. 


















CORDAGE 
JOHN H. GRAHAM & CO., INC. 


105 DUANE STREET, NEW YORK 6&8, N. Y. 


——— 






| 
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COPROX® is the copperized cement 
coating you and your customers 
read about in LIFE, COSMOPOLITAN, 
SATURDAY EVENING POST, many 
other magazines, and in newspaper 
editorials throughout the country 


This avalanche of publicity plus 
cooperative advertising (newspa 
pers, streamers, circulars) is 
bringing more sales, more profits 
to dealers from coast to coast 


Fully protected by United States 
Patent (U.S. Pat. No. 2,556,156), 
COPROX, with its exclusive acti 
vated copper and its proven, effec 
tive action against water and 
dampness, is the answer to wet 
walls and basements. COPROX was 
used in over 100,000 basements 
last year! 


Start cashing in on the big COPROX 
success story write for details 
today 


COPROX, Inc. 








Hardware Week 


vidually packaged in a corrugated 
shipping container. Delta Power 
Tool Division, Rockwell Mfg. Co., 
Pittsburgh, Pa. 


Adjustable Closet Bar 


Adjustable closet bar, No. 7020, 
is featured for Hardware Week. It 











is made of telescoping steel tubes 
finished in bright durable nickel 
plate. Bars come in four sizes: 18 
in. (extends to 30 in.) ; 30 in. (ex- 
tends to 48 in.) ; 48 in. (extends to 
72 in.) ; 72 in. (extends to 96 in.). 
Permanent-type metal merchan- 
diser free when specified with 
each order for one dozen bars of 
one size or one-half dozen bars each 
of two sizes. Also featured for 
Hardware Week are: No. 1280 
screen and storm door latch; No. 
210 screen door Snappy Catch; No. 
1738 Screen Door Brace, and No. 
1736 Adjustable screen door Guard. 
Stanley Works, New Britain, Conn. 


Dazey Can Opener 


No. 88 Dual Electronic Lid-Lift- 
ing Can Opener is offered in the 





Dazite finish and retails at $4.49 
as a Hardware Week item. And as 


a traffic builder Dazey is offering 
its No. 32 Budgit can opener, which 
is not fair traded, to retail at $1.19, 
Regular suggested list is $1.49 for 
the No. 32 which is shown on the 
bottom in the illustration. Manu- 
facturer suggests running small 
coupon ad on No. 82, requiring cus- 
tomer to present coupon to pur- 
chase this item at $1.19 price. 
Dazey Corp., Warne & Carter Aves., 
St. Louis 7, Mo. 


Cooker, Tableware Set 


Ballerina stainless steel table- 
ware set is part of the Hardware 
Week promotion of Presto cookers, 
The tableware set, a $10.95 value, 
will be offered to consumers at a 
saving of $5.00 with the purchase 
of any Presto cooker. Sales helps 
include newspaper mats in several 
sizes, window banners and counter 
cards. National Pressure Cooker 
Co., Eau Claire, Wis. 


Copper-Brite Promotion 
For Hardware Week, the Copper 
Brite Get Acquainted Offer will 





come packed with special display 
material in each carton. Offer con- 
sists of 12 each of the 8 oz. and 
4-oz. size. Customer gets both for 
89¢, and both come packed in spe- 
cial display carton. Copper Brite, 
Inc., 1109 N. Poinsettia Place, Los 
Angeles 46, Calif. 


Popular Nail Hammer 

This hammer, in the popular 
price bracket, will be featured in 
the Hardware Week promotion kit 
on vertical streamer, and with a 
special newspaper mat for dealer 
use. Will also be advertised in 
March issues of farm magazines 
and Popular Mechanics, and in 
April in Popular Science Magazine. 
Hammer has select quality hickory 
handle with fire-hardened finish 
and is available in 7 oz., 13 oz., 16 
oz. in curved claw pattern and 20- 
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#1953 “Karclg-Tip 
100% NYLON — 
WALL BRUSH ASSORTMENT 


These brushes are made of the highest qual- 
ity Pitegoff processed “Kurly-Tip” 100% 
Nylon 34” thickness, with two-tone red and 
yellow handles. 



















gE 23%” chiseled trim 

314” brushes ............000+: .. 25%” chiseled trim 

i 25%” chiseled trim 
* 


ONE DOZEN ASSORTMENT CONTAINS: QUALITY BRUSHES 








Dealer’s Suggested Retail 

Quantity Size cost per brush ‘price per brush 
4, dozen 3” .92 = 3.68 1.39 = 5.56 
14, dozen 34” 1.08 = 4.32 1.69 = 6.76 
Y, dozen 4” 1.24 = 4.96 1.98 = 7.92 
Total Dealer’s Cost 12.96 Return 20.24 


YOUR PROFIT $7.28 


ORDER FROM YOUR JOBBER OR WRITE US 


HARDWARE WEEK 
Special «1953 Assortment 


by 
Pitegotf _ 


- 
| PITEGOFF BROTHERS, INC. 
| 320 VAN BUREN STREET, BROOKLYN 21, N. Y. 


PLEASE SHIP: 
Assortments #1953 @ $12.96. 





























PITEGOFF BROTHERS, INC., 320 VAN BUREN ST., BROOKLYN, N. Y. 
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New Witherby Warranted 
Line Tops For Sales 
and Eye Appeal 


Top Quality, Every Chisel 
Guaranteed | 


Featured for 
Hardware Week! 


F or decades the name Witherby has 
been associated with finest in chisels, 
gouges and turning tools. Now 
Witherby adds to its broad line two 
new series of Top Quality Chisels. 
First the new No. 75 Steelhead; sec- 
ond the new No. 70. 


These fine tools are produced by crafts- 
men who know what fine tools are. 
Crucible steel, trip hammer formed, 
highly polished and then hand honed 
for keen edge holding blades. Both 
have tough Tenite II handles and the 
No. 75 Steelhead has a steel cap for 
extra handle toughness. See these fine 
tools and you'll agree... there are 
no finer chisels on the market. 


Open stock in 4", ¥”, 2”, ¥e”, %4", 
1”, 144", 144” and 2”. Also sets of 3 
in Plastic Top Display Box, Set of 4 in 
Black Leatherette Roll and Sct of 6 in 
Black Leatherette Roll. 


Ask your jobber for Witherby 
Warranted. 


* 
SRT BBY) winstec tage toot works 


Sales Representatives: — John H. Graham & Co. Inc., 105 Dyane Street, New York 8, N. Y. 
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No. 75 
Steelhead 


Winsted, Conn. 








Hardware Week 


ee 


oz. size, and in ripper claw pattern, 
it comes in 16 oz. and 20-o0z, size 
True Temper Corp., 1623 Eueliq 
Ave., Cleveland 15, Ohio. 


Drill Sets 


Featured for Hardware Week are 
the No.14 woodboring drill set and 
the No. 45 sheet metal drill set. 
A special Hardware Week banner, 
showing the No. 14 on one side, 
and the No. 45 on the other is in- 
cluded in the NRHA kit. Also avail- 


able are mat proof sheets, news 
mats, envelope stuffers, window or 
store streamer (for year-round 
use) and package sleeves for Hard- 
ware Week, Christmas, Birthday, 
and Father’s Day are available. 
Standard Tool Co., 3950 Chester 
Ave., Cleveland 14, Ohio. 


Screwdriver Specials 


For Hardware Week, the Fuller 
Four-in-one Screwdriver has been 
reduced from $1.35 to 89¢ a set, 
and the Four-Piece Screwdriver Set 
(illustrated) has been reduced from 
$1.40 to 99¢ per set. The Four-in- 
one set consists of the following 
hi-carbon cadmium steel blades: 
No. 2 recessed; 1% in. diameter; 
3/16 in. diameter; 14 in. diameter. 
It is made with heavy aluminum 
chuck to take all blades, and two- 
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Hardware Week 


tone unbreakable amber handle. 
Dealer’s cost for Hardware Week 
only will be $7.20 per doz. sets. The 
Four Piece set, packaged in plas- 
tie roll kit, includes one each of 
pocket, cabinet, regular, and No. 2 
recessed. All have hi-carbon 


cadmium steel blades, unbreakable 
amber handles, and new blister- 
proof dome. Dealer’s cost for 
Hardware Week only is $8.00 per 
doz. sets. Fuller Tool Co., 3522 
Webster Ave., New York 67, N. Y. 


0'Cedar Sponge Mop 


This sponge mop will be included 
in the Hardware Week display kit 
and mats and display materials will 
be available. Also available on re- 
quest is a consumer folder. The 
sponge mop is offered at its regu- 
lar retail price of $3.95. Mop fea- 
tures built-in squeezer. Extra sponge 
heads available. O-Cedar Corp., 
2246 W. 49th St., Chicago 9, Ill. | 


Padlock Assortment 


This special Hardware Week dis- 
play assortment, the SM-7, features 
solid cast brass padlocks in four 
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QUALITY TOOLS 
SINCE 1902 


ERIE Pipemaster 
Offset Wrenches, 
sizes 8” to 18” 


Guaranteed 
PIPEMASTER 
WRENCHES 


Erie PIPEMASTER WRENCHES 

combine maximum tensile 
strength . . . performance tested 

to exceed all Government specifi- 
cations .. . yet have much less tiring 
weight. Available in sizes from 6" to 48”. 


Pe 


X 
— 


Erie STILLSON <A Guaranteed 











WRENCHES 


The ever popular Stillson type Erie wrench with quality 
features that give greater gripping power and longer life. | 5 
Available in 6“ to 48” sizes. 


Write today for your FREE copy of our new Catalog and prices. 
TOOL WORKS 


735 WEST TWELFTH STREET, ERIE, PENNA. 


Manufacturers of Plumbers’, Steamfitters’, Machinists’ 
and Home Workshop Tools Since 1902 

















Sales of 
ASBESTOS 


are rolling++e- 












with the S@Wle 
HOUSEHOLD ROLL 


12 feet of finest-quality Asbestos 
Paper, 18” wide, in a handy, 
ready-to-take-home roll. No meas- 
uring, no cutting, no wrapping. 
18 rolls packed in an eye-catching 
display carton. 


and SalWe 
ASBESTOS PANELS 












\%" thick Asbestos 
Millboard, ready cut in 

24” x 36” panels; 16 panels in 
a handy 2-inch carton. No measur- 
ing, no cutting, no wrapping. Easy 
to handle, easy to carry home. 





Order now 
from your jobber. 


SALL MOUNTAIN CO. 
Hamilton, Ohio 
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different sizes, in the 39¢ to $1.10 
price range. Assortment is a minia- 
ture show case with velour silk 
flocking, containing one each of 
four Brass Beauty padlocks—Nos. 
55, 75, 78, and 88. Show case, 7 x 7 
in., is movable and can be placed 


[ 











ks in ae BR SH 
near cash register, on counter, or 
in window. All stock locks in the 
SM-7 come in candy-striped boxes 
and are packed in display cartons. 
Slaymaker Lock Co., Lancaster, Pa. 


Rubbermaid Items 


Catalog sheets for wholesalers’ 
salesmen and advertising mats, 





proof sheets, and window posters 
are included in the NRHA display 
kit for two standard Rubbermaid 
items—the No. 1312 Stove Top Pro- 
tector, illustrated, and the No. 7011 
Bathtub Mat. Wooster Rubber Co., 
Wooster, Ohio. 


Push Drills 


No. 46 Yankee-Handyman Push 
Drill, as a Hardware Week special, 
is offered with the No. 46M mer- 
chandiser containing four drills, 
special retail price of which is $2.98 
each. Drill is designed for quick 
boring of small holes in wood or 
plastics. Has Yankee chuck for 


insertion of drill points. Magazine 
handle of tough, red plastic with” 
black cap contains four drill points 





—5/64, 7/64, 9/64, and 11/64 in. 
Overall length with drill point in 
chuck is 10% in. One column news- 
paper ad mat available. North 
Bros. Mfg. Co., Philadelphia 33, Pa, 


Tool Wallet 

The K-2 Tool Wallet consists of 
a 4-in. sidecutter, a 5-in. slip joint, 
a 4-in. short chain nose, each with 


y 





special red Plastisol dip handles, 
and a 134-in. screwdriver with red 
handle of Tenite II, at a special re 
tail price during Hardware Week 
only of $5.65. Regular price is 
$6.70. Item is specially packaged. 
Utica Drop Forge & Tool Corp, 
Utica 4, N. Y. 


Brushes and Sweeps 


The restyled and improved E-Zee 
fountain brush (illustrated) comes 
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LIQUID SAVABRUSH 


Here’s a Schalk Sure Seller produced and perfected by the 
makers of Savabrush: the original powder-type cleaner. 

liquid Savabrush is a “‘natural”. . . to restore hard paint brushes; 
as a brush-wash between colors; as a brush-preserver after 
painting. Can be used over and over again! Don’t forget that 
Savabrush (nationally advertised for years) is a magic sales-word 
. .» Sales-magic that will carry over to Liquid Savabrush! 


Se ee eee ee So SNe OR Ae SD SR 





> os 


SAVABRUSH ROLLER-CLEANER 


Timed and tuned to the increasing use of paint rollers, 

here’s a special Savabrush formula (rich in life-preserving lanolin) 
in a special Roller Rinse Can. Savabrush Roller-Cleaner 

is simple as ABC: Just scrape excess paint from roller; put 

roller in can; shake can vigorously; wash roller under 

faucet; wipe dry. And here are two added sales-features: 

It's non-inflammable and non-toxic! 


~~ ) Says Peter Putter: “Smart dealers the nation over will go to town with this New Schalk Twosome. 
° Produced by skilled chemists at Home Repair Headquarters and packaged with Schalk Showmanship, these 
two needed items will click fast and keep clicking. So hook up and clean up! Order from your jobber now!” 


SCHALK CHEMICAL COMPANY,+ FACTORIES: LOS ANGELES AND CHICAGO 
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SPIRALS 
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CARBIDE 
TIPPED 


Easier, Faster 
Double Lead 
Fast Spiral 
Positive Action 


DEALERS—Send for Litera- 
ture and full information. 















Also 
MASONRY DRILLS 
IN KITS 





Glass 
Drills 








Carbide 








DETROIT 13, MICH. 
also 


5210 San Fernando Rd., 
Glendale 3, Calif. 


TOOL COMPANY 


21650 HOOVER ROAD 
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Hardware Week 


in two models, the No. 5336 featur- 
ing a 36 in. lightweight extendible 
handle. Company is also featuring 
the 16 in. wide Handy Sweep at a 
special low price. The sweep has 
100 pet black Tampico fibre and a 
54 in. hardwood handle. Retails at 
$2.23. Both items _ individually 
packed in attractive packages; six 
to a carton. Laitner Brush Co., 
2000 Brooklyn Ave., Detroit 26, 
Mich. 


Sander-Polisher 


The Model 517 Skil Home Shop 
sander-polisher is featured for 





lls 


Hardware Week to sell at $37.25. 
This model will be illustrated on a 
121% x 21 in. double faced pennant 
in the NRHA display kit. Catalog 
pages, mats, and cuts are available. 
Skil Corp., 5033 Elston Ave., Chi- 
cago 30, Ill. ; 


Whisk Broom Display 


The Red Breast whisk broom, 
which retails at 59¢, as a Hard- 
ware Week special is being offered 





to dealers with the metal display 
rack free of charge. Brooms come 
packed 12 to a printed display 
carton, or 12 with the 4-armed 
metal display rack in one carton. 
This item will also be part of the 
NRHA dealer display kit. Ox Fibre 
Brush Co., Inec., Frederick, Md. 


Nail Hammers 
These Twin-Pak hammers come 
in two assortments, in two price 





a 


ranges; each pack includes display 
pennants. Pack A contains ¥% doz. 
16 oz. Autograf and 1% doz. 16 oz. 
Advertised Finish; Pack B contains 
%% doz. 16 oz. Autograf and % doz. 
16 oz. Plumb Leader. Fayette R. 
Plumb, Inc., 4387 James St., Phila- 
delphia 37, Pa. 


Flite-Master Gym 

A new addition to the Flite-Mas- 
ter line will be featured during 
Hardware Week. This is the No. 











931-R2 gym, incorporating a 1-7/8 
in. x 8 ft steel tube top cross bar: 
114 in. x 7% ft steel tube uprights; 
a rocket glider; two swings with 
1200 Ib. test galvanized chain and 
non-wearing hangers; roomy 
wooden seats reinforced with metal 
braces; galvanized hardware; red 
and green enamel finish. Catalog 
pages, electros and newspaper mats 
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———— ONLY 12 INCHES =p 


CRESCENT’S NEW CDI 
REVOLVING DISPLAY 


REQUIRES MINIMUM COUNTER 
OR TABLE SPACE 


CRESCENT TOOL CO., 





* Stimulates impulse buying at point 


* 


Get GREATER TOOL SALES 
SQUARE 


FOOT! 





of purchase. [A recent survey shows 
that 48% of hardware sales can be 


classified as “impulse buying’’.] 


Eye-catching colors—bright yellow 


and maroon. 


Accommodates any four of seven 


displays on next page. 


Revolves on center post to display 


all four surfaces. 


Base measures only 12 inches square. 


Shipping weight of fixture only 15 
lbs. Approuimate weight with four 
display panels, 100 lbs. Order from 
your jobber. 


See next page for description of seven 


12” x 24” Crescent Tool displays. 


CD1 Revolving unit $5.00. Display 


panels at cost of tools only. 





JAMESTOWN, N. Y. 








CRESCENT TOOLS 
Give Wings lo Word 





a? 24 "Ge 




































Ne. DB 121 
CRESCENT WRENCHES 
DISPLAY 
Assortment contains: 
3 A14—4” 6 A18—8” 
6 A16—6” 6 A110—10” 
3 A112—12” 


Display and above tools in carton 
weigh 27 lbs 
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Ne. DB 122 
CRESTOLOY WRENCHES 
DISPLAY 
Assortment contains: 
3 AC14—4" 6 AC18—8” 
6 AC16—6" 6 AC110—10” 
3 AC112—12” 


Display and above tools in carton 
weigh 22 Ibs. 























No. DB 123 
CRESCENT AND CRESTOLOY 
WRENCHES 


Assortment contains: 


CRESCENT bg > ower 
2A is 


3 acie—e” 

A18—8 3 AC18—8” 
3 A110—10" 3 AC110—10” 
2 A112—12” 2 AC112—12” 


Display and above tools in carton 
weigh 26% lbs. 









































classification. 








the tools alone 







at cost of tools only. CD1 
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No. DB 124 No. DB 125 No. DB 126 No. DB 127 
CRESCENT SLIP JOINT PLIER FIXED JOINT PLIERS MISCELLANEOUS PLIERS CRESCENT SNIPS 
DISPLAY DISPLAY DISPLAY DISPLAY 
Assortment contains: Assortment contains: Assortment contains: Assortment contains: 
3 H25—5” CeeTeeCo a egg 150—6” 1 50—7" 1 50—8” 3 $47—7”’ Standard Style 
6 H26—6” CeeTeeCo 35 —5” 2 942—6” 1 622—5" 1 21—6"” 1 20—5” 3 $410—10” Standard Style 
3 H28—8” CeeTeeCo LINEMEN'S PLIERS— 1 942—6" 1 777—6" 1 654—6” 3 $412—12” Standard Style 
3 H210—10” CeeTeeCo 1 50-6" 1 50-7” 1 50-8” 2 542—7" 172—7" 1 23—7” 3 T47—7” Circular Cutting 
z 3. ~ — Limiter.” 1 1950-8” 1 ) aS 1 all 2 el 3 1412—12” Circular Cutting 
6—6" Thin Nose 2 nN 1 G25—5” 1 or Ss 6—6 Display and above tools in ton 
Display and above tools in carton : = } 7. 1 J26—6 3 G26—6 weigh 24 Ibs. pci 
1 — . . 
weigh 19% Ibs. @ 1033-6” 1 1033—7” Display and above tools in carton 


CRESCENT TOOL CO., 


; 72—6" 2 72—7" 
Display and above tools in carton 
weigh 19 Ibs. 


JAMESTOWN, N. Y. 


weigh 18 lbs 


CRESCENT TOOLS 


Cive Wings lo Work 





Tre displays described 
on this page are 12”’ wide 
by 24” high. Panels are of 
fine quality *4”’ plywood, 
finished bright yellow with 
maroon trim. Special fix- 
tures or hooks provide for 
easy mounting and good 
display of the individual 
tools. All tools are iden- 
tified by catalog number 
and a space provided for 
dealer pricing. Tool group 
selections are the result of 
exhaustive merchandising 
studies and represent fast- 
selling items in each tool 
Each dis- 
play is sold for the cost of 
the dis- 
play itself represents a 
plus profit for Crescent 
Tool dealers. Order from 
your jobber. Panels billed 


revolving unit $5.00 net. 
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‘have been prepared specially for 
Hardware Week, and pennants and 
mats are included in the NRHA 
display kit. Consolidated Metal 
Products Co., 424 E. Pearl St., Cin- 
cinnati, Ohio. 


Power Saw Combination 


A 6-in. heavy-duty saw plus 
depth and bevel attachment for the 





saw, with a list price for the com- 
bination of $59.50 is a special for 
Hardware Week. Item is packaged 
as a unit and specially labeled. Saw 
will cut 2 1/16 in., and with depth 
and bevel attachment, maximum 
cut at 45 deg. is 1 5/16 in. The 
special will be advertised in sev- 
eral national consumer magazines. 
Black & Decker Mfg. Co., 
4, Md. 


Seal-All Dispenser 

Seal-All, 
Week, 
new self-service counter dispenser 


featured for Hardware 


i nothing tik vd itd market! 
‘eae 
eee - 


Seal-All 





display. The unit contains 12 in- 
dividually boxed tubes, and serves 
one at a time. May be used on coun- 
ter or wall-hung. Window stream- 


HARDWARE AGE, MARCH 5, 1953 


Towson | 


is now being offered in a | 












































= S 


o 









“KORKER" all-purpose | 
machine screw anchors | 


Economical. Versatile. Can be used with machine 
screws or bolts in brittle material such as mosaic tile, 
glass or marble without danger of fracturing the 
surface. Equally effective in brick, stone, concrete 
and other solid materials. 

Requires drilling only a small, shallow hole, so it 
cuts installation time and cost. "Made with a ductile 
lead sleeve which is driven over a tapered cone- 
shaped nut to fill in the crevices.in the hole and 
anchor firmly and surely. 


U. S. EXPANSION BOLT CO. 
York, weneemene’s. ¥- S.A. 


Other quality 
products by U.S.E. 






























Machine Bolt and Lag 
Shields— Caulking-type 
and Wood Screw Anchors 
—Toggle Bolts—Turn- 
buckles—Wire Rope Clips 
and Thimbles—Pipe 
Clamps—Masonry Drills. 


SOLD THROUGH 





selector chart 


What you and your custo- 
mers want to know: the 
right anchor 10 use, how 
many ... what size... 
safe working load ... 

















Send for yours! DISTRIBUTORS ONLY 


masonry classification. 
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"VANKEE’ TOOL 


SPECIAL 
fo IRHA 


HARDWARE WEEK 
April 17-25 









Hardware Week 
Price 


$998 cach 


Regularly $3.25 


Introducing a quality tool 
at the right price at just 
the right time—the new, 
popular-priced No. 4€ 
““Yankee-Handyman’”’ 
Push Drill! Ideal for home 
owners, handymen and 
hobbyists, this newest 
“Yankee” Tool make: 
quick work of boring 
small holes in wood o; 
plastics . . . features a 
tough plastic magazine 
handle containing four 
drill points in sizes rang- 
ing from &” to #1”. Get 
set for IRHA Hardware 
Week now. 








‘ 





ceeneeetemeennemeneineneeemememenmneeanel 


<<a as etieeeneeeasenrebapeesesenaeee teenerrennresone encore 


ORDER 
“YANKEE-HANDYMAN” 
“ray” 60. MERCHANDISER NO. 46M 


Compact unit 
holds four No, 
| 46 “Y 










Hand a 

lyman”’ 
Drills—attracts 
impulse sales. 

4; Colorful band 

i} announcing spe- 

ii cial price of 
$2.98 easily re- 

ii] moved after 
April 25th, 


NORTH BROS. & 
MFG. CO. Ze 


215 W. Lehigh Ave. 

Philadelphia 33, 
Pennsylvania 
Division of 


sPuisen of STANLEY | 


Reg. U.S. Pot. Off. 
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Hardware Week 


ers, give-away pieces, envelope 
stuffers are available. Allen Prod- 
ucts Corp., 20450 Sherwood Ave., 
Detroit 34, Mich. 


Two-For-One Brush Deal 


A special assortment in a maroon, 
white, and gold self-merchandising 
display, 14 x 12 x 7 in. with a verti- 
cal panel that spells out the deal 





to the customer. Featured is a 4 in. 
flagged nylon wall brush sold at 
regular retail price of $3.49. With 
every purchase, a 2 in. varnished 
flagged nylon brush is given free. 
The 2-in. brush normally retails for 
79¢. Whiting-Adams Co., Inc., 690 
Harrison Ave., Boston 18, Mass. 


Super Kem-Tone 


For promotion of Super Kem- 
Tone during Hardware Week there 
will be national magazine advertis- 


ing, a Color Harmony folder and a 
new edition of the Super Kem-Tone 


Album. Dealers will have store 
promotional materials such as ban- 
ners, pennants, point-of-sale dis- 
plays, and newspaper ad mats. The 
Sherwin-Williams Co., Cleveland, 
Ohio. 


Franklin Glue Kit 


This special Hardware Week Kit 
includes glue items that have a re- 
tail value of $20.70. With two 
dozen tubes to retail at 15¢ each 
included free, dealers get an extra 
profit of $3.60 over the usual profit 
on the other items. Kit contains a 
dozen quarter pints; six half pints 
and four pints in addition to the two 
free display boxes of tubes. A box of 
50 book matches will be packed in 
the carton which will be sold as a 


* promotional kit. 


io 6 


y ANN AY 
# > 
LAY) 





unit by the wholesalers. This offer 
available only until April 15, 
Franklin Glue Co., Columbus 15, 
Ohio. 


Junior Sidewalk Bike 


This Hardware Week special fea- 
tures an oversize outrigger stabi- 
lizer unit and is called the No. 814 
Junior Roadmaster (illustrated). A 
second Hardware Week special is 
the 880 Series DeLuxe tubular 
velocipede which features 1%,-in. 
semi-pneumatic puncture proof 
tires; moulded rubber saddle with 
coil springs, and fender shield. 





Comes in 12, 16, and 20-in. front 
whee] sizes. Both appear in NRHA 
Junior Toy Corp., 
Hammond, Ind. 





Amerock Counter Display 


For Hardware Week, this com- 
plete display is offered free when 
purchased with introductory stock 
of eight basic items. Dealer pays 
only $23.76 for complete unit; re- 
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SPARKLING BEAUTY for bath- 
room and kitchen: this is the happy 
result of combining Harcraft’s pleas- 
ing design with a lustrous smooth 
chrome finish. (It’s so easy to keep 
them sparkling clean and mirror 
bright.) Then there is complete util- 
ity satisfaction. Your customer is 
happy with Harcraft fixtures be- 
cause they operate smoothly, easily 


and quietly. 


TWO SIDES TO EVERY STORY 


FOR THE hme Cmte 


voftt ” 


FOR THE 


EASE OF INSTALLATION. Harcraft Brass 
Goods are engineered with your problems in 
mind. They make up easily . . . have wide adjust- 
ments for roughing-in, plastering or tiling... 
simplified valve construction, easily accessible. 
Harcraft fixtures have full cut threads machined 
to close tolerances from extruded brass stock, 
therefore no casting defects. Their silver-welded 
joints are as strong as the basic metal itself, pro- 
viding great resiliency. These many advantages 
all add up to more profitable business for you. 


Available in 8” & 

11” cehters with 2” 
1.P.S. union or copper 
connections. 








Harcraft 
BRASS 








DIVISION OF HARVEY MACHINE CO., INC., TORRANCE, CALIFORNIA 
REPRESENTATIVES IN ALL PRINCIPAL TRADING AREAS 


An independent facility producing special extrusions, pressure forgings, bar stock, forging stock, tubing, and related mill products. 
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THE CHAS. WM. DOEPKE MANUFACTURING CO., Inc. 


Our ad in the Hardware Week issue of 
Saturday Evening Post (April 18th), 
will feature the Model BULLDOZER, 


g Pp of the giant 
Caterpillar D6 Tractor and Bulldozer. 





HARDWARE WEEK marks the opening of the outdoor season, and 
“sandpile engineers”’ will soon be busy with backyard construction 
projects! This is the big season for the world-famous Model Toys 
that thrill and delight youngsters everywhere with their realistic 


performance and appearance. 


OUR NATIONAL ADVERTISING during Hardware Week and through- 
out the year will focus attention on all Model Toys, and will 
bring customers into your store looking for them. Be ready to cash in 
on this big promotion. Display Model Toys in your windows and 
throughout the store. Feature the Model Bulldozer, but show the 
entire line, for Model Toys are built to work together, and can be 


sold in combination with each other. 


REMEMBER— Model Toys are the toys of quality supreme—widely 
imitated, but never equalled. They outlast other toys 3 to 1, build 
good will and good customers. Model Toys are also your higher- 


profit toys, so keep them prominently displayed. 






, 


~My Independent & f 
WY HARDWARE Vay 





ROSSMOYNE, OHIO 





Hardware Week 


tail value of items, $39.60. Display 
is metal, in two colors, and mea- 
sures 14 in. wide and 19 in. deep, 
Back is 21 in. high. Stock hardware 





comes packed in assembled display, 
ready to set up and display. Ameri- 
can Cabinet Hardware Corp., 416 
S. Main St., Rockford, Ill. 


Paint Brush Deal 


This paint brush special enables 
dealer to offer a regular retail value 
of $1.49 for 99¢ during Hardware 
Week. Two brushes—a 3 in. double 
thick varnish brush and a 1 in. var- 
nish brush—are packaged as a 
single unit, with package marked 
“1¢ Sale,” and explaining that the 
3 in. brush sells for 98¢ and con- 
sumer gets the 1 in. brush for 1¢. 
Deal is packed 2 doz. sets to a car- 
ton; dealer cost is $16 per carton; 
dealer return is $23.96 per carton. 
Colonial Brush Mfg. Co., Inc., 160 
Washington St., North, Boston 14, 
Mass. 


Little Brown Jug, Chest 

To promote the No. 8602 Little 
Brown Jug and the new 9023 Little 
Brown Chest (illustrated) for 
Hardware Week, newspaper mats, 
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KEUFFEL & ESSER CO. 


EST. 1867 








KEUFFEL & ESSER CO. 


EST. 1867 


NEW YORK + HOBOKEN, N. J. 
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HERES EVERYTHING 


FOR HOUSEHOLD LUBRICATION 


LOCK-EASE & 


GRAPHITED 
LOCK FLUID 


Protects 
all kinds 
of locks 
against 
freezing, 
sticking, esse 
rust and wear. Contains col- 
loidal graphite in a fluid car- 
rier. Helps free stubborn or 
frozen locks. List 35c for 4 oz. 
“controlled flow” can. Display 
merchandiser, as shown, with 
each dozen cans. 




















staintess DOOR-EASE 


STICK LUBRICANT 


Nationally known, steady 10c 
seller. Stops squeaks, prevents 
sticking of drawers, doors, win- 
dows, zippers and other ex- 
posed surfaces. Packed one 
dozen in display 
box, as shown, 
or on individ- 
ual cards. Al- 
so large 
39c sell- 
er, push- 
bottom 
metal container, 
packed six to display box. 




























Penetrates, 
lubricates, 
rustproofs 
— the finest 
oil on the 
market for 
home and 
shop. “Runs in—will not run 
out.” Display card with each 
dozen cans. List 25c for 4 oz. 
“controlled flow” can. 

Ties in perfectly with DOOR- 
EASE and LOCK-EASE to give 
you everything your customers 
need for household lubricating 
jobs. ORDER FROM YOUR JOBBER. 




















AMERICAN GREASE STICK COMPANY 


Muskegon, Michigan 
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Hardware Week 


proof sheets, and double-faced, two- 
color pennants, illustrating both 
products, one on each side, will be 
part of the NRHA dealer kit. 
Hemp & Co., Macomb, Ill. 


Fishing Kit Special 
A complete fishing kit, model 


DB2495HW, that has a value of 
$29 for the individual items in it, 





but which retails for $24.95 as a 
kit. Kit contains 126 tackle items, 
including the Waltco pistol grip 
Glasscaster casting rod. Unit is 
packaged in a colorful self-selling 
display carton. Waltco Products, 
2300 W. 49th St., Chicago 9, Ill. 


Mop Assortment 


This deal consists of a dozen 
popular Du-All mops in a sturdy 


so 


Si) 
ay 
iL 


















metal display rack, with the rack 
free with a dozen mops. Deal in- 
cludes six triangle and six oblong 
mops in four colors. Mops are 
double reversible for longer use, 
and washable. Head cannot shake 


off. Retail prices range from $1.39 
to $1.49. Du-All Mfg. Co., Geneva, 
Ohio. 


Elmer's Glue-All 


Featured for Hardware Week, 
Elmer’s Glue-All is a household 
glue that formerly was called Cas- 
corez, and renamed to tie in with 
Borden’s familiar Elmer. Repre- 
sented in the Hardware Week kit, 
Elmer’s Glue-All is a white glue 
that dries clear and holds on paper, 
wood, fabric, pottery, plastic, 
leather, glass, linoleum, cork, ete. 
Put up in 2-o0z. size, it is packed 12 
to a display unit; 4 oz. size packed 
six to a display unit; both sizes 
have applicator caps. Also comes in 
pints, quarts, gallons, and five-gal- 
lon quantities. Borden Co., Chemi- 
cal Division, 350 Madison Ave., 
New York, N. Y. 


Glamorene Promotion 


Consists of catalog sheets, ad- 
vertising mats and window stick- 





ers available for Hardware Week 
promotion of Glamorene Rug 
Cleaner. Glamorene, Inc., 10 E. 


44th St., New York 17, N. Y. 


Precision Saw Kit 

Offered at special retail price of 
$4.98, this three-in-one finishing 
kit consists of an 18 in., 10 point 
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from $1.39 
C0., Geneva, 


never rusts! never tarnishes! 
Brier SCHLAGE 
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r. Repre- 

Week kit, 

vhite glue 

} ON paper,  £fZ4 4 

V; plastic, =f : 
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ma) 7 20S CALUMINUMLOCKS 

0th sizes 3 3 . \ 

>comesin [eer ee 4 \ 

1 five-gal- [ee ; y 5 z : 

Chomi. Pia (« = |] Luster Sealed aluminum is so resistant to the effects of 

on Ave, Pes ie '] weather and wear that it will retain its satin-silver beauty 
. a a ; forever —without polishing. *Luster Sealing is not a plat- 

Se ing process. Through electrolytic action the aluminum is 

- a \ ; ai PF given a glass-hard surface that will last a lifetime. The 
: = many Schlage designs in Luster Sealed aluminum are ex- 

eets, ad- \ A tremely versatile and decorative. 


w stick- 
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s-making combination! 


j COLORFUL 
COUNTER DISPLAYS PAMPHLETS 
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san | Schlag» qvunter ones taster Sealed Sales literature and 
ADVERTISING hci the Raa to Corrosion. Lock mounts envelope stuffers 
hitects i aluminum display Luster will help do part 

Thousands of arc - ing — Sealed aluminum ae your selling job. 

and builders — Luster ’ ba. Ree locks where cus- 

pm a rosa “a r ——— 

locks in ieee 2 = : and try . 
jeading trade 
journals. 
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Now — available 
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ns Schlage locks with this tough 
j sai oe Luster Sealed surface are now 
{ - : : . being produced in sufficient 
gy quantities for prompt 
delivery to all parts 
of the country. 


See your nearest Schlage 
jobber 


*An adaptation of Alcoa's Alumilite process. 
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WHEEL 
MODELS 


TRIPOD 
MODELS 





Big 22”-diameter heavy-gauge stamped steel bowl, 6” deep; stands at table 
height for working comfort @ Heavy nickel-plated wire grill with 3/4” spaced 
wires — handles all types of meats; 370 square inches of cooking surface ¢ 
Deluxe models have heavy nickel-plated grid rest brackets with three-position 
stops for positive three-level manual control of grill with 4 inches of travel; 
no moving parts to clog, rust, or jam @ Sturdy 24” nickel-plated spit with 
U-shaped tines; has positive 4-position rotary locking device. Spit supports 
permit 3-level adjustment as desired. TRIPOD MODELS (No. 1800 Standard, 
No. 2200 Deluxe) feature sturdy steel collapsible tripod with decorator-black 
wrought-iron finish. Fire bow! lifts off easily for carrying and storage. WHEEL 
MODELS (No. 2500 Standard, No. 2900 Deluxe) feature strong, weather- 
proof tubular aluminum handle and leg frames ...\arge rubber-tired wheels 
and full axle; handy triangular service shelf of sturdy steel with smooth baked- 
enamel finish. 





BARBECUE WAGONS 


No. 3500 DELUXE: Overall size: 20” wide x 
48” long x 29-1/2” high e Heavy-gauge 
steel construction; baked ‘Samoan Green” 
enamel finish e Removable 5-position firebox 
e Pull-out ash catcher e Heavy nickel-plated 
lift-out wire gridg size 17” x 12” @ Sturdy 
24” nickel- plated © spit with U-shaped tines; 
positive 4-position rotary locking device; 
3-level adjustment @ 1-1/2-qt. covered dish 
e Hinged shelf for windbreak or table service 
e Big 360-sq. in. work table surface @ 31” 
x 17” lower service shelf e Aluminum towel 
bar e Chef-Shelf, with salt and pepper 
shakers and basting jars; also holds 4 bar- 
| becue tools e Tubular aluminum leg frame 
with large rubber tired wheels. No. 3000 
STANDARD: Same as above except does not 
include towel bar, windbreak shelf and 








Chef Shelf. 
S “ SEE YOUR JOBBER 
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Hardware Week 


Te 


hand saw, plus a two-blade nest of 
saws with a 12 in., 12 point com- 
pass blade and a 10 in., 10 point 
keyhole blade. Attractively dis- 
play packaged in red, yellow, green 
and black display boxes. Rockwell 
Tools, Inc., 1314 Kinnear Rd., Co- 
lumbus 8, Ohio. 


Plier Counter Display 

New style No. 420 Channellock 
Plier now comes in this three-color 
counter merchandiser. Counter pro- 
motion kit consists of 12 No. 420 


a gps ORSOETES ALE Op 
} * ren oesiow ™ ae 





pliers, a sturdy, three-color display 
card with easel and a three-color 
Day-Glo window streamer, this 
package being part of the Channel- 
lock National Hardware Week pro- 
motion. Champion DeArment Tool 
Co., Meadville, Pa. 


Polishing Cloth Deal 

For Hardware Week, Cadie 
polishing cloths for every purpose 
will be shipped with one extra unit, 
without charge, with each dozen 
pack. Cadie Chemical Rigen 
Enc., 549 W. 132nd St., New York 
SF, . F 


K-V Space Savers 
Two Hardware Week specials are 
the No. 2 adjustable closet rod, 
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MILLION 


PENNSYLVANIA 
ADS LIKE THIS® 


January thru June 


@ Your customers will be reminded that 
PENNSYLVANIA power and hand mowers are 
the highest quality and the best buy for the 
years to come. Ads in these popular maga- 
zines will tell your customers that experi- 
enced and reliable dealers recommend 
Pennsylvania mowers with enthusiasm. 








The SATURDAY EVENING POST 
4,280,000 READERS 
BETTER HOMES AND GARDENS 
3,597,000 READERS 
AMERICAN HOME 
2,950,000 READERS 
SUNSET 
527,000 READERS 
FLOWER GROWER 
272,000 READERS 
PATHFINDER 
1,181,000 READERS 


POWERFUL 
PROMOTION 
MATERIAL 


@ We help you tell your 
customers how good Pennsylvania Quality 
Mowers really are. We help you sell with: 


WINDOW STREAMERS © WALL POSTERS © FEATURE 
TAGS © PRODUCT FOLDERS © OPERATING 





| PENNSYLVANIA Lawn Mower Users Rep 


PENNSYLVANIA 
EXETER, 18” 


They also like 


@ Yes, PENNSYLVANIA power 
mowers work like new for many, 
many years. They cut your grass 
easily and well. They help you 
grow a beautiful lawn. They re- 
quire only «a minimum of shop 
service and repairs, That's why 
experienced and reliable dealers 
recommend Pennsylvania mow- 
ers with enthusiasm 


7 KEY FEATURES 
Pennsylvania makes two super 
lative power mowera—the 21° 
De Luxe and the 18° Exeter. 
Roth models offer easy finger 


ort] 


PENNSYLVANIA 
DE LUXE, 21” 


fo 


Penns ylvania’s 
ease of operation 


tip control of throttle and clutch 
* Full-tempered, double ground 


hi-carbon blades « Designed for 
ease of maintenance « Enay ad 
justment for height of cut + 


Triple-A ball bearings « New 
grass stripper Briggs & Stratton 
engine on the De Luxe 


How To Grow a Beautiful Lawn 
Pennaylvania hand mowers have 
been top quality since 1877 
Write to American Chain & 
Cable, Bridgeport, Conn, for 


booklet," How to Grow % $ 


a Beautiful Lawn.” 


Lawn Mower Deciers Agree: 


"for Lasting Satisfaction none equals PENNS YLVANIA”’ 





Quelity Mowers Since 1877 


oS oh 





Of wi 





MANUALS “HOW TO GROW A BEAUTIFUL GREAT AMERICAN PENNSYLVANIA, J8 PENNA LAWN PENWETTE TRIMMER AND FOGER 
Cheee of for beavest Guty and For yan lowes oF New 14° meee Dow tr mong ane 
” © * foster 
LAWN” BOOKLET © EASY TO USE PRICE LISTS preteens! snwveel cutting woe wet PA —e core comm mes 
PENNSYLVANIA LAWN MOWER DIVISION, AMERICAN CHAIN & CABLE COMPANY, INC., Bridgeport, Connecticut oo 
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That Sells 


PRESENTS 
New Ways 
Profitable Sales 
© 


BOTTLE-VASE LAMP CONVERTER 








WILL CONVERT ANY BOTTLE OR VASE 
INTO A BEAUTIFUL LAMP IN SECONDS. 


INDIVIDUALLY CARDED 


2 


FLIP-LITE 


THE HANDY ALL-PURPOSE LIGHT 





Just Clip Wherever Light is Needed 


As a Book-Lite or Piano-Lite, 


For TV Repair or as a Trouble Lite 


Individually Boxed to Catch the Eye 


More “Hardware Week” Specials 


Are Ready for Your Customers 


Write us or Ask Your Regular 
Distributor for Brochure “H” 
CABLE ELECTRIC PRODUCTS, INC. 
PROVIDENCE, R. |. 


Hardware Week 


available in four sizes for closets 
from 18 to 96 in., and the No. 1198 
Utility Hook (illustrated). Four 
sizes of closet rod retail in East 
from $1.40 to $3.75. Prices slight- 
ly higher in West. Package lot, 6 
of a size. The double prong utility 
hook has a suggested retail price in 
East of 75¢ each; in West, 85¢ 
each. Knape & Vogt Mfg. Co., 
Grand Rapids 4, Mich. 


Self-Service Hose Display 


No. 53 Rocket Package for 
Hardware Week includes a colorful 
free display stand—a centerpiece 
and background for the new three- 
color merchandising cartons — 
and contains an assortment of 


sage. Special price for both ig 
$1.50, which is the regular price of 
the six-ft rule alone. A special 
display package, containing six of 
the banded units of the two rules, 





features the offer on a display card 
designed to be set up at the back 
of the box. The special offer is 
identified by No. SP-672W for 
regular marking rules, and No. 
SP-672WF for inside marking 
rules. Eagle Rule Mfg. Co., 512 
Huntspoint Ave., New York, N. Y. 
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best sellers. Furnished with pack- 
age is a large window poster, 
newsletter ad mat proof sheet, 
and a supply of booklets—“Lawn 
Sprinkling is Fun,” and “Make 
Your Lawn the Best on the Street.” 
Rocket package is 20 x 14 x 8 in., 
shipping weight 80 lbs. H. B. Sher- 
man Mfg. Co., Battle Creek, Mich. 


Tap Assortments 


Specially priced, are eight tap 
assortments ranging from a $3.50 
assortment to retail during Hard- 
ware Week at $3.25 to a $6.75 as- 
sortment to retail at $6.25. Special 
display available at no charge. 
Wells Tool Co., Greenfield, Mass. 


Eagle Rule Package 


“Seven Feet of Rules for The 
Price of Six Feet” is the theme of 
the Hardware Week promotion 
which features a 6-ft. Royal Eagle 
Rule together with a one ft. folding 
rule, banded together in a two- 

















color sleeve bearing a sales mes- 









Tank Ball 


A new tank ball that retails at 
59¢ is offered for Hardware Week 
promotion. Called Pro-Pel, it con- 
sists of a rubber tank ball equipped 
with patented plastic propeller 
which causes unit to spin as the 
water flows down the valve. When 
toilet is flushed, swirling action of 
outgoing water spins tank ball 
down to the valve seat, preventing 
the sticking of lift wire and elimi- 
nating improper seating. Chicago 
Specialty Mfg. Co., 2954 Lawrence 
Ave., Chicago, Ill. 


Matched Design Plastics 


Blissware Matched Design plas- 
tics package consist of six beverage 
servers; 12 butter dishes; 12 pairs 
of table salt and pepper shakers; 
four sets of sugar and creamer sets. 
Styled with combination two-tone 
crystal-clear body and lid. Base in 
solid colors of coral, chartreuse and 
gray. Included are 24 tumblers free 
to hardware dealers. This special 
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Lau now brings you the 
nplete, well-rounded fan line 
tor fast profitable sales. 


Sell More Fans in 1953 


the facts about the Lau quality line of Combination 

I's the complete, well-rounded line that appeals 

; customer. For example, Model 2052 (illustrated 

etails at tight) the most outstanding fan in America today. - 
re Week has 20” blades, moves 2500 cfm at hi-speed, is ex- Model 2052 

i temely powerful and compact. This fan comes : 





: . America’s outstanding 20” wy PE: 
complete with adjustable metal spacer panels for Window Fan, pooner e with Seswitns the cmpite las tein 


Mounting in sash type windows 30!/,” to 391/,” wide. 

It may easily be lifted out and used as a portable 

fan. It may be used in either the “TILTA-BREEZ” 

easel or the “PORTA-BREEZ” pedestal. It’s the 

fan with dozens of uses and it will make a big 
hit with your customers. 


The One Fan Line That Gives You Everything! TILTA-BREEZ 


the easel fan that 
With just 3 models, 3 sizes, you can offer your customers a choice of ANY every customer wants 
type fan they want! They can be used in Windows, on Floor, Table, under Choice of 3 sizes for 
Table, on Wall, as a Circulator or Hassock Fan. There isn’t a single a. ee oe 
occasion for which a Lau fan may not be used. Lau also offers 24” and ste 
30” 2-speed reversible Window Fans that will cool several rooms, an 
apartment or a small home. Get all the facts! Call your jobber or 
n plas- 4 distributor today. 


verage 4 = 
2 pairs ‘ 
akers; ‘ 


er sets. 


adjustable metal side ex- 
panders. 


12”, 16”, and 24” and 30” ‘‘PORTA- ‘*PORTA- 
20” Fans all large Window BREEZ’’ BREEZ’’ 
have carrying Fans with 2- edestal fan  willexhaust air. easel fan directs 
handles, finger- speed reversible tings air into Completely ad- air at any angle 
roof guards motors. room at any lestedte as to desired... up 
rs free a ront and rear. angle desired. eight or angle or down. PORTA-BREEZ 
jal of fan. the Revolutionary 
specia new pedestal fan for 


| 3 Mode! 205215 
“i, ‘THE [Ajj BLOWER COMPANY soll 
2025 Home Ave., Dayton 7, Ohio 


_—— 
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"3-LEG”’ 


Masons’ and Plasterers’ Tools 


Plasterers’ Trowels 





Ornamental Tools 


These fine tools are forged from the best 
English steel and have been carefully 
heat treated to provide proper hardness 
and flexibility. 


Ask your jobber for TYZACK “3-Leg” 
brand masons’ and plasterers’ tools. See 


them... the quality will speak for itself 
and the price is competitive. 


os 
or ee Towels 
pitce ® 


els 
pointing 3 we 


JOHN H. GRAHAM & CO. INC. 


105 OUANE ST NEW YORK 8, N.Y 


Send for Catalog 102 
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| Hardware Week 


| PUCDEREECUCECO CUTE GERSEER DECREE EERE ESET 


Hardware Week package comes in 
one compact carton box. Blisscraft 
of Hollywood, 925 N. Orange Drive, 


Hollywood 38, Calif. 








Allen Lawn Sprinklers 


A special two-arm 
lawn sprinkler with brass head and 
bearing, two brass arms, and cast 
iron sled, painted green, is offered 
to list, during Hardware Week 
only, at $1.49. No order honored 
after April 1. Sprinkler will cover 
up to a 40-ft. circle with 40 lb. of 
water pressure, and is designed so 
that it will not destroy newly 
seeded lawns. W. D. Allen Mfg. 
Co., 566 W. Lake St., Chicago, Jil. 


Power Mower Kit 


Profit Builder 
Kit has been enlarged to 
special Hardware Week 


The Mowamatic 
Dealer 
include 





mats, catalog pages, literature, and 
other point-of-sale and dealer pro- 
motion materials. There will also 
be a large ad in The Saturday Eve- 
ning Post supporting Hardware 
Week. Mowamatic Corp., Dept. 
P31, Port Washington, Wis. 


Ekco Housewares 


Two special Hardware Week 
items are offered. One is the Mir- 
acle French fry potato cutter 
priced as a special introductory of- 


revolving 


fer at $2.95 (regularly $3.95). See- 
ond is the Minute Mop No. M-450. 
Cutter is of cold rolled steel, rust- 
proofed. One stroke of handle 
pushes the potato through the cut- 
ter head, making 25 uniform see- 
tions. The M-450 mop has a larger 
mopping surface, canvas bumper to 
protect furniture, and low-angle de- 
sign for getting under furniture, 
Also has an easy-reach wringing 
device. Metal parts are chrome- 
plated and rust-proof. Ekco Prod- 
ucts Co., 1949 No. Cicero Ave., Chi- 
cago, Ill. 


Broom and Tool Rack 


This Hardware Week special is 
a rack that’s easy to install, with 
all sliding hooks _ self-locking. 


Made in bright zine coated finish, 
large 


it holds a assortment of 











brooms, mops or garden tools and 
sections can be added to accom- 
modate more tools. Packed one 
complete set per box which is in 
two colors. Free screw eyes are 
furnished for hanging wood han- 
dle tools. Charles O. Larson Co., 
Sterling, Til. 


Pocket Knife Bucket 


A “Bargain Bucket” of Jack- 
Master knives is available at a spe- 
cial price. Deal consists of an as- 





sortment of pocket knives, ranging 
from the small Topsy’s to the large 
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Sportsmasters, packed in attractive 
pail with a wood pattern finish. 
Deal is available in 50-piece and 
100-piece assortments. Bucket also 
has a three-color removable display 
sign. Imperial Knife Associated 
Companies, 1776 Broadway, New 
York 19, N. Y. 


Pruner Package 

This No. 98 “Try It and Buy It” 
pruner package contains 13 Snap- 
Cut pruners in a special display- 


dispenser that invites customers to 
try pruners on wooden dowels that 
are supplied for the trial. Dealer 
profit on package is 55 pct, as dealer 
pays only half for the 13th pruner. 
Seymour Smith & Son, Inc., Oak- 
ville, Conn. 


Mobile Tank Sprayer 


Model 990 mobile tank sprayer is 
designed for home, farm and semi- 
commercial use. The _ 10-gallon 
welded steel air storage tank has 
automatic pressure switch that 
starts motor when pressure reaches 
30 Ibs. and stops motor when pres- 
sure reaches 45 lbs. Motor is 1/3 
hp., delivering 3.3 cu. ft. per minute 
free air displacement. Unit mount- 
ed on removable _ rubber-tired 
wheels. Retail price, $89.50. W.R. 
Brown Corp., 2701 No. Normandy 
Ave., Chicago, IIl. 


Exact Level Special 


Unit No. EL-1 includes three 
types of fast selling numbers mak- 
ing a total of seven levels at reduced 
prices for Hardware Week only. 
Package includes two 24 in. alumi- 
num levels, at a special retail price 
of $4.25 each (regularly, $5.50 
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SQ. DR. PARTS 


SOCKETS 
Complete NEW line — produced — packaged — priced 
exclusively for the hardware trade! Fits Every Store 

Every Customer — Every Sales Situation! 

Includes 12 Point, Double Hex Sockets in Standard and 
Deep Wall patterns — 8 Point, Double Square Sockets — wide 
assortment of Parts such as Reversible Ratchet, Speeder, 
Extensions, Universal Adapters, Flex Handles. Compact sets 
in 8 most popular assortments, in attractive metal tool 

boxes which build sales and profits for you! 


Sockets and Parts forged from alloy steel and heat 
treated for strength and durability — chrome plated and 
polished with a striking and lasting rust-resistant finish. 
Openings accurately broached and machined to give proper 
fit. This NEW Life-time Line is an eye-appealing, 
Joye) elt E-Ta ham ove leremme lett iLavame)cerelllag 


The SOCKET BUY of a LIFETIME / 


New Literature 
,and prices available 
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THE 


ORIGINAL 


WRENCH 
WITH THE 
SCREWDRIVER 
ACTION 
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or 


@ ASSEMBLY WORK \ 
@ REPAIR WORK :\ 
@ RADIO 

@ TELEVISION 
@ INDUSTRIAL 
@ AIRCRAFT 








STEVENS WALDEN, Inc. 
WORCESTER 4, MASS 





196 


Hardware Week 


each); three 9-in. torpedo levels 
at a special price of $1.99 each 
(regularly, $2.66 each); 2 48-in. 
mason levels, one fully aluminum 


| bound, and one fully brass bound, 


special retail price of $10.68 each 
(regularly, $13.89 each). Total re- 
tail value is $35.83; dealer’s cost is 
$23.86. Exact Level & Tool Mfg. 
Co., Inc., High Bridge, N. J. 


Paint Brush Assortment 


The “Scott” assortment is a se- 
lection of nylon varnish and wall 



















NEW Low peices; 





paint brushes for household use, at 
specially reduced prices to the 
dealer, packaged in a colorful com- 
bination shipper and display case. 
Contains 14 varnish brushes and 
six wall brushes, all regular catalog 
items, and all made of Rubberset’s 
improved pre-tipped permanent 
wave nylon. Rubberset Co., Haynes 
Ave. & Lincoln Highway, Newark, 
S .-d. 


Supplex Garden Hose 


Supplex Tuff-Ply all-plastic rayon 
tire cord reinforced garden hose 
carries guarantees of 5 and 10 
years. Retails from $4.65 to $8.00 
for 25-ft. lengths; $7.95 to $14.50 
for 50-ft. lengths. Selling aids in- 
clude a cradle suitable for floor dis- 
play, or on tables, shelves, or in 
windows; mats, consumer folders, 


postcards and other items. JIJndus- 
trial Synthetics Corp., Garwood, 
N..J. 
Floodlight 

A weatherproof unit, for use 


both outdoors and indoors, this 
floodlight is designed for use with 
PAR-38 and R-40 sealed beam pro- 
jector and reflector lamps. It comes 
completely wired. Attractive coun- 
ter and window display cards come 


with standard package for point. 
of-sale promotion during Hardware 
Week. Steber Mfg. Co., Broad. 
view, Ill. 


Paint Brush Assortment 
Offered in new red and gray dis- 

display, this No. 1953 assortment 

consists of Kurly-Tip, 100 pct nylon 





wall paint brushes: 1/3 doz. each of 
3, 342, and 4 in., chiseled trim, % 
in. thickness. Pitegoff Brothers, 
Inc., 320 Van Buren St., Brooklyn 
St. . ¥. 


Measuring Tape 

The Royal Ni-Clad steel tape, in 
50-ft length, has a regular list of 
$4.50, but will retail for $3.98 for 
Hardware Week (slightly higher in 
West). Rule comes with regular 
ring or hook ring. Has a dark 





green vinyl case with plated trim. 
The Ni-Clad line is hard nickel 
plated to resist rust and corrosion. 
Handle folds flush. Lufkin Rule Co., 
Saginaw, Mich. 


No-Nail Picture Hangers 


Offered for Hardware Week, 
these picture hangers which elimi- 
nate nails, wire, hooks, eyelets, and 
rings in hanging pictures, and at- 
tach to paper, plaster, wood, glass, 
tile or metal surfaces, come pack- 
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Hardware Week 


aged in attractive counter and dis- 
play cards. No-Nail Hanger Co., 
Flint, Mich. 


Belruss Tool Special 


The Belruss wedge-vise, No. B- 
197 (illustrated) and the mitre-box 
No. B-199, are being offered at a 





a: 


special 10 pct discount to be passed 
on to the consumer. Regular prices 
on the two items will be resumed 
immediately after Hardware Week. 
The prices then will be $1.50 and 
$1.98 respectively. Belruss Mfg., 
Inc., Manchester, Conn. 


Coffee Service 


Carafe Candlelight Service 
(shown) is offered in combination 
with a set of four TV snack trays 
to retail at $9.95; regular value of 
two sets, $12.40. This special deal 
will be in effect through April 30. 
Both sets are gift-cartoned. Trays 
are of red and yellow plastic. The 
Silex Co., Hartford, Conn. 





Reversible Screwdriver 


For Hardware Week this DU-2 
Reversible screwdriver is to be sold 
at retail for 69¢ instead of the regu- 
lar $1.10. Dealer’s cost will be 42¢ 
each, packed 24 to a box with dis- 
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Wrapping up a good sale 


\ hen you wrap up Griffin Hack Saw Blades, you 


can be sure your customer will be satisfied. 


He’ll like their long-lasting sharpness and the 
smooth straight cuts they give. 


T 


he finest steels, accurate machining and careful 


heat treating are skillfully combined to solve your 


customers’ cutting problems. 


When you sell him Griffin Hack Saw Blades, you 
know he’ll be back for more. 


For more information ask your jobber — or write 


to us. 





1: 





WW, redf$re: La. 


FRANKLIN, NEW HAMPSHIRE 


Seles Agents: JOHN H. GRAHAM & CO. Inc., 105 Duane Street, New York 8, NH. Y. 
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r Trade 
Price 


OF NEI DYN 
HOME HAND TRUGK 


Makes lifting the furniture or 
carrying out the trash barrel a 
cinch. It’s no wonder all-steel 
Cat-Dak Home Hand Trucks are 
asmash success! They are tops in 
quality and value. Rubber tired 
wheels. Baked enamel finish. 
Order from your jobber now. 


The Great New Name in Housewares 









Cal-Dak Cal-Dak 
TV Tray Laundry 
Table Carts 

$2.95 $4.95-$3.95 
Cal-Dak 
Home 
Hand Truck 
$3.95 
[etertiones Sued wn, | Nationally 
39 Advertised 





Cat-Dak specializes in products that 
make living easier for your customers 
and selling easier for you. Join the ever- 
increasing number of stores that feature 
Cat-Dak. 

Wrife for Full-Color Catalog Sheets on Complete Line 


i 
CAL-DAK Ehiccgo eign, tinois 
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Hardware Week 


play card included. 





What 1 bay) mi 
VAC 


DUPLEX REVERSIBLE 


WO-IN.ONE 





1 Phillips blade is fitted to the 
break-proof and shock-proof han- 
dle. Vaco Products Co., 317 E. On- 
tario St., Chicago, Ill. 


Fixmaster Sales Helps 


To enable dealers to tie-in locally 
with the advertising program for 
the Cummins Fixmaster kit in na- 
tional farm and home magazines in 
which two page ads will be run, 
dealers may obtain two, two-column 
newspaper mats, as part of their 
merchandiser package for Hard- 
ware Week. One mat is two col- 
umns by six inches, the otier two 
columns by 11 inches. Both fea- 
ture the Cummins $6.60 value, 18- 
piece bonus, a package of supple- 
mentary materials offered the con- 
sumer during Hardware Week only 
at no extra price with any geared- 
chuck Fixmaster kit. Cummins- 
Chicago Corp., 4740 No. Ravens- 
wood Ave., Chicago, Ill. 


Dart Steel Rule 


Modern in design, the new Dart 
steel rule offered for Hardware 
Week has a case designed to give 
more viewing area when taking 
inside measurements. Readings are 
clearly visible at indicator points. 
Blade doesn’t creep. Available in 
6-ft., 8-ft. and 10-ft. lengths, priced 
at $1.25, $1.50 and $1.75. Dart 
Mfg. Co., Mason, Mich. 


Royal Powr-Kords 


Featured for Hardware Week are 
heavy duty Powr-Kord extensions 
with molded-on rubber caps and 
connectors; built-in strain reliefs. 
Extensions are UL-listed. In lengths 
from 10 to 100 ft., the type SJ 
cords are available in No. 18 or 


In this item 
the 3/16 in. cross slot and the No. 


No. 16 sizes with molded-on caps 
and connectors. Type S series, in 
sizes 18, 16 and 14, are made with 
heavy-duty round, molded-on at- 
tachments. Royal Electric Co,, 
Pawtucket, R. I. 


Paint Scraper Special 


No. 800 paint and_ varnish 
scrapers are offered for Hardware 
Week with a new natural finished 
hardwood tool display which holds 
the scraper in open stock. Comes 
free with an assortment of six of 
each of the scrapers. Retail prices 
for individual scrapers are 59¢ for 
2% in. size; 45¢ for the 1%, in. 
and 30¢ for the one inch. Warner 
Mfg. Co., 901 16th Ave., S.E., 
Minneapolis, Minn. 


Chisel Sets 


New Witherby warranted No. 75 
and No. 70 chisel set in attractive 
plastic top display box are Hard- 
ware Week specials of Winsted 
Edge Tool Works. Chisels, in sizes 





14, % and 1 in., rest on gold back- 
ground to set off red Tenite II 
handles. Tools are trip-hammer 
forged, polished and hand honed. 
John H. Graham & Co., 105 Duane 
St., New York 8, N. Y. 





HARDWARE HUMOR 
By Hardware Age 





"No! Not a stove pipe cleaner, 
| want a pipe pipe cleaner.” 
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e finest display ever developed to 


Il hedge, grass, and pruning shears 


NEW GT-53 


DISPLAY FREE 


EVERY PAIR A 
BEST SELLER 


ONLY 12 NUMBERS 
ONE PAIR OF EACH 


ACKNOWLEDGED 
QUALITY LEADERSHIP 


STURDY METAL DISPLAY 

Displays the complete assortment on your coun- 
ter or in the window, in less than 11/2 square feet 
of space. Items easily removed for examination. 


MINIMUM ASSORTMENT 


You buy only one pair of each best seller. From 
this you can build your own stock order tailored 
to your individual requirements. 


NATIONALLY ADVERTISED! 
Wiss products have the advantage of consistent 
national advertising which sends customers into 








your store. 


GT-53 ASSORTMENT 


Grass, Pruning and Hedge Shears—One pair each number, plus one GT-53 Display 








OVERALL RETAIL LENGTH OF RETAIL 
PAIRS NUMBER LENGTH PRICE PAIRS NUMBER BLADES PRICE 
GRASS SHEARS HEDGE SHEARS 
1 500 10” Vertical Action “Grass-Snip” $1.25 1 6'aeb 62" Featherweight Ladies’ Hedge 
1 700 12” — Vertical Action “‘Wiss-Clipper” 1.95 Shears $2.95 
1 5600 12” Full forged, professional type 2.50 1 8-C 8" Standard size, budget pattern 2.95 
1 8-A 8” “American Cutler”; one knife, 
PRUNING SHEARS one serrated blade 3.75 
1 607-R ati For roses and light pruning 2.50 1 9-A “American Cutler’; two knife 
1 609 stl Full forged blade and hook blades, cutting notch 4.50 
pattern 2.75 1 8'-E 812" “English” Pattern, extra light 4.75 
1 908 8” “Hy-Power”’ anvil and blade 2.75 1 9'-E 942" “English” Pattern, extra light 5.00 


DEALER’S COST . . . $25.07 DISPLAY FREE WEIGHT: 25 Ibs. 


All prices slightly higher Denver and West 


J. WISS & SONS CO., NEWARK 7, N. J. 


TOTAL RETAIL VALUE . . . $37.60 








SEWING SCISSORS INLAID SHEARS 


| yalty f£<+ (848 Newark, N./. 
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HIGHEST 


HD-12 ASSORTMENT 


Out of more than one hundred numbers, the six 
models in this display are the ones most in de- 
mand! 

This display-assortment is an easy way to 
prove that Wiss Shears and Scissors offer sub- 
stantial extra income to the alert dealer. 


ORDER THIS DISPLAY NOW, IF— 


e@ You want to learn why thousands of the best 
merchants feature Wiss cutlery. 


e You want extra business. 
e You cannot use a larger display at this time. 


e You need a supplementary display for window 
or counter. 


Total Retail $35.20 
DEALER’S COST $23.47 


DISPLAY FREE—Complete assortment includes 
only twelve numbers—six for stock and six for 
display —to provide the most compact and beau- 
tiful presentation of fast-selling — best-selling — 
quality shears and scissors ever developed. 


A-35 SNIP ASSORTMENT 


Here are the six most popular Solid Steel 
Snips in both Straight and Combination* cut- 
ting patterns from 7 inches to 1234 inches 
in size. The size of the Panel is 15 x 18 inches. 
Let this Panel sell more Snips by helping 
your customers select the correct Snips for 
their needs according to the gauge of the 
metal to be cut. 








*for straight and curved cutting. 
Retail value—2 prs. each $31.10 


COST TO DEALER $20.74 
DISPLAY FREE 


D. 


HARDWAR 


All prices slightly higher Denver and West 








Lawn-Boy Rotary Mower 


For Hardware Week promotion, 
dealer aids including newspaper 
mats are available. Item is backed 
by national advertising. This ro- 
tary mower is available in three 
sizes, 18, 21, and 22 inches. Has 
2 hp Iron Horse engine which cuts 
up to ¥ in. from walls, and has no 
gears, belts, nor chains. Staggered 
wheel arrangement on 18-in. model 
and new roller design on larger 
models prevent mower from scalp- 


ing or digging into uneven sur- 
faces when going over humps or 
up terraces. Tempered steel cut- 
ting blade is completely guarded. 
Construction is all aluminum. RPM 
Mfg. Co., Lamar, Mo. 


Features Ice Fishing Items 


With the increasing demand for 
ice fishing equipment, the Tool 
Shop Sporting Goods & Hardware 
Co. in Detroit, Mich., recently de- 
voted an entire window to the 
theme of comfortable participation 
in that sport. 

In addition to a wide variety of 


items used to land some big fish, 


there was prominently featured a 
$45 jacket for outdoor sports. 

This display attracted experi- 
enced ice fishermen and was the 
means of many inquiries from 
people who had never participated 
in that sport. It led to numerous 
sales of these and other lines of 
merchandise. 


Designed to attract ice fishermen, this display sold the idea 
of buying efficient gear for comfortable fishing. 
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You Make 
More Money On 


CASTERS 


when you 
carry the 


FINEST! 


Today more people are caster-con- 
scious than ever before. 
This TV age makes it essential that 


furniture be easy to move. More and 


more people want furniture that can 
be easily rearranged. These are just 
two of the reasons for the increased 
caster demand. 

So make sure you have the easy-roll- 
ing, quiet Bassick “Diamond-Arrow” 


| and “Diamond-Dart” Casters on hand. 


| They're sure to satisfy .. 


} 
} 
| 
| 


( 


. because 
they’re the most efficient ball-bearing 
| swivel casters made. 

Get the full advantage of today’s big 
demand by displaying Bassicks on 
| your counter. Ask your jobber for 


this Bassick Display 
<< i  (HD-10) if you're not 


already using it. 
THE BASSICK COM- 
. 
SEXXTTS 


PANY, Bridgeport 2, 
Conn. In Canada: 
Belleville, Ont. 

A DIVISION OF 

















CONSUMER SATISFACTION 
GUARANTEED ¢ RETAIL *6°° 


There’s lots of “sell” in this new Veri-Sharp 
Cutlery line — with sales features galore: 
High carbon, stainless steel blades, Frigid 
Tempered, Hollow Ground, to a long- 
lasting edge. The DurOwooD Handles take 
kitchen abuse with ease. Handsome oil- 
rubbed hardwood blocks hold each knife 
perfectly. The whole line is there... open 
stock, kitchen, carving and steak sets. Each 
set, each open stock piece, carries a guar- 
antee of consumer satisfaction — replace- 
ment or full purchase price refunded if not 
completely satisfied after 30-day triai. 
That’s Imperial’s assurance that the qual- 
ity, the price, is right. It’s your assurance 
of better cutlery profits. Ask your distribu- 
tor or write direct for information. 


DELUXE STEAK SET WITH STRATA-WOOD HANDLES 


A fast-selling set it is, too. High carbon, Stainless blades, Frigid Tempered to make them 
super-hard . . . hand honed to a really keen edge. Beautifully finished Strata-wood Handles 
hold permanently to the blades with dual cone-head rivets. The hardwood block with its 
natural grain skillfully brought out by oil hand rubbing, makes a handsome holder. A 
cleverly designed package that resembles a finely bound book makes the set a striking 
gift. This is but one of the sets in the DeLuxe Imperial line that can make sales dollars for 
you: Ask your distributor about them, now. (8 piece set No. TK-3 retails for $12.00.) 


-— | 
[mper LAL Kwire AssociateD COMPANIES, INC. 


General Sales Office: 1776 Broadway, New York 19, N. Y. 


| 











PROVIDENCE, & 1. 


ONE OF THE LARGEST PRODUCERS OF CUTLERY IN THE WORLD 


harp Deluxe HW 





mpe 


P.O. Asked to Issue 
Fishing Stamp Series 


Not only will fishing be given 
recognition as a major recreational 
activity, but a measure of honor 
will be accorded the philosopher 
Izaak Walton and his present-day 


| followers if a measure now before 








Congress is enacted into statutory 
authority. 

This is a bill, introduced by Rep. 
Homer D. Angell, Republican of 
Oregon, which would provide for 
the issuance of a special commemo- 


| rative stamp this year in honor of 


the 300th anniversary of the pub- 
lication of “The Compleat Angler” 


| by Walton. 


No date has been set by the 
House Post Office committee for 
consideration of this and other spe- 


| cial stamps which have been pro- 


posed, numbering more than a 


| dozen. One of the arguments which 
| will be presented at that time will 

be that it will help make known the 
| nation-wide conservation work of 








the Izaak Walton League since its 
founding in 1922. 


Ads for the Fix-It- 
Yourself Trade 


A strong bid for more trade with 
the Fix-It-Yourself home owner 
was this recent 2 column by 5-in. 
ad devoted entirely to illustrated 
catalog treatment of a line of bath- 
room fixtures. Copy was very brief 
and prices were very large. 

Martin Hardware at 1221 E. 
Mason St. in Green Bay, Wis., 
found this ad a good traffic and 
trade builder. 


BATHROOM FIXTURES 


chrome-plated fox 
Vy o> tures in a matching design. 
y “> For new installation or for 
modernization. 








A-—IB-inch single bar 


:  B—18-inch doyble bar rock 
aie | 0-50 


D—Kitchen swing- 
| 2.13.85 
teed A 


Gh... SND 


“Gi $3.49 
MARTIN Hardware 


1221 E. MASON STREET 











That plumbing fixtures for 

kitchen and bath are not too 

costly was obvious in this ad- 
vertisement. 
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Heater Radiant Display | 


Asa C. Burbidge, store owner, 
shows his radiant heater display. 


How would you build a good vol- 
ume in heater radiants? 

Display does it for Grotthouse 
Hardware at 5637 N. Figueroa St. 
in Highland Park, Calif. Use of a 
neat sample panel measuring 18x36 
in. to emphasize that, “We carry 
a full line of heater radiants” has 
been a big factor in the firm’s $500 
per season volume in these items. 

Samples of each number of the 
entire line of radiants offered by 
the store are mounted on the panel, 
which is given window space or 
prominent location in the store. 





A Packaged Promotion 


Working on the theory that a 
double-barreled sales promotion will 
be twice as resultful as a single- 
barrel affair, the Eldora, Ia., busi- 
ness men put on an outstanding 
sales event last fall. 

They staged a window unveiling 
night, which brought many people 
downtown, and then topped it off 
with a street dance. Other activi- 
ties included an automobile and im- 
plement street show, and an oyster 
stew supper served to 4 H Club 
members by the business men. 





Play Host for Sales 


Merchants at Fort Madison, Ia., 
who sponsor a 4 H dinner, use a 
different approach in_ inviting 
guests. They purchase from two to 
five tickets each, type their firm 
name on the back of each ticket and 
then give them to a rural chair- 
man. He turns them over to 4 H 
Club leaders who pass them out to 
members. Each guest present can 
identify his unseen host by the 
name on the back of the ticket. 
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and you make money 


Display a complete line: Carry all 20 items that 
T housewives want 80% of the time. Nothing dis- 
courages a customer like not finding a utensil she 
reasonably —— you to have. You lose sales. Write 


Belmont for this list. 

Keep display neat and clean: You kill sales 
y J when you show mixed odds and ends, jumbled 
sizes and colors of ware, dust covered pieces she’s 
afraid to touch with her hands. 


Put display where she can reach it: Give it a 

location where your customer can see it and 
handle the ware easily. Enamelware pays off well per 
square foot on good location. 


Concentrate on 1 popular brand — Belmont: 
Offers you sales-proved Belmont black-trim and 
Sanitare red-trim lines in whitest of white extra dur- 
able titanium enamel; modern designs; craftsmanship 
and quality second to none—but at popular prices. 


Write today for the new story of the 

new super-white super-durable Belmont 

Titanium Enamelware — now your best 
bet for volume and profit! 


Top Quality, Popular Priced ENAMELWARE 


TS 
7 elmout Stamping & Enameling Co. 


100 Belmont Street « New Philadelphia, Ohio 
Division of The Ridge Tool Co., Elyria, Ohio 











Don’t overlook a “good thing” 


Letters to the Editor 


Peewee eee 


Why Buy Futures? 


Dear Sir: 





“How to Increase Paint Sales,” 
published in your Nov. 27, 1952, 
| issue. In fact, we enjoyed them go 
| much we are anxious to send copies 
| of them to our dealers. We are 
| wondering if it would be possible to 
| obtain reprints of the articles. If 
| these are not available, could we 
| have your kind permission to re- 
print the articles locally? 
Yours very truly, 

G. C. Hull 
Wm. Stairs, Son & Morrow, Ltd., 
Halifax, 
Nova Scotia, Canada 





Editor’s Note: We’re glad you 
found the articles helpful. We'll be 
glad to have these articles re- 
printed for you at cost, or we will 
extend permission to have them re- 
printed locally, provided no change 
is made in either text or illustra- 
tion. 





* * * 
















A 
Model 161—Low, com- 
pact, streamlined. Magni- 


fying lens, 260 Ibs. capac- Others Will 


JY Sig ber | 
ity. Choice of colors. | 
| Dear Sir: 


Your Dec. 25 issue contained two 
editorials in “Just Among Our- 
selves,” “If You Don’t, Others 
Will,” and “Appliances for Men.” 
If these are available in reprint 
form, will you be kind enough to 
mail us 25 reprints? 

Very truly yours, 
J. F. Tapp 


If you’re interested in lines that count, you | 
can’t afford to overlook the Health-o-Meter 
Bath Scale line. America’s first bath scale, | 
America’s best known and most popular 
bath scale, Health-o-Meter is solidly backed 
by consistent national advertising in lead- | 
ing consumer magazines. 
Yes, you can count on Health-o-Meter to | 
do a real job for you. Precision-built for 
unfailing accuracy, and styled with charm Editor’s Note: Quite a few read- 
and distinction, every Health-o-Meter you ers have indicated interest in those 
sell means another satisfied customer—an- | two editorials. We have unfortu- 
| 
| 


J. F. Tapp Co., 
Kansas City, Mo. 





other customer well served. nately exhausted our supply of tear 
sheets and are not in a position to 
supply you with copies. You have 
our permission to make reprints, 
| if you so desire. 











* * 


Wationally 4eduenrtised 


é e Good Housekeeping 
e Ladies’ Home Journal 
and 
e Better Homes and Gardens 


Built right 
Priced right 
Always right 


Spring Circulars 

Dear Sir: 
I wonder if you have any kind of 

samples of Spring circulars from 
| which I can obtain ideas for a 
CONTINENTAL SCALE CORPORATION + 5701 South Claremont Avenue, Chicago 36, Illinois | Spring promotion for my store? I 
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: the wa Do you have the names of con- , ° ° bi 
es?” and cerns who print these circulars for in this fine counter cabinet 
a — stores? I would appreciate this in- 
~ 1952, formation as soon as possible. WARERCUT SHEARS oo / 
~- _—_ Yours truly, => sassons iS KALE ERCUT =: phon 
i Charles Shaheen ———— You RS 
> an 
ssible - anege Hardware, WZ 
icles. If Peoria, II. 
Ould we _ 
n to re- Editor’s Note: You are probably 
referring to the Spring circulars 
y, and broadsides developed by whole- 
. Hull salers for dealer mailing to con- 
Ltd., sumers such as we frequently de- 
scribe in HARDWARE AGE. A great | 
many wholesalers have such circu- | 
lars available for your use and we'd _—— 
ad you suggest that you ask your whole- : a ee 
Ve'll be salers’ salesmen about this. If you . % 
les re- can’t locate a source, drop us a note PLUS ° PROFIT 
we will and we'll send you a list of whole- 
lem re- salers serving your area who have . 
change advised Us that they make such with DELUXE KLEENCUT DEAL # |907 
lustra- promotion material available to | RETAIL VALUE $83.84 
dealers. 
yee | YOUR COST $50.30 
YOUR PROFIT $33.54 
Small Orders , 
; Case contains 4 prs. ea. 
rodents of following: 
»d two We would like to obtain, if it is | nai Suggested 
Our- possible, 12 reprints of the article, | STRAIGHT TRIMMERS Retail Ea. 
thers “Economic Waste in Small Orders,” 112C 7” Fully Nickel Plated $1.79 
Men.” published in HARDWARE AGE, Jan. 112C 8” Fully Nickel Plated.. $1.98 Deluxe Kleencut scissors and shears 
print 8, 1953. oe ae sn — a sell fast. And why not! They're 
zh to Very truly yours, 113C 8” Enameled Handles $1.49 moderately priced and beautifully 
| : ‘ ; 
George P. Taylor | BENT TRIMMERS made, _ sure-fire pana features 
_ Lumbermens Merchandising — = 134C 8” Fully Nickel Plated $1.98 in any" merchandiser's language. 
PI Philadelphia 135C 8” Enameled Handles. $1.49 Please your customers — with a full 
BARBER SHEARS selection of popular Nationally 
Editor’s Note: We’re sending 12 365 7!/2” Fully Nickel Plated $1.89 Advertised Deluxe Kleencut SCiS- 
read- tear sheets with our compliments— SEWING & EMBROIDERY SCISSORS sors and shears, now including ier 
“et Editor. Fully Nickel Plated the styles in the biggest demand! 
yrtu- eee 348S 4” at —_ oye You'll clinch more sales than ever 
é 348S 5” Sharp Points...... 1.39 . | 
tear 3485 6” Sharp Points $1.59 with the new complete Deluxe 
n to More Futures 181 7/2” Pinking Shear $3.49 Kleencut line. 
“hg Dear Sir: 
ints, . 
“ Will you please send me 10 tear 
sheets of the article, “Why Buy 
Futures?” which was published in 
your Nov. 27 issue. I am a whole- 
saler’s salesman and I believe the 
article contains some ideas that eer aeercsantenan a cman a come 
- will be helpful in explaining the 
oO = 
fe value of —— he ig accounts. SEE YOUR JOBBER OR WRITE DIRECT TO 
S. aw a4 Ay i THE ACME SHEAR CO., BRIDGEPORT 1, CONN. 
>| eon Gardner 
. Buffalo, Wyo. 
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Mice are easy fo catc 
TRAPS 





Sold 
Everywhere 











These ads are running 
‘over and over and 


over again in the 






SATURDAY EVENING POST 
this year... selling 


Victor mouse traps 
















Mice are easy to catch 
TRAPS 


Sold ; 
Everywhere Victor Little Chomp plastic mouse trap 











to your customers. 
Cash in on the demand 


with a complete stock. 





Mice are easy fo cate 


Sold 
Everywhere 


Victor 4-hole choker mouse trap 








Order Victors from your wholesaler 
ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. © Pascagoula, Miss. 

























The enthusiasm generated by 
their ambition to own their own 
hardware business is still carrying 
Cal Miley and George Byrem to 
bigger sales volume each year at 
Kishwaukee Hardware, Rock- 
ford, Ill. 

These two were factory workers 
at Rockford when they first dis- 
cussed plans to open a hardware 
business. 

They rented a suburban location 
at 3118 Kishwaukee St., in the 
southeast part of Rockford, and 
worked to develop a neighborhood 
trade. 

After two years they realized 
that they would have to expand so 
they bought a large corner lot, one 


New Building for Kishwaukee 


Rockford, Ill., store was set back from building lines to get sidewalk 
display area, and side parking space. 


block away from their original 
store, and erected a _ thoroughly 
modern one-story steel and concrete 
structure. 

The youthful partners built near- 
ly all of the fixtures used in the 
store. 

Since they rely on highway 
traffic for much of their trade, they 
built their store with allowance 
for easy parking alongside, and set 
it back from the street in order to 
have room for outside display of 
various kinds of larger items of 
merchandise. 

A large sign, costing about $400, 
was erected so that it could be 
seen at a long distance by passing 
motorists. 


George Byrem, left, and Cal Miley discuss a power tool for which 


there is a ready sale in their trading area. 
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The Red Head 
fag is your 
guarantee of 
merchandise that 
will satisfy your 
customers and 
promote your 
store as the place 
to go for the finest 


quality and 
best values. 







retail 








A Bargain for Fishermen—A Traffic Builder for Dealers 


Here at last is a fishing vest every fisherman can afford! The “LUCKY 7” 
fishing vest has the most essential features to attract the mass market 0 
men who could never afford a fishing vest before. It's RED HEAD quality 
throughout in rich, Pine Green, Water Repellent Poplin. The “LUCKY 7" 
/ will make new customers for you by bringing fishermen into your store that 
prices stopped before... and yet the features and quality are so terrif 


that even your best fishermen will want it! You've got to see this new RED 
HEAD vest to believe it! 


New Red Head Creels... for Fast Action Over Your Counter 


These new RED HEAD canvas tone Waterproof Duck construction spe 
specially designed to fit in every fisher- customer satisfaction. Again RED HEAD 


man's budget _ everything about them gives you merchandise that builds up your 
sings a song of profits for RED HEAD 
dealers... price, utility, quality enhanced 
by Sea Mist Green and Forest Green two- 


creeis are 


store's reputation for top values at prices 
that roll up store traffic. To be first in your 
market, /ead with the RED HEAD line 


retail 





“RAINBOW” "BIG CHINOOK” 


“BROOKIE”’ 


4300 West Belmont Avenues Chicago 41, Illinois 

















Expansion Develops 40 Pct 





A recent move to a new, down- 
town location in Portland, Ore., 
gave the Chown Hardware Co. its 
big opportunity to expand its 
sporting goods department — an 
expansion that developed a 40 pct 
sales increase in those lines in 
less than a year. 

When the move was made, to 
meet the increasing demand for 
sporting goods, athletic and gen- 
eral outdoor equipment, the com- 
pany leased a second store, located 
directly behind the main floor of 
the new hardware store. And 
since the two divisions have their 
own display windows facing onto 
different streets, both get the ad- 
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More Sporting Goods Business 


When the Chown Hardware moved to a new 
building it expanded sporting goods into 

a self-contained store unit that also 

builds traffic for hardware departments 


vantage of the extra traffic each 
unit draws. 

The well-lighted main merchan- 
dising area of the sporting goods 
unit covers more than 1000 sq. ft. 
of display space, and the depart- 
ment also extends upstairs to the 
second floor where the firm’s of- 
fices are located. 

Layout of the new sports shop 
is divided into individual shopping 
units, one for each type of mer- 
chandise. There are special cus- 
tom-built racks, lighted by fluores- 
cent units, for the display of all 
kinds of hunting, fishing and 
camping clothing. There also is a 
special island unit which has a 





table top for sports clothing, and 
beneath this is a series of large 
bin. drawers for holding extra 
inventory. 

Outboard motors and _ boating 
accessories are displayed at the 
front of the sporting goods store. 
Other display units include arch- 
ery, fishing tackles, and guns 
which are shown in racks sus- 
pended on the walls. 

Other items like baseball gloves 
and bats, picnic baskets are dis- 
played in groups and singly about 
the floor. There are also small in- 
dividual display cases for display- 
ing small sporting goods items. 

With plenty of floor space avail- 


More space 
means more 
sales from proper 
merchandising of 
such lines as 
clothing. 
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ds store. ‘ye prepared & Free Prom ooklet, etc- This compact 
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ll gloves bene vomotional materia “ bl during and after Na- 
are dis- of all provjunior Air Rifle Clu> ms tional Daisy Air Rifle 
ly at or Join -@ Daisy Air Rifle + Month Promotion! Rack holds 
ty a out Be sure you have the entre icl (Bulls Eye Shot, gun, Display Card, Daisy 
ae pe Gock—some of eveEL Ee “haisy Dollars this “Club” Booklets! A wonderful — 
display- in sto ou can make mor sales stimulator for spring and FREE! 10 “CLUB” BOOKLETS 
tems too) so ¥ 4 Summer! summer! Yours FREE in Kit! ! 
rr Spring 62 ____—s« Pass: out Free 40-page 
ce avail- RECTOR of | gM START or JOM 2 AUIOR AR RIFLE CLUB / Booklets to adults, kids for 
\ ae ae / P DI Ravertising | , bigger Daisy sales! Booklet 
\ \ ¥ Sales and shows Mom and Dad how 
| Cy D BAISY ee Se their child may be trained 
weep... in safe Daisy shooting in a 
FREE! WINDOW STREAMER! junior air rifle club; how to 
Eye-catching ‘year around start aclub; complete Daisy 
use” window streamer offers , Catalog. For year around 
Free Books to Dad and chil- _yge! 10 Booklets in Kit! 
dren. Builds big store traffic! 
<i > FREE! MAT AD SHEET! 
ATIONAL VA Offers Free mats 
Eeeiy . #) of guns, tie-in 
eens j newspaper ad 
ee Gra wuss $=) mat, radio 
OR dele # denier bir Bile Gion! ~°". Ma yen , public- 
Somes tere een ity story. 
space FREE! WINDOW STICKER! . . 
For use during May Pro- at 
more motion only. en Danes DeDes aD =e 7 
proper aaa MPANY 
ising of r DAISY MANUFACTURING Geen U. S. A. ! 
- 1 Dept. 3333, Plymouth, en = tpaid! ! 
= 1 Send Promotion Kit FREE and Postp: | 
1g. 1 —— an 
1 Store Name——————_ - \ 
a 
: St. & No." | 
—— 
Zone——State — 
Mark Attention Cicer 
DAISY MANUFACTURING COMPANY 
MANUFACTURING COMPANY PLYMOUTH, MICHIGAN, U.S.A. 
PLYMOUTH, MICHIGAN, U.&. A. 
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DON'T MISS THIS 
PROFIT OPPORTUNITY 


New, Improved 10-N 


GARDEN GROWER 








Here's an item that represents an exfra sale, and 


substantial extra profit. NOW is the time to give 
it prominent floor and window display. 

10-inch revolving reel with saw-tootn carbon steel 
blades. Double-edge weeding knife, adjustable 
for depth. 5-prong detachable cultivator. Shovel 
attachment. Lawn mower hardie, adjustable for 
height. Attractively finished. 


OTHER POPULAR NORCROSS PRODUCTS 
© Cultivators (1, 3, 4, 5 prong) © Weeders 
© Asparagus Knife 
C. S. Norcross & Sons Co. 
Bushnell, Illinois 
Ask your 2 
Independent * 
Jobber 


Quality Garden Tools 
Since 1891 
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able, the sporting goods store is 
able to feature a display of tents, 
set up on grass mats. A flat table, 
nearby, is used for demonstrating 
how to make up bed rolls. Twenty- 
five feet of wide shelf sections 
against the stairwell partly for the 
display and stocking of tent canvas 
and bed rolls. 

Other parts of that area are 
arranged for the stocking of camp- 
ing equipment such as stoves, lan- 
terns, cooking utensils, baskets, 


“Open To-Night" Sign Stops Traffic 





An important part of the new sporting goods shop is the large dis- 
play of camping equipment, including major items such as tents, 
which are set up to attract more attention. 


| 
Harland E. Baker points to the eye-catching, red neon tube "Open 
To-Night" sign over the entrance to his hardware store at 4062 
Mayfield Road in S. Euclid, Ohio. At a cost of $32, he found that 
he had made a very worthwhile investment. 








sel 












folding chairs, water-jugs, axes, 
tent poles and pegs. 

An important part of the mer- 
chandising of the expanded de- 
vartment has been the creation of 
an imaginative series of window 
displays under the supervision of 
FE. M. Menig, who manages the 






‘COUT a 
1TO-BO’ 
model 

















department. Each sporting goods § Lott weet? 
window has a large poster back- Sister model 
ground in color featuring the use 
of the sporting goods the window 
may be displaying. ‘ 

18” LAW 
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OST OUTSTANDING IMPROVEMENT for lawn mowers in 
: Ue 


< 


The Weed-Topper, on the Moto-Boy and Scout, is an outstanding 
improvement over the conventional power lawn mower. A once- 
over cutting leaves a beautiful lawn, no weeds, plantain, buck- 
horn or dandelions left uncut, as the Weed-Topper cuts these 
ahead of the cutting reel. 


WEED-TOPPER 


Close-up of mechanism 
that drives Weed-Topper 


SCOUT az i hans 


1TO-BOY | 22” ScouT 
lol, 4 


wed with Weed-Topper 
jightly narrower swath 
he regular models. 


18” LAWN ACE 


ROTO-CUB 16” 


WMOWER, manufactured in the most modern plant in 

try, employing all of the efficiencies of progressive 
* production, is the standard of value in the power 
feld, .. . The entire “hardware line” of MOTO-MOWERS 
of seven different models; four reel-types, sizes 1712” 
ad three Rotary-types 16” to 20”. .. there is a model to 
tre of every size and type of lawn—to meet all compe- 
»..8end for complete information. 


With a full-floating and o r 
versible tubular steel handl 
ROTO-CUB is mounted on a 1 
gauge pressed steel! chassis, ar 
ply reinforced and has full axle 
across the body of the machir 
for greater strength. Easily a 
justed for cutting height, tl 
wheelbase is of a length to alla 
cutting over rough ground wit 
out scalping. 


Gest huowu name in power-lawn-mowers for thirty-four yearns 


iw 4. @ M O W E 


00 Woodward Avenue Detroit !, Michigan 


4 





Owner Walter Payne does business as he relaxes with an old customer and 





talks about crops and the weather, in his mezzanine appliance department. 


The Common Touch 
Sparked This Store’s Growth 


if Walter Payne had to give the 
story of his business success in one 
sentence, he would say, ‘“‘You’ve 
really got to know your people be- 
fore you can trade with them.” 

Walter Payne believed this in 
1924 when he came off the road and 
started his retail hardware busi- 
ness in Winchester, Ind., so his first 
business tools were a card file and 


a county road map, which he di- 3. 


vided into zones. 

Thus prepared he started out 
into the country and parked his 
Model T along the side of gravel 
roads, walked up muddy lanes and 


212 


Friendly service is a fetish with 
Walter Payne, Indiana dealer, who insists 
that simple courtesies pay big dividends 


knocked at farmhouse doors. “I’m 
not here to sell anything,” he told 
people. “I just came out to get 
acquainted.” 

Later, when these same people 
walked into his store they came 
without hesitancy or embarrass- 
ment. They felt no need to be self- 
conscious about dirty overalls or 
gingham dresses for Payne had al- 
ready seen them in their working 
clothes at home. 

In 1924, when Mr. Payne bought 
the little county seat hardware 
store it had a $3,500 inventory and 
did a gross business of $18,000. 





Today this business occupies three 
floors of a building with 8800 sq. ft. 

A pot-bellied stove and chairs 
have been replaced with chrome 
and leather chairs in an attractive 
foyer on the mezzanine floor where 
Mr. Payne still sits to chat with 
customers for a new stove, refrig- 
erator, or perhaps, a complete new 
bathroom or kitchen. 

In this town of 5600 population, 
Mr. Payne still depends on rural 
trade for three-quarters of his vol- 
ume. 

Knowing the value of his own 
wide acquaintance, Mr. Payne en- 
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wou? aust 


koe ik How | ES 


COMPLETE 









‘ 
: 
; 








eS oe ee 


SCREENING 













DEPARTMENT 








SALES SPURT WHEN YOU FEATURE FAMOUS 


SCREENING woven or Firestone > | 








Store, display and dispense a complete line of this natural sales leader in under 4 feet by 4 feet. 






















Your eye-catching display rack features SCREENING woven of VELON in the 6 most popular 
widths. It's compact and convenient. Just trim the desired length right off the roll. Stands 451/," 
wide by 14” deep. 

Place your demonstration screen on the floor in front of it. You'll close many a sale by | 
inviting customers to stand on it. Proof that SCREENING woven of VELON can take the roughest 5 
punishment. Stands 22” by 22”. 

That's a total width of under 4 feet, depth about 3 feet. 

Place free copies of “Passing the Screen Test” on the ledge of the display rack. This easy- 
to-read booklet explains why SCREENING woven of VELON can't rust, bleed or stain window sills, 
needs no upkeep . . . why it's the best screening your customers can buy. 











qeuet 9 


OtTumg o 
PGuarateed by > 
Good Housekeeping 
4s avyrarste WE S 


HG yivays  Betiontamos! 
We are directing home owners to ote K r Beaull 


your store with full color advs. in leading 
magazines. 


















See your jobber now about s i 
display rack, demonstration ] | : ] 
screen and Free booklets. Or 
write. AMD R PATERSO 
( 
® Firestone Plastics Co. WEAVE + , 
writ TrPreerrrrrrgrrget ' 
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Flanked by housewares, paints and tools, the hundreds of items for 
farm and home use are displayed on the center section fixtures. 


courages his salesmen to carry out 
his policy of making friends. An 
incentive plan makes it profitable 
for them to go out in the evening 
and in their spare time, to meet 
new people and to invite them to 
the store. Extra commissions are 
paid for sales that result from such 
contacts. 

The Payne firm claims to have 
the biggest hardware and appli- 
ance stock in three populous Indi- 
ana counties. 

When business is a little slack in 





eT 
Fai iy 


the store salesmen employ a novel 
form of customer recognition that 
is effective. When a customer en- 
ters the front door a salesman 
starts from the rear of the store 
and walks briskly forward to meet 
him. 

What the customer does not 
know is that the salesman, when 
not too busy, goes to the rear to 
wait, instead of standing idly near 
the front. The device seems to 
give people the impression that 
they are getting special attention. 


\ 
- = 


\ 


A salesman explains a modern range feature in the completely 
equipped kitchen section. 


Mr. Payne employs the personal 
touch in his direct mail advertis- 
ing. When he has a new item that 
he considers attractive to the farm 
trade he writes a personal message 
in his own words. 

Although they are duplicated let- 
ters, they are individually ad- 
dressed, personally signed, and 
mailed with 3-cent stamps. It’s 
more expensive, but it pays, Mr. 
Payne reports. 

Mr. Payne uses a novel method 
of distribution for a _ seasonal, 
wholesaler-furnished catalog of 
particular interest to children. Too 
expensive to be mailed out hit-or- 
miss, his system gets the catalogs 
to families with children. He sim- 
ply gives a bundle of catalogs to 
the drivers of all of the school 
buses that run to 15 nearby rural 
schools. Thus the kiddies get the 
catalogs, each driver gets a good 
cigar, and Walter Payne gets the 
business. 

The advertising money that gets 
the best results in goodwill is that 
which the store spends at the beef 
sale held in connection with the an- 
nual 4-H fair. Each year Mr. 
Payne buys a prize steer at a pre- 
mium price. 

The beef sale is a project that is 
close to the heart of nearly every 
boy or girl in the county, and the 
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FIVE 
WATER HOLES 





IN BRUSHES 


This feature of E 
EE better quality 
rushes assures 
perior cleaning 
d rinse action 


36”’ 
EXTENDIBLE 
HANDLE 


NEW 
FLEXIBLE 
BRUSH CAP 


pliable 


instant, 


Made of 
rubber for 
easy change of 
brush. Just snap 
in or off! 


SD 


PRECISION BUILT 
SHUT-OFF 
VALVE 


Engineered for 
efficient 
proof control of 


leak 


water flow, from 


off to full-on 


Vi 


| MODEL 5336 VA 
HABtE TL 


eight 

r e for ex 
Tale llale MEME lolale laid 
ength if desired 
xtra 33 wands 

available at 


slight extra cost 


EVERY CAR OWNER - 
EVERY HOME - 


S. 
SA 
a" 


Each brush is individually packaged in at- 
tractive display box. Pliable rubber brush cap 
and horsehair brush same as Model 5336. 
Handle, extendible, is 10” long, without shut- 
off valve. (Shut-off valve and extension handle 
available at slight extra cost.) 


Each E-ZEE Model 5336 is individually boxed in attractive 
display carton containing 36” lightweight extendible handle 
with water shut-off valve on hose end; quick change, pliable * 
rubLer brush cap and one selected quality, soft horsehair 
brush with 5 water holes in head. (Extra extension handles, 
horsehair and plastic bristle brushes and shut-off valves for 
Models 5310 available at small extra cost.) 
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SPOTLIGHT 
for Spring 


F Popular Priced \ \ 


JOHNSTON 


ROTARY 
POWER MOWER 


18-inch cut 
Trims within 

inch 
4 cutting heights 
Suction lift 
Safety-slip clutch 
Mulching action 
Direct drive 


All-steel 
construction 


Get ready for spring sales with a 
complete stock of popular-priced, 
profit-making Johnston reel and 
rotary mowers. Order from your 


wholesaler now. 


JOWWSvO 


LAWN MOWER CORPORATION 
BROOKHAVEN, MISSISSIPPI 














Clean, well-light- 
ed storage cu- 
bicles in the rear 
of the store, per- 
mit orderly dis- 
plays of steel 
goods. 


parents know that Mr. Payne can 
always be depended upon to sup- 
port it. 

Another gesture of goodwill is 
his standing offer to the 4-H people 
for the use of his store for meet- 
ings and demonstrations. The at- 
tractive mezzanine foyer is roomy, 
well-lighted, has a water fountain, 
rest rooms and ample seating. 

The mezzanine display area with 
its complete modern kitchen is also 
ideal for home demonstrations. 

At least three times each year, 
Mr. Payne arranges for manufac- 
turers’ home economists to stare 


demonstrations, such as washing 
and ironing, cooking, or process- 
ing food for freezing. 

Personal invitations are sent out 
by letters to a select list of pros- 
pects. Experience has shown that 
groups of 15 to 20 are most easily 
handled. The demonstrations defi- 
nitely pay off in sales. 

Service has been another factor 
in the growth of the business but 
Mr. Payne points out that a dealer 


can go too far with service. He can _ 


spend too much time, make too 
many trips, use too many parts on 
a service problem that baffles him. 





On-the-Job Contacts Sell Builders’ Hardware 


(Continued from page 135) 


to supply immediately the required 
items. 

Also, by specializing in builders’ 
needs, Mr. Johnson has been able 
to increase his volume to the point 
where he has improved his buying 
power. 

Mr. Johnson makes the point 
that it is personal service, coupled 
with outside calls, that accounts for 
his success in builders’ hardware. 
Any customer is assured of deliv- 
ery the same day merchandise is 
ordered. 

He explains how he works this 
way: “First, I keep calling on him 
and keep reminding him, that way, 
that I stock the items he needs at 
competitive prices. Second, I often 
take an order on the spot, and 
third, I fill the order just as fast as 
possible.” 


Because the store makes a spe- 
cialty of builders’ hardware, its 
charge business now amounts to at 
least 65 pct of its volume. 

The firm carries all accounts that 
run 30 days but for customers re- 
quiring a longer period he has ar- 
ranged with his bank to finance 90- 
day accounts. 

Among the services Mr. Johnson 
performs for home builders are 
visits to new houses just before 
they are ready for painting. He 
advises on the amount of paint 
needed per job, explains how to pre- 
pare different surfaces, and con- 
sults on color selections. 

Although he sells electrical and 
plumbing materials Mr. Johnson 
makes no installations but through 
his close contact with various con- 
tractors and tradesmen he is in a 
position to recommend someone. 
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THERE IS ONLY 4 Koroseal PLAY POND MADE BY B.F.GOODRICH 








Made exchurively by B.¥.Goodrich | 


FLOATWALL Ptay Ponps | 






EXCLUSIVE ! 
“ FLOATWALL” WON‘T BURST 


A better play pond . . . because ONLY the B.F. Goodrich 

Koroseal Play Pond has these patented low-pressure side walls! 

No rigid sides for kiddies to trip and fall over! Greater dura- 

bility! Here’s why: tW/ 

~\ Seagal or semi-rigid type 
ponds can burst or blow out under 

= pressure. 


~ 
N 

















AIR 


Sidewalls on BFG Koro- 
seal Play Ponds eliminate 
this. They actually float 
on water and bounce 
right back when kiddies 
sit or jump on them. A 
patented exclusive side Multiple-ply laminated Koroseal flexible 
wall feature that means material means a lot to your customer 
longer life! in terms of long wear and durability. 


SELF-SELLING PACKAGE 
TELLS ALL! Makes customers reach out and 


buy on impulse! They get the WHOLE STORY right on 
the package. It’s your best “silent salesman.” 


FOR DETAILS about Koroseal economy ponds and new 312 
foot Koroseal splash pond, write your nearest distributor: 


BLAKE & CONROY CHARLES T. WHEAT & CO. 
1107 Broadway 616 M& M Bidg. 
NEW YORK 10,N. Y. MEMPHIS, TENN. 


ROBERT P. INGRAM & CO. ROBERT PATTERSON & ASSOC. 
502 Merchandise Mart 200 Sth Ave. 
KANSAS CITY 3, MO. NEW YORK, N. Y. 


GULF STREAM DISTRIBUTORS ANDERSON SALES CO. 
P. O. Box No. 481 730 West 10th Place 


1%6 -GI CORAL GABLES, FLA. LOS ANGELES 15, CALIF. 
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THE DEMAND IN Your Area 
IS BIGGER THAN EVE 





This year, there are 25,634,000 kiddies in the “Pi 
Pond Set” (we include only ages 2 to 11). 
ONE in every SIX persons! Take the population 
your trading area . . . divide it by six. There’s ye 
prospect list, all demanding Play Ponds. Parents 
satisfy this demand with the best-advertised . ..# 






B. F. Goodrich Patented Low-Pressure Koroseal The Brid 
Pond. used daily, 
SELLING HELPS include handsome luminous HARDWARE 









dow streamer, statement stuffers, newspap<r 8 
Order card in each carton. inom 













How to use a “Bride’s Book” 





INDS 


Register the Brides 


... for steady, repeat customers 


San Pedro Hardware & Housewares has developed 
half its trade through a carefully worked out 





program on wedding follow-ups 


“Bride business today brings 
housewife business tomorrow.” 

This is the basic business phi- 
losophy which San Pedro Hard- 
ware and Housewares, San Pedro, 
Calif., has been following in order 
to achieve a heavy volume in gift 
aid houseware lines. , 

A well-developed program of 
wedding gift merchandising, cen- 
tered around a Brides Registry 
has helped the gift and house- 
wares department of this Cali- 
fornia business to develop to the 
point where it contributes 50 pct 
of the firm’s overall volume. 


Built Gift Sales 


Catering to brides, their fami- 
lies and friends has played a big 
part in the development of the 
gift and housewares section which 
was moved into a 50 by 100 ft. 
store four years ago. This store 
is equal in size to the adjoining 
hardware section. 

Located in and catering prima- 


This table represents the items selected by a 


rily t i i : 

AN EV leone nm 2 = ne bride-to-be for the guidance of her friends. 
in the & Housewares, through its bridal 
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opulation in sate the : s 

‘ g communities because of the store. gifts for the brides. 
There's yo Teputation it has developed for The registry has its primary Used actively as it is in this 
Parents having large and diverse stocks of purpose in attracting the bride, store, the Register lists all items, 
tised ... giftware and houseware. her family, and friends as well as including patterns, colors and the 
‘oroseal The Brides Registry service is those of the bridegroom. In a city number of items, selected for a 
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used daily, and not just on a bit- 
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of 53,000, weddings attract large 


bride-to-be. This list of items pur- 
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VLCHEK 


Bricklayers 
Hammers 








Made as practical 
bricklayers suggested: 








EN \ 
st 
f » 

1 Perfect balance for straight 
blow 

2Proper wrist radius, no 
straining the hand 

3 Chisel end thin and sharp, 
ready for use 

4Specially designed, se- 
lected hickory handle 

5 Drop forged, high carbon 
steel 

6 Spalling face, hard center 
with tough, sharp edges 



















in 3 sizes for all needs 
114 lb. Standard 1% lb. Lighter 
bricklayers’ hammer weight — popular size 
¥% |b. For fitting around beams 
and for use on interior tile work 


Every bricklayer needs at least 
two of these sizes 


TO SHOW ‘EM IS TO SELL ‘EM 


tHe VLCHEK root company 


3001 EAST 67th STREET» CLEVELAND 4 OHIO 













of anniversaries or holidays. 


This store doesn’t have to resort 


to a close-out table to move a dis- 


continued pattern of china or si:- 
Miss Gloria Planich, gift 


ver. 
buyer, simply glances through the 
brides register to see which 
women received such patterns as 
gifts. Then she, or someone on her 
staff, gets on the phone and tells 
the young women that they can 
add pieces to their favorite pat- 
terns at attractive prices. 

Using this method, Miss Plan- 
ich and her staff sold about $500 
worth of fine china in one day! 

Perhaps the most important 
purpose the Brides Register serves 
is to keep trade in San Pedro that 
might otherwise go to the big 
stores in Los Angeles, only 20 
miles away. 

“Once we sell a starter set to a 
young couple, we have a good 
chance to sell a number of other 
place settings to relatives, in sil- 
ver, china or crystal,” reports 
Leo Moseson, general manager. 

Frequently, a young couple will 
also receive nearly every item to 
equip a bathroom or a kitchen. 

Once a bride has established 
friendly relations with the store 
she generally returns there to buy 
the prosaic, everyday needs for 
her new home. 


chased for the bride also serves 
as a key to future sales of gifts to 
the young couple on the occasion 


The store spends some money to 
attract brides and their friends, 
Shortly after the announcement of 
an engagement appears in the ]po- 
cal newspapers, Miss Planich and 
Miss Mary Pignotti, housewares 
buyer, set aside a white “Bride’s 
Book,” which the bride may come 
in and claim. The book costs the 
store about $2.50. 

When the young lady comes into 
the store a member of the staff 
interviews her and learns her 
preferences. 

At this time a special table is 
set up and decorated with the va- 
rious patterns named by the bride- 
to-be. 

The registry is claimed to be 
effective because it is used con- 
sistently. For this reason it is kept 
near the cash register, right along 
with the ffirm’s daily account 
books, and ready for daily use. 

San Pedro Hardware also spends 
a little extra money to wrap gifts 
attractively. They spent about 50 
cents each for one special china 
place setting gift box. Other place 
settings are packed in regular gift 
packages but the bride gets a card 
listing the names of the various 
people who bought one of the 
place settings. 

The many thank you notes re- 
ceived by the store is one kind of 
evidence that this service has met 
with widespread approval from 
everyone. 





How a Shopping Center Store Builds Volume 


(Continued from page 141) 


screws and various other fasteners. 
The 24-ft paint section across 
the rear of the,store also displays 
related lines, an inset section in 
the center being given over to 
brushes and other painting needs. 
Store lighting is provided by 
fluorescent equipment supplemented 
with swivel-type spotlights. 
The rear of the show room has 
a 32x52-ft stockroom and office 
with an overhead door permitting 
unloading of merchandise directly 
into the stockroom. A 6-ft square 
panel of “one-way glass” gives of- 
fice personnel an opportunity to 
watch the sales section without cus- 
tomers being aware of that fact. 
Maschino’s combined gifts, cou- 
pon specials, demonstrations and 
drawings for merchandise to at- 
tract people to the opening of the 
show room. People who registered 
their names and addresses, regard- 
less of whether they made any pur- 


chases, were invited to participate 
in drawings for a number of items 
including some house paint, an 
electric iron, a skillet, a mixing 
bowl, a hand saw and a flashlight. 

Four half-page vertical ads were 
used in a local newspaper to mark 
the opening of the store. Five price 
promotions were featured. For the 
men there were two different types 
of fishing plugs at a special price. 
Women were attracted by offers of 
stirring spoons for 9¢, extension 
cords for 19¢ and a $3.95 mixing 
bowl at $1.98. 

The ads also included a coupon 
worth 35¢ toward the purchase of 
a can of paint and an offer of sou- 
venirs for the first 150 youngsters 
to visit the store. 

A separate set of promotional 
material—in the form of broad- 
sides—was directed to RFD box- 
holders. This broadside listed some 
specials on tools and housewares. 
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{mmediately after the Grand 
Qpening mewspaper series, the 
store ran a series of ads featuring 
high-demand items—pipe, fittings, 
electrical goods and fasteners at 
special prices. This series was used 
after the owner had conducted a 
check of syndicate store selling 
prices to ascertain price levels on 
yarious lines. 

Although the entire store layout 
is designed to promote impulse pur- 
chases the cash and wrap table is 
used to carry that idea a step fur- 
ther. A variety of impulse items is 
featured on that unit at all times, 
these being changed every other 
day. Items featured include rug 
deaning materials, fasteners, ad- 
hesives and abrasives. 





Famous Brands 
(Continued from page 150) 


on Wall case doors. A good idea is 
to face these with striated finish 
plywood panels available at most 
lumber yards. These panels make 
excellent decorative units and may 
be stained or painted in any color 
to contrast with or match other 
fixtures. 

As samples are removed or re- 
located on these rough finish panels 
the older holes will not show. 

All of the ideas shown in this 
sketch are intended to help you 
promote and sell more nationally 
advertised brands. Featuring as 
many nationally advertised brands 
as possible, at all times, will help 
build your reputation as local head- 
quarters for such merchandise. 








Advertising and Display 
(Continued from page 132) 


Mr. Simon is off duty, his spot at 
the “contact area” is taken by Mr. 
Lipkin who has been with the firm 
for 25 years. 

Also prominent in merchandis- 
ing the store are Stan and Aaron 
Simon, nephews of Louis Simon. 
Stan Simon is manager of the build- 
ers’ hardware, paint, garden sup- 
plies, and fireplace equipment, while 
Aaron Simon is in charge of the 
sporting goods department. 

All the Simons play an important 
part in the operation of the store, 
and in keeping its merchandising 
cycle going—from advertising to 
create traffic, to displays that 
create more sales. That’s why this 
frm is doing business with more 
Vigor and imagination today, than 
it did half a century ago. 
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ARRO — the complete line of quality anchoring and 
drilling devices for masonry. 


ST Secs 


ARROFIUTE CARBIDE MASONRY DRILL 






m=) 






TWO WING 
SPRING-TYPE 
TOGGLE BOLT 


on 


SPRING HEAD 
STEEL TOGGLE BOLT 


” RIVETED HEAD 


TOGGLE BOLT 


Oce=as<) 


LITTLE MAJOR’ TURNBUCKLE 


——————— 


FOUR-POINT HAND STAR DRILL 


— E> 


THREE-POINT ORILL POINT 


——=—_————> 


FOUR-POINT DRILL POINT 


SR  [ — 


TWIST DRILL POINT 


LAG SCREW EXPANSION SHIELD 












FRZETELT 


1) eel 4! 
7 ere RIS 


ar 





A-C-E EXPANSION SHIELD 


DOUBLE EXPANSION SHIELD 





O-E EXPANSION SHIELD 





MACHINE SCREW ANCHOR 








STUD BOLT ANCHOR 








RUBBERGRIP 
DRILL POINT HOLDER 





MAL-LEAD BOLT ANCHOR 
See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 


>. 
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1600 N. Boone Avenue . MARION, OHIO 
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in a hurry. 
No. 150 SpeedSander 
An all-ball-bearing, 


orbital-motion, finish- 
ing sander with power- 
ul 3450 r.p.m., A.C. ¢ 
induction motor and 
cast aluminum body. 


No.150-K SpeedSander Kit 
The Sander with Accesso- @ 
ries including: deep con- 
tour pad, finishing plate, 
felts for free abrasives 
and wet rubbing, 
lamb’s wool bonnet, 
90 sheet abrasive cov- seo 
ers, etc. in fitted steel —_— 
carrying case. $49.5 


_No- 1000 SpeedSaw 
4 H.P. Universal Motor, 
ook aluminum housing, 
safety shut-off switch. 
_ Cuts all angles to 45°, any 
ty depth to 1% ”. $29.95 


SpeedDrills 
(for metal or wood) 
Extra power, high 
speed, electric drill 
with cast aluminum 
and geared 















cases, 
chucks. 


No. 200-J 4" SpeedDrill 
19.50 


: 400 
% 4’ Srocd Drill 
$39.50 


also other sizes, types. 


Drill Kits 
Several fast selling 
kits. Painters and 
Householders Kit 
(illustrated) is typical. 
It has: 4%” Hornet 
Drill, Abrasive Discs 
and rubber back- 
er plate, grinding 
wheel, wire brush, 
buff, etc. in at- 
tractive displa 
carton... $19. 4 


Write for pe 
Way MANUFACTURING CO. 
1836 Se. 52nd Ave., Cicero 50, Ill. 
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Build, repair, install, finish or 
refinish—at your convenience, at low cost. 
Powerful SpeedTools take the drudgery out of 
work, help you do “‘professional"’ quality work 














the back of the windows, to create 
authenticity for lawn and garden 
settings. Further, since the fence 
lumber is well-weathered, its neu- 


| tral gray-brown tone makes an in- 


teresting contrast for the color of 
the merchandise such as packages 
of grass seed and fertilizer. 

The window floor was covered 
with a grass mat, decorated with 
artificial flowers that appear to 
be growing, to carry out the gar- 
dening theme. 

The reason that our window 
displays are generally bare of 
signs and other advertising mate- 
rials is because we carry nation- 
ally known brands that are easily 
recognized. And in the case of 
spring merchandise particularly, 
the use or application of the items 
is practically self-evident. 

Our display technique, in the 
store, for garden tools and other 


| spring merchandise is the reverse 


of that in the windows. Interior 
displays are built up in mass to 
stimulate greater volume through 
related selling. 

Those mass displays of spring 
merchandise are so arranged that 


| one item suggests another, and for 





| so arranged that the 


customer-convenience all related 
lawn and gardening merchandise 
is located in one area. Thus, for 
instance, if a customer buys seed, 
the fertilizer and proper garden- 
ing tools are only a few steps 
away. And to draw store traffic to 
this merchandise, our displays are 
always spotlighted. 

A knotty pine wall fixture is 
used for displaying large garden- 
ing tools, and its stocks are always 
full since we believe that most 
people are reluctant to take the last 
one of anything. 

This knotty pine tool fixture is 
an open display. It makes custom- 
ers feel free to inspect and handle 
the merchandise. And we also 
have matched tools to create the 
impulse to buy a rake to match 
a spade, and so on. 

We create large, mass displays 
for fertilizers which are packaged 
in various quantities. These are 
stacked so that the customer may 
select the kind and quantity best 
suited to his needs. And nearby 
are our grass seed displays, again 
customer 
may pick the mixture and quan- 
tity desired with a minimum of 
trouble. 


Two Display Techniques Build Spring Volume 


(Continued from page 145) 


Our advertising promotions are 
designed around direct mail, the 
store making generous use of sup- 
pliers’ postcards and leaflets, 
Newspaper advertising taken on 
a co-operative basis with seed sup- 
pliers enables us to take large ad 
space, and while its results are 
harder to evaluate, we find it does 
boost business because our ads 
reach a wider audience than is 
possible with direct mail. 


$6,000 a Month 


(Continued from page 144) 

in 1951 the firm had been giving a 
10 pet discount to nearly 200 cus- 
tomers on all building materials 
they purchased. The list included 
many small contractors as well as 
some customers who were building 
their own homes. 

Says Gil. Erickson, “Giving dis- 
counts to quantity buyers seems to 
be a reasonable thing to do. One 
difficulty, however, is knowing 
where to draw the line. If you 
grant a small contractor a discount 
on materials for one home, why 
shouldn’t the handyman building 
his own home get that discount? 
When the handyman finishes his 
home he expects to purchase ‘all 
other materials at a discount. 

“We did some figuring and dis- 
covered that by eliminating dis- 
counts to all our customers, we 
could lose $2,000 a month in sales 
volume and still be better off.” 

A letter was mailed to each of 
the discount customers to tell them 
of the elimination of that privilege 
due to economic conditions and in- 
creasing overhead. Despite that 
letter, volume has shown a good 
increase and greater profit. 

Among the sales-building ideas 
used by the firm is its fix-it depart- 
ment operated by a skilled me- 
chanic. He operates the shop in 4 
back room, equipped with metal 
turning lathe, drill press and other 
metal working equipment. Service 
is given at $2 per hour, sufficient to 
make it pay its own way. 

The Ericksons entered business 
in 1946 as surplus goods dealers, 
and operated profitably on that 
basis for about two years. As their 
surplus goods stocks were sold they 
began to add new lines of standard 
goods. Bv 1950 their entire stock 
was in new hardware and allied 
lines. 
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The case of the 
MISSING 











Stock No. 1566 RL. Complete range of sizes from ¥" to r. 


Weight per set 2 lbs. Individually boxed. 


Perfectly Balanced and Precision Built 
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“Where’s my wrench?” 

has been asked at least a million 
and one times. Who’s got the 
wrenches? ...Barcalo! And 
they’re available in handy 
Leatherette Rolls that are easy 


to find and use. 


Barcalo Open Enc Wrenches 

are Chrome Plated with highly 
polished ends and smooth 

finish sides. Each piece is drop- 
forged from special analysis 

tool steel and scientifically heat 
treated for extra dyraility. 
Order these fast selling sets from 


your Barcalo jobber. 





RARCALO MANUFACTURING COMPANY, BUFFALO 4, N. Y. 









STOCK THE 


.-.in constantly 
improving quality 
and performance 


HOLD-E-ZEE 


The Original 


Automatic Grip 


SCREWDRIVERS 


. . + the leader, too, in increasing 
sales and customer satisfaction, as 
thousands of experienced hard- 
ware men know. In addition to the 
famous Gripper, Hold-E-Zees fea- 
ture extra values in chrome vana- 
dium blades, hand ground bits, 
transparent, unbreakable handles 
and the fine finish typical of fine 
tools . . . quality unsurpassed— 
performance unequalled. 


Super-tension Grip 
now holds flat and 
oval head screws 
better than ever. 


MODELS 
AVAILABLE 
FOR ALL 
TYPES OF 
SCREWS 





ORDER THRU 
YOUR JOBBER! 


UPSON BROS.,INC., ROCHESTER 14,N.Y 
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NEWS and VIEWS 


Reports on Events Affecting the Hardware Business 





(Continued from page 10) 


Sweeping Decontrol Action Wipes Out 
Housewares, Appliances, Service Lids 


In its most recent decontrol ac- 
tion, OPS removed price ceilings 
from a long list of commodities and 
services. This action, effective Feb. 
18, decontrolled several major 
household appliances such as house- 
hold sewing machines and vacuum 
cleaners; consumer type services 
such as repair services of all kinds, 
and farm machinery and equip- 
ment. 

However, ceilings still remain in 
effect on refrigerators, home and 
farm freezers, dishwashers, ranges, 
washers, driers and ironers, food 
waste disposers and water heaters. 

Other hardware store items, 
price controlled by the General 
Ceiling Price Regulation, also re- 
main under control. But it is ex- 
pected that these will be exempted 
in the near future on an individual 
and selective basis. 

Decontrol actions to date wipe 
out producer, wholesale and retail 
ceilings for radio, television and 
phonograph parts, floor cleaning 
and polishing machines; air condi- 
tioners, and the long list of com- 
modities in Appéndix B of CPR-7, 
which, for example, in Categories 
901 through 908, lists hundreds of 
housewares items including: 

All small electrical appliances, 
kitchen cutlery, cooking utensils, 
cabinets, cleaning equipment, laun- 
dry accessories and power lawn 
mowers. Other exempted items 
are: 

Linoleum and other felt base 
rugs, phonograph records, silver- 
ware, chinaware, glassware, lug- 
gage and sporting goods, blinds and 
awnings, lamps and lamp shades, 
bicycles and accessories, clocks, 
toys, games, furniture. 

Services exempted include repairs 
on automotive and farm equipment. 
appliances. radios. and television 
sets; prices on parking. 

Also removed from price control 





were warehousing and storage ser- 
vices, and all transportation ser- 
vices, including the rental of auto- 
motive and other transportation 
equipment. 

That action has the effect of 
eliminating all price controls ad- 
ministered by the OPS Transporta- 
tion Branch, including controls 
over the rates of contract carriers 
by water and by motor vehicle. 

The decontrolled industries need 
not make nor keep records on fu- 
ture transactions. However, busi- 
nessmen must keep available for 
inspection whatever records were 
required by the price regulations 
under which they have been pricing. 


Old Cost-of-Living 
Index Re-Instated 


Revival of the old Cost-of-Living 
Index for a period of six months 
has been made official in new orders 
issued to the U. S. Bureau of Labor 
Statistics. 

Action was taken at the request 
of the White House after appeals 
by sections of labor, largely AFL, 
and industry. However, the new 
index will remain official and is to 
be used for Government policy. 

Reaction of the revival order was 
swift. Walter Reuther, head of the 
United Auto Workers, immediately 
arranged a conference with the 
White House to present the op- 
position of his United Auto Work- 
ers to the revival action. 

Also, in a telegram to Labor Sec- 
cretary Martin Durkin, Reuther 
protested the revival of the old 
index and declared that this con- 
stituted grounds for re-opening all 
labor contracts based on fluctuation 
of living costs. 

This was regarded in some quar- 
ters as a veiled threat of a strike. 
But Reuther told Washington rep- 
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THE FERRY CAP & SET SCREW CO. 


e CLEVELAND 13, OHIO 


2155 SCRANTON ROAD e 











Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 


“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished am 4 mn head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specified, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


es 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 -160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in Ly ym | 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


sd 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel in- 
sert — steel covered. Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16”, 3/4",15/16" across the flats. 


Tapped 1/4" to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 
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~ Washing ton 
NEWS and Views 


Reports on Events Affecting 
The Hardware Business 





AGAIN! 
YOU CAN BUILD PROFITS 
WITH REPUTATION 


resentatives of the press that if jn. 
dustry refused to renegotiate, labor 
and industry might be able to work 
out a solution. 










House Gets Bill To 


Cut Tax Inequities 
bey LIGHTWEIGHT A program to reduce individual 
~* F and corporation income taxes, and 
Xh é to cut them still further by Consti- 
pa 





tutional limitation, has been pre- 
sented to the House of Representa- 
tives by Congressman Noah M. 
Mason of Illinois, a member of the 
Ways and Means Committee. 

Mr. Mason proposed that much 
of the loss of revenue resulting 
from his program be made up by 
the imposition of full Federal in- 
come tax on the earnings of pres- 
ently tax-exempt organizations and 
corporations. 

Building and loan associations, 
mutual] savings banks, cooperatives 
and Government-owned corpora- 
tions were the chief targets of hi: 
tax program, as presented to the 
House in H. R. 1559. 

The Illinois Congressman, a long- 
time member of the House tax- 
writing committee and a staunch 
opponent of favoritism and special 
privilege in Federal taxation, 
| pointed out that building and loan 
growth of 279 pct since World 
War II, compared with growth of 
112 pct by commercial banks, had 
been due almost entirely to exemp- 
tion from high Federal taxes and 
estimated that these groups would 





CORRECTLY HARDENED 
JAWS AND TEETH 


z 


RUST AND CORROSION RESISTANT 


with the New Finish 
— Standard of Quality Since 1869 








Today, the Walworth GENUINE Stillson 
wrench is sold at hardware counters all over 
America. Design- and quality-wise, it is 

the standard by which all other wrenches may be 
judged, and it is known everywhere as the 

wrench with “TEETH THAT KEEP THEIR BITE.” 

A new process of heat treating, and a special electroplated 





zinc coating makes the Genuine Stilison hard, strong, bade Set at leet 0 anaes of 2 
tough, rust and corrosion resistant. billion dollars in taxes to the Fed- 

. . . F ” ” eral Treasury if they had _ been 
The Genuine Stillson comes in a full range of sizes from 6” to 48 saath tine thine hanes. 


... and with the ever-growing demand it will pay you to have | Another quarter of a billion dol- 


a stock of Genuine Stillsons on hand. lars would have come in taxes from 
the mutual savings banks, he de- 
Order from your wholesaler. clared, while cooperative corpora- 
tions would have paid nearly $400,- 
000,000 and government-owned 
W RTH businesses of many kinds would 

have been taxed nearly half a bil- 

Tae lion—a total of nearly $1,500,000,- 
valves and fittings 000 which would make possible a 


60 East 42nd Street, New York 17, N. ¥ substantial reduction in individual 
. eee rates. 





DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD! (Resume reading on page 11) 
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Designs: 


Lo fhenti 
Lowi want 


Lay) — 


yyntuse 


Moke your gesagt 


The facts tell the great profit story—the home 
power tool field is the fertile field for profit today. In 1951 
alone, sales were up 31% over 1950. In 1952 they rose 
again, and in 1953 a new all-time high is predicted! 


And here to assure you your share of this great market 

is the complete AMF De Walt “Power Shop” Profit Plan! It’s 
built for you—designed around you—directs power 

tool prospects right into your store! And it has 

everything you need to turn prospects into customers. 


Here’s what you get... _ 

HIGH PROFITS—You average $60 or more profit on every 
“Power Shop” sale! 

HEAVY TRAFFIC—All national and local advertising and 
promotion directs customers to you for attractive 

“Make It Yourself” plans—and the story on the only power 
tool that does everything in home woodworking — the 

De Walt ‘“‘Power Shop”. 

SALES-PROVEN PLANS—You offer the same home workshop 
plans that have been sales-tested and proven to be 
sensationally popular. Over 600,000 were sold up to 1952. 
EXTRA PROFITS Your big “Power Shop” sale is only 

your first sale—it leads to extra sales in accessories and 
many types of building and finishing materials. 

EASY SALES ~The AMF De Walt “Power Shop” Profit Plan is 
complete— provides every sales tool for power tool sales. 


Get in on this gigantic promotion— make sure you get your 
share of power tool profits in 1953. Mail coupon today 
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for further information. 


DE WALT Inc., Lancaster, Pa., Subsidiary of AMERICAN MACHINE & FOUNDRY COMPANY [TL 
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Send Us This Coupon... 


FRR 
DE WALT Inc. | 
Dept. HA-3, Fountain Ave., Lancaster, Pa. | 

1 would like further information on your complete AMF | 
De Walt “Power Shop” Profit Plan for 1953. | 
I 

NAME a ta: 
! 

ADDRESS - —a | 
I 

city ZONE SUNG. I 
al 


W 


The Complete 


@ 
DAN VY be 


Power Shop’ 






























DE WALT® 
We'll Send You The Customers! 
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No matter how 
you slice it... 


Alibis won’t feed the kitty, or fill 
the cash register. And if you 
have to give your customers alibis 
instead of the particular brands of 
merchandise they want, it’s bad 
business all around. 


Impartial surveys show that among 
your own customers the preference 
for makers’ brands is 8 to 1! They 
won’t buy alibis, substitutes, “just 
as good,” or whatever you call 
them. 


As brands mean satisfaction to 
your customers, they mean money 
to you. Well-known, advertised 
brands pre-sell your customers 
before they set foot in your store. 


The prestige and reputation of 
these makers’ brands guarantee 
high standards of quality—assure 
fewer adjustments, markdowns, or 
complaints. And, of course, prod- 
ucts so well known and trusted 
move faster, turnover and over to 
increase your profits. 


That’s why you make your business 
stronger when you keep the force 
of famous brand names behind 
your selling. Let your customers 
know they can get from you the 
brands they know and want. Why 
be content—or expect them to be 
content—with anything less? 


Give your customers what they ask 
for—it's bad business fo substitute 





Bend = 
by dle lion 


INCORPORATED 


A non-profit educational foundation 
37 WEST 57 STREET, NEW YORK 19, N. Y. 
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the alphabetical listing following this quick check list. 


March 
9-18 American Toy Fair 
16-18 West Virginia Assn. 
24-26 Virginia Assn. 
31-Apri! 2 North Dakota Assn. 


April 
7-9 South Dakota Assn. 
12-14 New England Housewares Show 
12-14 Florida Assn. 
12-14 Georgia Assn. 
12-15 Industrial Supply Convention 
17-25 irha National Hardware Week 
19-23 Southern Hardware Convention 
26-28 Woven Wire Products Assn. 
26-May 2 New England Housewares 

Week 


May 
3-5 Alabama Assn. 


Convention Check List 


For complete details about the conventions listed by dates, below, see 


Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





3-5 Mississippi Assn. 
3-5 Louisiana Assn. 
24-27 Winter Sports Show 


June 
9-10 Carolinas Assn. 
9-11 Aviation Trade Show 
11-13 Texas Wholesale Hdwe. Assn. 
11-13 Texas Hardware Boosters 


July 
13-16 Nat. Retail Hardware Congress 
13-17 Nat. Housewares and Home 
Appliance 


August 
9-14 Nat. Fishing Tackle Show 


October 
5-9 Nat. Hardware Show 








American 


National Events 


Hardware Manufacturers 
Assn. meeting, in joint convention 
with the Southern Wholesale Hard- 
ware Assn., April 19-23 at the 
Hotel Adolphus, Dallas, Tex. Con- 
vention does not include merchan- 
dise exhibit. Arthur L. Faubel is 
secretary of the manufacturers’ 
association with headquarters at 
342 Madison Ave., New York 17, 
N. Y. T. W. McAllister is manag- 
ing director of the wholesalers’ as- 
sociation with headquarters at 814 
Metcalf Bldg., Orlando, Fla. 


American Toy Fair, March 9-18, at 


permanent show rooms, 200 Fifth 
Ave., 1107 Broadway and vicinity. 
Temporary exhibits at Hotels Mc- 
Alpin and New Yorker. Sponsored 
by Toy Manufacturers of the 
U.S.A., Ine., 200 Fifth Ave., New 
York City. H. D. Clark, secretary. 


Aviation Trade Show (Second Inter- 
national) 


June 9-11 at the Hotel 






Statler, New York City. Sponsored 
by Aircraft Trade Shows, Inc. 
Hotel McAlpin, Broadway at 34th 
St., New York City. 


Hardware Week (irha) April 17-25, 
sponsored by the National Retail 
Hardware Association, 965 N. 
Pennsylvania St., Indianapolis 4, 
Ind., Managing director, Russell R. 
Mueller. 


Industrial Supply convention, April 
12-15 at Miami Beach, Fla. Confer- 
ence Booth Program and sessions 
at Dinner Key Auditorium. Spon- 
sored jointly by the American 
Supply & Machinery Manufactur- 
ers’ Association, 814 Clark Bldg., 
Pittsburgh 22, Pa. R. Kennedy 
Hanson, general manager; The 
National Industrial Distributors’ 
Assn., 1900 Arch St., Philadelphia 
3. H. H. Rinehart, executive secre- 
tary and the Southern Distributors’ 
Assn., 712 Volunteer Bldg., At- 
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cute 
BRUSH GLEANE 














Non-inflammable cleaner emulsifies 
and removes any paint, varnish 
or shellac. It’s safe to use on 


all bristles, even synthetics. 


PAINT TRAP 


Brush Cleaner 


“Oo 































PROFIT PICTURE 


a ¥ 
wd 


the Only 
Paint 
Made 

Especially 

for CANVAS \ 
iy SN ivuuein Gen es 


@ createsdemand wherever 
it’s seen! Customers get 
excited about SET- 
FAST—the only paint 
made especially for 
canvas! SETFAST brightens and 
renews drab, bleached, faded canvas 
—works wonders on fibre rugs too. 
Low price for customer—high profit 
for you! 


WE HELP YOU SELL 
When you stock SETFAST, we 
supply you with free sales helps: 
paper streamers that build traffic. . . 
a counter display that tells the story 
... folders to clinch the sale. Yes, 
SETFAST is really a bright spot in 
your profit picture! Find out now. 












MURPHY PAINT DIVISION 
= 4, = 2 4 Corp 2. 
226 McWhorter St., Newark, N.J. 





SIRS: 
Speed me the details on SETFAST, plus 
prices and order forms. I'm not obligated. 


NAME 






















DEALER NAME 





ADDRESS 
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lanta. E. L, Pugh, secretary-treas- 
urer. 


Materials Handling Show, May 18-22, 
at Convention Hall, Philadelphia, 
Pa. Sponsored by the American 
Material Handling Institute. 


National Hardware Show, Oct. 5-9, at 
Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City. Frank Yeager, di- 
rector. 


National Fishing Tackle Show, sec- 
ond annual, Aug. 9-14 at the 
Conrad Hilton Hotel, Chicago. 
Sponsored by The _ Association 
Fishing Tackle Manufacturers, 430 
Bond Bldg., Washington 4, D. C. 
John M. Holmes, secretary-treas- 
urer. 


National Housewares and Home Ap- 
pliance Show, July 13-17 at the 
Atlantic City Auditorium, Atlantic 
City, N. J. Sponsored by the Na- 
tional Housewares Manufacturers 
Assn., 1140 Merchandise Mart, 
Chicago. A. W. Buddenberg, ex- 
cutive secretary. 


National Retail Hardware Assn. Con- 
gress, July 13-16 at Miami Beach, 


Region 


New England Housewares Show, April 
12-14 at the Mechanics Bldg., 111 
Huntington Ave., Boston 16, Mass. 
Sponsored by the Housewares Club 
of New England, Mechanics Bldg., 
Boston. The Club is also sponsoring 
Housewares Week in New England, 


Fla. Headquarters, Casablanca Ho- 
tel. Managing director, Russell R, 
Mueller, 964 N. Pennsylvania St, 
Indianapolis 4, Ind. 


Southern Wholesale Hardware Assn, 
meeting in joint convention with 
the American Hardware Manufae- 
turers Assn., April 19-23 at the 
Hotel Adolphus, Dallas, Tex. Con- 
vention does not include merchan- 
dise exhibit. T. W. McAllister igs 
managing director of the whole- 
salers’ association with headquar- 
ters at 814 Metcalf Bldg., Orlando, 
Fla. Arthur L. Faubel is secretary 
of the manufacturers’ association 
with headquarters at 342 Madison 
Ave., New York 17, N. Y. 


Sports Show. National Winter Sports 
Show, May 24-27 at the Hotel New 
Yorker, New York City. Manager, 
J. Andrew Squires, 23 E. 26th St. 
New York 10, N. Y. 


Store Modernization, Building and 
Maintenance Show, June 9-12 at 
Madison Square Garden, New York, 
Sponsored by Store Modernization 
Institute. 


Woven Wire Products Assn., semi- 
annual convention, April 26-28, at 
the Grove Park Inn, Asheville, N. C. 


al Events 


April 26-May 2. 

Texas Wholesale Hardware Associa- 
tion and annual joint meeting with 
the Texas Hardware Boosters Club 
June 11-13, at the Plaza Hotel, San 
Antonio. Secretary, Nat M. John- 
son. P. O. Box 386, La Feria, Tex. 


State Events 


Alabama Retail Hardware Assn., con- 
vention and exhibit, May 3-5, at 
the Tutwiler Hotel, Birmingham. 
Secretary, Mrs. Euna G. Ramsey, 
1006-7 Frank Nelson Bldg., Bir- 
mingham 3. 


Carolinas, Hardware Assn. of conven- 
tion, June 9-10, at Myrtle Beach, 
S. C. Secretary, Mrs. Sally Couch 
Masten, 118% E. Fourth St., Char- 
lotte, N. C. 


Florida Retail Hardware Assn. joint 
convention and exhibit with Georgia 
Retail Hardware Assn., April 12-14, 
at George Washington Hotel, Jack- 
sonville, Fla. Executive manager, 
W. W. Howell, P. O. Box 183, Way- 
cross, Ga. 


Georgia Retail Hardware Assn. joint 
convention and exhibit with Florida 
Retail Hardware Assn., April 12-14, 
at George Washington Hotel, Jack- 
sonville, Fla. Executive manager, 
W. W. Howell, P. O. Box 183, Way- 
cross, Ga. 


Louisiana Retail Hardware Assn. in 
joint convention with Mississippi 
Retail Hardware Assn., May 3-5, 
at the Buena Vista Hotel, Biloxi, 
Miss. Secretary, David O. Mans- 


field, 226 S. State St., Jackson, 
Miss. 


Mississippi Retail Hardware Assn., in 
joint convention with the Louisiana 
Retail Hardware Assn., May 3-5 at 
the Buena Vista Hotel, Biloxi, Miss. 
Secretary, David O. Mansfield, 226 
S. State St., Jackson, Miss. 


North Dakota Retail Hardware Assn., 
convention and exhibit, March 31- 
April 2 at Sports Arena, Fargo. 
Secretary, Miss E. J. McGrann, 
54% Broadway, Fargo. 


South Dakota Retail Hdwe. Assn., 
convention and exhibit, April 7-9, 
at the Sioux Falls Coliseum. Secre- 
tary, O. R. Baily, 1300 S. Jefferson 
Ave., Sioux Falls. 


Virginia Retail Hardware Assn., con- 
vention and exhibit, March 24-26, 
at Roanoke, Va. Meetings, Hotel 
Roanoke; exhibit, American Legion 
Auditorium. Secretary, G. T. Omo- 
hundro, Jr., Scottsville. 


West Virginia Hardware Assn., con- 
vention and exhibit, March 16-18, 
at the Daniel Boone Hotel, Charles- 
ton. Secretary, James C. Fielding, 
1628 McClung St., Charleston. 
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IT SELLS LIKE MAD! 


It costs you nothing... 


FREE WIRE RACK WITH 


OLIN 2.7333 


8 FLASHLIGHTS 8 FLASHLIGHTS 
to retail at $1.39 each to retail at 98° each 


. 2420, brass tube, chrome (No. 2011, polished brass tube, 
” an o-cell fixt focus) chrome fittings, 2-cell fixt focus) 


plus 


plus 


48 SIZE “p” BATTERIES to retail at 2 for 25¢ 
~ 
OLIN ww ECL 


Choma paded 


Laem Two 
OLIN DASHA 
wo” 


Counter 27 
7 — wll 
Displays ‘ 


i" 
Included | I | 


Retail Value $24.96 
Your Cost 16.78 


Your PROFIT (277%) + 8.18 


Order from your wholesaler’s salesman NOW. 


OLIN INDUSTRIES, INC., Electrical Division, New Haven 4, Conn. 
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Makers of Olin Flashlights, Lanterns, and Olin Batteries for flashlights, lanterns, radios, hearing aids, farm and industrial uses. 
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WHAT'S NEW 





@ For more information on these products and services 
use free post card on page 235. 


(Continued from Page 13) 


erses during the winding process. 
Level-wind can be inactivated in 
any position, making pre-position- 
ing of the line guide unnecessary 
for casting. On retrieve, level-wind 
is automatically re-engaged when 
free spool lever is thrown forward 
for winding. Reel has 200 yd., 
nine-thread line capacity. Ocean 
City Mfg. Co. 


For more data circle Ne. 8 on postcard, p. 235 


Synthetic Brush Cleaner 


Designed for cleaning hardened 
cellulose acetate brushes without in- 
jury to the synthetic bristles, this 


me STERLING one 


SYNTHETIC BRISTLE 


BRUSH CLEANER 


STERLING PAINT 
& VARNISH CO. 


MALOUM, MASS 





synthetic bristle brush cleaner will 
not dissolve the bristles while clean- 
ing. Sterling Paint & Varnish Co. 


For more data circle No. 9 on postcard, p. 235 


Electric Drill Line 


This new line of Ball-Rite elec- 
tric drills has ball bearings in the 
right places, hardened gears, double 


coil motor and dynamically balanced 
armature for smooth flowing power. 
Ball-Rite 44, shown here, has full- 
grip handle and geared chuck, other 
features of the drill line. Cummins- 
Chicago Corp. 


For more data circle No. 10 on postcard, p. 235 


Wall Covering Patterns 


Three marbleized patterns in 
Gold Seal Congowall with cap and 
feature strip in black have been 
added to the 1953 enamel surface 


wall covering line. Pattern W64, 
peach with black cap and strip, is 
called Mar-Glo Peach. Pattern W65, 
yellow with black cap and strip, is 
called Mar-Glo Yellow. Pattern 
W66, gray with black cap and strip, 
is called Mar-Glo Gray. Patterns 
come in 41% in. tile squares and in 
54 in. widths. Congoleum-Nairn, 
Inc. 


For more data circle No. 11 on postcard, p. 235 


Extension Window Screen 


Materials are now available so 
that the Anteek extension window 
screen can be offered in volume. 
This wire cloth screen is a steel 
cloth with a special rust-resisting 
brown finish; it harmonizes in color 
with Golden Centers, copper-plated 
steel center bars, and with the 
frames. Packed in shipping-display 
cartons with full description on 
panel on how to use for display. 
National Screen Co., Inc. 


For more data circle No. 12 on postcard, p. 235 


Upright Freezer 


Both sliding baskets in this 113 
cu. ft. upright freezer hold 22 jh, 
of frozen foods. Unit will store up 
to 400 lb. of frozen foods in same 
floor space required by 9 cu. ft. re 
frigerator. Center shelf is adjust- 
able to five different positions or 
can be removed entirely to make 
room for large bulky food items. 
Unit will freeze up to 35 Ib. of food 
every 24 hours and automatically 
maintains correct zero tempera- 


tures for long-term storage of 
meats, vegetables, fruit and other 
staples. Hotpoint Co. 


For more data circle No. 13 on postcard, p. 235 


Folding Picnic Table 


This all-metal camp and picnic 
table folds up to form a compact, 
easy-to-carry case large enough to 
hold four camp stools, plus food, 


utensils or sports equipment. Clos- 
ing like a suitcase, with trunk- 
type latches, it is 28 in. long, 14 
in. deep and 6 in. wide and has 
handles for carrying. Opened, the 
table has surface 28 in. square and 
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Priced to ol © 4 


Here is a feature-packed sales leader of the —guggpattarion — 15/16” 1S LARGEST HOLE. 
Dexter Line. Top quality, backed by the 
famed Dexter Lifetime Guarantee — at a 
popular price! Available Master Keyed 
at slight additional cost. May be ordered 
Master Keyed or Keyed alike with any other 


Dexter Disc Tumbler Sets. Write for a 
Dexter factory representative to call on you. KNOSS REINFORCED WITH STESt. CPOE CURRNEES. 


SOLID BRASS TRIM — “‘JEWELERS"’ FINISH. 


DEXTER LOCK COMPANY 


GRAND RAPIDS, MICHIGAN 
A SUBSIDIARY OF NATIONAL BRASS COMPANY 


Marnfactirns of Clmcisai Qipiral Tabalte Loc 


in Canada: Dexter Lock Canada Ltd., Gueiph, Onteric 
in Mexico: Dexter Locks, Plata Elegante, $.A. de C.V. 
Monterrey, Nueve Leon 











WHAT'S NEW 








@ For more information on these products and services 


use free post card on page 235. 


it stands 2614 in. high on steel legs 
that are held rigidly in place by a 
thumb screw in each corner. Stools 
are of sturdy X-type steel construc- 
tion and finished, like table, in 
baked-on forest green enamel. 
Seats are of red canvas easily re- 
moved for laundering. Coleman Co. 


For more data circle No. 14 on postcard, p. 235 


Vacuum Cleaner 

Called model C-1, this Swivel-Top 
vacuum cleaner is two-tone blue 
with chrome trim and comes com- 
plete with eight attachments, all 
conveniently stored in a new port- 
able Caddy that can be hung on 
doorknob. Hose and extension tubes 
joined together and fitted into 
Swivel-Top cap can reach more than 
12 ft. in every direction without 





Hose can be de- 
tached from cap by pressing thumb 


moving cleaner. 


button on neck of hose. Quiet in 
operation, cleaner features dirt 
storage capacity nearly double that 
of conventional tank-type cleaners, 
a disposable dirt bag, and a diffused 
exhaust system. Easily operated 
toe-touch control is located at base. 
Suggested retail price is $89.95. 
General Electric Co. 


For more data circle No. 15 on postcard, p. 235 


Plastic Mixing Bowls 


These mixing bowls are made of 
unbreakable “squeeze bottle plas- 
tic” with a hand fitting handle and 
lip for easy pouring. For both hand 


234 


and electric mixing use, bowls have 
curved sides so that contents gra- 
vitate to the middle. Handles have 
holes for hanging, or bowls can be 
nested for easy storage. They will 





* 


not dent, shatter, chip or corrode. 
Retail price for-4-qt. coral bowl is 
$1.75; 214-qt. gray bowl, $1.25, and 
chartreuse 1+4-qt. bowl, 75¢. All 
three packed as a set retail for 
$3.75. Plas-Tex Corp. 


For more data circle No. 16 on postcard, p. 235 


Insect Repellent Bomb 


By merely misting the outer 
clothing and shoes for approximate- 
ly eight seconds, the bomb, called 
Ticks-Off, impregnates and safe- 
guards against picking up ticks 
and chiggers. A few sprays will 
last all day. Retail price is 98¢ 
for 5 oz., $1.85 for 12 0z. Whitmire 
Research Laboratories, Inc. 





For more data circle No. 17 on postcard, p. 235 


Baby Bottle Sterilizer 


This terminal baby bottle sterjj- 
izer has been added to the Baby 
Dear line of infant items. Designed 
for use in the terminal sterilizing 
method, bottled formula, nipples 
and shields are sterilized together 


after the formula is made. 


It is 
1034 in. deep, 9% in. in diameter 
and holds eight bottles. Extra high 
lid permits steam to circulate all 
around the bottles with nipples on. 
Tin plated wire rack holds bottles 


upright. Sterilizer is white enamel 
with blue trim and contains titan- 
ium. Approximate retail price is 
$2.79. Federal Enameling & Stamp- 
ing Co. 


For more data circle No. 18 on postcard, p. 235 


New Rainproofer 


Called Shield, this rainproofer 
makes all fabrics, suedes, leathers, 
etc., shed water. It penetrates cloth 
to the innermost fibres where its 
water-repelling chemicals impreg- 
nate every strand. It does not affect 
color or texture of the material and 
is easy to apply with its handy 
aerosol spray. Shield’s water re- 
pellency will last through repeated 
cleanings and is improved by iron- 
ing or pressing. Surface Protection 
Co., Ine. 

For more data circle No. 19 on postcard, p. 235 


New Freezer Models 


These new freezer models, 18.5 
and 14 cu. ft., have Watching-Eye 
warning light which burns continu- 
ously unless power failure occurs 
or temperature rises above thermo- 
static setting. Model 18.5, shown 
here, can be stocked with more 
than 200 meals and has one Cold- 
Hold compartment that will store 


(Continued on page 238) 
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Use this card for more 
information. Give Full 


Name and Address 








Mail Card Below Today For Quick Information On New 
Products Described in This Issue. No Postage Needed 


Postcard valid 8 weeks only. After that use own letrerhead fully describing item war 





A NEW 
HARDWARE AGE SERVICE 


A successful hardware dealer 
keeps up to date on What's 
New in merchandise. The new 
Quick Check Card on the 
bottom of this page will help 
you get more information on 
new products described in 
this issue, quickly and easily. 
HARDWARE AGE brings 
you more new product de- 
scriptions than any other 
magazine. The new Quick 
Check Card service will now 
get you all the information 
you need, quickly. 
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Here is the new Quick Check Card 


What it is . . . How it works 





@ Each issue brings you dozens of descriptions of new products, on todc 
new displays, etc., in the "What's New" columns. You get more do-it-y< 
of these in HARDWARE AGE than in any other magazine. 


Revolu 

@ When you want more free information on any of these prod- GOLD $ 
ucts, simply mark a circle around the same number on the post 

card as appears under the individual item description. Ti Ll 

@ Drop the post card in the mail box. No postage is needed. You gives ) 

will quickly receive, free, complete details on the product from ' 

the manufacturer. You may circle as many items as you wish. depar 

Separate information will be sent you on each item. ino a a 

puts y 


@ Be sure to give your full name and address on the post card. ; 
Print or type it clearly. We cannot service post cards with in- tile bu 
complete addresses. 


You’re Ic 
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business: 
Gold Sea 
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No postage necessary if mailed in the United States 
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Post Office Box 60 HARDY 
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on today’s booming 
do-it-yourself trend! 





Holds up to 432 standard, full- 
size 9”x9” tiles! 










Displays over 240 square feet 
of merchandise! 






Revolutionary new 
GOLD SEAL 


TILE-O-MATIC 73 


gives you complete tile 
department for $25 

... 5 sq. ft. of floor space 
puts you in big volume 
tile business! 






















Lets customers see, feel tiles 
without help! Self-service unit 
.. saves your time! 








Stocks these nationally-known 
Gold Seal products—VinyITile, 
Linoleum Tile, Rubber Tile, As- 
phalt Tile! 









Comes stocked with your choice 
of huge tile assortment! 






Entire stock always on display 
. always selling itself! 






Holder on top displays big re- 
prints of current ads! 







Pocket for giveaway copies of 
U-Do-It edition of MY HOME 
decorator books! 100 copies 
yours FREE! 







You’re looking at the biggest 
news in the floor covering 






Pocket for easy-to-follow U-Do- 
It instruction folders! 
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business: the sensational new 
Gold Seal TILE-O-MATIC that sets 





Pictures and hard-selling copy 
for fast-moving U-Do-lt Kit! 









Easy-to-use tile calculator! 





up a complete self-service tile 
department in just five 











Fold-out table for working out 
color combinations with actual 
tiles! 







square feet . . . that can put 






8 sets printed price cards and 
plastic holders included! 





you in the booming over-the- 
counter tile field for $25 

. . that actually pays for 
itself in 2 days of 
average sale! 











TABLE OPEN — 








SPECIFICATIONS 
Modern black steel wire 
construction; silk-screened 3- 

color display panels; 58%” tall; 
28,” wide; 26” deep; 24 bins, each 
holding 18 9”x9” tiles; 432 tile capacity. 





<— TABLE CLOSED 
















DONT WAIT! First man in your area to get 
TILE-O-MATIC has tremendous competitive ad- 





Gold Seal U-Do-it program backed by vantage! Call, wire, write your Gold Seal dis- 
° ° tributor . . . or mail coupon right now . . . for 
biggest ad campaign any smooth surface complete how-to-get information! 
floor covering company has ever run in... Congoleum-Nairn Inc. 
. - Kearny, N. J. 
Walloping promotional campaign too! I want to know more about the TILE-O-MarIC. 


Please rush complete information. 


FLOORS and WALLS §§ **" —— 


CONGOLEUM-NAIRN INC., Kearny, N.J. ©1089 ADDRESS — —_— 
CITY ZONE__STATE___ 
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ASSURES SALES 











SCREEN AND STORM 
DOOR CLOSER 








SCREEN DOOR 
HINGES 










FULL 


SURFACE HALF 






Your oe | | 
woo 


| 








| — 





Your recommendations are “gospel 
truth” to your customers. You can 
suggest Shelby products and know 
they will give true value. They're 
designed for extra service. 


Shelby Air-Check-Closers are built 
big and strong for long, efficient 
operation, and Adjustable Spring 
Screen Door Hinges serve a dual 
function for screen doors. 





When you sell quality, profits are 
certain. Insist on Shelby from your 
jobber. 


THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 
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WHAT'S NEW 








up to a full quarter of beef. Both 
models have a floating-type inner 
panel for the main door; new Cold- 





Hold inner doors, and new auto- 
mobile-type lock in the latch. Melt- 
ing frost drops easily down walls 
to bottom shelf for quick defrost- 
ing. Handy switch sends tempera- 
ture throughout unit to 20° below 
zero for quick freezing. Manitowoc 
Equipment Works. 


For more data circle No. 20 on postcard, p. 235 


Plant Weatherizer 


Plants can be protected from in- 
sects and disease at all times with 
Plant Plate Weatherizer. It will 





| not wash off in the rain, blow off in 


the wind, or volatilize with heat. 
Mixed with any insecticide it will 
protect plants in any type of 
weather for long periods of time. It 
is elastic and stretches as the plant 
grows. Milligan Bros. System. 

For more data circle No. 21 on postcard, p. 235 


Wrecking Bar 


Previously withdrawn from the 
line because of material shortages, 
this No. 45 Warren-Teed H. Q. 
wrecking bar has been reinstated. 
Sizes from 54x18 in. to 34x36 in. 
is now available. Painted a light 
blue, the No. 45 has a high polish 
on outside of claw and chisel with 
polished bevels on the _ inside. 
Tough, tempered steel is heat treat- 
ed so that chisel holds edge and 





claw retains shape. Precision-made 
claws will pull brads. Rolling ful- 
crum adds extra lift and pull, and 
reduces chances of marring work. 
Full lift fulerum makes prying 
easy. Warren Tool Corp. 


For more data circle No. 22 on postcard, p. 235 


New 20-In. Fan 


Called Porta-Breez, this new 20- 
in. fan comes with stand that can 
be easily rolled on rubber wheels 
to any room or up to windows for 
exhaust or intake. It can be tilted 
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“Never Misses! A "MUST" for EVERY HOME! 


GRIPTEX 


wewW RUG LIFE-GUARD 


«. 
A/~ 
3 


coamamentyy wm ° SKID-PROOFS RUGS! * PROLONGS RUG LIFE! * KEEPS RUGS FLAT! 


SKID-PROOFS RUG 

















‘ale New Griptex ends dangerous rug accidents . . . eliminates 
Lif 
PROLONGS RUGI! slipping by forming a strong, permanent, flexible rubber 


Keeps Rugs Fle! coating on backs of rugs. Makes ‘em literally hug the floor. 
es ss No more frayed rug edges because Griptex tightly grips 
each individual tuft and keeps it neatly in place forever. 
Never mars floors. Easy to apply in minutes. Economical to 
use. Laboratory tested for better rasults. 





SPECIAL INTRODUCTORY OFFER! 


WITH YOUR ORDER FOR ONLY 5 PINTS AND 3 QUARTS OF GRIPTEX com 


YOU GET 





" Colorful! 
ar PT Practical for 
ee EX Counters and 


NEW RUG LIFE-GUARD Windows! 


ee 2 ’ —_—- Ane wg \s P _ a 
New 
A Step-Type 
be ‘La Self-Service 
“AOS i Mig ale ag ‘ * Design Sells 
* ‘ 


GRipTex | GRIPTEX GripTex RT 


i RUG LIFE-Guse ae mucure 


| A - 






poor 


ORDER HB. GripTex, Griptex GripTer Displays 3 
















RETAIL pe as 8 wah RUG LIFE 
DEAL 130 . sonne Pe ; 1 af ™ Qts. and 6 Pts. 
; : of Griptex Rug 
Buy 5 Pints of Griptex $1.44 ea. Te ave ceSbriav: f1S sercivasesse aes Life-Guard 
x 3 Quarts of Griptex......$2.44 ea. j _ ra or 
pro osit! Get 1 Pint of Griptex......................... FREE | Cri pT G RI — nt 283, 
opr Pe plus FREE Griptex r & Mw RUG LIBE-< ou ure: ae G we 
Sell-on-Sight Merchandiser A/-- P a /~ 
YOUR TOTAL COST $8.71 (Meme = LIMITED! 






ORDER EXTRA PROFIT 
DEAL 130 NOW THRU 
YOUR JOBBER! 


YOUR SELLING PRICE $15.96 Ha 


YOU MAKE OVER § 3 PROFIT! 








THOUSANDS AND THOUSANDS OF LINES OF PUBLICITY 
BACK YOU UP! Use this display to cash in on the 


SELF SERVICE DISPLAYS! TERRIFIC PROFITS! FAST SALES FOR YOU! terrific applause that leading magazines and news 
syndicates all over the nation are giving this sen- 
ADHESIVE PRODUCTS CORPORATION sational rug life-guard! 


1660 Boone Avenue, New York 60, N. Y. 
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Whatever your industry ... whether you want a 
permanent, semi-permanent, or temporary mark 
. .. there's an American or Old Faithful Marker 
expertly designed to meet your specific marking 
needs. 


Made by experts . . . carefully controlled for uni- 
form, dependable service, American and Old 
Faithful Markers solve every marking problem. 
From hot steel to finished product, industry men 
who know prefer American and Old Faithful 
Markers. 


Write today for your 


CEQ aR TINRRE Te 


booklet giving infor- 
mation on our com- 


plete line of Industrial 





Crayons. Dept. HA-38 


iy 


the American Crayon company 


Sandusky, O New York 








and Reynolds Aluminum Co‘s 





tremendous Advertising 
makes it easy to sell 






| 





7) si6man 
FLAG 





1, GUARANTEED not 
to bind, stick or 
warp 







1, 
yconnucareo 

2. beautiful, natural poTTOM 
finish 









3. water and rust-proof, 

requiresno paint 000 (pm 8 Se 2 2 ee Se - — - 
FAWSCO Manufacturing Division HA-153 
Cuyahoga Falls, Ohio 


Send me prices on all-aluminum mail boxes. 


4. complete with working 
signal flag 


5. corrugated bottom... 








lock catch Name .... 
Address . 
MAIL THIS COUPON TODAY | FieY int name and address plainly.” aa 
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WHAT’S NEW 


@ For more information 
on these products and 
services use free post 
card on page 235. 





to any desired angle. Carrying 
handle is part of the fan, which can 
be lifted from stand. Also avail- 
able with adjustable metal spacer 
panels for permanent or temporary 
installation into sash-type windows. 
Windows then can be opened or 
closed without removing unit. Fan 
has three-speed motor, hub of which 
is mounted in rubber for complete- 
ly quiet operation. It has guards 
on both sides and is finished in two- 
tone baked enamel. Model 2052LS 
with pedestal, shown here, retails 
for $79.95. Lau Blower Co. 


For more data circle No. 23 on postcard, p. 235 


This hose reel spins on a bracket 
that fastens to house, post or 
garage, and is easily removable 





with the flip of a finger. Hose 
can be used without unwinding en- 
tire length. Made of steel, reel is 
painted green and weighs 5 lb. It 
will hold 100 ft. of rubber hose or 
175 ft. of plastic hose, and re- 
quires only 1 cu. ft. of space. Reel 
and bracket retails for $4.95. 
Becker Products Co. 


For more data circle No. 24 on postcard, p. 235 


Bathroom Vanity 


Called the Hessette Vanity, this 
unit has individual cabinets for 
senior members of the family. 
Comprised of center mirror of high 
quality plate glass bound in pol- 
ished stainless steel, it has a large, 
deep drawn, one-piece bathroom 
cabinet on either side, the doors of 
which when opened form wing mir- 
rors. It has safety chests in upper 
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corner of each cabinet to keep 
youngsters away from dangerous 
drugs and poisons; they are easily 
opened by button atop cabinet. 





Finished in white baked-on enamel, 
it has four adjustable bulb-edge 
clear glass shelves to accommodate 
items of all sizes. Hess Co. 

For more data circle No. 25 on postcard, p. 235 


Mason's Line 


Called Tru-Line, this elastic, 
marked, nylon mason’s line is put 
up on convenient 100-ft. winders. 
It will stand up under an extraor- 
dinary amount of abrasive abuse. 
Standard Tru-Line is white ard 
marked for standard masonry work. 
Modular Tru-Line is yellow and 
marked for modular work. Both 
lines can be used for brick, block 





or tile masonry. Lines cannot sag, 
shrink or break due to moisture or 
dryness. Goldblatt Tool Co. 


For more data circle No. 26 on postcard, p. 235 


Jet-Space Knife 


This Jet-Space knife has a 
brightly colored handle of red and 
yellow plastic shaped like a rocket, 
with aerodynamic fins and a match- 
ing red mooring thong. Has a 
spear cutting blade and a screw 
driver-bottle cap lifter. At the 
nose of the knife is a built-in siren, 
which produces the wail of a jet 
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7, LAMSON BOLT BAR 
adds Counter famcle to any store 


Here’s your chance to bring your important bolt 
and nut business into the open. 
And, bolts and nuts are important. Pre-testing proves that you 
can turn your Bolt Bar stock over six times a year. That means 
approximately $1000 profit in your pocket. 
Over 1000 Lamson Bolt Bars are now in use. Retailers are 
high in their praise for the sales job they do. Why don’t you 
get on the band wagon now? 


Just ask your distributor about the Lamson Bolt Bar—or write 
7 ) . , : 
us direct. It’s the modern way to sell bolts and nuts! 





The LAMSON & SESSIONS Co. 


General Offices: 1971 West 85th Street * Cleveland 2, Ohio 


Plants at Cleveland 
and Kent, Ohio 
Chicago - Birmingham 
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uaroWARE 
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HOUSEHOLD REPAIR HEADQUARTERS 
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24,000 ITEMS | 


to choose from— 
EVERY ONE 
High Quality 

Easy to Handle 

Fast Selling! 

Buy from one source 

and SAVE 
Time and Money! 





ead 


awe SEAL OF SUPER QUALITY 


Buying nails, tacks, rivets, staples and allied 
items can be a headache for the dealer who 
buys from a dozen or more sources. Many 
orders to make out, many bills to account for, 
many payments to make. By buying one line 

ATLAS, known the world over for quality — 
one order, one invoice, one check to one whole- 
saler does the trick. Let the nearest ATLAS 
wholesaler show you the complete ATLAS line 
— and prove how profitably you can concen- 
trate on one source of supply. 


rere 10 


TACK CORPORATION | 


FAIRHAVEN, MASS. + HENDERSON, KY. 


MAKERS OF THE LARGEST VARIETY OF 
TACKS AND NAILS IN THE WORLD 
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WHAT'S NEW 





@ For more information on these products and services 
use free post card on page 235. 


plane or rocket in flight. The 
knife, which retails for 79¢, is 
available as Assortment No. 665, 


12 knives mounted on multi-colored 
display board with launching plat- 
forms. Camillus Cutlery Co. 


For more data circle No. 27 on postcard, p. 235 


Electric Lawn Trimmer 


Added to the Lawn Scout line, 
this deluxe hand trimmer allows 
user to trim weeds, crabgrass and 
creepers from around trees, houses, 
under bushes, etc., without bend- 
ing. fasy-grasp handle is fully 
adjustable for trimming in hard- 
to-get-at places. Weighing only 6 
lb., it is extremely maneuverable 
and glides over the lawn on hard 
wood rollers. Fully tempered steel 
rotary blade, powered by an elec- 
tric motor, trims a 5 in. path 
smooth and even. Western Tool & 
Stamping Co. 





For more data circle No. 28 on postcard, p. 235 


Combination Dispenser 


This combination paper towel 
and wax paper dispenser is a 
matching unit added to the line of 
Pantry Partners. Known as Model 
285, it is made of stainless steel 
with black plastic sides. It holds 
all standard size paper towels and 
wax paper rolls. Measuring 141% 











in. long, 8% in. wide and 51% in. 
deep, it has embossed lettering and 
a suggested retail price of $4.95. 
Kromex Corp. 

For more data circle No. 29 on postcard, p. 235 


Firearms Line 


This new line of smooth, slide 
action firearms includes Model 33, 
.22 cal. repeating rifle; Model 40 


repeating shotgun equipped with 
recoil pad and multi choke, giving 
any degree of choke desired; and 
Model 50 repeating shotgun with- 
out recoil pad or multi choke. Rifle 
has trouble-free action that oper- 
ates with high speed. Both shot- 
guns, available in 12 and 16 gage, 
have been improved for smoother 
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Nationally Accepted Line 


BACKED BY BIGGEST PROMOTION 
PROGRAM IN THE INDUSTRY 


jee-bale 






— 


- 


_ - Det iw — t 
Teena 2geea Ft 






ers everything you need 
for a Complete 
Freezer Packaging Department 


AND YOUR CHOICE OF 
ATTRACTIVE SELF-SERVICE METAL 
DISPLAYS AT NO EXTRA COST! 


e nationally advertised to more than 
30,000,000 homes 


e terrific merchandising prices 
e dynamic packaging for impulse sales 
e unsurpassed quality — Good House- 
keeping Seal of Approval 
ASSORTMENT INCLUDES 


@ Freezer Tape 


@ Roll Wrappings 
POLY-KRAFT—ALUMINUM FOIL—CELLOPHANE 







Illustrated is the deluxe SEE- 
SAFE Floor Type Merchandising 
Display Rack. Also, available, 
an attractive counter-type rack. 


@ Freezer Kits 
@ Poultry Bags 





@ Polyethylene Freezer Bags 
@ Plastic Unbreakable Freezer Boxes 


Sell these other nationally advertised SEE-SAFE Products.... 


SEE-SAFE PLASTIC STORAGE & SEE-SAFE PLASTIC SEE-SAFE PLASTIC SEE-SAFE FOOD SAVER 
TRAVEL BAGS — BLANKET BAGS ALL-PURPOSE COVERS STORM WINDOWS PLASTIC BAG ASSORTMENTS 


ps) EF | = eB 


9 x 12’ size Perfect protection against New family of fast-moving items 
hundreds of uses cold, wind and rain . . . popular sizes all in one unit! 


Sell SEE-SAFE for fast turnover—big volume—sure profits 
CALL your SEE-SAFE distributor or write us direct! 
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D big magazines! 


75 exciting advertisements! 


412,000,000 impressions! 


BIGGEST 
ADVERTISING 
PUSH IN 
PLANTABBS 
HISTORY: 


Ths is Week — ey 


ost: 


& (aap 








It all adds up to profit, profit, 
PROFIT—for YOU! In 9 big, 
mass circulation magazines, with 
75 separate ads, PLANTABBS 
tells its exciting story 412,000,000 
times in 1953! Never a bigger, 
more powerful ad campaign in 
PLANTABBS history! 

Now PLANTABBS sells the 
heart of the market, the millions 
with home gardens and potted 
plants—your customers! And you 
reap profits! Order PLANTABBS 
now, while you’re thinking of it! 
Stock PLANTABBS! Display 
PLANTABBS! No bother, no 
trouble—just BIG PROFITS! 


The magic little tablets 
with the big, big profits! 


Plantabbs Corp. 
Baltimore 1, Md. 
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WHAT'S NEW 














operation and faster swing on tar- 
get. They have 28 in. barrels of 
proof-tested steel and Model 50 is 
claimed to be the lowest priced gun 
of its kind on the market. Noble 
Mfg. Co., Inc. 


For more data circle No. 30 on postcard, p. 235 


Pump Oiler 


This all-purpose, precision pistol 
grip pump oiler has been newly de- 
signed with a broadened base to pre- 





vent tilting and a positive-acting 
hydraulic pump mechanism. No 
pump leathers nor soldered connec- 
tions are used in the pump mech- 
anism, and all parts are renewable. 
Known as the No. 38 oiler, six are 
packed in a colorful counter dis- 
play carton. Eagel Mfg. Co. 


For more data circle No. 31 on postcard, p. 235 


Triangle Ventilators 


These Giant Triangle Ventilators 
are designed to provide a large 
sized, assembled ventilator that 
gives adequate ventilation on low 
5-12 pitch roofs. Giant model comes 








in 90 in. opening width, 18% in. 
high, 344 sq. in. free area; 69 in. 
opening width, 14% in. high, 187 
sq. in. free area; and 47 in. opening 
width, 934 in. high, 84 sq. in. free 
area, Louvers are held to side frame 
with tabs and cannot come apart or 
fall out. Louvers keep out snow and 
rain and will not rattle. Wide frame 
effectively seals around opening, 
and screen in back keeps out birds 
and insects. Units come in alumi- 
num or double protected steel. Air 
Control Products, Inc. 

For more data circle No. 32 on postcard, p. 235 


French Type Fry Pans 


This set of three French type fry 
pans is available as open stock or 
as a set with chrome hanging rack. 
Made of heavy gage steel, electro- 
clad with copper, nickel and chrome. 
Pans come in three sizes featuring 
rounded corners, long two-color 
handle in yellow and black tip, and 
a hanging ring on each pan. Set of 
three with rack packaged in gift 





carton lists for $7.85. As open 
stock, dealers can buy any size in 
%4-doz. pack. Hveredy Co. 

For more data circle No. 33 on postcard, p. 235 


Chain Saw 


Known as Model 8A Woodlot 
Wonder, this chain saw has new 
appearance, new power, speed and 
operating-ease. It has automatic 
oil shut-off and simple chain ten- 
sion adjustment, keeping just the 
right tension at all times. The 
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Here’s How and Why: 


AUTOWASH COSTS LESS...No. 840 with 8/2” 
handle at $3.49 retail and No. 840L with 36” handle 
at $3.98 retail is a price advantage that -means 
faster turnover, greater volume, more profits! 


BETTER PROFIT MARGIN... you make a longer 
profit on Autowash—average 60% mark-up. It 
pays to push this unusually attractive item. 


MORE QUALITY FEATURES...in design, mate- 
rials and workmanship Autowash is the better 
buy among fountain brushes. 








a Special . .. your purchase of Autowash brushes 
entitles you to the Auftowash display stand with- 
out additional cost. Sent postpaid on receipt of 
the card packed with every shipping carton. 


DISPLAY 
STAND 


NEW! BUILT-IN SHUT-OFF VALVE! 


Autowash for 1953 features a shut-off valve that 
controls and regulates water flow. Built into the 
brass hose connection, this shut-off valve gives you 
another potent selling point! 


NEW! COLORFUL 














NEW! POLISHED 














ALUMINUM CAP! 
Autowash for 1953 is 
strikingly attractive, 
with its highly polished 
aluminum cap. 


RUBBER BUMPER! 
Autowash for 1953 is 
finished off with a 
brightly colored rubber 
gasket-bumper. 


FLOUR CITY BRUSH CO. 
1501 4TH AVE. S.+ MINNEAPOLIS 4, MINN. 


PACIFIC COAST BRUSH CO. 
1507 SANTA FE AVE. + LOS ANGELES 21, CALIF. 
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AMERICA'S MOST COMPLETE LINE OF QUALITY BRUSHES 


FINEST FOUNTAIN 
BRUSH MADE 


Autowash is outstanding for 
quality and workmanship. 
The brush plate is heavily 
filled with soft, resilient, care- 
fully selected blended natural 
horsehair that flares out to a 
4,” diameter. The fountain 
head is polished die-cast 
aluminum, practically inde- 
structible, girdled with a 
bright colored, heavy, genu- 
ine rubber gasket bumper to 
protect the automobile finish 
against scratching. 

When the Autowash brush 
becomes worn, it can be 
replaced by unscrewing the 
brush plate and installing a 
refill at a nominal] cost. This 
replacement feature also per- 
mits use of a stiffer brush for 
house washing, etc. 

The long and short Auto- 
wash brush handles are inter- 
changeable, and are made of 
brightly finished aluminum 
for lightness and strength. 
Hose connections are solid 
brass and leak-proof. 


ORDER FROM 
YOUR JOBBER: 


or write Dept. H for further 
information 
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Swedish 
Wood Chisels 


11 sizes of the world’s 
finest Swedish wood 
chisels with durable 
Tenite II handles. 
Blades are protected 
with strip-off plastic. 
Free display with only 
16 chisels. Write for 
literature. 


Bowsaw... 
“BUSHMAN” 


FAMOUS IMPORTED SWEDISH HARDWARE 


From coast to coast, Hardware Dealers 
know the quality of America’s leading 
bow saw—the one and only “Gensco 
Bushman.” They like the wide range 
of saw types and sizes—the merchan- 
dising and point of sale displays back- 
ing their selling efforts. If you don’t 
stock Bushman Bow Saws now, you 
should —to please every customer and 
sell more saws. Write for literature and 
prices. 


FREE POINT OF SALE MERCHANDISER 


This display free with purchase of only 
8 saws and 6 replacement blades. Three 
colors, made of wood and duron. Order 
this starter today. 


Swedish 
Builders’ Hardware 


Famous Gensco we 
Stenman Swedish 
Butts, Straps, Tees, 
Hasps, Bolts and 
other standard type ¢~~ _** 


builders’ hardware, 4 . 
7 a 
bl ye 








Swedish Mora 
Hunting Knives 






Inlaid Swedish steel blades, 
curly birch handles, plated 
brass bolsters, guards and 
butts. Top grain leather 
sheaths with metal reinforc- 
ing. Free display with seven 
knife assort- 
ment. Write for 
catalog sheet. 


GENSCO 











Write for catalog. 
ae 
Swedish 
Wood Screws we 
Swedish, Gensco- Crown - 
Brand slotted wood screws 
in flat, round and oval head - 


styles. Made in bright steel 


and brass. , 
Write for 
prices. 





TOOL DIVISION 


GENERAL STEEL WAREHOUSE CO., INC. 
1802 North Kostner Avenue « Chicago 39, Illinois 
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WHAT’S NEW 


carburetor is attached directly to 
the crankcase for maximum com- 
pactness and efficiency. New spike 
bumper-grip design allows straight 











limbing cuts from any angle, plus 
close-to-the-ground cutting for 
maximum log-length and minimum 
stumpage. Lombard Governor Corp. 


For more data circle No. 34 on postcard, p. 235 


Home Pasteurizer 

A 2-gal. size Home-Health home 
pasteurizer for milk and cream. De- 
signed for larger families, it has a 
new dual heat principle and a faster 
modified flash method of pasteuri- 
zation. Completely automatic, it 
destroys milk-borne bacteria, with- 





out spoiling nutritional value or 
taste of the milk. Unit retails for 
$37.50. Waters Conley Co. 


For more data circle No. 35 on postcard, p. 235 


Large-Size Mail Box 


Measuring 11%4x16% in. and 
sloping inward from top to bottom, 





projecting 45% in. at top and 3% in. 
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big ways G 
helps you sell more 


PADLOCKS 







DIRECT MAIL FOLDERS 


Available now—one of the 
most successful direct mail 
pieces Corbin dealers have 
ever used! Ask your Corbin 
jobber for a good supply. 


















5 


" Re 
NATIONAL ADVERTISING | - 
Corbin Padlocks are pre- . 
sold to the 4,000,000 
readers of POPULAR # 
SCIENCE, POPULAR 
MECHANICS and MECH- 
ANIX ILLUSTRATED... your 


best type of customer! 












Order a good stock of 
Corbin Padlocks NOW 


Be sure of faster turnover with 


Un!) 


CORBIN CABINET LOCK Division 
The American Hardware Corporation 
New Britain, Connecticut, U.S. A. 
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— —_ self-service DISPLAY 


Aa hor 








THEY'RE ALL IN THE NEW 


Sharon 


PROFIT BUILDING SW-7-D 


COLOR KEYED 


KEY KITS 


¢ 7 sizes from .050" to 3/16" across flats 
© Alloy steel, heat treated 
® Each key color sized 


® Selector chart sealed in polyethylene 
case 


®@ Fits 32 sizes hollow head fasteners 


ASK YOUR JOBBER OR WRITE US 








DROP FORGED HEAVY 
& SHELF HARDWARE 


Whatever you may need—Drop Forged 
Hooks, Shackles, Wire Rope Sockets. 
Chain Connecting Links, Turnbuckles, 
Thimbles, Eye & Ring Bolts, Swivels, 
Blocks or Pulleys — Wilcox - Crittenden 
is prepared to take care of your needs! 
All items are made in a variety of styles 
and sizes. Drop Forged goods are weld- 
less. Galvanized items are thoroughly 
coated—even the threads—by the Hot 
Dip Galvanizing Process. 

Our Catalog ‘M’ will give you all the 
information you need. If it isn’t at your 
fingertips, write for a free copy today. 


WILCOX-CRITTENDEN 


"TA CENTURY OF DEPENDABILITY’’ 
77 SO. MAIN STREET, MIDDLETOWN, CONN. 
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WHAT’S NEW 





@ For more information 
on these products and 
services use free post 
card on page 235. 


at bottom, this large-size mail box 
easily accommodates large-size 
magazines, Sunday newspapers and 
small packages. Made of heavy- 





gage steel, it comes in baked-on 
neutral gray mar-proof enamel 
finish, but can be painted to suit 
the taste. Called the Jumbo, it re- 
tails for $5.98. Dealer aids in- 
clude, national advertising, news- 
paper mats, display cards, envelope 
stuffers. Pilfer-proof Loc-Kover, 
numerals and other accessories also 
available. Nor-Gee Corp. 

For more data circle No. 36 on postcard, p. 235 


Submersible-Type Pump 


Entire pumping unit, including 
motor, of this submersible-type 
pump for water supply service, is 
submerged in the water assuring 
practically noiseless operation. De- 
signed for wells 4 in. or larger in 
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= | Ray-0-vac SHEATHED in STEEL 


rger in 


ToP, BOTTOM 


AND | lmais> SIDES 


WwW you want a durable, lasting article—have it made of i 
steel! It’s the metal that makes the nation . . . is, and always ? 
will be the king for strength. And that’s why Ray-O-Vac stand- 
ardized on steel. Pick up a Ray-O-Vac battery. Heft it. Get the : >. A 
tre : , RAY-O-VAC 


“feel of steel.” Here’s sealed-in-steel LEAK PROOF construction a 

that delivers the absolute tops in power and performance. RO! 'o7@) M PAN Y 
Steel makes the difference. Ray-O-Vac batteries are sealed Madison, Wisconsin 
completely with a casing of quality steel, top, bottom, and sides ; Ray-O-Vac Canada, Ltd. 
__ there is nothing else like them on the market. Here’s quality Winnipeg, Manitoba 
Vac the top performer in the bat- 


construction that makes Ray-O- 
. but it costs you no 


tery industry. It costs us more to make. . 
more. Make your future orders . . . Ray-O-Vac. 
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Modernize your brush depart- 
ment with this new mass 
display that shows brushes, 
not furniture. 

Put it in a good traffic spot, 
and watch your household 
brush turnover — and profits 
— start to climb. 

Rent-free with Kellogg 
Assortment No. 2944 — con- 
sisting of sixteen tested, sure- 
fire sellers that pack 3714% 
profit for you. 


Only two square feet 
of space—but it gives 
you fast turnover at 
a nice 37',% profit. 


Order today from your wholesaler — 
or write us for details. 


Kellogg Brush Mfg. Co., Westfield, Mass. 








aon boom and ProRtS zoom! 


WN? with NU-TOP pads 
WH Led 
1 


STAINLESS STEEL — NU-TOP provides decorative 
protection for stove, cabinet and table top with life- 
long lustre stainless steel utility pads. Whisked 
clean in a second, these rust and heat-resistant pads 
are constructed to outlasi all others. Exclusive 
NU-ROUND Corners won't damage the most fragile 
finishes. In the two most favored sizes — 


NU-ROUND 17” x 19” and 14” x 17”, 


CORNERS “> 


a8 


CHROMIUM — This shining NU-TOP beauty 
holds up through the heaviest duty. Triple 
plated, gleaming chromium is fashioned into 
the season's most smartly styled pattern 

. a top customer choice. Completely heat and 
wear resistant. Exclusive smooth NU-ROUND 
corners protect the slickest finishes. In 

five popular sizes to fit any surface. 


@ Metaloid Products are edvortiecd in LIFE and GOOD HOUSEKEEPING 


the Yletaloid <o. 


5815 Kinsman Road Cleveland, Ohio 














WHAT'S NEW 


diameter, capacities range from 
225 to 1500 gal. per hour with ver- 
tical distance to lowest level in 
wells ranging from 40 to 400 ft. 
Moving parts and motor are water 
cooled and water lubricated. Wind- 
ings are permanently enclosed in 
stainless steel case and cable is con- 
nected to a watertight fitting. Motor 
relay and capacitor are in control 
box above ground. Installation can 
be made by one man without ex- 
pensive, special equipment. Dem- 
ing Co. 


For more data circle No. 37 on postcard, p. 235 





Refrigerator-Freezer 

Here is an 11.4 cu. ft. two-door 
combination refrigerator - freezer 
with automatic defrosting and au- 


tomatic temperature control for 
both the freezer and refrigerator 
compartment. Known as Model 
TFE-114, it uses Frost Free system 
that automatically defrosts and dis- 
poses of defrost water when need- 
ed. Freezer chest will quick freeze 
and store 77 lb. of food, and small 
frozen food packages can be stored 
on inner door shelf of freezer. Meat 
Keeper holds 18 lb. of meat, two 
Humidrawers hold *%4 bushel of 
vegetables, and there are Butter 
Keeper and shelves in door. West- 


inghouse Electric Corp. 
For more data circle No. 38 on postcard, p. 235 


Special Screwdriver 


Here is a special-purpose screw- 
driver for adjusting focalizer coils. 
It has an extra-long shank, 10 in., 
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SENSATIONAL, NEW 


SUpPER-3O 
DEALER ASSORTMENT 


ALL THESE SUPER FEATURES 
IN THE “SUPER-30"! 


Attractive, eye-catching display- 
and-sell carton 


Colorful individual packages 


MULTIPLIES YOUR SALES AND PROFITS 


“Pre-sold"’ through strong national 
advertising 


Fast turnover—minimum investment 


“Self-serve’’ display promotes im- 
pulse sales 


Patented, fool-proof safety con- 
struction 


NO-SHOK GUARANTEES SAFETY, GUARANTEES SALES! 


THOUSANDS OF PROSPECTS! 


National advertising “pre-sells’ NO-SHOK 
to thousands of customers in your community 
Cash in on this ready-made consumer accep- 
tance—display the NO-SHOK “Super-30"! 


ER-30" 
your 


Order the “SUP 
TODAY! Contact 
NO-SHOK Jobber 

or write direct 








CLAD ALUMINUM 


Keystone Aluminum Insect Wire Screening can 
be sold by you with confidence. Will not stain 
or discolor woodwork or masonry. Improves 
home appearance. Light, strong, durable and 
pleasing to the eye. 


GALVANIZED STEEL 


Keystone Electro Galvanized Insect Wire 
Screening, made of specially selected copper 
bearing steel wire, gives strength and rust re- 
sistant qualities. 


QUALITY BRONZE 





Keystone Bronze Insect Wire Screening, both 
Bright and Antique finish, woven from high- 
est quality commercial bronze wire of 90-10 
analysis (90% Copper, 10% Zinc Alloy) com- 
bines beauty, hardness, strength and resistance 
to atmospheric ditions. 

It pays to sell KEYSTONE—top quality insect 
wire screening for every requirement! 


KEYSTONE WIRE CLOTH CO. 


Fostoria, Ohio 





Hanover, Pa, 
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WHAT'S NEW 





@ For more information on these products and services 
use free post card on page 235. 


to reach into a television chassis, 
and its %4-in. blade is flared at the 
tip and tapered to fit snugly in the 





focus adjustment screw. Tool is 
non-magnetic, non-sparking, fa- 
tigue-resistant and does not need 
frequent regrinding. Xcelite, Inc. 


For more data circle No. 39 on postcard, p. 235 


Medicine Cabinet 


This Ambassador 1000, bath- 
room medicine cabinet has plate 
glass mirror, attractively mounted 
fluorescent lights for shaving and 
make-up, tooth brush holder, piano 








hinges, chrome hardware, bulb edge 
adjustable shelves, razor blade dis- 
posal and other features. Chrome 
plated recess below the cabinet re- 
cess provides a tumbler holder, soap 
dish and a recess which automati- 
cally feeds standard size cleansing 
tissues. Mirror is 26x24 in. and 


cabinet requires a 2314x2914 in. 
wall opening. National Steel Cabi- 


net Co. 


For more data circle No. 40 on postcard, p. 235 


Numeral Clock 


Known as Model No. 800 Re- 
gency, this clock comes in brushed 
silver or brushed gold; metal case, 





EP PR aie ae san 
WP RPT EE: Pte 





brass. Clock measures 3% in. high, 
75, in. wide and 3% in. deep, and 
weighs 414 lb. List price is $40. 
Pennwood Numechron Co. 


For more data circle No. 41 on postcard, p. 235 


Gun Type Soldering Iron 


This instant heat gun type 
soldering iron does not use a trans- 
former and has a light, plastic gun- 
grip which makes it easy to handle 





(Continued on page 257) 
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ONE PAIR GUARANTEED 








TO OUTWEAR TWO PAIRS 





of regular canwas gloves! 


“PLASTIC-DOT” 
WORK GLOVE 














This is it! This is the work glove that 
has set a new standard’ of value in the 
work-glove business—the first glove 

of its kind ever to be backed by such a 
powerful guaranteed wear selling story! 
First used in big industrial plants, the new Riegel $88 
“Plastic-Dot” is proving itself over and over = 
again by repeat sales at the retail level. One of the 
country's biggest chains reports coast-to-coast sell-out! 
See your wholesaler or write us immediately. 

Get set now to cash in on profitable plus business 


with new Riegel “Plastic-Dot” work gloves! 

KNIT WRIST & BAND TOP—Men’s and women’s sizes 

| Riegel Bagi CORPORATION * 260 Madison Avenue * New York 16, N. Y. 
ATLANTA * BOSTON * CHICAGO * DALLAS * DETROIT * LOS ANGELES * JACKSON (Miss.) * PITTSBURGH 
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Jobbers note! 
FAST SERVICE 
We now ship 
through LOCAL 
WAREHOUSES 
coast to coast! 
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DRAINBOARD 
TRAYS 


1170 Size: 15% x 15'A” 
(for short drainboards) 
1171 Size: 20 x 151A” 
(standard drainboards) 
1172 Size: 18'A x 22 
(for standard drainboards) 
1173 Size: 21 x 24” 
(extra large for standard 
drainboards) 


















DRAINBOARD 
MATS 


1103 Size: 16 x 23” 
1104 Size: 16 x 17” 
1106 Size: 16 x 14” 


Colors: Red, white, 
marbleized black, 
blue, yellow, green 





SINK LINER = 
MATS Y iia, ee 
1211 Size: 10 x 12” 


1212 Size: 12 x 14” “f 4) 
1213 Size: 13 x 16” 


















Colors: Red, white, SINK STRAIN 


marbleized black, . ] 1702 (heavy, lar 
blue, yellow, green 







Colors: Red, bl 
blue, yellow, gr 












Colors: Red, white, 
black, blue, yellow, 
green 












SINK STOVE TOP 
DIVIDER MAT MATS 








FLOOR MATS \ 



























1221 Size: 10% x 14” 1302 Size: 11% x 18” 1406 Size: 18 x 32” 
1370 Size: 16 x 20” 1416 Size: 18 x 34” 
Colors: Red, white, 
marbleized black, Colors: Red, marble- Colors: Red, marble- DUST PAD 
blue, yellow, green ized black, blue, ized black, blue, 2001—Alll Rubk 
yellow, green green, brown 
Colors: Red, b 





blue, yellow, g 





tide the Rubbermiid line to big sal 









DELUXE 
DISH DRAINER 
6032 Size: 13x 17 x 42 
Drainer colors: Red, white, 
blue, yellow, green 






TWIN SINK 
DISH DRAINER 


6008 Size: 12 4x14 %x 5” 


DELUXE 
DISH DRAINER 


6072 Size: 17 %x'4%2x6’ 

































Colors: Red, white, blue, 
yellow, green 


Colors: Red, white, blue, 
yellow, green 









EGG BAS 


6402 Size: 4% x | 
6403 Size: 7 x | 


Drainer has special 
glassware holders and 
detachable silverware cup 





Color: White 





A 
| 





/ | 
SHELF-KUSHIONS 

















PLATE Wall Cabinet Kushion : 
STORAGE 1611 Size: 11% x 24” 
RACKS 1614 Size: 11% x 30” AND BOWL . 
1617 Size: 11% x 36” SCRAPERS 







1901—Plain Handle 
1903—Colored Plastic 


6201 Size:6 x 11%” 
6202 Size: 6 x 20%” 





Base Cabinet Kushion 
1627 Size: 22 x 36” 





Colors: Red, white, Handle ~ 
yellow Colors: Red, marble- 1904—Colored Plastic 
ized black, blue, ‘ Handle PET FEEDIN 
yellow, green P 
Handle Colors: Red, 2501 Colors: | 


white, yellow 





$2333 20, 
23.5 225 3952] | 
5925.2 25399] REVERSIBLE \ 
SOEs e SOAP DISH \ . 
KELL ee es e. 2270—Deluxe Revers- j 
BATH MATS 155235234 ible Soop Dish $i 
7010 Size: 14 x 26” FS POSEPIO3 TOILET TOP TRAY Colors: Red, white . 
ize: x » Ta $4 +/ , ’ ’ ~ 
7011 Size: 16% x 282” 2233 229332) 7201 Size: 62x19 Ya” marbleized black, , 
7022 Size: 18 x 30” > eee ee 3 blue, yellow, green, TA 
9 3? 35570572 Colors: White, light light blue, peach, “i PROTECT 
Colors: White, light blue, = Te > 293 > > PIa blue, peach, dubonnet, dubonnet, light green 7 
peach, dubonnet, yellow, 4% +3 > 73 yellow, light green 2601 Colo 
te 4 


light green 








Rubbermaid § a real money-maker! 























1702 (heavy, large) Stores all over the country report that Rubbermaid is one of the 5 
Solem End, Shy top dollar-producing lines in the whole housewares field! Why? Because 


blue, yellow, green 
















women want Rubbermaid. They see it advertised in full-color, large-space 
ads in all their favorite magazines. Rubbermaid sells them on its time- 
saving, work-saving convenience and smart, permanent colors in over 70 
million national ads this year. They see it in use in their friends’ homes. 
They're already pre-sold. All you do is make sure they see it in your store. 


DUST PAN 
2001—All Rubber 












Colors: Red, black, 
blue, yellow, green 


Rubbermad 
has buy-aypeall” 


Colorful Rubbermaid displays 
in your windows and on front 
counters turn “just lookers’’ into 
good customers. Let the women in 
your area know you have it... 


sales and profits! , 


yy =—_ <7 & 


Lut Rubbermaid to work tin your store! 


Here's all you do to get your share of this tremendous Rubbermaid business: 


Rubbermaid'’s reputation and qual- 
ity will do the rest. 


EGG BASKETS e Stock the complete Rubbermaid line—all items, sizes, colors. 





6402 Size: 4% x 13% x 3%" . . . . 
6403 Size: 72 x 13% x 3%” ¢ Display the complete line in busy traffic locations 


Color: White where customers can see it. 





¢ Promote Rubbermaid in your own local advertising, 
timing it to tie-in with Rubbermaid's powerful 
national magazine advertising program. 





_& Armen @ 0 


¢ Reorder often enough to keep your 














USEWARE } 
Rubbermaid stocks complete. 





PET FEEDING DISH 
2501 Colors: Red, green NOW! Your store can have 





a complete saa Laer 
Rubbermaid department “7-777 


with this attractive, = S| | 






compact, sales-tested 





Rubbermaid Display Fixture. 


Kibbermatds Y vousewar a 
4 Fah tes 


Guaranteed by 
Good Housekeeping 
saiheneetiiaes The original . . . complete . . . nationally-advertised line of rubber housewares Ge sco 
THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 





TABLE 
PROTECTOR PAD 













SUPER FOR 


SPINNING 


ne 
aso caste awe THOS 


No. 11 Card 


Keel Leads 

12 '/16 K Leads 
12 Ye K Leads 
24 32 Swivels 
List Price $8.40 


256 


SELF-SELLER CARDS 


Card No 35 


(Not Shown:) 
Keel Leads 

12 % K leads 
12 % K Leads 
24 62 Swivels 
List Price $9.60 


ADVERTISED IN: Field & Stream ® Outdoor Life 
Hunting & Fishing @ Sports Afield 
Ashaway Sportsman ® Salt Water Sportsman 
Goin Fishin’ ® Inco Magazine 


7 Weights 
(he, Ye, 
%, Ze, \V%, 
2%, 402.) 


wt’ BEAD CHAIN’ KEEL LEADS 


On Sef Seller CARDS 


Thanks to the amazing popularity of spin- 
ning, fishermen the country over have bought 
thousands of the ingenious 14 oz. keel lead 
shown above. Introduced only last season, it’s 
already the third largest selling Bead Chain 
item. 

Now, The Bead Chain Mfg. Co. makes it 
even easier for you to profit from the fast- 
growing popularity of spinning, with a com- 
plete line of keel leads in a range of 7 weights. 
We’ve also provided two colorful keel lead 
self-seller display cards. A third self-seller 
card features our two most popular Bead 
Chain spinners. 

These effective new cards will not only help 
you sell more keel leads and spinners, they'll 
also increase the demand for other extra- 
profit Bead Chain items. Order a complete 
assortment of this rust-proof Monel and 
stainless steel tackle from your jobber now! 
The Bead Chain Mfg. Co., 96 Mountain 
Grove Street, Bridgeport, Connecticut. 











No. 112 Card 


Spinners 

12 6/1 Spinners 
12 6/12 Spinners 
List Price $6.00 















These units sell out 3 to 5 times a year 
in most leading tackle shops. 


#15 ASSORTMENT and FREE BOX 
For Fresh Water 
Costs $9.00 — Brings $15.00 

For inland dealers. 87 items with $15. list value. (46 Swivels in 5 
sizes — 17 Spinners in 4 sizes — 12 Leaders in 3 sizes — 12 Casting 
& Trolling Leads in 4 sizes and weights). Free plastic dispenser box 
as shown with Selector Chart in lid. Also Demonstrator Card with 
dangling swivel shown above. 


#25 ASSORTMENT and FREE BOX 
For Salt and Fresh Water 
Costs $15.00 — Brings $25.00 


149 items with $25. list value. (98 Swivels in 10 sizes 
— 20 Spinners in 4 sizes—10 Leaders in 3 sizes— 
21 Casting & Trolling Leads, assorted weights, sizes). 
Free dispenser box, 6% x 10%, as shown, and Demon- 
strator Card. Refills available— 12 of each item to 
an envelope. 


Sales Agents: ASHAWAY, INC., Ashaway, R. I. 


BEAD CHAIN Swng TACKLE 
SWIVELS LEADS SPINNERS LEADERS 
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@ For more information 
on these products and 
services use free post 
card on page 235. 


and aim. Called the Tri-R-Heat, it 
heats quickly, reaching working 
temperature within a few seconds 
after trigger control is touched. 
Heat-control thermostatic action 
prevents iron from getting too cool 
for efficient soldering, or too hot 
for tip safety. As a result tip lasts 
much longer. Switch-controlled 
spotlight makes interior soldering 
easier. Iron operates on ordinary 
house current. Retails for ap- 
proximately $11.95. Wall Mfg. Co. 
For more data circle No. 42 on postcard, p. 235 


Paint Roller Handle 


Sturdy wood extension handle, 44 
in. long with adjustable, worm- 
gear steel] clamp at working end to 
hold roller firmly in place, in- 





creases the reach and usefulness of 
the regular-size paint roller. It is 
possible to paint ceilings and floors 
from normal standing position. 
End of handle is grooved so that 
any standard roller handle fits into 


ra 





place. Clamp is closed or opened 
by means of a single screw adjust- 
ment. Wooster Brush Co. 

For more data circle No. 43 on postcard, p. 235 


Paint Roller Cleaner 


All standard size paint rollers 
can be cleaned and stored in this 
container, called Sav-A-Roller. It 
allows color change in 30 seconds 
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easy on 
the eye... 


ATLAS‘ new two piece 
telescopic box is designed 


with you in mind. 





Easy vision labels that are 
colorful and clear appear 

on every container. This 
attractive package facilitates 
both stocking and handling. 
This is just one of the many 
“something extra” services 


that ATLAS offers you. 


FREE! Wonderful, time saving 


Decimal Calculator 
Send your request to Dept. A 


NUTS - BOLTS - SCREWS - WASHERS | 
ATLAS SCREW & SPECIALTY CO. 


450 BROOME STREET - NEW YORK 13, N.Y 


ROUND HEAD STEEL 


MACHINE SCREWS 





























fora 
neater 
lawn 
with 
less 
effort 


SHEAR 


Scalloped 
Blades cut 
clean..,don’t 
bunch or 


tear! 


LAWN and GARDEN TOOLS 


as? 





BIGGER jp 
BITE 


Now you 
can 
‘Stand 
up 
and 
Sheer! 


D0-Kiip., 


a. 
3 THE LEWIS 
a ? 


ENG. & MFG. 
co. 








A 
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BWHAT’S NEW 








and comes with a quart of cleaning 
fluid. Roller is easy to install and 
remove, and job of cleaning roller 














twice is eliminated because it re- 
mains suspended in cleaning fluid. 
Refill cleaning fluid available in 
1 qt. containers only. Container 
with quart of cleaning fluid has a 
suggested retail price of $1.10; re- 
fill, 69¢. Sav-A-Roller Corp., Div. 
of Empire Oil Co. 


For more data circle No. 44 on postcard, p. 235 


Electric Toaster 


This Toastmaster super de luxe 
electric toaster is automatic, fea- 
turing Power-Action—an electric 








motor that automatically lowers 
bread, starts it toasting and serves 
it up fast. It has toast-control dial 
which permits selection of light, 
dark, or in-between toast, and al- 
lows toast to be raised at any time 
during toasting. Toaster retails for 
$27.50. McGraw Electric Co. 





For more data circle No. 45 on postcard, p. 235 


Centrifugal Pump 


Designated as Fig. 3642, this 
compact close-coupled centrifugal 
pump delivers up to 110 gpm., and 
operates at heads up to 110 ft. 
Electric drive motors range from 
14 to 2 hp. Discharge outlets are 
tapped to accommodate 1 or 1% in. 
pipe. Impeller, single suction type, 
is statically balanced for smooth 
operation. Casing is vertically split 
for easy inspection and mainte- 
nance without disturbing piping 





connections. Discharge nozzle can 
be turned to any one of eight posi- 
tions. Pump has mechanical seal 
which is protected from running 
dry once pump is primed, and 
which prevents leakage. Goulds 
Pumps, Inc. 


For more data circle No. 46 on postcard, p. 235 


Tableware Storage Chest 


Designed for Stainless by Im- 
perial tableware, this attractive 
gift storage chest, of blond wood 
with interior lining of deep royal 
blue and satiny egg shell color 
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RED) 


Two great names noted for promotional and merchandising success join 


to bring you new sales opportunities in wheel goods and Play Gyms. 











Featured at the Toy Fair is the exciting 
1953 line of Pal Play Gyms and wheel 
goods — displayed at our permanent 
New York office—Julius Levenson, Inc., 





7 East Seventeenth St., New York, and 
in Rooms 848-849, Hotel New Yorker. 














PRopuct® 


PAL PRODUCTS DIVISION * REO MOTORS, INC., MICHIGAN CITY, IND. 


PAL PRODUCTS DIVISION—REO MOTORS, INC. 
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UNBREAKABLE 










MIXING BOWLS 
Lesioy to pold 
a to use | 
°Ster to SELL: 


Order Now Supply is limited 





4 BK. 
Guaranteed unbreakable 
“squeeze bottle” plastic 
| (polyethylene). Special 
“hand fitting” handle. 









| Easy pouring lip. 4 = 
PT-705EP 3-Pc. Mixing Bout i adescscana $3.75 Retail 
PT-704EP 4- Qt. 2 sa $1.75 Retail 
PT-702EP 212-Qt. Bowl (Grey)............. $1.25 Retail 
PT-701EP 112-Qt. Bowl (Chartreuse)....... $0.75 Retail 
Write for 


Ameucas Quality Plastic Housewaws Line 


2525 MILITARY AVENUE 
LOS ANGELES 64, CALIFORNIA 


1953 Color Catalog 


tHE PLAS-TEX corporATION 


WIPE-ON PuLLs 

PROFITS EVERY 
MONTH IN 

THE YEAR!” 





Now DAISY brings you 


Non-Marking 


1 ma were 
RR WNBEL R SOLES 





"* STICK-ON 
“RUBBER 


ETI | says 
Mr. L. Wachman, Owner, 
WACHMAN HARD. 
WARE STORE, 

5622 NORTH 5th ST., 
PHILADELPHIA, PA. 


“I get calls for Plastic Wipe-On all 
through the year. It’s a product 
that sells! Consistent national ad- 
vertising keeps reminding the peo- 
ple to buy Wipe-On and I cash in 
by giving the product 
extra counter and 
window display!” 
Embree Mfg. Co. 
Elizabeth 4, N. J. 


Contact your 
distributor 


new Yeo 
LEATHER 


COLOR! 


At last — Stick- On Rubber Soles that 
absolutely will NOT mark, mar or scuff 
floors, woodwork, linoleum, tile! From 
DAISY, of course. Leather-colored, too, 
for top sales appeal. Pure benzol-base 
Stick-Tite rubber cement included. 
Packaged on colorful display card. Fast 
sellers for men, women, children. Order 
now. And write for prices, details of 
complete DAISY line of rubber house 
hold products—today! 


SCHACHT RUBBER MFG. CO. 














today for 


Dept. H Huntiagtos, lad. 


WHAT’S NEW 


tones, comes packed with 50 or 75 
pieces. The 75-piece chest consists 
of 16 teaspoons, eight dinner 
knives and dinner forks, salad 
forks, dessert spoons, ice teaspoons, 
cream soup spoons, butter spread- 
ers, two serving spoons and a salad 
serving fork, available in tradi- 
tional Felicity or modern Cape Cod 
patterns. Knife blades are of high- 
carbon stainless steel and hardened 
by the Frigid Temper process. 
Spoons are triple graded. Retail 
price of 75-piece chest is $59.95; 50- 
piece chest, $49.95. Imperial Knife 
Associated Cos., Inc. 

For more data circle No. 47 on postcard, p. 235 





Flexible Sprinkler 


This Supplex flexible sprinkler 
covers a 20x50 ft. area with as 
little as 25 lb. water pressure. 


‘3 a a atone 
aaa TREE 

f & 
ee Ah Cee eS’ be 





Sprinkler consists of three indi- 
vidual parallel tubes, linked to- 
gether, so that it always lies flat. 
It has hundreds of tiny openings 
from which uniform jets spray up- 
ward and outward. Made of plas- 
tic, it can be turned upside down 
and made a soaker, to wet soil 
around trees and shrubs without 
moistening flowers and foliage. 
Unit is impervious to rust, mildew 
or rot, and can be stored, dry or 
wet, in its own space-saving steel 
wire reel. Industrial Synthetics 
Corp. 

For more data circle No. 48 on postcard, p. 235 


Inflatable Toy Sailboat 


Called the Bonnie-B, this in- 
flatable plastic toy sailboat is 
painted with gay and realistic sea- 
going decorations. It has a real 
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mao ! 
ee indi- ¥7e Sprmg 
ked to- Vt happens e ry » 
lies flat. 
ypenings What could be more natural than women falling in love with 
ray up- Bruce floor care right at housecleaning time? 
of plas- They save hours of messy scrubbing and mopping the easy Bruce 
gee “‘clean-as-you-wax”” way. And their floors actually look brighter—with 
without that deep-sparkling lustre only a really clean floor can have. 
foliage. Of course, women aren’t all the same. Some want the extra-heavy | 
mildew wax protection Bruce Cleaning Wax gives hardwood floors. Others prefer | 
dry or Bruce Floor Cleaner’s lighter wax for linoleum. Many use both. | 
ng steel So if you’re going to play Cupid (at a good mark-up) be sure you're 
nthetics a é ; : : 
double-stocked. We'll do the wooing with the biggest program of 
urd, p. 235 newspaper, magazine, radio, and television advertising in Bruce history. 


You play the wedding bells on your cash register. 7 


fl 
“4 BRUCE / products 


his in- 
nll guaranteed by the world’s largest maker of hardwood floors 
a real E. L, BRUCE CO., MEMPHIS, TENN, 
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12 Proved Profit-Makers 
for Every Dealer! 


STER 


KESTER 


j METAL MENDER f 











("ae 


/ KESTER 
SOLDER 


KESTER 
SOLDER 


KESTER 


RADIO 


SOLDER 


& SOLDER 


Stic Ros: 


» KESTER KESTER KESTER °@ 
ACID-CORE SOLDER METAL MENDER RADIO SOLDER 
Generali Work; Acid-Core; Rosin-Core for 

1 and 5 Ib. spools 25c package everything electrical 


© KESTER PLASTIC ° 
ROSIN-CORE SOLDER 
Radio-TV, etc. 

1 and 5 Ib. spools 








'7 KESTER 
1, SOLDER 



















° KESTER 9 
“RESIN-FIVE”’ 
SOLDER 


KESTER 
SOLDERING PASTE 


1 Ib. economy size 















KESTER 
SOLDERING PASTE 


© KESTER 
SOLDERING FLUX 
Handy 2 oz. tin (Liquid) 










More active flux; 
1 and 5 Ib. spools 


All-purpose; 
4 oz. bottles 





@ KESTER 
B SOLDER | 







© KESTER °OMME® — KESTER " 
BAR SOLDER SOLID-WIRE SOLDER 

Convenient shape; True alloys; 

1 and 5 Ib. spools 











KESTER 
SOLDERING SALTS 
1 Ib. cans; 
‘Just Add Water’’ 






“SOLDERING 

SIMPLIFIED” 

Free: 16-page booklet 
for your customers. 









“Tells ‘em 
how to do it."’ 





Your Customers know KESTER... 
Makes it Easier to Sell! 


Nationally advertised ... nationally known 
. Kester Solder enjoys real customer acceptance. 
a a Coahienie’ in any product means greater sales; 


stock Kester and you'll really profit! 


Cash in on the Home Repair Market! 
More and more, the “man of the house” is turning to 
repair and hobbycraft work for economy and relaxation. 
He needs solder ... and Kester’s “Soldering 
Simplified” booklet tells him how to use it. 


Get your free copies right away! 


KESTER 


KESTER SOLDER COMPANY 
4264 Wrightwood Avenue, Chicago 39 
Newark 5, New Jersey © Brantford, Canada 


Sell KESTER and you sell the BEST! 


SOLDER 
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WHAT’S NEW 








@ For more information 
| on these products and 
| services use free post 
| card on page 235. 


| eisiiemsiniin 


Fa ‘ 

| sail and is open at the center to en- 
able the child to get into and safely 
steer the toy. Made of vinylite 





ge: hs entity sp OE 











plastic, it is fortiplyed and lami- 
nated. It is 42 in. long and the 
sail is 47 in. high. Retail price is 
$4. Doughboy Industries, Inc. 


For more data circle No. 49 on postcard, p. 235 


Picnic Set 


Called the All-in-One Pik Nicker, 
Model 506, set consists of simulated 
elk hide plastic carrying bag, 
quart-sized vacuum bottle, two plas- 
tic sandwich boxes, four colorful 
sectional plastic luncheon plates, 
four sets of plastic forks, spoons 
and serrated edged knives, and 
four plastic mugs. Carrying bag 
is scuff-proof with reinforced seam 
welting in complementary colors; 
it has reinforced handles and full 
zipper opening at top. Contents 
come in coral, chartreuse, blue and 
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- Nicker, 
imulated Take a good look at the threads on a Bethlehem 
b 
= - an Bolt, and you'll see why these bolts are so well 
colorful liked by your customers. Bethlehem Bolts have 
lates, 

p< smooth, clean threads for easy fit and accurate 
2s, = assembly. Easy-to-grip heads, too. They’re good 
ng bag 
1d seam bolts in every way! 

colors; 
nd full 
seen BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation. Export 
Distributor: Bethlehem Steel Export Corporation 





a oc ates | 


BETHLEHEN 
STEEL 


ot 
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(Advertisement) 


HOW TO GET 
YOUR SHARE OF 
SCYTHE SALES 


You, too, can be one of the 
many hardware dealers who are 
making extra sales and extra prof- 
its from scythe sales by taking 
advantage of the 3 basic retail 
sales principles—effective display 
—a quality product —the right 
price. 

Effective Display 

You don’t have to remodel your 
store to build an effective display. 
Scythes are small and take up 
little room. 

Attach several types to a board 
or put them on a rack, counter or 
cabinet with other garden cutting 
tools where they can be easily 
seen and handled. Such displays 
encourage pick-up sales and that’s 
what you want. You’ll be pleasant- 
ly surprised at how many persons 
need a scythe, but never thought 
of it before. 

Quality 

Of course, for repeat business 
you must display a _ scythe of 
known quality, one that is guar- 
anteed to satisfy your customers. 

Little Giant “ALL DAY EDGE” 
Scythes, over the years, have be- 
come recognized as the “best buy” 
on the market. That’s because they 
are Maine-made from 3 types of 
finest quality carbon steels, scien- 
tifically welded together to insure 
a blade that gives perfect support, 
resists breaking, and makes pos- 
sible a long lasting, tool steel cut- 
ting edge. This, together with 
Little Giant’s exclusive MONITOR 
HEEL, lets you guarantee your 
customer a scythe with perfect 
hang and balance that meets his 
every requirement. 

To further stimulate sales, Little 
Giant Scythes are also factory 
ground sharp, beautifully polished 
and finished, packaged in display 
cartons, and attractively priced. 

They are available in plain set, 
half set and single or double bead 
in assortments of: Grass 26”-30” 
to 34”-38”; Bush 14”-18” to 20”- 
22”: Weed 20”-24” to 28”-30”. 

WRITE TODAY for colorful 
catalog giving complete details on 
“Little Giant” Seythes and many 
other garden cutting tools which 
build sales—it’s FREE. 


Order From Your Wholesaler 
FREE SHIRT 

We wonder if Mr. Nicholas Kunst of 
the Northport Hardware Co., North- 
port, L. L, will read this advertisement. 
If he does and will write us on his busi- 
ness letterhead, giving his shirt size, 
we will_send him, without charge, a 
famous Hathaway shirt, which, like the 
Little Giant Scythe, is Maine made, No 
strings attached. 


NORTH WAYNE TOOL Co. 


Cakland 1, Maine 
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WHAT'S NEW 








gray. There are also pint-sized 
kits with bags of walthide or color- 
ful plaid. Waltco Products. 


For more data circle No. 50 on postcard, p. 235 


Enamel Paint Line 


New, one-coat, easy-to-apply satin 
finish enamel that requires no 
primer, washes as easily as a baked 
enamel finish and can be used on 
practically any surface, interior or 
exterior. Known as Satinhide 
Enamel, it comes in 16 colors and 
white, ranging from soft pastel 
shades and tints to deep hues. 
Simplified Master Color Guide Sys- 
tem is also available. Enamel comes 


WALLHIDE 


SATO Presa ALL PRT 


SAtthaagl 
MATCHED COLORS ————~ 





(Peel amd wood — Paul Tite 
2 ae | 
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in 5-gal., gallon, quart, pint and 
half-pint sizes. Pittsburgh Plate 
Glass Co. 


For more data circle No. 51 on postcard, p. 235 


Power Motor Starters 


Town and Country and Suburban 
models in the Eversharp power 
mower line are now available with 
automatic recoil starters as extra 
and optional equipment. Starters 
are priced to list at $6. Town and 
Country is a 2l-in. mower with a 
four-cycle, 1.6 hp. air cooled en- 
gine. It has fingertip clutch and 
throttle controls; two-piece rein- 
forced tubular steel handle; ad- 
justable reel, and five Crucible tool 
steel, precision ground, self-sharp- 
ening blades and cutter bed blade. 
It retails for $129.50. Suburban 
has same features but is an 18-in. 
mower with a four-cycle, 1.1 hp. air 
cooled engine, and lists for $116.60. 
Midwest Mower Corp. 


For more data circle No. 52 on postcard, p. 235 


Steel Back Cabinet 


Measuring 191% in. wide, 8% in. 
high and 13 in. deep, this steel back 
cabinet, Handy Cabinet No. 4013, 








shown here, has antique lacquer 
finish. It contains six drawers, 
3x2x12 in.; four drawers, 44x2x12 
in. and three drawers, 6x2x12 in. 
Combination pull and label holder is 
attached to each drawer. Cabinet 
retails for $17.85. Line consists 
of three other Handy Cabinets 
priced at $14.95, $16.15 and $17.45. 
Also available are display tables, 
steel drawer divisions and terraced 
inserts for display tables. W. C. 
Heller & Co. 


For more data circle No. 53 on postcard, p. 235 


Four-Light Brooder 


This four-light brooder for 
chicks and other livestock, has steel 
reflector 17 in. in diameter; Ham- 
merloid finish; water thermostat; 
6-ft. cord and plug, and wire safety 
guard. Infra-red lamps _ provide 
safe, simple and efficient brooding 
heat with very low initial cost. 
Lamps have life in excess of 5000 
hours, and are available in 125, 250 
and 375 watt sizes. Several inter- 
esting folders upon request. Afco- 
Lite Corp. 





For more data circle No. 54 on postcard, p. 235 
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only a few weeks old 


but already 


It's NEW... it’s STRIKING... . it 
has EYE APPEAL! Here’s a 






utility tray that has everything! 
Beautifully made of lustrous 


glistening plastic that is easy to 


wet 
clean... and keep clean ‘cause 


eee 


* tt 4 Boudoir 


ie 


it wipes off with a damp cloth! Well 


made ...with rubber suction 





cup legs that hold it firmly in 
* for the Nursery 

place... can't slip! A wide 
* fits any toilet tank top variety of gorgeous colors for 


i any room in the home. And 


attractively packaged . . . sells on sight! 


gorgeous 


rubber suction cup legs 





‘ PLASTIC PRODUCTS, INC. 


8219 ALMIRA AVENUE « © CLEVELAND 2, OHIO 
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Every factory, machine shop, garage 
and home werkshop in your locality 
is a potential customer for 


“The wire of a thousand uses” 





JOHNSON XLO MUSIC SPRING WIRE 


is packaged for easy handling and attractive display. “The 
wire of a thousand uses” is a must item for the up-to-date 
hardware store because it is a ready answer to the need for 
high carbon wire in small quantities. 


JOHNSON XLO Music Spring Wire is drawn with micrometer 
precision. The wire range — from .003” (38,026 feet to the 
pound) up to .200” (9 feet to the pound). Packaged — % Ib., 
Ya Ib. and 1 Ib. 


“Johnson Sets the Standard of the Industry” 


JOHNSON 


JOHNSON STEEL and WIRE CO., INC. 


Worcester 1, Massachusetts 


A SUBSIDIARY OF PITTSBURGH STEEL COMPANY 
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New Displays and Other 
Dealer Sales Helps 


| 7O HELP YOU SELL 
| 





(Continued from page 13) 


ment. Unit takes only 81% in. of 
counter space and comes with free 





window streamer and 
stuffers. Ray-O-Vac Co. 


For more data circle No. 55 on postcard, p. 235 


envelope 


Seed Posters 


Three full-color posters, available 
free, feature the latest Burpee 
flower and vegetable seeds. Bur- 
peeana Extra-Early Asters are 
shown on one poster, illustrated; 
Giant Tetra Ruffled Snapdragons 
on another, and Surecross Hybrid 
Sweet Corn, Hybrid Cucumber and 
Big Boy Hybrid Tomato are fea- 
tured on the third poster. Measur- 
ing 19x13 in., posters have metal 
reinforcements top and bottom, and 
are varnished. W. Atlee Burpee Co. 


BURPEEANA 


EXTRA EARLY ERECT 





For more data circle No. 56 on postcard, p. 235 
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Tool Merchandisers 


500 is a blond-finished wood case 
with glass top, with storage for 
complete stock. It measures 25x25 
in., is 6 in. deep at front, and 18 in. 
at rear. Tools listed for stock in- 
clude glass cutters, wood scrapers, 
triangle scrapers, ogee scrapers, 
combination scraper sets, linoleum 
knives, all kinds of putty knives, 
sanding blocks, painter hooks, razor 
blade scrapers, glazier points, many 
types of wall scrapers and wedge 
cards. No. 250, wire rack merchan- 
diser, contains tools packed in a 
usable, space-saving display. T-wo 
display boards are also available, 
showing a sample of Black Panther 
tools. Black Panther Tool Div., 
E Z Paintr Corp. 


For more data circle No. 57 on postcard, p. 235 


Fishing Booklet 

Leading fishermen offer advice in 
this new 28-page booklet, “How. to 
Catch More Fish.” Articles on the 
tricks of spinning, bait casting, fly 
casting and one on what to look for 
when you buy your fly line, are in- 
cluded. Stories are completely 
illustrated and there are charts on 
line selection, hints on fly, bait cast- 
ing and spinning, etc. Booklet free 
upon request. B. F. Gladding Co. 


For more data circle No. 58 on postcard, p. 235 


Insecticide Packaging 

Roach-O-Blitz, a surface coat in- 
secticide, will feature the new 
Crown Spra-Tainer dispenser with 
self-sealing safety valve. The new 
aerosol dispenser allows the insec- 
ticide bomb to disperse without 
waste, is safe and easy to use, and 








Four new, attractive counter dis- | 
play merchandisers for tool assort- | 
ment are now being offered. No. | 
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ae? NEW DISPLay 


STOPS THEM ALL 
TOPS THEM ALL 





PREMIUM HIGH SPEED HACK SAW BLADES 
5 
— TT) Ordinary blades 


HACKSAW 


BLADES 
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THE CAPEWELL MANUFACTURING COMPANY 
85 Governor Street, Hartford, Connecticut 


Gentlemen 


Please send me information on the Technite T 100 Display 





ADDRESS 


NAME 


COMPANY 
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Here’s one game hardware 
dealers can always win he- 
cause it’s always Dealer’s 
Choice .. . as well as Cus- 
tomer’s Choice. 
SANDVIK HAND SAWS 
and SHARK BRAND 
CHISELS are two of a 
kind—both are made from 
the same premium Swed- 
ish Steel — both are un- 
excelled in design and 
performance—pboth prove 
aces high with your pro- 
fessional customers — the 
carpenters. 

When your customers use 
SANDVIK HAND SAWS 
or SHARK BRAND 
CHISELS, substitutes are 
a gamble because it’s a 
sure bet they expect the 
best steel... Swedish 
Charcoal steel. 


SHARK BRAND 






‘€sxus TUNA, $ WEDEN 


WRITE FOR THE 
CATALOGS ON 
SANDVIK HAND SAWS 
AND SHARK BRAND CHISELS 


Jandvik faw & Jool 7m 
Division of Sandvik Steel, inc. 
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@ For more information 
on these products and 
services use free post 
card on page 235. 


increases the effectiveness with 
which Roach-O-Blitz can be ap- 
plied to all surfaces. Dispenser 
reaches hard-to-get-at areas. Roach- 





O-Blitz formula lasts for many 
weeks and lures and kills all crawl- 
ing insects as they touch the 
sprayed surface. Formula leaves no 
residue and does not harm nor 
mark surfaces. Priced at approxi- 
mately $1.80. Spickelmier Prod- 
ucts Co. 

For more data circle No. 59 on postcard, p. 235 


Percolator Promotion 


To boost electric housewares sales 
this midwinter special promotion 
features a Merchantman display 
and a free Coffee-Perk which may 
be retained by the dealer or sold at 
regular list price. All-metal pyra- 
mid-type display and Coffee-Perk is 
offered with purchase of either as- 
sortment consisting of three Cof- 
fee-Perks, two Lectric Cooks and 
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Hurricane 


ROTARY POWER MOWERS 


This year’s sales outlook is the brightest in Hurri- 
cane history! Again last year, orders were doubled 
and even tripled to meet the demand created by 
the quality of the Hurricane line! And there’s no 
end in sight for the Hurricane boom, either. The 
more Hurricanes sold, the more the market grows! 
Word-of-mouth endorsement by satisfied customers 
builds a terrific backlog of prospects for everyone 
handling the line. 


If you’re a jobber or dealer who wants long-term 
power-mower profits—and plenty of ‘em — get 
on the Hurricane bandwagon now! Use the coupon 
below to find out how the quality Hurricane line 
builds bigger business year after year. 


PARTS AND SERVICE PROFITS 
Plenty of profits can be earned from parts and 


service business. Genuine Hurricane parts are 
always available and orders are shipped the same 
day they are received. No Hurricane will become 
obsolete — replacement parts and new modifica- 
tions fit all machines — from a 1946 model right 
up to the latest design. 


Cudtomer-H, Gealtures 
That Stimulate Sales 


e 4-cycle, 2-h.p. gasoline engine ¢ automatic 
governor for constant engine speed e full- 
floating friction drive e vacuum-lift suction 
blade e adjustable cutting height — 12” to 32” 
e 4 large equal-sized wheels @ special hinged 
safety guard and grass throwout e rust- 
proof plated drive shaft e handle folds for- 
ward, out of the way for starting and storing 


Hurricane | 


Kansas City 8, Missouri 
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HURRICANE 
SENIOR 


—a sure seller to anyone with an estate or 

big suburban lawn. A brawny, easy-to- handle, 
20’ machine that’s packed with power — 
strong on stamina. 





HURRICANE 
JUNIOR 

— the quality mower for 
city lawns. A trim, lightweight 
copy of the big Hurricane. Cuts 
an 18” swath . . . highly 
maneuverable for close-in 
trimming around flower 
beds and sidewalks. 


HURRICANE 
GLIDER 

— the economy model. 
A sturdy, powerful mower 
that fills the bill for the “price- 
conscious” customer. 18” Glider is 
the quality mower in the low-price field. 





eeeoevoeveeevoeeeeoeeeeeeeeeeee ee ee eevnaceeeeee eee 


National Metal Products Co., Inc. 
Dept. H-20, 2722 Cherry Street 
Kansas City 8, Missouri 


Tell me more about the best-selling Hurricane line. 


a i Sa a Si all a naan deiie 

ROTARY POWER MOWERS CS Et A OTE TEER ee OM 

National Metal Products Co., Inc. sls ilescanntinenepelaamiconaniinii 
Dept. H-20, 2722 Cherry Street 
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__—=s%, 0+ ONE RELIABLE SOURCE 





| THE LATEST IN 
THERMIC JUGS 





ENAMELEDWARE 
THAT SELLS 








‘eal 


P Now... get your Thermic Jugs as well as your 
Enameledware from COLUMBIAN . . . a dependable source 
for 82 years. Moved to Columbian’s giant plant the 
famous Sportsmaster, All-American, and Champion 
lines of Jugs formerly made by Metal Industries, Inc. 
already offer you even finer quality at better prices. 
More than ever these lines give you complete coverage 
of price range and customer needs . . . beauty that stops 
*em and values that SELL. 





> Columbian Enameledware has been a leader in the 
housewares field since 1871. This fine line of needed 
items includes plenty of seasonal and promotional “‘spe- 
cialty” numbers. In One LINE you get top quality— 
priced to SELL. 


NEW FOR °53 


Half-gallon non-rusting all 
aluminum Champion Picnic 
Jug with replaceable glass 
liner. Retails under $2.00 














COLUMBIAN ENAMELING & STAMPING CO., INC. - TERRE HAUTE, INDIANA 
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TO HELP YOU SELL 





an automatic toaster, three irons 
and a heater, or assortment con- 
sisting of three Coffee-Perks, two 
Lectric Cooks and three heaters. 
With total investment of approxi- 
mately $170, dealer’s profit is ap- 
proximately $90 and he also retains 
display as permanent store fixture. 
Arvin Industries. 


For more daia circls No. 60 on postcard, p. 235 


Hammer Selection 

Offered in a Sales Maker carton 
are 12 hammers and five free sales 
helps. Called the SMA hammer 
selection, it includes two No. 016 
Kelly Perfect double octagon nail 
hammers, 16 oz. weight with full 






LOOK INSIDE 


\ Tau Tewern 1300 


i i : in 108 





a ._<te 
SF aes 


mirror polish; four No. 16 Kelly 
Perfect full polished bell face nail 
hammers, 16 oz. with maroon trim; 
four No. 116 Falls City standard 
polished bell face nail hammers, 16 
oz. with black trim; two No. 116R 
Falls City standard polished rip- 
ping hammers, 16 oz. with black 
trim; one colorful, double sided 
counter display card 1314x7% in., 
shown here; two display pennants 
that hang on standard wall rack; 
one metal department sign 314x10 
in. that attaches to wall; one news- 
paper mat. True Temper Corp. 


For more data circle No. 61 on postcard, p. 235 


Pump Catalog 

This 12-page catalog includes 
the new line of Rapidayton Axial 
Flow pumps of the jet-centrifugal 
type and are available in single or 
multi-stage models for both deep 
and shallow wells. Pumps make 
use of the same principle employed 
in the engines of jet aircraft. Cata- 
log, No. A-538, is available upon re- 
quest. Dayton Pump & Mfg. Co. 


For more data circle No, 62 on postcard, p. 235 
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Clothes Line Display 


Tiger Lily plastic clothes lines, 
in pastel colors, now come in com- 
pact shipping cartons that convert 
into attractive counter displays. 





(lothes lines come in blue, pink and 
yellow with color uniform through- 
wut, guaranteed never to wipe off or 
fade onto garments. Good House- 
keeping Seal is on carton in four 
places. Shuford Mills, Inc. 


for more data circle No. 63 on postcard, p. 235 


Phillips Screwdrivers 


Phillips screwdrivers now fea- 
ture blue Tenite plastic handles. 
Blades are hot forged and hard- 
ened full length. Handle knurling 
gives firm grip but is not deep 
enough to cause blisters on hand. 
Blade and handles are assembled 
wider pressure and cannot turn 
lose or come apart. Tips will not 
break or twist. Blade lengths are 
3,4 and 6 in.; point number, 1, 2, 
3and 4; overall length, 7, 834 and 
1134 in.; and rod diameters are 14, 
5/16 and 3% in. Crescent Tool Co. 


For more data circle No. 64 on postcard, p. 235 


Paint Brush Packaging 

Shown here are components of 
the manufacturer’s new packaging 
program for Do-It-Yourself paint- 
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Get the benefit of top quality bolts, packed in 
clearly-labeled, sturdy corrugated board con- 
tainers. Use the up-to-date information of our 
concise, simple to use catalog to order and 
stock Buffalo Bolts. 
You'll get the perfect combination of supe 
rior bolts in superior cartons at the some 
rice as ordinary bolts. Order in cither car- 
load or Lcl lots. They’re easier to stock, 
and handle... move better. Write for 
Catalog #51 and also ask for circular on 
Z=__ quantities, weights and types of bolts in 


——— 


—<_ 


. Handy Pack cartons. 


BUFFALO 


BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities 


PRODUCERS OF CIRCLE © PRODUCTS— BOLTS ® NUTS ¢ RiVETS AND SPECIAL FASTENERS 
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\ 
clothesline =-\& 
pulley with real * 
“sales pull’’. Its 
deep-grooved design, 
stainless steel axle, and 

Stanley quality construction assure 
years of trouble-free, noiseless service. 


Take the “sag” out of your 
sales with this popular 
Stanley ‘‘pull-tite” line clamp 
...@ pull on the end of line 
tightens it. Ideal for 
tightening clotheslines, 
tennis and volley 
ball nets, or 
tent lines using 
No. 8 or 10 
cord, 














STANLEY | 
Clothesline Hardware 


Stock these fast-moving wash-day 
favorites. Remember, customers 
know and buy Stanley quality. 


The Stanley Works, New Britain, Conn, 


[ STANLEY ] © 


Reg. U.S. Pat. Off. 
HARDWARE ® TOOLS ® ELECTRIC TOOLS 











STEEL STRAPPING © STEEL 
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TO HELP YOU SELL 





@ For more information on these products and services 
use free post card on page 235. 


ers. At left is Brush-Pac, which 
has re-use value as a_ storage 
holster, and it has care and clean- 
ing instructions printed on the 
back. Sturdy individual carton, 
center, protects brush during ship- 
ment and offers helpful use infor- 
mation. Attractive counter display 
carton, right, merchandises 12 
brushes in three popular sizes. It 
is designed to make selling easier 
for the dealer and buying easier for 
the consumer. Edward E. Robin- 
son, Inc. 

For more data circle No. 65 on postcard, p. 235 


Calking Compound Display 

This new display carton is de- 
signed for the Nu-Calk hand 
Squeeze tube. Bright yellow and 
black, the counter display carton 





has a cut-out flap which calls atten- 
tion to the many uses of the con- 
venient calking compound product. 
Tube contains Nu-Calk non-stain- 
ing, non-cracking plastic compound 
and is packed 9 doz. to a carton. 
Request free display carton with 
orders for calking compound and/or 
Nu-Glaze glazing compound. Mack- 
lanburg-Duncan Co. 

For more data circle No. 66 on postcard, p. 235 


Meal Maker Promotion 


“Mary Meade’s Magic Recipes 
for the Electric Blender,” a best- 
seller cookbook containing more 
than 500 recipes, written by Ruth 
Ellen Church, home economics edi- 





tor of the Chicago Tribune, will be 
given away free with each pur- 
chase of an Osterizer liquefier- 
blender, the new meal maker. The 
book regularly sells for $3. Numer- 
ous sales aids will be provided to 
tell the story of the gift offer, in- 
cluding large displays showing 
both the appliance and the book, 
window streamers, etc. John Oster 
Mfg. Co. 


For more data circle No. 67 on postcard, p. 235 


Outdoor Cooking Items 

Display package contains mini- 
mum inventory of Androck outdoor 
tools, such as tinned wire broil- 
ers, extension forks, Hamburegrills, 
and Red Hot roasters. Called 
Counter Assortment 700, it comes 
in pre-packed container box with 
stand-up display cover, 2414x17 in. 
Containing 534 doz. pieces, retail 
value of contents is $15. Wash- 
burn Co. 





For more data circle No. 68 on postcard, p. 235 
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FieMOUNT 


HAMMER NEEDS 


Drop Forged from finest steels, carefully heat treated to 
uniform hardness for safe, enduring service. Superior de- 
sign provides an exceptionally well 
balanced hammer. Each handle, 
made from selected white sec- 
ond growth hickory, is perfectly 
fitted and permanently wedged. 


rvices 
















*HOUSE PAINTS 
$245 & $1-45 gal. 
*ENAMELS 


$2.30 gal. 
Write for Color Cards and 


Prices on Full Line 


*NOTE: Prices quoted are deliv- 
ered prices for zone | (within 200 
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A profitable line to sell. Write for catalog 
and full distributive information. 


FAIRMOUNT 








BE. H. TATE CO. 


251 CAUSEWAY STREET 
BOSTON * MASSACHUSETTS 
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J.S. Stiles Elected President Of 


Morley-Murphy; Others Named 


J. 8S. Stiles has been elected 
president and W. S. Stiles 
chairman of the board of the 
Morley-Murphy Co., Green 
Bay, Wis., wholesaler. The 
elections, which took place 





Sorat 


J. 8. STILES 





Jan. 22, also included five 
vice-presidents and a secre- 
tary. 

Winter J. Evans was 
elected vice-president; C. V. 
Nichols is the new vice-pres- 





Canadian Retail Group 
Changes Name; Elects 


The Ontario Retail Hard- 
ware Association, Canada, 
has officially changed its 
name to the Canadian Retail 
Hardware Association. 

Gordon Cawker of Toronto 
was elected president of the 
association during its recent 
48th annual meeting. Roy M. 
Gilmour of Carleton Place 
was elected vice-president 
and Arthur H. Lake of To- 
ronto, treasurer. 

Directors for the 1953-54 
term of office include: M. A. 
Johnson of Grimsby, J. E. 
Maylor of London, Gordon 
McOuat of Lacute Mills, 
P.Q., and Herbert Fox of 
Belleville. 
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ident and treasurer; W. E. 
Bodart is vice-president and 
assistant treasurer; P. S. 
Zilles was elected vice-pres- 
ident and assistant secre- 
tary; Stuart L. Stiles was 
also elected vice-president. 

Honorary chairman of the 
board is R. C. Morley, Sagi- 
naw, Mich. 

Mr. J. S. Stiles has been 
with the Morley - Murphy 
company since 1936, and 
since that time has served in 
various capacities in the sales 
and purchasing end of the 
business. He was elected sec- 
retary of the firm in 1944, 
and from 1950 until early 
this year held the position of 
executive vice-president. 





Elect Winter President 
Of Williams Hardware 
W. R. Winter was recently 


elected president of Williams 
Hardware Co., Minneapolis, 


Minn., heavy and industrial 
hardware distributor. He 
was previously vice-president 
of the company and has been 
associated with it for 17 
years. 

Vice-presidents of the com- 
pany are H. D. Howard and 
G. J. Paquette. L. Amsdale, 
formerly treasurer, is now 
secretary and treasurer of 
the corporation. O. E. Wynne 
is sales manager of the or- 
ganization. 





R. H. Mickelsen Joins 
Ekco Products Sales 


Robert H. Mickelsen has 
been appointed to the sales 
staff of Ekco Products Co., 
Chicago, IIl. 

Mr. Mickelsen has been as- 
signed to the Chicago district 
sales office under the direc- 
tion of district manager Paul 
Crawford. 

Before joining Ekco, Mr. 
Mickelsen was assistant man- 
ager of the appliance depart- 
ment of Sears, Roebuck’s 
Irving Park-Cicero store in 
Chicago. Prior to that he 
was with E. I. Dupont de 
Nemours & Co. 





Hardware Briefs: 





Son Succeeds Father in Pennsylvania Store; 
Legg Hardware Store, Elkhart, Kan., is Sold 


Mount Pleasant, Pa. — M. 
R. George has sold his in- 
terest in the George & Cun- 
ningham hardware store to 
his son, Robert L., and has 
retired from business. 

Charles W. Cunningham 
became a partner in the firm 
in March, 1942, after having 
entered the store as a clerk 
in December, 1925. Robert 
L. George has been employed 
in the store for several years 
and is now a partner with 
Mr. Cunningham. M. R. 
George began business at the 
Main St. location July 1, 1924. 


Brooklyn, N. Y. — Rich- 
mond Hardware, Inc., 1951 
86th St., is going out of the 
retail end of the business, ac- 
cording to Henry J. Cohen, 
president of the firm. 

The company, which opened 
in April, 1942, will continue 
in the wholesale hardware 
and tool business at the same 
location. 





Elkhart, Kan.—One of the 
oldest firms in this city, the 
Legg Hardware Store, which 
was founded 39 years ago by 

(Continued on page 290) 


Thomsen is Partner In 
Leader Hardware Store 


Phil Teisberg, owner of 
Leader Hardware Store, 
Waupaca, Wis., has an- 
nounced that Jack Thomsen 
joined the firm on Jan. 1 as 
a partner. Leader Hardware 
is a Marshall-Wells associate 
store, 

Prior to joining Leader, 
Mr. Thomsen was associated 





ie, 
JACK THOMSEN 


ell 
with the appliance sales and 
promotion department of 
John Pritzlaff Hardware Co., 
Milwaukee, Wis., wholesal- 
ers. He has also traveled on 
the road for Marathon Corp., 


1 





PHIL TEISBERG 


Menasha, Wis., and is a 
World War II veteran. 

Leader Hardware has been 
in business for 75 years and 
Mr. Teisberg will this year 
celebrate his 25th year in 
the hardware business. 
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Peden Iron & Steel Co. 
Promotes R. A. Ferguson 


George T. Morse, Jr., pres- 
ident and general manager 
of the Peden Iron & Steel 
Co., Houston, Tex., whole- 
saler, has announced the ap- 
pointment of R. A. Ferguson 
as vice-president and pur- 
chasing agent of the com- 
pany. 

Mr. Ferguson, a native of 
Houston, brings to his new 
position 34 years of service 
and experience with the 
Peden Iron & Steel Co. He 
started with the firm in city 
shipping and city desk sales 
and later spent many years 
in outside industrial sales 





R. A. FERGUSON 


before assuming charge of 
all warehouse operations as 
vice-president and warehouse 
manager. 





1953 National Hardware Show to Be Held In 
New York, Oct. 5-9; Plan Garden, Farm Div. 


The 8th Annual National 
Hardware Show will be held 
Oct. 5-9 in the Grand Cen- 
tral Palace, New York City, 
Frank Yeager, director of 
the show, stated recently. 
He also stated that the show 
was being held the week pre- 
ceding the convention of 
American Hardware Manu- 
facturers Association and 
the: National Wholesale 
Hardware Association in At- 
lantie City. 

The 1952 National Hard- 
ware Show was most success- 
ful and the biggest trade 
show ever held at Grand 
Central Palace. More than 
700 exhibitors took up every 
square foot of space. The 
attendance hit a new high of 
34,117, with buyers coming 
to the show. from all parts of 
the United States and 52 
foreign countries. 

Although the dates for the 
1953 show are just being an- 
nounced, a great majority of 
the exhibitors have already 
reserved space for the 1953 
Show. All four floors of the 
Grand Central Palace will 
again be used by the Na- 
tional Hardware Show. This 


means that every square 
foot of exhibition space in 
the Palace (192,000 sq. ft.) 
will be used. 

The entire fourth floor of 


(Continued on page 284) 








25th M-W Stores Congress Sets 
Stage for Aggressive Selling 


The 1953 Associate Stores’ 
Congress of the Marshall- 
Wells Co. marked the 25th 
anniversary of the Associate 
Stores Program with a 
three-day presentation of 
merchandising facts and 
trends, a review of the Pro- 
gram’s history, and a dis- 
cussion of plans for aggres- 
sive future retailing. 

The Silver Anniversary 
Congress drew a record at- 
tendance to the three-day 
meeting, Feb. 9-11, held at 
the firm’s branch at 301 
Lake Ave. in Duluth, Minn. 
There “were approximately 
800 retailers and their per- 
sonnel present, representing 
some 300 M-W Associate 
Stores of both the Duluth 
and Billings, Mont., branches. 

The three days of the Con- 
gress were divided into ma- 
jor program themes: Dealer 
Day, Anniversary Day, and 


Carnival Day, with retailers, 
company officials and fac- 
tory men participating in 
bringing to the dealer audi- 
ence new promotional and 
merchandising developments, 
as well as new lines. 

Opening the meeting, on 
Feb. 9, John H. Moore, com- 
pany president, greeted the 
dealers, welcoming them to 
Duluth for the Silver Anni- 
versary Congress. 

H. A. Lynes, sales man- 
ager, Duluth branch, set the 
theme of the program by 
pointing to the era, 1900- 
1925 as one of mass produc- 
tion; that of 1925-1950, mass 
wholesaling, and predicting 
that the next 25 years would 
be the era of mass retailing, 
wherein the retailer would 
be the Mr. Big. 

Summing up the conclu- 
sions of the three-day ses- 


(Continued on page 286) 





Members of the Marshall-Wells Store 1953 Planning Board, composed of dealers 
from various parts of the territory served by Marshall-Wells Co., 301 Lake Ave. S., 
Duluth, Minn., and Marshall-Wells Co. executives are: front row, (I. to r.) Walter 


Bahner, Foley, Minn.; Cy 
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Meszaros, Edgeley, N. D.; Marvis Hogen, Kadoka, 5S. D.; 

Clarence Beck, Hardin, Mont.; Richard Davis, Sandstone, Minn.; Arvild Christensen, 

Williston, N. D. Rear row (I. to r.) are: Gordon Bratz, Weyauwega, Wis.; Vern Fassett. 

East Grand Forks, Minn.; Henry Pottebaum, Flandreau, S. D.; D. Milnar, Worthington. 

Minn.; B. Larson, Cody, Wyo., and C. L. Kreuger, Conrad, Mont. Not in the photo 
are Paul Fedderly, Wisconsin Dells, Wis. and Dar Pasley, Ennis, Mont. 
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breeze through 
summer in 


Frotitable Style 


Mal (Oa) ad 4 49)) 


Electrically 
Reversible 


WINDOW 
VENTILATORS & 


For both Exhuast and Intake. Cools an entire small home or 
apartment in minutes. Shallower design and lustrous ivory baked 
enamel finish achieve unequalled style-appeal. Completely adjus- 
table. Full 1 year guarantee. In 16-inch and 20-inch models. Priced 
to list at $54.95 and $59.95. 


Also 10-inch and 12-inch Manually Reversible Window 
Ventilators as illustrated above. 2-Speed in 12-inch model only. 
10-inch—$29.95 12-inch single speed—$33.95 12-inch, 2 speed 


ECONOMY 
FLOOR 
CIRCULATOR 


America’s biggest value now smartly styled to appeal to every pros- 
pect. Blades accurately pitched and balanced to operate efficiently 
in horizontal position. Rubber mounted legs. 3 speeds. Finished in 
rich Mahogany. 12-inch model list price 95 


FAN-MOBILE 


The one fan with practically every wanted 
feature. For exhaust or intake—can be 
used for one room or entire average home 
or apartment. ne and easily por- 
table and adjustable. The handsomest 
mobile fan on the market. Finished in 
lustrous ivory. 16-inch model. List price 


Ask your jobber or write for fully illustrated catalog to 


BERNS MFG. CORP. 


3050 NORTH ROCKWELL STREET CHICAGO 16, ILL 
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-News of the Trade — a 


fy 


| Richards & Conover Plans Construction Of 


$500,000 Industrial Steel Warehouse Unit 


The Richards & Conover 
Hardware Co., Kansas City, 
Mo., wholesaler, is planning 
to build an industrial steel 
warehouse, representing an 
investment of approximately 
$500,000, on a site at the 
southeast corner of 14th St. 
and Askew Ave., in Kansas 
City, it was announced re- 
cently by Herman Kuehlke, 
president of the firm. 

The company has _ pur- 
chased a 155,000 sq. ft. prop- 
erty for the construction of 
the new warehouse, which 
will be a 56,000 sq. ft. build- 
ing with an adjoining office 
structure of 2,700 sq. ft. 

Mr. Kuehlke said that a 
start will be made as soon as 
working drawings are com- 
plete. Pending availability 
cf construction steel, it is 
hoped that the wholesale 
firm will occupy its new 
warehouse by mid-summer. 

Space at the firm’s main 
headquarters now occupied 
by the industrial steel de- 
partment will be given over 
to an expansion of the com- 
pany’s hardware division, 
Mr. Kuehlke said. The com- 
pany executive pointed out 


that the $500,000 cost figure 
on the new warehouse unit 
represents on the land, build- 
ing and equipment, and not 
the inventory scheduled for 
the warehouse. 

The expansion of Richards 
& Conover’s industrial steel 
division has been under the 
direction of Mr. Kuehlke, 
who has headed thatvdivision 
for the company for many 
years. He took over as pres- 
ident of the firm after the 
death early this year of J. E. 
Woodmansee. 

It was also announced that 
Carl Helms, former sales 
representative for the United 
Steel Corp., who recently 
joined Richards & Conover, 
will be manager of the new 
steel warehouse division. He 
will be in charge of purchas- 
ing and will direct sales for 
that division. 

The new building itself 
will be 220 ft. wide and 250 
ft. long, and will include an 
inside rail spur from the 
nearby Kansas City Ter- 
minal tracks. Four over- 
head cranes will serve four 
bays, and there will be a 
truck drive down the middle 
of the new building. 





Oklahoma Hardware Dealers Meet 














R. K. Thomas, left, secretary-treasurer of the Oklahoma 
Hardware & Implement Association, with J. H. Harlan, 
Enid, newly elected president, following the conclusion of 
the association's 50th anniversary convention, Feb. 3-5. 
Other officers elected are: O. B. Bennett, Tonawa, vice- 
president; directors, G. A. Perrine, Grove; Harcel Dobyns, 
Stigler; H. R. Heller, Duncan; L. P. Rice, Watonga; ad- 
visory board, Stewart Martin, Okmulgee, and C. L. 
Murphy, Stillwater. 
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Here’s the Perfect DISPENS ER 


housewives have been wishing for... 
















Another hot item 
for increasing your 
plastic housewares 
volume and profits 


DISPLAY PACKAGED 


For point-of-sale merchandising 


Stock No. H-15L $749 


Suggested Retail 









Millions of women will soon see this new 
Lustro-Ware Dispenser for waxed paper, paper-towels and foils 
advertised in her favorite women’s magazines. Its easier-to-use 
features, smart design and guaranteed plastic beauty will create 
the shopping urge to get one for her kitchen. If you haven't al- 
ready ordered your initial stock check with your supplier at orice. 


There’s a new Lustro-Ware Recipe File, and 
101 other matching items (many in new decorator colors) that 
women can’t resist buying to brighten their kitchens, lighten their en 
work, They’re perfect gifts for the bride’s shower too! So keep HANDY TO USE — paper is always 
your Lustro-Ware counter well stocked and give your windows and accessible—does not slip back after 
newspaper advertising the sales attraction which the many free tearing. 
Lustro-Ware merchandising aids will provide. Available at your INSTALLS IN A JIFFY on wall or cabi- 
supplier or write direct to... —- alse 


COLUMBUS PLASTIC PROD., INC. | 
Columbus, Ohio | 


HOLDS ALL STANDARD ROLLS of 
waxed paper, paper towels and foils. 


EASY TO LOAD—no rods, brackets or 
tedious threading—just place rolls in 











net door. Will also stand on work 
table top. 










f 












mt OR Bitun 
<<. “NO 9, 


* 7 
* Guaranteed by a 
Good Housekeeping 
* 






Matches the popular Lustro-Ware Canister Set featured in LIFE, March 16. Companion for the “Bride’s 
Shower Promotion” featuring the gift packaged 8-piece Kitchen Set in May, GOOD HOUSEKEEPING 
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price - 


% gal. 







‘ me ae Pz. tube of 
re3 OW. 


price 


BIG STINKY fly trap 


1 gal. size complete with gallon jar 
and 8 oz. bottle of Control Fluid — 
individually packed and shipped 12 
to master-shipping carton. . 










. retail 
$4.95 


size complete with % gal. 


jar and 8 oz. bottle of Control Fluid 
— individually packed and shipped 
12 to master-shipping carton . . 

retail price - - - ~ 


$4.49 













LITTLE 
STINKY 


Little Stinky 
Fly Trap — 
with 3 oz. 
tube of Con- 
trol Powder 
at without ad 
Jar — individual] 

and shipped 48 red aa 
shipping carton . - » retail 


oe 










7 





+> 
ay 


- VW 
7 


~ 
re 

















K Plus 
UNIVERSAL 
Control Fluid 

Re-ordere 


Nationally Advertised in 27 Leading Publications including: 


Saturday Evening Post 
Parade 
American 


ORDER NOW! 


DIOPTRON CO. 


Better Homes & Gardens 


me 
Popular Science 


Country Gentleman 
Farm Journal 
Outdoor Life 


SOLD BY LEADING 
JOBBERS EVERYWHERE 


BOX 1313 (unlucky for flies) 
MILWAUKEE 1, WISCONSIN 
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News of 
Elect Peden President 


New officers of the Texas 


meeting of the association in 
Houston, are: E. D. Peden, 
president; Charles Stanley 
Roberts, Jr., first vice-presi- 
dent, and Howard Wedding- 
ton, secretary-treasurer. 
The elections of these offi- 
cers were made necessary by 
the death of David Nash, 
who had been serving as pres- 
ident, and the resignation of 
Nat Johnson as secretary- 
treasurer. i 


Peden, is executive vice-pres+ 


Wholesale Hardware Asso- 
ciation, elected at a recent first vice-president of the as- 





the Trade 


of Texas Wholesale 


Hardware Assn.; Name Roberts, Weddington 


ident of Peden Iron & Steel 
Co. Mr. Roberts, the new 


sociation, is vice-president 
and sales manager of Rob- 
erts, Sanford & Taylor Co, 

Howard Weddington, in 
addition to serving as secre- 


tary-treasurer of the whole« 


sale association, is also sec- 
retary-tredasurer of the Tex- 
as Hardware Booster Club 
and of the Wholesale Dis- 
tributors Association, the 
latter an association of 


The new president, Epa plumbing and heating whole- 


» salers. 





Vernon Elected to Post 
At Food Machinery Corp. 


The Food Machinery & 
Chemical Corp., San Jose, 
Calif., has elected Jackson V. 
Vernon a vice-president of 
the corporation. The promo- 
tion was made at a directors’ 
meeting at FMC headquar- 
ters on Feb. 6. 

Mr. Vernon is head of 
FMC’s Niagara Chemical 
Div., and has been associated 
with the division since 1923 
and prior to his present posi- 
tion was sales manager of 
the operation. Late in 1952, 
he was placed in charge of 
Niagara Chemical succeeding 
Ernest Hart who became ex- 
ecutive vice-president of 
FMC in charge of chemical 
divisions. 





Swanson Takes Over As 
Head of Schimel Arms 


A. C. Swanson has taken 
over active management of 
Schimel Arms, North Holly- 
wood, Calif. 

A solid public relations 
program is now being formed 
and a gun replacement and 
repair department has been 
set up to offer immediate ser- 
vice. 





John Hassall, Inc., to 
Build Westbury Plant 


Theodore B. Smith, presi- 
dent of John Hassall, Inc., 
now operating in Brooklyn, 
N. Y., has announced plans 
for the construction of a new 
plant in Westbury, L. I. 

The company, originally 
established in 1850, started 
in New York City and moved 





the 
New Brunswick, N. J., as dis- 
tributor for its product, Loy. 


to the Brooklyn address in 
1888. Present facilitiés, con- 
sisting of four thrée-story 
connected buildings, no longer 
lend themselves to economical 
operation or expansion, Mr. 
Smith said. 

The ground for the new 
plant is a plot of 15 acres, 
and the new building will be 
a one-story structure of steel, 
masonry and glass. 


Tuck Mfg. Co. Appoints 
Saul Vice-President 


Thomas J. Saul has been 
appointed vice-president in 
charge of sales and assistant 
to management of the Tuck 
Mfg. Co., Brockton, Mass. 








THOMAS J. SAUL 


Mr. Saul was formerly 


with Yale & Towne Mfg. Co. 
in Philadelphia, Pa. 





Friedstrass Co. Named 


The Treglown Co., Fan- 
wood, N. J., has appointed 
Friedstrass Co., Inc., 
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News of the Trade 





P.&F. Corbin Div. Concludes Two-Week Sales 
Training School Feb. 6; 18 Graduates Listed 


Sixteen customer: repre- 
sentatives from 14 states 
and two divisional employees 
were graduated Feb. 6 from 
the P. & F. Corbin Division’s 
Eighth Annual Sales Train- 
ing School conducted in New 
Britain, Conn. Jan. 26 
through Feb. 6. 

The course was under the 
direction of Harold E. Med- 
bury, director of sales train- 
ing, and Harold E. Kent, con- 
tract sales manager. 

The program included a 
complete resume of the Cor- 
bin line, application of prod- 
ucts, pricing, detailing of 
hardware from architect’s 
plans, inspection tours 
through factory depart- 
ments, and a series of special 
lectures by sales, production, 
and engineering executives. 


To date, and including 
members of this school, 138 
men from 30 states and 6 
foreign countries have taken 
this intensified Corbin Sales 
Training course. 


Those graduating Feb. 6 
were: William W. Bickford, 
Bickford-Johnson Hardware 
Co., Fort Dodge, Iowa; Rob- 
ert D. Chilson, Quinn’s Wall- 
paper & Paint, Ince., N. 
Adams, Mass.; H. 0. Haw- 
vermale, Hawvermale’s, Inc., 
Nvack, N. Y.; Vernon A. 
Johnson, Albuquerque Lum- 
ber Co., Albuquerque, N. M.; 
E. Walter Johnson, P. & F. 
Corbin, New Britain, Conn.; 
Lawrence M. Kellogg, New- 
ton Lumber & Mfg. Co., Col- 
orado Springs, olo.; Andrew 
F. Lawandales, M. H. Laza- 
rus Co., Charleston, S. C.; 
Julius A. Viight, R. D. Me- 
Kee. Inc.. Hagerstown, Md.; 
0. P. MeDaniel, Willingham 
Sash & Door Co., Macon, Ga. 


Also G. W. Moore. Moore’s 
Hardware. Inc., Hutchinson, 
Kan.: Howard F. Mureen, 
Mnreen Hardware Co., 
Galeshure, Ill.;: Lewis FEF. 
Oehrine, P. & F. Corhin, 
New Rritain: Arlen S. Olsen, 
Ruilders Sunvly Co.. Sioux 
Falls, S. D.; Jocenh EF. 
Orihel. Morean Hardware 
Co.. Akron. Ohio: Robert W. 
Rndv. Babeock, Hinds & Un- 
derwnod, Ine., Rinehamton, 
N. Y¥.: J. P. Smith. Con- 
tractor’s Hardware Sunvlv, 
Champaign. Tll.; Harold D. 
Weaver, Swank Hardware 


Co., Johnstown, Pa.; J. J. 
Wingard, Delph Hardware 
& Specialty -Co., Charlotte, 
N. C. 


Those lecturing were: L. 
C. Booth, vice-president, P. 
& F. Corbin Div.; Geddes 
Parsons, general sales man- 
ager, P. & F. Corbin Div.; 
H. E. Medbury, sales train- 
ing director, P. & F. Corbin 
Div.; Russell S. Gold, vice- 
president in charge of man- 
ufacturing, American Hard- 
ware Corp.; W. F. Middle- 
mass, sales controller, P. & 
F. Corbin Div.; N. A. Welch, 
chief product design engi- 
neer, American Hardware 
Corp.; Wm. Bollman, factory 
superintendent, P. & F. Cor- 
bin Div.; H. B. Kent, con- 
tract sales manager, P. & F. 
Corbin Div.; Ebbe C. Ander- 
son, advertising manager, P. 
& F. Corbin Div.; R. M. 
Cruise, general sales man- 
ager, Corbin Cabinet Lock 
Div.; B. S. Bernhard, door 
closer engineer, American 
Hardware Corp. 





Duchess Co. Names Robb 
District Sales Manager 


M. B. Robb has resigned 
as sales manager for A. Y. 
McDonald Mfg. Co., Kansas 
City, Mo., to become district 
sales manager for the Duch- 
ess Co., Fairfield, Iowa. 

Mr. Robb and his staff will 
cover Missouri, Kansas, 
Iowa, Nebraska and Colo- 
rado. Previous to his affilia- 
tion with the McDonald Com- 
pany, Mr. Robb’s experience 
includes sales and mana- 
gerial positions with Amer- 
ican Gas Machine Co., Norge 
and Evans Products. 





M. B. ROBB 
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reasons 


why it 

IS 

to sell 
JACOBSEN 


A WELL-ESTABLISKED LINE OF SALES LEADERS 


...- no risk of handling a line that may be- 
come orphaned in a year or two. 
> RIGHT SIZE AND TYPE FOR EVERY BUYER 
... eliminates the inefficiency of promoting 
b> EXCLUSIVE MODELS 
... like the Jacobsen Manor, that yield plus 
profits from sales to large home owners, 
parks, schools or cemeteries. 
... in a carefully selected list of general 
and shelter magazines. 
FULL FACTORY BACKING 
. with advertising aids, display material, 
assistance in demonstrations. 
There’s a solid future for you with Jacobsen 
— the line with over 30 years of progressive 
past and growing future. 


two or more brands. 
b> CONSISTENTLY ADVERTISED 
sales training programs, service schools and 
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NEW INVENTION 


Makes Chain Repairs EASY, FAST 
and PROFITABLE for YOU! 


SELLS ON SIGHT 
UNIVERSAL DEMAND 


TRY IT AT OUR RISK! 





Tree" Here's the first practical 

. ' and simple means of mak- 

ing chain repairs right in 

the field WITHOUT RE-w 

i MOVING THE CHAIN. 

} Farmers buy Imp Chain 

Repair Kit on sight! You 

; can make drive chain re- 

| pairs easily and quickly in 

‘your own shop, make easy 

| sales to every farmer in 
ai -your area, 


TRY THIS AMAZING INVENTION YOURSELF! 


SEND NO MONEY 


£ . 





SpE cee ot 


See for yourself how easy and fast it 
is! Order the IMP Steel Chain Repair 
Kit today. Send $5.00 for complete kit 
of three , . . Kit No, 1 fits 56 to 77 
chain, retails at $3.25 ... Kit No, 2 
fits 36 to 55 chain, retails at $2.75 ... 
Kit No. 3 fits 25 to 35 chain, retails at 
$2.25. Complete kit sells for $7.95, but 
we'll send you all three for only $5.00, 
plus a counter display card and liberal 
supply of colorful circulars FREE. 
We'll pay shipping charges if you send 
$5.00 with order, or order C.O.D., if you 
fuecfer. Money promptly refunded if 
you are not 100% satisfied. 


CHAIN REPAIRS ARE EASY 
AND FAST IN THE FIELD 


‘I. Select the proper size chain de- 
tacher from your kit to fit the size 
chain to be repaired, 


2. Slip the repair kit under chain, with 
open part of link on top. Tighten 
set screw by hand on top of broken 
link, 


3. Hit plunger with hammer, and bro- 
ken link will fall out easily. The job 
is done easily, quickly IN THE 
FIELD, with no loss of time, no’ 
smashed fingers, 


ORDER TODAY AT 
DEALERS AND JOBBER 


INDUSTRIAL MACHINE P 








ora 


1101 WALNUT. DEPT. H-2 





DES MOINES, IOWA 













wes 





SUPERIOR Hex Sater Key Wroncie e 


wm ne T-PIECE KEY SETS 
Colorfully Displayed 


This red and white card shows and 
sells our most popular assortment 
of short series socket keys ... 
5/64" through 1/4". The display 
features plated sets in transparent 
plastic kits, and standard finish 
sets in colored plastic kits. These 
wrenches ... as are all Superior 
wrenches ... are made of the fin- 
est analysis alloy steel. You may 
order the cards with 12 or 24 kits. 


1 Gwality Soe 


$reo- so-we vce 





9-PIECE 6” LONG 
SOCKET KEY SET 


Especially preferred by trades- 
men and home craftsmen 
alike because of their extra 
length. The wrenches con- 
tained in this durable plastic 
envelope kit start from 5/64" 
up to and including 3/8’. Or- 
der No. 59-6L. 


11-PIECE SOCKET KEY SET 


Most accepted key set assem- 
bled. With this set a service 
man can tackle any job and 
have a wrench to take care 
of 99% of socket adaptations 
Sizes begin with .050 to, and 
including 3/8'' across. the 
flats. Kit is plastic with elev- 
en pockets. Order by No 
0511 Socket Key Set. 


i li hE ttt cst 


POCKET HEX KEY 











WRENCH SET 


Seven popular size 
wrenches, .050" to 3/16’, fits 
ted in a steel case like 
pocket knife blades. Each 
wrench size can be used in- 
dependently in any position 
best suited for the job 
Wrenches are made of finest 
analysis Nickel Chrome Al- 
loy Steel. Each Set is fitted 
into a sturdy deluxe trans- 
parent plastic pocket kit. 
Twelve wrench sets packed 
in 2-color display box. Or- 
der No. KW-7 Set. 


. also check the SUPERIOR line of Chuck & 
Arbor Combinations, Motor Work Arbors, Drill 
Chuck Arbors, Flaring Tool, and Tubing Cutters. 


WRITE FOR CATALOGS AND PRICES 


SUPERIOR TOOL COMPANY 


5005 EUCLID AVE. CLEVELAND 3, OHIO 
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Bicycle Institate of America 
Holds 35th Annual Meeting 


New 1953 officers, directors and 
committee members of the Bicycle In- 
stitute of America and its constituent 
associations were elected at the re- 
eently-concluded 35th annual conven- 





H. CLYDE BROKAW 


tion of the Institute at the Boca Raton 
Club, Boca Raton, Fla. 

In addition, seven new companies 
were voted membership in the Insti- 
tute at the convention. The Ohio Rub- 
ber Co., Perry Fay Co., the RCA 
Rubber Co., Whizzer Motor Co., Bald- 
win-Duckworth Div. of Chain Belt Co. 
and Norlipp Co. became members of 
the Cycle Parts and Accessories Man- 
ufacturers Assn. while the Lincoln 
Bicycle & Supply Co. was taken in as 
a new member of the Cycle Jobbers 
Assn. 

The complete slates of officers for 
the Institute and its component 
groups for 1958 are as follows: 


Bicycle Institute of America: President, 
H. Clyde Brokaw; first vice-president, 
William A. Sipprell, Jr. ; second vice-presi- 
dent, Guy Wainwright; secretary, M. J. 
Propst; treasurer, F. A. Baker, and execu- 
tive secretary, John Auerbach. 


Executive Committee, Bicycle Institute 
of America: H. Clyde Brokaw, chairman ; 
Manny Beckwith, E. A. Moller, William 
Stoeffhaas, William A. Sipprell, Jr., Frank 
Wolford, and Guy Wainwright. 


Bicycle Manufacturers Assn: William 
Stoeffhaas, chairman; William A. Sipprell, 
Jr., Horace M. Huffman, and secretary- 
treasurer, John Auerbach. 


Cycle Parts & Accessories Manufac- 
turers Assn: President, E. A. Moller; vice- 
president, Robert H. Mesinger; treasurer, 
Henry Bush, and secretary, Milton S. 
Surre. 

Cycle Jobbers Assn: President, Manny 
Beckwith ; vice-president, Charles W. Pin- 
nell; treasurer, Cyril O. Ling, and secre- 
tary, Karl S. Scaison. 

Directors, Cycle Jobbers Assn: H. E. 
Short, chairman; Don O. Rehm, Henry G. 
Samuelson, William C. Stedman, Charles 
M. Seiden, Max Schottenstein, Mark C. 
Tower, and Robert Wilson. 

Merchant Member Group: Chairman, 
Frank Wolford; vice-chairman, V. H. 
Jones; secretary, A. D. Raynor, and trea- 
surer, John Auerbach. 
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WALL INDUSTRIAL 
SOLDERING IRONS 


The perfect production-line soldering iron. Designed to take punish- 
ment, so it appeals to all industrial users who are economy-minded. 
® Thermostatic action prevents tip burning! ® Built to withstand con- 
tinuous heavy duty! @ Heats 4 times faster than most other irons! 
© No radionic interference while in use! @ UL and Canadian Stand- 
ards approved! ©@ Successfully passed the 65° below zero test! 

® Precision wound on pure mica sheet! ® Heat-Control — 
means greater economy! ® Complete size range . . . 20 ue 
to 1000 watt! @ Operates on 110-120 volts, AC or DC! 


OVER 20,000,000 SOLDERING PRODUCTS SINCE 1864 







GROVE CITY #© PENNSYLVANIA 
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for for 


SUMMER! FALL 
GRASS LEAF 
SWEEPING COLLECTING 
; —»> \ 
SPRING LAMBERT 


LAWN Dy 
CLEANING 


Now there’s 


3-SEASON SALES IMPACT 
with 
LAMBERT DYNASWEEP 


Lawn Sweepers 


ee LOOK FOR THE 4-LEAF 
CLOVER EMBLEM ~ 


ADVERTISED IN 
; seem —_ AMERICAN HOME, ‘ 
| ; HOUSE & GARDEN, 
SUNSET AND 
LEADING 
CIRCULATION 
NEWSPAPERS 








Our Gon} Year 


SELL THE 3-SEASON USER BENEFITS 


CUTS TIME, WORK AND COST OF LAWN CONDITIONING 


1. Spring—removes stones, nuts, dead leaves, 
toys and debris, prepares lawn for spring care. 


2. Summer—picks up grass cuttings, stands up 
grass, weeds and crab grass for easier, more 
efficient mowing. 


3. Fall—eliminates leaf raking—clears lawn bet- 
ter, easier, quicker, 


A CLEAN SWEEP OF 
PRODUCT ADVANTAGES, TOO! 


Machine-cut steel gears and pinions 
- Best merchandising colors 
» 21” and 30” sizes 


- All steel chassis 
- Ball bearing-mounted reversible brushes 


- Shipped completely assembled 


1. 
2 
3 
4 
5. Roller-supported collapsible hamper 
6 
z 
8. National and local advertising 

9 


+ Point-of-sales promotion 
AND LOWEST PRICES! 


Ask your jobber or write 


LAMBERT INCORPORATED 


Dept. HA-3, Ansonia, Ohio 
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F. E. Myers & Bro. Co. Reorganizes Sales 
Division; C. D. Leiter in Charge of Sales 


The F. E. Myers & Bro. 
Co., Ashland, Ohio, an- 
nounced the reorganization 
of the sales division follow- 
ing the eiection by the board 
of directors of C. D. Leiter as 
vice-president in charge of 
sales. 

Mr. Leiter, former vice- 
president and domestic sales 
manager, will have complete 
supervision of all sales di- 
vision functions and activi- 
ties. 

Mr. Leiter became asso- 
ciated with Myers in 1905. 
He has been connected with 
the sales department since 
1907 with the exception of a 
year with Firestone. He be- 
came a director of the com- 
pany in 1937 and a vice-pres- 
ident in January, 1952. 

W. B. Kellogg, formerly 
vice-president and foreign 
sales manager, has_ been 
elected vice-president and 
export sales manager. He 
will supervise and coordinate 
the office and field export 
sales force of the company. 
Mr. Kellogg has been with 
the company since 1919. He 
became a director of the firm 
in 1937 and a vice-president 
in 1952. 

The new appointments 
within the sales division in- 
clude the following: E. M. 
Myers, as sales operations 
manager, will co-ordinate the 
activities of the operating 
domestic sales department 
and the export sales depart- 
ment. With the company 
since 1946, he has served as 


an administrative assistant, 
assistant export sales mana- 
ger and, since January, 1952, 
assistant to the president. 

J. F. Simmons, as domes- 
tic sales manager, will be 
responsible for all functions 
of the domestic sales force, 
including the correspondence 
and order department, dis- 
trict managers and salesmen. 
He has been employed in the 
sales department with Myers 
since 1926 and from 1946 
until his promotion served as 
assistant domestic sales man- 
ager. 

D. E. Brubaker, as mer- 
chandising manager, will 
supervise all merchandising 
and market research func- 
tions of the domestic sales 
department and will assist 
the export department in 
similar problems. A fulltime 
employee since 1934, he be- 
came assistant domestic sales 
manager in 1948. 

E. H. Reaser has been re- 
appointed advertising and 
sales promotion manager. 
Employed with Myers since 
1939, with the exception of 
service in the U. S. Navy, he 
has been advertising mana- 
ger since 1950 and took on 
the additional responsibility 
of sales promotion manager 
in January, 1952. 

C. B. Sattler has been re- 
appointed sales training di- 
rector. Employed with the 
company since 1904, he has 
held his present position 
since 1945. 











Pictured above are the men who direct Myers sales ac- 
tivities. Left to right, are: J. F. Simmons, domestic sales 
manager: D. E. Brubaker, merchandising manager; W. 
B. Kellogg, vice-president and export sales manager; C. 
D. Leiter, vice-president in charge of sales; E. M. Myers, 
sales operations manager; E. H. Reaser, advertising and 
sales promotions manager. C. B. Sattler, sales training 
director, is not in the picture. 
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Name Dynes Sales Head 
Of Columbian Rope Co. 
Gardner P. Dynes of the 


Columbian Rope Co., Auburn, 
N. Y., was appointed to the 





GARDNER P. DYNES 


position of general sales 
manager of the firm at a 
recent meeting of the board 
of directors. Mr. Dynes will 
succeed Charles H. Mosher 
who will continue to serve as 
vice-president of sales for 
the company. 


News of the Trade 





ganization in July of 1917. 

After working in several 
departments throughout the 
mills, he was transferred to 
the company’s Chicago 
branch. He covered territory 
in that area until November 
of 1927, at which time he re- 
turned to Auburn. He was 
made assistant sales man- 
ager in January of 1941, and 
was named assistant general 
sales manager in January of 


1948, a position he has held | 


continually since that time. 





C. Voracek Appointed To 
Speco, Inc., Sales Post 


Charles R. Voracek has 
been named director of sales 
promotion and _ assistant 
sales manager of the mainte- 
nance products division of 
Speco, Inc., Cleveland, Ohio. 

Mr. Voracek was former- 
ly affiliated with the paint re- 
search division of Patterson- 
Sargent Co., Cleveland. His 
experience also includes ser- 
vice with B. F. Goodrich Co., 
Akron. 





Mr. Dynes has been asso- In his new post, Mr. Vora- 
ciated with the Columbian cek will promote sales of 
Rope company for the past more than 100 Speco prod- 
36 years, first joining the or- ucts. 





Yankee Hardwaremen Elect Officers 





Shown above are the new officers of the Yankee Hard- 
waremen at a recent meeting of the group. From left to 
right, are: William F. Mealey, Skil Corp., secretary; 
Harold J. Davidson, L. S. Starrett Co., retiring president; 
Keen Markey, Keen Markey Co., new president; John F. 
Donovan, Greenfield Tap & Die Co., vice-president. 
Harold Stevens, True Temper Corp., treasurer, is not in 
the picture. Directors elected at the meeting were: Mr. 
Davidson, chairman of the board; Ivan Smith, Allen Mfg. 
Co.; Archie Birmingham, John H. Graham & Co., Inc.; 
Robert C. Brigham, Skil Corp.; John E. Wright, Billings 
& Spencer Co.; George C. Summerell, National Carbon 
Co.; Neill McGarvey, Henry Disston & Sons, Inc. Leo 
A. Heal, Leo A. Heal Co., is chairman of the entertain- 
ment committee; Mr. Summerell heads the sports com- 
mittee; Mr. Donovan is chairman of the publicity com- 
mittee, and Mr. McGarvey heads the visitation committee. 
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Oné'of America’s Fine Names 
in Insulated Products 










_— 


PICNIC JUGS 

THAT MAY BE 
the 1-GALLON COMPLETELY 

TAKEN APART 
the Ya-GALLON pe 


ALUMINUM, RUST-PROOF CLEANING... 


DelLure 


PICNIC JUGS 


They'll make you money because they 
are proven winners! They have the 
quality, they have the features: alum- 
inum outer shells... absolutely rust- 
proof; 1 and 4 gallon capacities; glass 
liners, full size drinking cups...2 on 
the 1-gallon size, 1 on the 2-quart 
size. Genuine Fiberglas insulation for 
highest efficiency. They sell by the thou- 
sands. You'll be amazed at the price! 


EXCLUSIVE FARIS FEATURES 








KEEPS LIQUIDS 
HOT or COLD 





SEE YOUR JOBBER 





<i> W.W.FARIS-MFG.Co. 


HANLEY RD. @ ST LOUIS 17, MO 


2103 S$ 











Average Coast-to-Coast Store Sales in 1952 
Sarpassed Previous Year’s Total by 9 Pct 





Officers of the Central Organization of Coast-to-Coast 


Stores at one of the exhibits. 


Left to right are: H. J. 


Kantrud, vice-president; Maurice L. Melamed, secretary 
and treasurer; Arthur Melamed, president, and Louis 
Melamed, vice-president. 


The average individual 
Coast-to-Coast store made 
sales in 1952 which exceeded 
the previous year’s figures by 
9 pet, it was announced at 
the annual meeting of the 
store owners, held at the 
Nicollet Hotel, Minneapolis, 
Minn., Feb. 8-11. Sales quotas 
for this year were set at 
10 pet above totals for 1952. 

Total registration exceeded 
1,400 with representatives of 
more than 95 pct of the 
stores being present to study 
plans and lines offered by the 
Coast-to-Coast Stores Cen- 
tral Organization, Inc. 

Plans were announced for 
seven promotional events 





during the remainder of the 
year. 

Count on Me in ’53 was 
the theme of the convention 
with H. J. Kantrud, vice- 
president, discussing prog- 
ress made in merchandising 
and sales by the organiza- 
tion. He unveiled The Great 
48, the organization’s 48- 
page consumer catalog for 
spring distribution. 

Speaking on “Quotas—and 
How to Beat Them,” York 
Langton, manager, dealer ex- 
tension service, suggested 
that quotas per sales person 
should be set at least 10 pct 
above last year’s sales. An 
incentive plan providing for 


COUNT 


——-———News of the Trade 





a five per cent commission on 
sales above an_ individual’s 
quota was suggested. He de- 
clared that dealers must 
depend on sales women in 
their stores more than ever 
before. 

That there should be no 
ceiling on an employee’s 
earnings and that each per- 
son in a store should be re- 
sponsible for specific depart- 
ments were other suggestions 
made by Mr. Langton. 

Arthur C. Melamed, presi- 
cent, called attention to 
changing markets, higher 
farm incomes and more selec- 
tive buying. The Central Or- 
ganization and its franchise 
dealers had had 22 years of 
uninterrupted profitable op- 
eration, he stated. He ex- 
pressed the opinion that busi- 
ness would be more on its 
own under the new adminis- 
tration than it has been since 
the early 30’s. 

Careful consideration of 
budget selling was urged by 
Maurice L. Melamed, secre- 
tary and treasurer, who said 
that budget customers be- 
come life-long customers. As 
they visit stores to pay their 
installments they will often 
buy many other lines on im- 
pulse. He also suggested that 
store owners sell tires and 
give more thought to sport- 
ing goods lines. 

On the final day of the 
convention Bill Gove, field 
development manager, Min- 
nesota Mining & Mfg. Co., 
discussed salesmanship and 
changes in business methods. 


On ME 


y, “52 


Some of the 1,400 store owners, wives and other guests at the opening session at the 
Nicollet. Officers and department heads are standing at the head table. 
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Cedric Adams’ noontime 
newscast over radio station 
WCCO was _ witnessed by 
those attending the luncheon 
on Wednesday. 

Social highlight of the con- 
vention was the annual din- 
ner dance and floor show, 
Tuesday evening, at the 
Nicollet. 





DeWalt Assigns New 
Area to Eigenberger 


Jerome H. Eigenberger, 
district manager for DeWait, 
Inc., subsidiary of American 
Machine & Foundry Co., Lan- 
caster, Pa., has been assigned 
a new territory in the south- 
western part of the country. 

Mr. Eigenberger joined the 
DeWalt firm early in 1952 as 
district manager for the Mil- 
waukee, Wis., area. He has 
since served in this capacity. 

Before joining DeWalt, he 
was Chicago branch repre- 
sentative for the Kohler Co. 
of Kohler, Wis., in the Iowa- 
Nebraska area. 

In his new position he will 
be DeWalt district manager 
in a territory comprised of 
southern Texas, southern 
Mississippi, and the entire 
state of Louisiana. 

It was also announced that 
Howard A. Reid, former ad- 
vertising and sales promo- 
tion manager of the General 
Cable Corp. has joined Amer- 
ican Machine & Foundry Co. 
as advertising and sales pro- 
motion manager of AMF’s 
general products group. 

Mr. Reid will supervise in 
a staff capacity the advertis- 
ing and sales promotion ac- 
tivities of the general prod- 
ucts group. 





National Hardware 
Show Oct. 5-9 


(Continued from page 275) 


the Palace will be devoted tv 
lawn, garden and light farm 
equipment. This will be an 
entirely new feature of the 
show. It will be the first time 
that hardware buyers will 
have an opportunity to view 
lawn, garden and light farm 
equipment lines on their an- 
nual buying pilgrimage to 
New York and the National 
Hardware Show. 

The lawn, garden and light 
farm equipment division will 
be featured with the estab- 
lished fishing and hunting 
division and the regular Na- 
tional Hardware Show. 


HARDWARE AGE, MARCH 5, 1953 





Can’ 








LOCK 


The m 
mendo 
the squ 
perforr 
Wrenc 
Wrenc 
onstrat 


WITH 


No. 7W, 
No. 10W, 


HARDW 





noontime 
radio station 
witnessed by 
the luncheon 


ht of the con- 
+ annual din- 

floor show, 
ng, at the 


is New 
yerger 


Eigenberger, 
for DeWalt, 
f American 
ry Co., Lan- 
en assigned 
n the south- 
the country, 
r joined the 
y in 1952 as 
for the Mil- 
2a. He has 
is capacity. 
DeWalt, he 
nch repre- 
Kohler Co. 
1 the Iowa- 


ion he will 
t manager 
nprised of 

southern 
the entire 


unced that 
ormer ad- 
2s promo- 
ie General 
ned Amer- 
undry Co. 
sales pro- 
f AMF’s 
roup. 

bervise in 
advertis- 
lotion ac- 
ral prod- 


re 


ge 275) 

evoted tu 
xht farm 
ill be an 
e of the 
irst time 
ers will 
to view 
ht farm 
heir an- 
nage to 
National 


nd light 
ion will 
» estab- 
hunting 
lar Na- 
W. 


, 1953 





Can You Sell Another Tool That 





WRENCH 
LOCKS WITH TON GRIP... WILL NOT SLIP! 


The most fabulous hand tool ever developed! Tre- 
mendous Ton-Grip which won't slip—locked on by 
the squeeze of a hand! SELLS BY REPUTATION (and 
performance!) as a Super-Pliers, Adjustable End 
Wrench, Hand Vise, Toggle Press, and Locking 
Wrench—in one trim tool! Give ‘em display. Dem- 
onstrate! Then watch ‘em sell! 


WITHOUT CUTTER STRAIGHT JAW 


No. 7C, 7”...$1.95ME No. 7, 7”...$1.85 
No. 10C, 10”... 2.25M No. 10, 10”... 2.15 


WITH CUTTER 


No. 7W, 7”..$2.25 
No. 10W, 10”.. 2.60 
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" Riteatt>”’ means 
most service for 


your money 


Drop head die sets 
8 to2 


C 
’ 


These popular extra-handy 


RIBELID 


drop head dies 
assure you fast steady turnover 


¥*& Small, well balanced, clean cutting, these popu- 
lar RRIG0D ratchet threaders are unusually 
fast sellers. They save your customers time and 
effort — heads snap into drive ring from either 
side, won’t fall out. Precision-cut alloy dies 
reverse for close-to-wall threads — no special 
dies needed. 


*OOR and OR, %” to 1”; 111R and 11R, %” 
to 1%”; 12R, %” to 2’. Conduit dies, too— 
and free carrier with sets. You can’t beat them — 


for easy steady profits. 





THE RIDGE TOOL COMPANY « ELYRIA, OHIO 

















Ben L. 
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. Buhl, Minn.; 


Mont.; 
n, Ellsworth, Wis.; Lee A. 


p, Ortonville, Minn.; Reuben 


; Emil J. 
Harry H. Meyer, Shawano, Wis. 


right are: Robert G. Wom- 


Wisconsin Rapids, Wis.; 


» Parkers Prairie, Minn. 
ingsak, Grafton, N. D.; C. B. 
lla, Dickinson, N. D. 
heim, Barnum, Minn.; 


from left to 
Einar Olsen, 
Iron River, Mich.; Martin R 
Minn.; Hans J. Sol 


» Wyo.; Paul Schi 
aire, Wis. 
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N. D.; Carl Johnson, Sidney, 


At the left, front row, from 
Oscar Jarrell, Fairview, Mont.; 


y George S. McQuade (center 
Minn.; Henry Hammer, 


-Wells 25-Year Club inaugurated at 


y Congress of the Marshall-Wells Stores, Duluth, 


r introduction b 


manager, Duluth and St. Paul branch. 
; Gordon Hamilton, Westfield 


are: Gil Johnson, Williston, 


Al Johnson, Sebeka, Minn.; 


Charter members of the Marshall 
William A. Herreid, Deer River, 


the Silver Anniversar 
Minn., following thei 


left to right, 


Mont.; 
town, N. D. 


Herb 
H. G. Hertz, 


y K. Bates, Broadus, 
William A. Klem 


New Leipzig, N. D.; Clarence A. Holde 


Kenall, Ellsworth, Wis.; 
Lendved, Clintonville, Wis.; 


Baan Willie, Jordan, Mont.; Thure 
Thompson, Stillwater, Minn.; Art 


Westberg, Froid, Mont.; Fred H. 


Strom, Glas gow, Mont.; 


erman, Brainerd, Minn. 
B. A. Rignell, Tracy, Minn.; Haakon Larsen, 


lola, Wis., and James Ald 
Rear row, left to right, are: 


News of the Trade 


(Continued from page 275) 


sions, L. M. Hatfield, general 
sales and merchandising 
manager, warned that inde- 
pendent retail hardware 
store owners must face the 
reality of change, and be 
alert to meet increasing com- 
petition in the years ahead. 
He said the goal of the Mar- 
shall-Wells Co. is a continual 
and substantial expansion of 
its stores’ program. 


“This year, and the year 
ahead,” Mr. Hatfield  re- 
marked, “will be highly com- 
petitive. We have _ re-ap- 
praised every phase of our 
business to meet the chal- 
lenge of change. Now we 
are in a position to make im- 
portant new contributions to 
the selling effectiveness of 
your store.” 


He told store owners they 
must help “keep the bridge 
of distribution open and 
maintain a free flow of mer- 
chandise all the way from 
the manufacturer to the con- 
sumer.” 


E. G. Westermeier, mer- 
chandising manager, stores’ 
division, presented the spring 
promotional program which 
will include a six-page, four- 
color broadside combining 
three events into one—a 
paint, a tool promotion, and 
National Hardware Week. 

J. R. McKee, sales man- 
ager, Billings branch, re- 
viewed the promotional items 
and program for next year. 
He drew an analogy between 
showmanship and salesman- 
ship, pointing to the special 
merchandise in the broad- 
sides as a general admission 
ticket to a dealer’s store. But 
from that point on, he said, 
dealers must sell the rest of 
their merchandise to the cus- 
tomer if they are to do 
volume business. 

H. H. Meyer, Marshall- 
Wells store owner, Shawano, 
Wis., reviewed the history of 
the Associate Stores’ program 
from its inception in 1928 
when it comprised 28 stores, 
and traced its development 
to the present with a mem- 
bership of 552 stores. 

Clarence Beck, Marshall- 
Wells store owner, Hardin, 
Minn., in a presentation of 
“How We Can Do It,” advised 


25th Marshall-Wells Congress 


his fellow dealers to place ad- 
vance orders; to hold store 
meetings to acquaint person- 
nel with the merchandise, 
the display and advertising 
material; train sales people 
in selling. He said that in 
order to seli, dealers must se- 
lect the proper merchandise, 
and then publicize their 
stores and merchandise. 

H. W. Greenough, man- 
ager, stores’ division, Duluth 
branch, in making a presen- 
tation of the value of sport- 
ing goods to hardware store 
volume, said that hunting 
and fishing was a $9,200,- 
000,000 business. 

Other Associate Stores’ 
members and company offi- 
cials who addressed the 
meeting included: R. P. 
Hauck, manager, stores’ di- 
vision, St. Paul branch; 
H. W. Johnson; W. S. Soeb- 
bing, director of sales train- 
ing and education; Jack Lin- 
ton, Fred Tinseth, manager, 
Billings branch; Arvild 
Christensen, manager, Mar- 
shall-Wells Stores, Williston, 
N. D.; J. Adams, Sandy Oie, 
Floyd Bjorkman, Clarence 
O’Radnik, A. J. Pedersen, 
Paul Le Pak, Gener Mills, 
J. I. Alrick. 

Among the highlights of 
the program was the inaugu- 
ration of the Marshall-Wells 
25-Year Club and the intro- 
duction of the Charter Mem- 
bers from the stage of the 
auditorium, by George S. 
McQuade, Duluth and St. 
Paul manager. 

Mr. McQuade in introduc- 
ing the 25-Year Club mem- 
bers pointed to them as pio- 
neers in the Marshall-Wells 
program and pointed out 
that their loyalty was re- 
sponsible for its success. 
Each member, as a token of 
recognition and appreciation, 
received a gift of a pocket 
secretary. 

Charter members of the 
Club are: Herb Adams, Cav- 
alier, N. D.: James Alder- 
man, Brainerd. Minn.; Paul 
and Stuart Fedderly, Wis- 
consin Dells, Wis.: G. L. 
Gunderson. Tola, Wis.; Gor- 
don Hamilton, Westfield, 
Wis.; 

Also, Henry Hammer, 
Cooperstown, N. D.; William 
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Model 1102FL 
Illustrated 


There’s a reason why National Steel Cabinets 
are le:ders. Architects and home builders know 
they are getting quality at a reasonable cost 
and each cabinet model has individual features 
that make it attractive for any home—whether 
it is the beautiful Ambassador Model 1000—or 
the Budgeteer Model 400. 


NATCCO gives you these features 
~~ x Exclusive seamless and one 

j piece deep drawn bodies. 

All cabinets are completely rust- 
proof treated before enameling 
for long life. 

All lighted models have an inside 
night light. 
Tooth brush recess. 


x Adjustable bulb edge shelves. 


Many other features make the 
NATCCO Cabinets the leader. 


YEAR GUARANTEE! 


All mirrors are of “‘A’’ Quality Glass 
—and are unconditionally guaranteed 
against spoilage for five years. 


NAILED, 










Model 1102 


_ 
Model 802 


YOUR COPY Is Ready! 


Your letterhead will 
bring you this new catalog 
on the complete line of 
NATCCO CABINETS. 


Most models are 
IMMEDIATELY AVAILABLE in every major city 


NATIONAL STEEL CABINET CO. 


2415 NORTH CRAWFORD AVENUE ° CHICAGO 39, ILL. 
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--=- What all little screws 


should know! 
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WOOD SCREWS 


(Slotted or Phillips heads) 


Whenever it is required that wood screws meet 
Federal Specification FF-S-111a, manufacturers 
have a habit of simply using Southern Wood 
Screws. 

For Southern Wood Screws are designed 
especially to meet this exacting federal specifica- 
tion .. . and provide the most in holding power. 
Uniformly made of the highest quality materials 
in one of the most modern plants of its kind, 
Southern screws are of Government-approved 
single thread construction . . . accurately ma- 
chined . . . with precison-milled slots, full size 
shanks and sharp gimlet points. You can depend 
on them for satisfied customers... 

Wide range of sizes from 3/16” No. 0 to 6” 
No. 30—in steel and brass. Write today for in- 
teresting literature on types of wood screws—and 
for the Southern Wood Screw catalog. 


FACTORY WAREHOUSES 


4100 Dell Avenue 
North Bergen, N. J. 


641 Stewart Ave., S.W. 
Atlanta, Georgia 


325 W. Ohio Street 
Chicago 10, Ill. 


SOUTHERN SCREW COMPANY 
104 Rickert St., Statesville, N. C. 
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Your Customers 


are being pre-sold on 


FEY, VOGUE Blanchers* 


as nationally advertised in 
Saturday Evening Post! 








Special 
FOR NATIONAL HARDWARE WEEK 


RIGHT 
for 
All-Year 
Round 





WR8S—packed 2 doz.—26 Ibs. 
Capacity: 7 qt. perforated insert 
8 qt. cooking pot 


Your FREE Kit for 
“Hardware Week” 


from Hardware Associa- 
tion Headquarters contains 
a big Saturday Evening Post 
BANNER promoting the 
Federal Vogue Blancher. Dis- 
play it prominently at your 

ederal Enameled Ware 
counter! 

An 4d Mat on the Blancher 
is also included. You can tie 
in with the POST by placing 
your ad locally. 


* made with TITANIUM 
for extra strength...white- 
ness... long-life! 


oD to retail at $2.99 


has 
The FEDERAL VOGUE BLANCHER 





(Slightly higher in the West 
and South and Canada) 









so MANY Use. 





* * 
(all Selling Points for You) 


1. Blanching vegetables 
for serving 


. Blanching vegetables 
for freezing 

. Making spaghetti 

. Boiling corn-on- 
the-cob 

. Cooking stews 

. Sterilizing bottles 
and jars 

. Steaming clams 

. Making chili 

. Straining foods 

. Preparing foods 
for canning 

11. Deep fat for French 

frying potatoes, etc. 


~ WwW RO 


nAnwm 


owOon 











* 


FEDERAL ENAMELING & STAMPING CO., PITTSBURGH 30, PA. 


World's largest manufacturer of enameled ware 






| 


| A. Herreid, Deer River, 
| Minn.; 





Herb Hertz, New 
Leipzig, N. D.; Clarence A. 
Holden, Ellsworth, Wis.; Lee 
A. Kenall, Ellsworth, Wis.; 
Oscar Jarrell, Fairview, 
Mont.; Al Johnson, Sebeka, 
Minn.; 

Also, Carl Johnson and 
George Johnson, Sidney, 
Mont.; Gil Johnson, Willis- 
ton, N. D.; William A. 
Klemp, Ortonville, Minn.; 
Haakon Larsen, Moorhead, 
Minn.; Arnold Larson, Park- 
ers Prairie, Minn.; Reuben 
Lendved, Clintonville, Wis.; 


Amos Maghan, Brainerd, 
Minn.; Harry H. Meyer, 
Shawano, Wis.; Everett L. 


Minckler, Buhl, Minn.; ~~ 
Also, Einar Olsen, Wiscon- 
sin Rapids, Wis.; Ormond 
Paus, Scobey, Mont.; Arnold 
Quarve, Fessenden, N. D.; 
Ben L. Quirt, Iron River, 
Mich.; Barney A. Rignell, 
Tracy, Minn.; Martin Ring- 
sak, Grafton, N. D.; Paul 
Schilla, Dickinson, N. D.; 


News of the Trade———______— 


Jackson, Minn.; Hans J. Sol- 
heim, Barnum, Minn.; Art 
Strom, Glasgow, Mont.; Fred 
H. Thompson, Stillwater, 
Minn.; Joseph E. Thompson, 
Eau Claire, Wis.; Thure 
Westberg, Froid, Mont.; and 
Robert G. Wombacher, Proc- 
tor, Minn.; Ray K. Bates, 
Broadus, Mont.; Baan Willie, 
Jordan, Mont.; C. B. Robert- 
son, Lovell, Wyo. 

The Silver Anniversary 
program was arranged by 
H. A. Lynes, sales manager, 
Duluth branch; H. W. 
Greenough, manager, stores’ 
division, Duluth, Congress 
chairman; R. P. Hauck, 
manager, stores, division, St. 
Paul; E. G. -Westermeier, 
merehandising manager, 
Marshall-Wells; Stores Divi- 
sion; W. A. Soebbing, direc- 
tor of sales training and 
education; Walter Prahl, Jr., 
in charge of the merchandise 
mart; Frank Morgan, adver- 
tising department, and J. R. 
McKee, sales manager, Bill- 


Also, Emil J. Skalicky, ings branch. 

















At the recent annual convention of the Tri-State Hard- 
ware & Implement Association, Feb. 9-10 in Amarillo, 
Tex., Homer Estlack, Estlack Machinery Co., Clarendon, 
Tex., was elected president. E. W. Brasch, Brasch-Mitchell 
Hardware Co., Levelland, Tex., was re-elected vice-presi- 
dent. Marshall Shepherd, Canyon, Tex., is secretary- 
manager. Directors are: Fred Sherwood, R. N. Norris 
Hardware Co., Childress, Tex.; Jess W. Miley, Roswell 
Implement Co., Roswell, New Mexico; Carl Maurer, 
Maurer Machinery Co., Friona, Tex.; Kenneth Cox 
(newly elected), Massey-Harris, Lubbock, Tex.; George 
Acker (newly elected), Acker Hardware Co., Perryton, 
Tex., and Glenn Williams (newly elected), Williams- 
Howe Hardware Co., Mountainaire, New Mexico. Ad- 
visory board members are R. P. Isaacs, Isaacs Hardware 
Co., Clayton, New Mexico, retiring president; Grady 
Thompson, Thompson Hardware, Hobbs, New Mexico, 
and E. C. Armstrong, Clovis, New Mexico. In the photo 
are, front row, left to right: Messrs. Thompson, Isaacs, 
Sherwood, Miley and Armstrong. Rear row, left to right, 
are: Messrs Cox, Maurer, Shepherd, Estlack, and Brasch. 
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‘anged by 
a HERE’S OUR SPECIAL PROFIT DEAL 
er, stores’ Quan Style No ter Retail Ea 
Congress -14¢ idieton Served >:.95 
Hauck, - Butter Dish .30 / . 
vision, St. } oe B. ‘Table’ Salt & We have developed a custom-built, packaged unit, ready 
stermeier, : sae for shipping and easy handling, all ompact carton 
’ _ ° : r sni i 1 : in one c rto 
manager, n mane rsiesi: Set on : ag ~ z (1834," x 1534” x 10”), shipping wt. 12 Ibs. 
“ite 4 sets 27 | Niblele eam oT: S : 
res Divi- — This starter set in attractive Styrotone colors of Coral, 
ng, direc- TIERCE EEemiem §=Chartreuse and Grey with its famous “Matched Design” 
ling and Dealer Cost @ 40% Discount 904 styling and guarantee will convince you that here is the 
-rahl, Jr., CO ST eaern ot eee most economical line of fast-selling plastic housewares on 
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“Food Slicer 
Manuva Whether for everyday kitchen or CUTS 10 SLICES AT ONCE! 
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MARKET 
TWO WAYS! 


Kipiaagin 


‘‘SILVER SHIELD’’ 
= 


Sciemeygelete 
CELLAR DRAINER 
1) Pumps more water than 
any other drainer in its class 
€ Lowest nationally 
advertised price 
$4925 for the 
RETAIL! galvanized model 
$59°° for the 
RETAIL! all-brass model 


All-Brass 
Model 
Illustrated 


New Rapidayton “Silver Shield” Cellar 
Drainers offer two big extras to make 
your selling job easier — extra high 
pumping capacities ... extra low retail 
prices. Both galvanized models and all- 
brass models will pump from 440 to 1300 
gallons per hour more than most com- 
petitive drainers. Retail price for the 
galvanized model ($49.95) is the lowest 
price advertised nationally, and the all- 
brass model ($59.95) retails for less 
than most galvanized models on the 
market today. Phone or wire your orders 
now—or drop a card for more details. 


Kipuidagin 


THE DAYTON PUMP & MFG. COMPANY 


500 Webster St., Dayton 1, Ohio 


JOBBERS: New “Silver Shield” promotion 
materials including ad mats, display card and 
advertising circulars will be ready soon. Ask 


for yours by letter. 


DEALERS: Check with your jobber about the 
“Silver Shield” promotional material prepared 


especially for your use. 











News of the Trade 








HARDWARE BRIEFS 





(Continued from page 274) 


W. H. Legg, has been sold to 
Ernest Williams and _ his 
father, Charles P. 

Mr. Ernest Williams man- 
aged the store for seven 
years. 





Winchester, Va.—W. Irvin 
Hoke has purchased the 
Parker Hardware Co. from 
W. Lomax Parker and has 
announced immediate’ en- 
largement of the business. 

Mr. Parker owned the 
store for the past eight 
years. The new manager of 
the store, now known as Val- 
ley Hardware Co., is Ed- 
mund Hall. 





Wilber, Neb.—A_ business 
career of more than 40 years 
duration was ended recently 
when Stephen G. Dunder sold 
his interest in the Dunder & 
Kreshel hardware firm to 
Milo R. Kreshel. 





Phoenix, Ariz.—Emmett’s 
Hardware, formerly located 
at 533 W. Camelback Rd., 
has moved to 4809 N. 7th 
Ave. Emmett Funkhouser, 
owner, built a new building 
for his complete line of 
hardware, housewares and 
paints. 





Green Castle, Mo. — The 
purchase of the Ora Dimmitt 
Hardware has been an- 
nounced by the management 
of Singley Hardware, Inc. 





Chicago, Ill. — Macv’s 


' Hardware Store recentlv held 


a grand opening at 4255 Ful- 
lerton Ave. Clement Macy is 
the owner of the store. 





Providence, R. 1.—Thieves 
stole an undisclosed number 
of rifles and boxes of ammu- 
nition from Samson’s Sport- 
ing Center, Pine and Port- 
land Sts. Samuel D. Sam- 
son is proprietor of the store. 





Georgetown, Wash— 
Georgetown Hardware, 5909 
Airport Way, was recently 
reopened under the manage- 
ment of E. J. O’Kelly. 





Forest City, Iowa—B. J. 
Perry and A. R. Totten have 
purchased the Perry Hard- 
ware store, one of the city's 
oldest business establish- 
ments. 


Hornell, N. Y.—Coyle 
Hardware Co., 145 Main St., 
recently had been completely 
remodeled. The entire store, 
owned by Raymond Coyle, 
has been modernized. 





Glenvil, Neb. — After 40 
years, August Heye has de- 
cided to sell his, store, stock 
of merchandise, and retire. 
Mr. Heye started in the 
store in 1910, worked a year, 
and then purchased it. 





Ipswich, S. D—The Gam- 
ble Hardware store has been 
sold by J. W. Jeffery to R. A. 
Meyer. The transaction in- 
volved the stock and business 
of the concern, with Mr. Jef- 
fery retaining ownership of 
the building. 





White Cloud, Mich.—G. L. 
Rosenberg retired from busi- 
ness recently and sold his en- 
tire stock and fixtures to his 
son, George, who will now 
operate the store. 





Zillah, Wash.—The Zillah 
Hardware store building re- 
cently re-opened after hav- 
ing been redecorated and re- 
arranged. 





Geneva, Ill. — The Ace 
store, operated by William 
Rosenfelder, was badly dam- 
aged by fire last month. The 
business is presently operat- 
ing in temporary quarters 
and plans are being made for 
the construction of a new 
store to replace the old one. 





Santa Cruz, Calif.—Cos- 
tella & Caiocca have opened 
an East Side appliance and 
hardware store at 813 Soquel 
Ave. The partners have a 
similar store at 109 Mission 
St. which will continue to 
operate. 





Abilene, Tex.—The Ban- 
owsky Hardware store, S. 
Third and Chestnut Sts., has 
been recently purchased by 
R. J. Hawk. Mr. Hawk 
bought the business from 
Raymond and Larry Banow- 
zky, who are presently opez- 
ating the Dumas Hardware 
Co. in San Antonio. 





Meade, Kan.—The Moore- 
Harris Hardware Co. store 
recently displayed a new 
neon sign. 
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5 Main a with GOLDBLATT Tools 
i complete 
pee Goldblatt has no salesmen; sells direct to dealers. 
~y Coyle, The Goldblatt line includes everything for the 
| plasterer, bricklayer, cement mason, tile-setter and 
- After 40 the masonry contractor. You'll get faster turnover 
vce ye — greater profits — satisfied customers — repeat 
a sales — with Goldblatt Tools. eihindineiien ste 
ced ca and equipment for the Trowel 
d it. , Trades from Goldblatt. It’s Easy— 
One Order . . . It’s Economical— 
The Gam- One Shipment . . . It’s Simple— 
> has been One Invoice. The fame and quality 
y to R.A. of this nationally known line make 
action in- it easy for you to sell. 
d busi 
1 Mr. Jef. Send TODAY for FREE Catalog 
ership of For full information on direct-to- 
dealer sales policy, write today for 
h~-@, 1 your FREE copy of Goldblatt’s cur- 
rom busi- rent Catalog and Price List. 
chads Goldblatt Tool LO. GOLDBLATT Manufactures a com- 
wo Agha a a plete line of Tools for the Trowel Trades. 
GOLDBLATT Distributes a supple- 
mentary line of equipment for the Trowel 
ie Zillah Trades. 
ding re- 
ter hav- 
and re- DRILL 
oul 
ie Ace tet 
William cane | 
ly dam- ae | 
th. The <a j 
operat- ‘ “ : 
uarters i ww i 
ade for cd My “8 4 
a new & AA Si Ly 
—Cos- i: or ; egeenetines : Hi speed we saw age ee is now oi 
Ae = able to retail outlets. Here’s your chance to realize 
_— > ~ ee greater profits by distributing the same nationally ad- 
ce an vertised popular drill-bit that we've successfully sold 
Soquel to thousands of consumers direct. Carpenters, me- 
lave a chanics, electricians, plumbers and hobbyists every- 
fission where prefer this amazing combination drill bit that 
ue to in convenient lengths, on smart metal spools —. a = — oe soy — inter 
7) . ill-bit i 3; with- 
for fast and profitable “footage” business stands severe continuous Rw without breaking; is made 
.-.well known to your trade as the choice of of abrasive resistant, high speed steel with flutes 
Pa leading manufacturers...also U-L approved ground oa — it drills, —, and Capone + pe 
"e, * pipe, wo plastic, transite, etc. Use with any 3” or 
., has Cord Sets that put an end to CORDelirium. 3” electric drill, slow drill a lathe or milling 
ad by machine. Drills own starting hole—upper part of bit 
= Rerquestinpense Sean > GE wT Ry ang ne Eigen Bags 
from sistance to oll, heat and light, owr SO metal or wood. Specify type. All are 4” diameter with 
inow- and $JO cords are supplied with Neo- a Y one snations tote Saale 5 33°’. Quantity discounts 
oper~- eh on or more ipped same ay 
lware eaateih enemanab taal 30 day money-back guarantee. Order RETAIL PRICE 
or send for detailed information now. 
CORNISH WIRE co Manufactured and Distributed by 95 
oore- ey INC. International Twist Drill Corp. 
store é - Room 811 618 Wyandotte Each 
new 50 Church St., New York 7, N.Y. Kansas City 6, Mo. 
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Hurley Gets Executive 
Post at Whirlpool Corp. 


John A. Hurley was elect- 
ed a vice-president of Whirl- 
pool Corp., St. Joseph, Mich, 





JOHN A. HURLEY 


by the board of directors at 
its regular meeting on Feb. 
10, it was announced by 
Elisha Gray, president. 

Mr. Hurley’s appointment 
becomes effective April 1, 
when he will assume execu- 
tive responsibilities, particu- 
larly in the field of distribu- 
tion for Whirlpool home 
laundry appliances and de- 
fense products. 

Mr. Hurley returns to 
Whirlpool after eight years 


as supervisor of home laun- 
dry equipment for Sears, 
Roebuck & Co. Before 
World War II, he was in 
charge of sales for Whirl- 
pool Corp. 





Wolcott Co. Acquires 
Glas Spray Formula 


Frank E. Wolcott, presi- 
dent of the Wolcott Cov., 
Hartford, Conn., announced 
it has acquired all rights to 
the Glas Spray formula and 
trade name. 

Mr. Ben B. Lester, presi- 
dent of Glas Spray, Inc., will 
be associated with the Wol- 
cott Co. in a sales executive 
capacity. 





Williams, Johansen Get 
Added Duties at Arvin 


R. H. Williams and W. M. 
Johansen, formerly assistant 
sales managers, have been 
given new responsibilities 
with the titles of sales man- 
ager and sales manager spe- 
cial accounts, it was an- 
nounced by Gordon T. Ritter, 
sales director of the electric 
housewares division of Ar- 
vin Industries, Columbus, 
Ind. 

Mr. Williams in his new 
capacity as sales manager 


News of the Trade - ae 
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Advance Atlantic City Convention Dates 


The opening time of the annual National Hard- 
ware Convention, to be held in Atlantic City, in 
October, has been advanced one day to Sunday in- 
stead of the usual Monday opening, it has been an- 
nounced. Likewise, adjournment will be on Wednes- 
day instead of Thursday, as has been the case in 
recent years. 

The convention dates are from Sunday, Oct. 11, 
until Wednesday, Oct. 14. 

Arthur L. Faubel, secretary of the American 
Hardware Manufacturers Association, one of the 
sponsoring organizations, has suggested that mem- 
bers plan to arrive in Atlantic City no later than 
3 p.m., Sunday, Oct. 11. 

Mr. Faubel has advised A.H.M.A. members that 
since the convention opens during the Columbus Day 
week-end, one of the most popular fall week-ends at 
the resort, it will be advisable for them to make 





hotel reservations immediately. 

He points out that the association has nothing to 
do with hotel reservations, and will not be in a 
position to make requests for rooms for special 
meetings and late registrants. 








will supervise all district 
managers and field represen- 
tatives and distributdéY ac- 
tivities. 

Mr. Johansen will direct 
all sales activities of special 
accounts of the electric 
housewares division. 





E. E. Cookson Heads Michigan Retail Hardware Association 











Everett E. Cookson, seated second from right, hardware dealer of Manistique, Mich., was 
elected president at the 59th annual convention of the Michigan R. H. A., held at the 
Hotel Statler, Detroit, Feb. 17 to 19. The 1953 slate of officers is shown, left to right, 
seated, W. C. Judson, Big Rapids, executive board member; Harold O. Paul, Pigeon, vice- 
president; Mr. Cookson, and Michael D. Knopic, Midland, retiring president. Standing, 
same order, Harold W. Schumacher, Lansing, manager-treasurer; and J. Paul Hayden, 
Cassopolis; Arthur A. Merchant, Union City; John H. Bolt, Muskegon; Robert M. Audrain, 
Gaylord; Boyd M. Tiffany, Monroe, and James E. Fromm, Detroit, all members of the 
executive board. Mr. Merchant is the new member of the executive board. The trade show 
was held at the Masonic Temple. 
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Bostwick-Braun Appoints 
McKee Toy Sales Head 


Gregory T. McKee, for- 
merly of LaSalle’s, has been 
appointed sales manager of 
the toy department of Bost- 
wick-Braun Co., Toledo, 
Ohio, wholesaler, I. R. Pan- 
cake, president, announced 
recently. Mr. McKee’s ap- 
pointment was effective as of 
March 1. 

Bostwick-Braun has _ be- 
come a prime supplier of 
toys in Ohio, Indiana and 
Michigan in addition to its 
normal hardware and sport- 
ing goods during recent 
years, Mr. Pancake said. 

Mr. McKee’s appointment 
is a factor in an expansion 
program in the toy field. A 
new four-story warehouse, 
exclusively for toys, has been 
developed at 23 Summit St.. 
he revealed, and on June 1 
the firm will open a complete 
and modern wholesale toy 
showroom in Northwest 
Ohio. 

Mr. McKee is presently toy 
buyer for LaSalle’s four re- 
tail stores in the Toledo area. 
He has also been buyer for 
Radios, Television and Rec- 
ords. He became a member 
of R. H. Macy & Co.’s execu- 
tive training squad in 1938 
and has remained with Macy 
ever since. LaSalle’s is a di- 
vision of Macy’s. 
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Are you cashing in on 
the increasingly popular 
V-LITE, the newest, 
all-purpose Household 
Material? Tough, crystal- 
clear. More and more 
practical uses every day 
... baby bibs to shower 
curtains—heat sealed or 
sewed ... keep cash 
registers humming. 
Order your supply today! 


Arvey CORPORATION 


Since 1905 3462 N. KIMBALL AVE 
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Tackle Sense 
means 
Tackle Dollars! 








Your H-I man has the tackle sense that means extra 
profit for you. That's because his business is selling 
tackle—and nothing else. He's in a position to know 


what items may not. 


what tackle will move for you... 
offers 


He knows tackle merchandising and display . . . 
you valuable sales tools that are proven volume-builders. 
He is one great source for a// your tackle needs—the 
H-I line (thousands of numbers) is complete, with tackle 
for every fisherman and every kind of fishing. 

See your H-l man. Ask him about H-l's outstanding 
1953 national advertising . . . let him show you how 
easily you can tie in for best results. Ask for his help, as 
a tackle specialist, in building your tackle business. 


UTICA, N.Y. 





He'll be glad to help—and you'll be glad he did! 
If you don't know your H-I man, write us for his name. 
Manufacturers of the Largest Line of Fishing Tackle in the World 
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175 Dealers Attend Franklin Supply Meeting; 
New Officers and Directors Elected for 1953 


At the annual stockholders 
meeting, Feb. 3, of the Frank- 
lin Hardware & Supply Co., 
dealer-owned wholesaler, held 
at the company’s offices and 
warehouse, 918 N. Delaware 
Ave., 175 dealers and guests 
were in attendance. 

Officers elected were: F. L. 
Herron, president and gen- 
eral manager; F. L. Herron, 
Jr., vice-president; George R. 
Park, Jr., treasurer, and 
Owen T. Larkin, secretary. 
Directors elected were: Wal- 
ter T. Massey, Dover, Del.; 
John Bennett, Easton, Pa.; 
T. Birch Lippincott, Burling- 
ton, N. J.; William H. Caw- 
man, Salem, N. J.; Herbert 
Weber, Philadelphia, Pa.; 
Charles P. Reinboth, Phila- 
delphia; Thomas Hyde, West- 
ville, N. J.; George R. Park, 
Jr., Wayne, Pa., and Charles 


F. Parvis, Philadelphia, 
chairman. 

Tom Hyde, chairman of 
the dealer merchandising 


committee, presented the com- 
pany’s consumer advertising 
program for 1953, merchan- 
dising details of which had 
been worked out by his com- 
mittee in cooperation with 
Owen Larkin, sales promotion 
manager. 

Fred Olmsted, promotion 
director, NRHA, presented 
details of IRHA Week, and 
urged dealers to become more 
promotion-minded in 1953, 
citing increased promotion 
and merchandising activity 
as the answer to increased 
store traffic. 

Other speakers included 
F. L. Herron, president and 
general manager, and the 
following chairmen of dealer 





Dealer-stockholder members of the Franklin Hardware & Supply Co., 
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committees: Walter Massey, 
management; T. Birch Lip- 
pincott, membership; Herbert 
Weber, real estate; John 
Bennett, finance; and Wil- 
liam Cawman, by-laws. 





Bendix Sales Post 
Goes to Chappuis 


Robert R. Chappuis has 
been named sales manager 
of the automatic ironer de- 
partment of Bendix Home 
Appliances Div., Avco Mfg. 
Corp., South Bend, Ind., 
Parker H. Ericksen, director 
of sales, announced. 

Mr. Chappuis joined Ben- 
dix in 1949 as a special sales 
representative. Later, he 
moved to the sales promotion 
department. For the last 
year he has been a district 
sales representative. 


Red Devil Tools Adds 
Orrell as Salesman 


Red Devil Tools of Irving- 
ton, N. J., announced the 
appointment of Leslie Orrell 
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LESLIE ORRELL 


News of the Trade 





as salesman in the Illinois- 
Wisconsin and Michigan ter- 
ritory. 

Mr. Orrell for the past two 
years was district manager 
in a similar territory for the 
Savogran Co. of Boston. 

He resides in Chicago and 
will work out of the Red 
Devil office in that city. 





Zenner Succeeds Tuerk 
At Hamilton Beach Co. 


Fred S. Tuerk, sales man- 
ager for Hamilton Beach 
Co., Div. Scovill Mfg. Co., 
Racine, Wis., for the past 23 
years, retired Feb. 1. He is 
succeeded by Ralph Zennen 





RALPH ZENNER 


who has been with the Ham- 
ilton Beach sales organiza- 
tion for 25 years, the last 
six as assistant to Mr. Tuerk. 

During his years’ with 
Hamilton Beach, Mr. Tuerk 
had been prominent in the 
affairs of the National Elec- 
trical Manufacturers Asso- 


ciation and the National 
Housewares Manufacturers 
Association. 





) Se 
a 


their annual meeting. 


Philadelphia, at 


Bradford Machine Tool 
Names Jones Sales Head 


The appointment of Frank 
W. Jones, as general sales 
Manager was announced by 





FRANK W. JONES 


J. R. Stewart, president of 
the Bradford Machine Tool 
Co., Cincinnati, Ohio. 

Mr. Jones will be in charge 
of sales for both the machine 
tool and the electric tool di- 
visions of the company. 

Mr. Jones has had many 
years of experience in the 
sales and service depart- 
ments of the Cincinnati Bick- 
ford Tool Co. and is widely 
acquainted with dealer or- 
ganizations and with manu- 


facturers and tool users 
throughout the United 
States. 





G-E Reorganizes Sales 
Of Major Appliances 


The division of sales re- 
sponsibility for General Elec- 
tric dishwashers and kitchen 
cabinets has been announced 
by Harold T. Hulett, general 
manager of the Major Ap- 
pliance Div.’s electric sink 
and cabinet department, 
Louisville, Ky. 

Gabriel E. Drollinger, who 
has been sales manager for 
both products since Novem- 
ber, 1951, will hereafter de- 
vote his time to cabinet 
sales. 

Jack J. Clarke, a former 
sales manager for automatic 
clothes washers and dryers, 
has been appointed sales 
manager for dishwashers. 





Thomas Appointed 


Orville C. Thomas has 
been appointed vice-president 
in charge of sales for the 
Columbian Enameling & 
Stamping Co., Inc., Terre 
Haute, Ind. 
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Uti a 
SUNSET LINE 


Every one guaranteed to be in perfect 
fishing condition. Actual tests will 
equal or exceed the printed test 


SUNSET CASTMASTER 


Finest line made for bait and plug casting in 
fresh or salt water. Hard braided high tenacity 
nylon, waterproofed and triple stretched. Sun- 
set wet test guarantees 15% bonus strength. 





SUNSET STREAM KING 


Most revolutionary fly line on the market. Mi- 
nute wire threads in nylon core make Stream 
King actually heavier than silk fly lines, giving 
easier and smoother casts with increased dis- 
tance and accuracy over all other fly lines. 
Tops for both wet and dry fly fishing. Smooth 
durable oil honed finish. 





SUNSET SURF KING 


Built to take abuses of salt water fishing. 
Tight coreless braid of high tenacity nylon 
combined with waterproof lubricant finish. 
Sunset wet test guarantees full labeled 
strength—over 15% extra. 





SUNSET SPINNER 


Specially made for casting light lures used 
in spinning and light bait casting. Smooth 
braided of fine monofilament strands, it will 
not absorb water. Due to its extreme slickness 
it will give maximum distance in casting. 


SUNSET FLEXON 


The new miracle monofilament that handles 
like magic. Special German softening process 
makes it unbelievably soft and pliable, ex- 
tremely small in diameter, with high knot test 
factor. Ideal for spinning; excellent for bait 
and strip casting. 


FREE ADVERTISING AND POINT OF 
SALE AIDS TO DEALERS 


SUNSET LINE & TWINE CO. 


85 JEFFERSON STREET » PETALUMA, CALIFORNIA 
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‘¢you can’t sell from an 
empty wagon!”’ 


Missi , oll _ CHECK YOUR STOC 
issing tools mean missing sales! 

Actual tests prove you'll increase the OF THESE 10 TOOL| 
sensational sales-ability of your Gardex NOW! 
“Midget” Merchandiser 20% to 30% if 
you follow these three easy rules. 


diser up early in 
Spring—leave it up late in Fall. Place it where 


your customers can see it. Remember Gardex 
“Midget” Tools sell on sight. 


Every Garden 
“Midget”’ Tool is a 
practical, profitable, fast selling item. You'll 
sell more tools and more different kinds—if 
you show all 10 varieties. 


REPLENISH DAILY! Customers re" 
can’t buy 
. . 





what isn’t there. They will buy the tools they 
see. Make sure your Gardex Merchandiser is 
full every day—to give you your full daily 
share of profitable sales. 


P S If you don’t have the Gardex 
o%. ‘‘Midget’’ Merchandiser order 
yours at once. Requires only 13” x 24”; comes 











complete with 24 tools of 10 different varie- — 
ties. All for only.......ccccccscecees $11.96 FA, Ws 
Cat. No. 770. Slightly higher West and South. we7" 
ORDER TODAY FROM YOUR JOBBER ; 2 
or write direct to we’ Am 


501 N. CARROLL AVE 


GA RADE X i | oF MICHIGAN CITY 3, IND 















Ride This 
Avalanche! 











“QUICK HOT” 
(Heats in 3 seconds) Only $] 295 
£ LECTRON ic Attractive Discounts 


SOLDERING GUN 


Obviously this new, faster, better sol- 
dering device is planned, priced and 
packaged right to win such tremen- 
dous acceptance in a single year. It’sa 
sales “natural’’—a trafic builder for 


any store. 
And Now 


2 Special Tips that greatly widen 
market for the Gun. AnEXTRALONG 
LIFE TIP and a PLASTIC TILE CUT- 
TING TIP that converts the gun into 
a professional plastic tile cutting tool. 


GET YOUR SHARE 


National advertising is starting. Cash in on it! Order Wen 
Guns and Tips. Make tie-in displays! 


WEN PRODUCTS, INC. 


5806 NORTHWEST HIGHWAY + CHICAGO 31, ILL. 
(Export Agents, Scheel International, Inc. * Chicago 18, Ill.) 


REPLACEMENT TIPS—15¢ 
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News of the Trade 
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Drayton Appointed By 
U. S. Expansion Bolt 
Charles O. Drayton, Jr., 


owner of Drayton Associates, 
West Warwick, R. I., has 





CHARLES O. DRAYTON, JR. 


been appointed New England 
representative for the U. S. 
Expansion Bolt Co., York, 
Pa. 

Mr. Drayton will cover the 
states of Maine, Vermont, 
New Hampshire, Massachu- 
setts, Rhode Island and 
Connecticut. He founded his 
business in 1946 and has two 
salesmen, Carl J. Adams and 
Robert P. Rose. 





Two Named to Handle 
Berns Air King Lines 


The Colorado Western 
Sales Co. has been appointed 
by the Berns Mfg. Corp., 
Chicago, IIll., to handle its 
Air King ventilating equip- 
ment throughout Colorado 
and Wyoming. 

Also named by the Berns 
company was Barney De 
Ramus & Associates, Los 
Angeles, Calif., as represen- 
tative for Air King fans in 
California, Arizona and Ne- 
vada. 





Form New Sales Firm: 
Cutlers Guild, Ltd. 


Richards of Sheffield, Eng- 
land, Ltd., and Imperial In- 
ternational Corp., New York, 
have announced the forma- 
tion of a new combined sales 
company. The new company 
will be known as Cutlers 
Guild, Ltd., and will be lo- 


cated at 1776 Broadway, 
New York. 

Cutlers Guild will be the 
United States direct factory 
distributor for imported cut- 
lery, including scissors and 
shears, Finnish hunting 
knives, stainless steel fiat- 
ware, Grasolia desk sets and 
specialities. 





Kautzky Lazy Ike Co. 
Names Doug Gleason 


Kautzky Lazy Ike (Co, 
Fort Dodge, Iowa, has an- 
nounced the apointment of 
Doug Gleason & Associates, 
Minneapolis, Minn., as_ its 
representatives in _ Illinois, 
Wisconsin and the upper pen- 
nisula of Michigan. 





Al Fisher & Associates 
Named by Johnson Co. 
The Louis Johnson Co. 
Highland Park, IIl., has an- 
nounced the apointment of 
Al Fisher & Associates as its 
representative in California, 


Arizona, Colorado, Utah, 
New Mexico and El Paso 
County, Tex. 


Al Fisher and his asso- 
ciate, Bill Jesson, have re- 
cently added John Jesson to 
their staff. 


LaPierre-Sawyer Names 
Baldwin-McLean, Inc. 


The LaPierre - Sawyer 
Handle Co., Jackson, Mo., 
has appointed Baldwin-Mc- 
Lean, Inc., New York, to 
manage the sales of handles 
and hickory chips for the 
company in Greater New 
York, up-state-New York 
and all New England states. 





Arter to Represent 
Casco in Two States 


Lee Arter, of the Lee Ar- 
ter Co., Los Angeles, Calif., 
has been named to repre- 
sent Casco Products Corp., 
Bridgeport, Conn., in its ap- 
pliance division. 

Mr. Arter’s territory will 
include both California and 
Nevada. 
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Spring’s coming... 
and so are those big 
roller skate sales! 





No. 36—A volume-seller. Quality- 
built and popularly priced. 8 ball 
bearings per 2-piece wheel, welded 
chassis, rubber shock absorbers and 
other features. Attractively packaged. 


STOCK GLOBE... make it 
the biggest spring of all! 


M*= out your Globe order now. Be sure 
you're set to cash in on the country’s 
fastest profit line. Yes, these rugged sparkling 
skates and colorful packaging catch every eye 
from tots to parents. Models for every age group. 
Get details today. 





No. 97—Low-priced, model has No. 197—Fast-selling skate for 
many features of more expensive yours beginners . . . with laced 
ather toe straps that need no 


skates. Welded 2-piece chassis 
extends to 814”. Balloon type key. Priced so right, sells almost 


plain bearing wheels, on sight! 


MILWAUKEE 1, WIS. 
Eastern Sales Offices: SOLLMANN & WHITCOMB 
200 Fifth Avenue © New York 10, N. Y. 
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ALSTO OUTDOOR 
TRASH DISPOSAL 
UNITS 


As Consistently Advertised in Over 
35 National Magazines & 
Newspapers 


Consistent consumer advertising over the 
past three years in American Home, Better 
Homes & Gardens, House Beautiful, House 
& Garden and more than 30 other mago- 
zines and newspapers has built a profitable, 
ready-made home-owner market for Alsto 
Trash Disposal Units. These outdoor dis- 
posal units safely and quickly consume ail 
garbage and refuse—damp, green or dry in 
any weather. Scientific draft design elimi- 
nates fire hazard of flying ash, sparks, 
burning blowing bits of paper. Recom- 
mended by Bureaus of Fire Prevention. 
Available in standard or baked-on ceramic 
finishes in 3 models to retail at $12.95- 
$15.95 and $21.95. Liberal discounts, con- 
stant national advertising. Individually 
packaged. Jobbers, Dealers and Selling 
Agents Write for Details. 


Low Cost 
2-Wheel Utility Truck 


FOR HOMES ca GARDENS 

COMMERCIAL USE 
A better made tool for the “hundred 
and one” bulk weight moving tasks 
around the home, store or shop such 
as moving trash, ashes, fertilizer, 
heavy boxes, furniture, beverage cases, 
etc. Provides maximum utility and 
rugged service at lowest cost. Weighs 
only 9% Ibs. yet carries over 200 Ibs. 
easily. Welded tubular steel con- 
struction with over-size rubber-tire 
wheels. Retails at only $4.95. Liberal 
discount. 


Jobbers, Dealers and Selling Agents 





Write for Details 





ALSTO COMPANY 


Dept. HA, 4007 DETROIT AVE.,CLEVELAND 13, OHIO 
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Mark Sells ROOT-LOWELL 


is ruggedly built, 





years of service. 


MOLINE FORKS are available in both 
harpoon and grapple types — seven 
models in all. Heavy steel and high 
strength malleable iron parts are used 
in the right places for best performance 
and long life. 


MOLINE PULLEYS are made with high 
strength malleable iron frames. Sheaves 
are either wood or iron as desired — a 
wide selection of types and sizes. 


MOLINE STEEL TRACK is double strength 
with malleable couplings and bumpers. 
Easy to assemble and erect. 








° 
* For cold cash today’s hottest line 
is Root-Lowell—Lowell sprayers and Root dusters 
for any need—farm, home, garden, field, 
orchard, livestock, poultry. See 
your jobber now. 


Kost 


all OWELL 





Write today for 
Moline Hay Tool 
Catalog and Prices 


GRAPPLE FORKS 























DOUBLE STRENGTH STEEL TRACK 





ROOT-LOWELL CORPORATION ° 445 N. Lake Shore Drive, Chicago, INinolg 












CAN OWorks for You 


Action is the word that best describes 
Midland sales support... your 
bonus as a Midland 
Dandy Boy Dealer. 









Smoothing o active factory salesman 
Your p AT elps you organize hard-sell- 


ing demonstrations. 






2 Newspaper ads bring in pros- 
pects. Direct mail and “sales 
helps” flag other buyers. 


3 Nationally, 7 leading maga- 
zines pre-sell Dandy Boy 
Power Units right in your 
area. 





Get the facts 
before someone 
else in your territory signs up. 


@ A substantial guarantee 
backs every unit you sell. 






praets serene 























~ 
THE MIDLAND CO., Dept. HA-3, South Milwaukee, Wis. | 5 age ys ey a firm backed 
‘ y 42 years’ farm and garden 
Send me complete rmation. i j 
me complete dealer information ‘ equipment experience. 
Name An exclusive franchise pro- 
oe ‘ (16) 2 tects you, keeps your bank- 
roll building up under a 
City ee 7 profitable discount plan. 
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Now! Get Ready for 
Hay Tool Sales! 


MOLINE HAY CARRIERS are 
made in many models. Each 
equipped 
with self-locking sling-pulley, 
Sheaves and frames are made 
of our high strength malleable 
iron castings. Strong, smooth running — 
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News of the Trade 








NEWS OF 


MANUFACTURERS’ AGENTS 





Riddell Heads New 
National Sales Group 


Arch Riddell, manufactur- 
er’s sales executive, was re- 
cently named managing di- 
rector of the newly-organized 
National Network of Manu- 
facturers’ Representatives. 

The National Network of 
Manufacturers’ Representa- 
tives is an organization of 
domestic and export sales 
agents in more than 18 indus- 
tries, operating in America 
and foreign key market 
areas. 

The purpose of the organi- 
zation is to expedite and 





place at the disposal of 
small and medium size man- 
ufacturers the combined 
sales power and facilities of 
affliated independent manu- 
facturers’ representatives lo- 
cated in 144 major United 
States and foreign market- 
ing areas. 

Regional offices for NNMR 
are located in New York, 


Chicago, Los Angeles and 
San Francisco with execu- 
tive offices at 140 North Fair 
Oaks Ave., Pasadena, Calif. 





Tonnies-Handon Co. To 
Handle Waring Line 


J. P. MclIlhenny, vice-pres- 
ident in charge of sales for 
the Waring Products Corp., 
New York, has announced 
that the Tonnies-Handon Co., 
St. Louis, Mo., has been 
appointed to represent the 
Waring line in the St. Louis 
territory. 

Tonnies-Handon, who re- 
places the Earl J. Goetze 
Co., also of St. Louis, is a 
new firm in the field of elec- 
trical housewares, having re- 
cently been formed by D. F. 
Tonnies, formerly district 
manager for Waring in the 
mid-continent region, and R. 
E. Handon, formerly a rep- 
resentative of the Goetze 
company. 





Sannes Joins Perfection 
Sales Staff in Illinois 


Harold Sannes has been 
added to the staff of Perfec- 
tion Stove Co.’s Chicago, IIl., 
sales district. He will cover 
northeastern Illincis. 

Previously he was a sales 
representative for Reming- 
ton Rand, Inc., and for the 
Ralston Heating & Engineer- 
ing Co. in Oak Park, Ill. His 
last post before joining Per- 


fection was sales representa- 
tative for the Dearborn 
Stove Co. in Kentucky. 





Olin Names Hopkins 


Charles H. Hopkins, na- 
tional authority on conserva- 
tion, has been named director 
of the newly organized de- 
partment of conservation for 
Olin Industries, Inc., East 
Alton, IIl. 








Beaver Caulking Guns 








For Cartridge or 
Bulk Compound 


Precision made for er life 
and better results. © work- 
ing parts accurately machined. 
© Extra heavy gauge barrels. © Uses all 


immediate 






Sold with caulking materials—handles light oils. © Posi- 
z e tive ratchet drive. © Threaded nozles—no 
LIFETIME bayonet joints to come loose. © Three popular 

GUARANTEE sizes—6!/2.", 10” and 15". List prices—$6.50. 


$7.50, $8.50. Write for discounts. 
WESTERN RESERVE MFG. CO. 











3718 E. 93rd St. Cleveland 5, Ohio 
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CASH IN ON GROWING 
“D0-IT- YOURSELF’ MARKE T 
SANDERS, 


EDGERS, 4 
POLISHERS 4 









+ 


Equipment Quickly Pays for 
Itself, Builds Store Traffic, 
Helps Sell Wax, Paint, 
Sandpaper, etc. 


@ HOLT Rental Sanders and 
Edgers rapidly find favor with 
“do-it-yourself” customers be- 
cause they sand floors so easily 
and quickly. In addition, you'll 
& often rent HOLT Polishers for 
regular waxing, polishing, floor 
scrubbing and steel wooling at 
regular intervals. And every 
rental requires paint, varnish, 
wax, sandpaper, steel wool, etc. 
| You profit two ways—(a) from 
‘ rentals, (6) from related sales. 





Rent HOLT Polishers 
and increase your 
wax sales. 

o 


Why let competition reap this 
profitable, traffic-building trade? 
HOLT rental equipment is safe, 
simple to use, built to take rental 
abuse. For HOLT Rental Plan, 
catalog and prices, write your 
name and address in margin of 


this ad and mail NOW. 





Rent HOLT Edgers for 
sanding edges, cor- 
ners, stairs, closets, 
boats, etc. a 


MANUFACTURING 


COMPANY 





272 BADGER AVE, 
NEWARK 8, N. J. 


sd 
669 - 20TH ST. *, 
OAKLAND 12, CALIF. *« 
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California Retailers Hold Convention 





Frank M. Hoopes, Delano Hardware, Delano, was elected 
president of the California Retail Hardware Assn., at the 
close of its annual convention, Feb. 9-11 at San Fran- 
cisco. Kenneth H. Cooper, Coopers Vallejo, was elected 
first vice-president and Ralph H. Tieman, Tamalpais 
Hardware, Mill Valley, was elected second vice-president. 
Kreuger B. Jacobsen, San Francisco, is secretary-manager. 
Elected to the Board of Directors were: Walter H. Mes- 
sick, Salinas; Oscar H. Elliott, Eureka; A. F. Kunkee, 
Atascadero; Frank G. Bremer, Jr., Gridley; Sidney C. 
Shelling. Exeter; and George O. Edes, Morgan Hill. Ad- 
visory Committee members are: Henry L. Howse, Anti- 
och; Henry E. Zimmerman, Modesto, and retiring presi- 
dent Charles E. Ruggles, Guerneville. Shown in the photo, 
from left to right are: Messrs. Tieman, Cooper, Hoopes, 


and Jacobsen. 





Westinghouse Appoints 
Sancraint Div. Manager 


M. S. Sancraint has been 
appointed Tri-State Div. 
manager of the Westing- 
house Lamp Div., with head- 
quarters in Pittsburgh, Pa. 

Mr. Sancraint has been in 
charge of the lamp sales in 
the Detroit branch since 
1946. He joined Westing- 
house in 1940 as a junior 
representative in Michigan, 
Ohio and Indiana. 

It was also announced 
that with its sales staff en- 
larged, the office of the West- 
inghouse Lamp Div. at 161- 
10 Jamaica Ave., Jamaica, 
N. Y., is now headquarters 
for the Brooklyn and Long 
Island territory of the com- 
pany’s lamp operation. 





Elson Retires After 
32 Years With Hibbard's 


Murray Elson, representa- 
tive of Hibbard, Spencer, 
Bartlett & Co., Evanston, 
Ill., hardware wholesaler in 
the Texas Panhandle area, 
has announced his retire- 
ment recently after 32 years 
with the firm. 

Mr. Elson began selling 
hardware when he was. 17 
years old, and two years 
later he was buying hard- 
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ware. He began work with 
the Evanston wholesale firm 
in 1920, at which time he 
moved to Amarillo, Tex. 


News of the Trade 





As secretary-treasurer of Nichols Heads Stanley's 


the Panhandle Hardware & 
Implement Travelers, Mr. 
Elson has done much to pro- 
mote the Tri-State Hardware 
& Implement Association, 
which was formerly the 
Panhandle group. 

Mr. Elson’s retirement was 
announced at the annual 
breakfast of the Panhandle 
club, held in connection with 
the dealers convention. Mem- 
bers presented him with a 
life membership in the or- 
ganization during the occa- 
sion. 


Windsor Trading Co. 
Holds Sales Meeting 


“Work and Win with 
Windsor” was the unani- 
mous slogan adopted at the 
Windsor Trading Co., Ltd., 
Montreal, Canada, annual 
sales convention held at the 
Queens Hotel, Montreal, Jan. 
4-7, 

This annual event provides 
the opportunity for the exec- 
utive and sales staff of the 
Windsor Trading Co. to 
meet, discuss and solve their 
dealers’ problems, along with 
new sales promotion ideas. 


Magic Door Div. Sales 


The appointment of Charles 
K. Nichols as sales manager 
of the Magic Door Div. has 





CHARLES K. NICHOLS 


been announced by Henry V. 
Pelton, vice-president of the 
hardware division, the Stan- 
ley Works, New Britain, 
Conn. 

Mr. Nichols has been sales 
promotion manager of the 
Magic Door Div. since join- 
ing Stanley in February, 
1952. He was formerly sales 
manager of the Reflectal 
Corp., New York, now a divi- 
sion of Borg-Warner Corp. 
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North Coast Retailers Elect Officers 
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New officers of the North Coast Retail Hardware Association elected at the recent 
convention, Feb. 1-3 at the Olympic Hotel, Seattle, Wash., are shown above. Seated, 
left to right, are: D. D. Stewart, Seattle, secretary-treasurer; A. R. Manno, Acme 
Hardware Co., Medford, Ore., president; John T. Skolfield, Gardiner, Me., president, 
National Retail Hardware Assn.; Paul Perdue, Perdue Hardware Co., Tacoma, Wash., 
vice-president; Robert A. Ort, Springfield, Ore., vice-president. Directors, standing, 
left to right, are: J. D. Braman, Braman Hardware & Lumber Co., Seattle, Wash. ; 
R. C. Cole, Astoria, Ore.; R. F. Schneider, Longview, Wash.; Grace Lambert, Harbor 
Hardware & Electric, Aberdeen, Wash.; E. A. Witheridge, Port Townsend, Wash.; Ed 
Cavanaugh, Auburn, Wash.; Frank Hedges, Independence, Ore.; Lloyd Baumgarten, 
Baumgarten Plumbing & Hardware Co., Centralia, Wash., retiring president; Robert 
Lakin, Pineville, Ore., and C. O. Shurman, Aloha, Ore. Not in photograph are E. A. 
Anderson, North Bend, Ore.; George A. West, Roseburg, Ore., and Kenneth G. Olson, 
Olson Lumber & Hardware, Burlington, Wash. 
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BIG SWEEPSTAKES CONTEST 


Presents MODGLIN’s Amazing New 


DURA-broom 2:5" 44 


Look for big 4-color page announcement in April 
24th issue of LIFE. Powerful newspaper ad sched- 
ule in leading cities everywhere. Live-wire store 
promotion material. 

2,230 PRIZES including trip to Mexico City, 
Mink Coat, Sterling Silver, Diamond-studded 
watch and many others. 






You're invited to be a sure winner in this aggressive nation- 
wide promotion. Tie-in with the campaign and cash in on 
the sales and profits. Ask your Modglin salesman for details 
or write to me today. And while you're at it, ask about our 


other profit-making items shown below. Bue M r g ° 
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PERMA-SCRUB WHISK-OFF S$ PERMA-KLEEN 
The time-saving pot Has replaced ordi- e Absorbent plastic 
scrubber with the nary whisk brooms z sponge fibres mop 
hand-saving handle. In 6,000,000 homes. e@ away dirt in a jiffy. 
SOSSSSSSSSSSSSSSSHSSSHSSSSHSHSSSHSHSSSHSSSHSHSHSHSHSSSSSSHSSHSTHESHEHSHHESHEHEEEEE 
F e . 
PERMA-BROOMETTE CIGARETTE CASE $ anppen MODGLIN C0., Ine 
. ° Year ‘round item... "y , 
Year ‘round toy for e Handsome, inexpensive © . : 
children anexact °@ . . child-size version of BRD RE MES DMA Sa lt St) 
es e plastic case...stand- P EEN plasti 
duplicate of the world- « ard or king-size ® ERMA-KL . plastic Los Angeles 65, California 
famous PERMA-BROOM. e ‘ ° sponge fibre mop. MR CH Me Leta Meee Ce Ca 
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All Dressed Up 
For Volume Sales! 


The EASY-DIP Ice Cream 
and Kitchen Scoop, which 
has been a natural traffic 
Order from stopper all across the country the past year, is | 


US 
“av uyua’® 










































Attractive assortment of pictures 

lithographed on metal blanks Your Wholesaler now dressed in a new three-color counter display 

ey Ca een or Write Us carton. EASY-DIP has quality equal to that of 
e flue sto r oldi wir 

tn ins dame oar dine pte nee for References expensive metal dippers—it is guaranteed against | 

from the metal of the blank. breakage. The established 79¢ re — it | 

available for home use sale in good volume, at 

Dlamoter Fasteners Per Dor, Per Gross liberal profit margins. Write for information and | 

No. 3 rices. 

ivory |8-17/64"| 6° or 7"|3 tbs. 7o2.| 43s. MONO LLG ‘ 

te ee LLOYD DISHER CO | 

Wwory | 8-3/4" | 7° or8"| Sibs. | 62 ibs. s 

Packing — 1 dozen per carton, 1 gross per case. DECATUR, ILLINOIS J 
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OBITUARIES 








James H. Oliver 


James H. Oliver, presi- 
dent and treasurer of Oliver 
Brothers, Inc., purchasing 





JAMES H. OLIVER 


agents, New York City, died 
Feb. 10, in the White Plains 
Hospital, White Plains, N. 
Y., after a lingering illness. 

Mr. Oliver suffered a heart 
attack while returning from 
the Southern Wholesale 
Hardware Association con- 
vention, in Atlantic City, 
last April. He was a regu- 
lar attendant at the conven- 


tions of this and the Na- 
tional Wholesale Hardware 
Association. 

Mr. Oliver, who was 80, 
was born in Brooklyn. He 
was originally employed, 
with his brother Thomas E. 
Oliver, by R. K. Carter Co., 
New York City, and later 
by Welch & Lee, an export 
firm. He joined Oliver 
Brothers shortly after the 
company was formed, in 
1892, by his brothers, Thom- 
as E. and Frank J. Oliver. 
He became secretary in 1905 
and president in 1930. 

Surviving are his widow, 
who resides in Scarsdale, 
N. Y., and two sons and two 
daughters. 





Jacob D. Cox 


Jacob D. Cox, 71, chairman 
of the board of the Cleveland 
Twist Drill Co., Cleveland, 
Ohio, died Feb. 16. 

Mr. Cox was the son of 
Jacob Dolson Cox, who 
founded Twist Drill in 1876 
with C. C. Newton. Mr. Cox 
was author of the book 
“Economic Basis of Fair 


News of the Trade 





Wages,” in which he tried to 
show the use of automatic 
tools to boost production had 
a direct bearing on the work- 
er’s living standard. In 1915 
he started a profit-sharing 
plan at Twist Drill. 


Stanley F. Witman, Sr. 


Stanley F. Witman, Sr., 82, 
of William H. Cole & Sons, 
Baltimore, Md., died Feb. 3. 

Mr. Witman, with Cole & 
Sons for more than 50 years, 
had been ill for about a year 
before his death. Prior to 
his last illness he had still 
been active in the field. 


Carl H. Kroll 


Carl H. Kroll, 59, salesman 
for the Lake Erie Hardware 
Co., Cleveland, Ohio, whole- 
saler, died Feb. 9 after a two 
months illness. 

Mr. Kroll had represented 
Lake Erie Hardware since 
the company started in bus- 
iness in 1924. 


Jacob P. Josh 


Jacob P. Josh, 80, Roches- 
ter, N. Y., hardware store 
owner for more than 50 years 
and past president of the 
Rochester Hardware Dealers’ 
Association, died Jan. 21 at 
his home. 











Max Durst 


Max Durst, 62, president 
of the Keystone Brass & 
Rubber Co., Philadelphia, 
Pa., and of the Franklin 
Metal & Rubber Co., died 
suddenly Dec. 19. 





MAX DURST 


Mr. Durst is survived by 
his widow, a brother and 
three sisters. 





Severeide-Mikkelsen 


Olaf O. Severeide, 63, and 
Marcus O. Mikkelson, 65, 
partners in a hardware store 
in Sundberg, Minn., for more 
than 40 years, died within a 
few hours of each other on 
Feb. 13. 








Newly Elected Officers of Mountain States Dealers 





Officers elected at the recent convention of the Mountain States Hardware & Imple- 
ment Association are: (rear row, left to right) F. W. Reich, Boulder, Colo., secretary; 


Fred Kroeger, Jr., Farmers Supply 
Yuma, 


Perlenfein Supply Co., 


riz. director; Henry 


Co., Durango, Colo., director; E. W. Perlenfein, 
Brown, Henry Brown, Inc., 


Eaton, Colo., advisory board; T. W. McWilliams, Gaylord Hardware, Denver-South, 
Colo., director; William A. Davis, Davis Implement Co., Goodland, Kan., director. 
Front row, left to right, are: William Duncan, Holly Lumber Co., Holly, Colo., 
second vice-president; T. W. Backlund, T. W. Backlund Co., Burlington, Colo., re- 
tiring president; Louis Hunter, Standard Mercantile Co., Fort Collins, Colo., president; 
James F. Ellis, Ellis-Capp Equipment Co., Greeley, Colo., national director, and 
Leland Schmidt, Schmidt Hardware, Grand Junction, Colo., advisory board. Other 
officers are: Clyde Hammons, Hammons Implement Co., Greeley, Colo., first vice- 
president, and directors, R. J. Boggs, Holland Boggs Co., Grand Junction, Colo., and 
A. E. Otzenberger, Farmers Supply Co., Sterling, Colo. 
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New Plant Completed 
By BMC Mfg. Corp. 


BMC Mfg. Corp., Bing- 
hamton, N. Y., announced the 
completion of a new plant. 


The plant features three 
huge hydraulic presses, a 
powerful traveling overhead 
crane, and new electronic 
paint spraying equipment. 

With the new plant now in 
full operation, BMC sees 
greatly increased production 
for 1953. The old ‘plant con- 
tinues to operate on a full 
schedule, and already in the 
works is another new plant 
scheduled for completion in 
1954. 





Lake City Tackle Moves; 
Expands Manufacturing 


Announcement of enlarged 
manufacturing and office fa- 
cilities has been made by the 
Lake City Tackle Products 
Co., concurrent with its re- 
cent moving into a new plant 
at 13701 St. Clair Ave., Cleve- 
land, Ohio. 
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All-Latin-American group of hard- 
waremen, right, representing Sar- 
gent & Co., New Haven, Conn., in 
Mexico, Central America and South 
America, recently completed con- 
tract hardware course at New Haven. 


62, president D. B. Gibson, Sargent contract sales 

manager, seated second from right, 
Philadelphia is a director of the school; J. B. 
he Franklin Duff, standing at extreme right, is 
er Co., died firm vice-president and general man- 
J ager. 


HA Photo Angles 


A report in pictures of 
people and events 
in the hardware trade 


Shown here are members of the 


ast Merchandising Plan Board of the 
Ray-O-Vac Co., Madison, Wis., at 
survived by the group's winter meeting. Elabo- 


rate new plans for increased sales 


rother and in 1953 were laid at the meeting. 


elsen 
= = Sixteen customer representatives 
toe 4 t ’ from 14 states and two divisional 
are store employees are shown with members 
” for more of the P. & F. Corbin Div., Ameri- 
od within a can Hardware Corp., New Britain, 
other on Conn., as the 18 men graduated 
Feb. 6 from the P. & F. Corbin Divi- 
sion’s Eighth Annual Sales Training 
School conducted in New Britain, 
Jan. 26 through Feb. 6 (See story 
on page 292.) 


a 
overhead Members of the Los Angeles Pot & 
electronic Kettle Club, right, are about to 
board a special Santa Fe train bound 
for the National Housewares Manu- 
facturers Association Show, held re- 
cently at Chicago's Navy Pier. 


Headquarters personnel, district 
sales managers and all branch man- 
agers, below, attended the recent 
sales management meeting of the 
Black & Decker Mfg. Co., which 
was held at Point Clear, Ala. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


fasteners, and nails are now flood- 
ing the market in some areas. 
Price concessions are being made, 
one eastern distributor reports. 

One wholesaler pointed out that 
manufacturers should clarify the 
price situation as soon as possible. 
There was a complete hiatus of 
information, following the an- 
nouncement of the OPS action on 
Feb. 18. 

Even though it seems unlikely 
that there will be a general price 
rise in the hardware line, it is not 
to be expected that prices will get 
softer in the months immediately 
ahead. 

One purchasing company re- 


ported that some of its salesmen 
had reported that some whole- 
salers’ buyers had indicated, prior 
to the lifting of some controls, 
that they were waiting to see 
whether prices wouldn’t ease. The 
possibility of this is slight. 

With no declines in operating 
costs it seems unlikely that manu- 
facturers will make any price re- 
ductions. Because of the highly 
competitive situation which is ex- 
pected to develop this year, it 
seems more natural that manu- 
facturers will step-up their pro- 
motional efforts rather than give 
price reductions as inducement for 
greater volume. 


1952 Hardware Store Sales Were 4% Lower; 
Trade's Total Volume Was $2,624 Million 


Hardware store sales, last year, 
declined 4.2 pct from sales in 1951 
—$2,624,000,000 as enmpared with 
$2,738,000,000. 

Strong sales of $286 million in 
December were just $5 million 
lower than sales in that month of 
1951. 

Sales were lower in every month 
of the year, as compared with the 
same month in 1951, with the ex- 
ception of July when sales were at 
the level of July, 1951. 

The estimated sales for all retail 
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stores in the United States in 1952 
were 4 pct higher than the dollar 
volume of sales in 1951, according 
to the estimates of the Bureau of 
the Census, Dept. of Commerce. 

Sales of all retail stores for De- 
cember 1952 were estimated to be 
$16.8 billion, 20 pct higher than 
sales of November 1952 and 9 pct 
above sales in December 1951. 

The hardware store sales esti- 
mates, by months, for the past two 
years, are as follows: 


(millions of dollars) 


Seasonally 

Unadjusted Adjusted 
1952 1951 1952 1951 
165 192 222 253 
170 182 226 249 
190 211 226 238 
229 231 222 230 
244 248 217 220 
233 236 226 217 
214 214 209 213 
216 224 217 217 
224 226 217 226 
233 245 215 224 
219 236 219 225 
286 291 214 226 

2,624 2,738 


Over 17 Million 
Had Fishing Permits 


More than one million more fish- 
ermen became followers of Izaak 
Walton, in the year ended June 30, 
1952, when there was a record sale 
of 17,127,896 anglers’ licenses. 

Fishing is America’s favorite 
sport, according to the Sport Fish- 
ing Institute, Washington, D. C.,, 
which is dedicated to the improve. 
ment of sport fishing. 

In a report to the Institute, the 
Fish & Wildlife Service of the 
Dept. of the Interior showed that 
the 48 states derived gross revenues 
of $33,609,539 from fishing license 
sales in the year ended June 30. 

Michigan again led all states in 
the number of licenses issued, with 
1,124,338. California rated second 
place with 1,059,367, while third 
place went to Wisconsin with 
1,038,712. Minnesota held fourth 
place with 930,556. 

Ohio was fifth with 874,910; New 
York, sixth, with 794,436; Tennes- 
see, seventh, with 762,055; Illinois, 
eighth, with 750,968; Pennsylvania, 
ninth, with 664,286; and Missouri, 
tenth, with 654,268. 

Nonresident fishermen purchased 
2,308,225 licenses in fiscal year 
1952, an increase of 152,804 over 
the 2,155,421 of the previous year. 

States which attracted the great- 
est number of out-of-state anglers 
were Wisconsin, with 299,768 non- 
resident license sales; Minnesota, 
with 286,510; Michigan, with 282,- 
425; and Tennessee, with 224,230. 





ICC to Hold Hearing 
On Postal Rate Rise 


Whether parcel post rates will be 
given another boost, and by how 
much, if any, will be decided largely 
on results of a hearing which has 
been scheduled by the Interstate 
Commerce Commission to open on 
March 3. 

Former Postmaster General Don- 
aldson had filed an application for 
an increase before leaving office in 
January. Early this month, his suc- 
cessor, Arthur E. Summerfield, filed 
an identical petition for an increase. 

Approval of the request for an 
increase in. rates is estimated to 
bring in an estimated $130,000,000 
a year toward wiping out the postal 
annual deficit of something like 
$700,000,000. The increase, if 
granted, would increase average 
parcel post cost to business and the 
public by about 35 pet. 
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CHAIN DC 





MORTIS 








Waterproof 
Match Box 
85c 





No. 45 Ideal $3. 


(A-260) 
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BUILDERS HARDWARE 











SECURITY HARDWARE 
for More Sales 








MORTISE BOLT 








SIDE SASH FASTENER 


Ives Window Ventilating Locks — Chain 
Door Guards — Mortise Door Bolts and Side 
Sash Fasteners are “security hardware” basics. 
They build profits all year round. Competitively 
priced, they bring Ives’ EXTRA QUALITY 


Touch within reach of every customer. 


Order ‘em from your Wholesaler . . today! 


from our line of Quality Finish Hardware 








You Never Make a Mistake— 
but Always a Profit When You Sell 


NG 


MARBLES equipment 








Waterproof 
Match Box 
85c 





Be sure to send for Marble’s Dealer Catalog. You'll 
find it a “handy salesmaker"” of these and other 
Marble’s nationally advertised items. 





Guaranteed Compasses. Pocket, Pin-on or Wrist. 
$1.50 to $2.75 


name 3 | 








MAKE YOUR BIKE AN 
ARISTOCRAT OF THE ROAD 
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Outing Set 
$6.50 


Flexible 


ear 


Shot Gun 
Sights, 
Ivory. 
Front 75¢ 
Rear 50¢ 





Stz a a 


Jointed Brass or Steel Rifle 


& se 


Flat 





Sporting 
: + Front $2.00 





Top Sheard 


“Gold’ 


Semi- Buckhorn Rear 
$2.25 


&. 


at 
Folding } Leaf 


{A-260) ‘Onder from your wholesaler. Write us fer! A Catalog. 


MARBLE ARMS & MFG. 


540 Delta Avenue, 


co. Gladstone, Michigan 


















. 
) 
, 
+ 
. 
. 
, 
, 
e 
, 
e 
, 
* 
» 
. 
. 
. 
, 
. 
, 
e 
. 
e 
. 
*? 
. 
ee 
, 
ee 
> 
os 
. 
ee 
. 
ee 
° > 
ee 
. . 
e°@ ee ee 
° eeeeeeee @ @* 
eee eee eo eo ee ee @ @ @ 
° Teese oooooeeoee eee oe 
eeese eeeoevevee eee eee eee eae ee @ 


Distributed in U. S. A. by 
Andrew Fisher Cycle Co., Inc. 
619 West 54th Street, New York 19, N. Y. 
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TRUMP 


GARDEN TOOLS 


Cultivator, 
11%" long 







Many of your 
customers will 
soon be buying 
their Spring gar- 
dening equip- 
ment. And they’ll 
be looking for 
tried-and-true 
TRUMP Garden 
Tools. These sturdy 
18-gauge steel tools 
are long-time favor- 
ites among garden en- 
thusiasts. Hardwood 
handles and bright 
green baked enamel 
finish make them es- 
pecially attractive, 
too. Make sure you 
carry the whole line. 
They’re packed sep- 
arately, or three in 
a box—ready to sell 
to all of your “green 
thumb” customers! 
Order TRUMP 
Garden Tools 
from your whole- 
saler today. 


Transplanter, 
11%" long / 


Trowel, 


12%” long 


Weed 
Cutter, 


Fork, 
101%" long 


Get this eye-catch- 
ing wheelbarrow 
counter display 
from your whole- 
saler. It’s available, 
without tools, to all 
dealers ordering 
4-dozen TRUMP 
Garden Tools. 





ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. © PASCAGOULA, MISS. 


= 
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Increased Volume Expected to Boost Sales 
Of Manufacturers During First Half of Year 









| 
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Sales in the first half of 1953 
were expected to exceed those in 
the same period a year ago, with 
“volume rather than price” ac- 
counting for most of the increase, 
according to almost two-thirds of 
the companies participating in a 
survey made by the National In- 
dustrial Conference Board. It 
added that only one out of six com- 
panies expected lower sales. 

It was stated that optimism 
about sales prospects was expressed 
by both metal and non-metal con- 
cerns alike, although the propor- 
tion of optimistic companies is 


Personal Income 
Has Been Climbing 


Another $3 billion rise, at an- 
nual rates, was recorded in per- 
sonal income in December over 
the previous month, bringing the 
December rate to $279 billion and 
the rate for 1952 as a whole to 
$268.5 billion, reported the Com- 
merce Dept. This represented a 
5'% pct rise over 1951. 

The entire increase occurred in 
the second half of the year. There 
was a sharp rise in every month 
since July, with the exception of 
November. 

Purchasing power is expressed 
by personal income, less taxes. 
Included are wages and salary 
payments and all other income of 
individuals. 

Wages and salaries continued 
their steady increase in December, 
rising $1.5 billion, at annual rates, 
over November. Higher retail 
sales in September led to a jump 
of $1.6 billion in non-farm pro- 
prietors’ income. 


Felt Base Flooring 
Leads in Sales Study 


Sales of felt-base goods consti- 
tute 41 pct of sales for some types 
of retailers despite gains made by 
other types of hard surface floor 
coverings in recent years, accord- 
ing to a survey recently completed 
by the Armstrong Cork Co. among 
760 dealers. 

Next in popularity to felt-base 
goods was linoleum, with 27 pct. 
Asphalt tile sales accounted for 9 
pet; felt-base wal’ covering, 6 pct; 
plastic flooring, 6 pct; rubber tile, 4 


higher in the non-metal industries, 

Industries in which sales pros- 
pects were reported most favor- 
able as compared with the first 
half of 1952, were: Automotive, 
chemicals, electrical appliances, 
leather, machine tools, miscellane- 
ous non-metals, paper, petroleum, 
railroad equipment and steel. 

It was observed that prospective 
increases over last year must be 
discounted for the steel and oil in- 
dustries, however, because of 
strikes and abnormal conditions 
prevailing in early 1952. 


pct; linolite, 3 pct; plastic and metal 
wall tile, 3 pct and cork tile 1 pet. 

For 40 pct of the housewares 
stores surveyed, hard surface floor- 
ing sales accounted for less 10 pet 
of total volume. Thirty-three pct 
said that hard surface coverings 
represented from 10 to 20 pct and 
16 pct of the stores said that hard 
surface sales amounted to between 
20 and 30 pct. 


Stainless Steel 
Output Still Rising 


Output of stainless steel ingots 
last year amounted to 901,831 tons, 
representing 0.97 pct of total steel 
production, reported the American 
Iron & Steel Institute. Stainless 
steel has been an increasing per- 
centage of total steel production in 
every year since the early thirties, 
according to the Institute. 

In 1951 the percentage was a 
little less than 0.89 pct. Net ton- 
nage was almost 32,000 tons greater 
in 1951 than last year, despite the 
higher percentage in 1952. 


Home Construction 
Higher in December 


Residential building contracts 
amounted to $460,036,000 in Janu- 
ary in the 37 states east of the 
Rockies, announced F. W. Dodge 
Corp. This represented a 36 pct 
rise over January, 1952, and a 5 
pet increase over December. 

Total construction contract 
awards amounted to $1,075,868,- 
000, a 19 pet gain over a year 
earlier but down 27 pet from De- 
cember. 
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You can't offer your cus- sturdy, smooth work- 


tomers better values. ing and dependable. 
Five models, each with Ask for details on this 
many features, to fit MODEL 100. You'll 


every type of lawn find it a real king in 
care. Be sure to ask its class, with every- 
for particulars thing a 20” power 
on the BUCKEYE mower should have. 

Hand Mowers. 
Information 
on request 


SFO 








LAWN MOWERS \)/ 


POWER MODELS * HAND MODELS jf 
reliable merchandise 


Designed and built by experienced specialists, BUCKEYE Lawn Mowers provide all modern 
features combined with practical construction. That’s why dealers find the BUCKEYE line 

to be consistently profitable year after year. Always reliable and efficient — 
always an excellent value that you can offer with confidence. 


HAND LAWN Mowers | Buckeye Power King 4 


Modern materials, tested design, attrac- 
Fine performance; tive appearance. Every feature, from the 
modern materials. trouble-free positive clutch to the tread 
on the rugged tires, will be found 
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ADDRESS 
Dept. LM20 
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MANUFACTURING COMPANY 
SPRINGFIELD, OHIO 
POWER & HAND LAWN MOWERS 

















WHAT'S NEW? 


Turn to pages 235-236 of this 
issue. The Quick Check Card 
properly filled out will bring 
you quickly the details on 
new products that interest 


you. 


IT'S QUICK—IT'S FREE 
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PARAGON SPRAYERS 











Single wheel truck 
if specified 


Rubber tires 
optional 
























Paragon Sprayer No. 3 delivers a uniform spray 30 to 40 
feet from the nozzle and completely covers an area of more than 
1200 square feet. It protects a full-grown tree as easily as a seedling 
or a potted plant. 

The Paragon pump is not submerged, insuring longer life. Strainer 
reaches the very bottom of the container and is cleaned by every 
stroke of the pump handle. Agitator prevents solution from settling 
in container. Will not clog. Wide wheel rims make this sprayer stand 
steady on uneven ground. 16-inch wheels make wheeling easy. 


Write for catalog and prices 


THE CAMPBELL-HAUSFELD (CO. 


46 State St. Harrison, Ohio 
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Your emergency re- 
quirements are our 
special concern. 





204 CONNELL AVE. 
\ JOLIET, ILLINOIS 








STEEL WASHERS 


FOR EVERY NEED 


A DEPENDABLE SUPPLIER 
FOR 38 YEARS... 


Your requirements for standard and 
special steel washers are sure to be 
satisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32” to 8" O.D., 
gauges No. 28 to 3/8’, stands read 
to answer your needs. A VARIET 
OF FINISHES IS AVAILABLE to 
meet your special needs, including: 
Electro-plating, Galvanizing, Parker- 
izing, and Cyanide hardening. 


After All! 
THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 

















The Complete //y/iliit. Line of 


GAS HEATERS keeps 


all hands busy! 
-ed 









360 


3034 


Enjoy more sales— 
more satisfied customers 
@ 8 FULLY VENTED HEATERS 
15,000 BTU to 85,000 BTU 
@ 22 UNVENTED HEATERS 
10,000 to 50,000 BTU 
All Martin Heaters AGA approved 
for natural, liquified and manufactured 
gases. 


al (LPG 
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Over 
45 Years Stove 
Experience 


‘y 


f 


asf 


vi70 


WRITE YOUR JOBBER OR DIRECT 
FOR COMPLETE CATALOG 





MARTIN STAMPING & STOVE GO., Huntsvitle, Ala. 








1952 Retail Sales 
Were 4% Above 1951 


Retail sales amounted to $164 bil- 
lion during 1952, a 4 pct rise over 
1951, according to figures an- 
nounced by the Commerce Dept, 
which were not adjusted for sea- 
sonal factors or for price changes. 
Sales during December, 1952, 
amounted to $16.8 billion, a 20 pet 
rise over the previous month and 
9 pct ahead of December, 1951. 

“Department stores, including 
mail order,” the department com- 
mented, “closed the year with De- 
cember sales 12 pct higher than in 
December, 1951, but a total for the 
year only 2 pct over 1951. 

Retail stores with 11 or more 
outlets totaled $3.4 billion in Decem- 
ber, 1952, and sales in the 12 
months of 1952 amounted to $30.1 
billion. Overall, these stores 
gained 6 pct in a year-to-year com- 
parison.” 


Sears’ Sales Topped 
$3 Billion Last Year 


Sales of Sears, Roebuck & Co. 
topped the $3 billion mark for the 
first time, in the fiscal year ended 
Jan. 31, increasing 10.5 pct over 
the previous 12 months. Montgom- 
ery Ward & Co., the other leading 
mail order house, on the other 
hand, showed a 2 pct drop for the 
same period. 

Sales for leading chain stores 
and mail order houses for January 
follow: 


1953 1952 % change 

Sears, Roebuck & Co. 
Jan. $205,483,356 $185,018,694 -+11.1 
1952 3,068,894,291 2,777,277,096 -+-10.5 


Montgomery Ward & Co. 


Jan. $62,777,565 $63,912,212 —1.8 
1952 1,165,945,952 1,189,177,944 —2.0 
F. W. Woolworth Co. 

Jan. $45,617,384 $43,284,642 +5.4 


Butler Bros, 
Jan. $9,044,971 $8,301,489 +9.0 


Spiegel, Inc. 
Jan. $7,407,801 $6,712,263 -+10.4 


Western Auto Supply Co. 
Jan. $10,981,000 $9,388,000 -+17.6 


New Catalog On 
Plumbing and Heating 


The Wal-Rich Corp., 38-20 32nd 
St., Long Island City, manufactur- 
ers and distributors of plumbing 
and heating specialties, is furnish- 
ing hardware wholesalers with its 
new 48-page catalog and price 
sheet. 
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Full Profit Soldering Trous! 
Here’s the line you sell at competitive prices — 


with full markup for you! Drake quality — 
Drake saleability. Better order now! 


DRAKE No. 703 
150 WATT IRON WITH 114” TIP 

te Ideal for garages, machine shops, and heavier 
home use. Highest quality nichrome wire 
wound on amber mica in sealed element. Ra- 
diating fins keep handle cool. Chrome Plated. 
Complete with six foot cord and stand. 
Weight in carton: one pound, ten ounces. 


DRAKE No. 701 

100 WATT IRON WITH %” TIP 
Recommended for medium automotive and 
general household use. Highest quality 
nichrome in sealed element. Has baffle 
plates to keep handle cool; is Chrome 
Plated. Complete with six foot 
cord and stand. Weight in 
carton: one pound, 
four ounces. 


DRAKE No. 700 
80 WATT IRON WITH %” TIP 

A lightweight iron for general use in small automo- 

tive work and household light soldering. Chrome 

Plated, with radiating fins to keep handle cool. 

Complete with six foot cord and stand. Weight in 

carton: one pound. 

Represented by: 
THE RUGER COMPANY 

W. R. ANDERSON & SON, Montreo!l 


SURPLESS, DUNN & CO 
In Conada 


lit IRONS 


DRAKE ELECTRIC WORKS, 


3656 LINCOLN AVENUE, CHICAGO 13, ILLINOIS 


SOLDERING 























FOR THE JOBBING TRADE 


“STANHO” Keys, Pins and other 
products are precision made to close 
tolerances from selected stock . . . the 
finest obtainable. All types and sizes. 





W100 rarrosssssesesnsssvensaten 





MACHINE KEYS - COTTER PINS 
STRAIGHT PINS - SPECIAL PARTS 


and other Stanho products 
Bulk or Packaged 


HORSE SHOE NAILS 


WRITE for DESCRIPTION 
and PRICES 


eee ne 








ORSE NA/L CORP 
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ADJUSTABLE CUTTING 


Qué 


ADJUSTABLE HOLE 
CUTTERS 


Cut holes % to 24%” 
in meta], wood, 


EXPANSIVE BITS 


Cut any size hole % to 3” in 
soft or hard wood! * Tool 
Steel Blades * Rust Resist- 
ant * Quick, Accurate 
Adjustment °¢ Self- 


speed steel blade— 
stays sharp longer—cuts 
easier * Ecbnomical— 
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one Clark tool replaces 


Clearing Lead Screw. ; - 
8 many fixed radius cutters. 


Qué Qxuk 


HOLE CUTTER KIT 


Colorful, new, 
plastic protective 
case contains two 

Clark adjustable 
Hole Cutters with 
a cutting range 
of % to 2%”. 


holes 


Cuts 1% to 8” 
in sheet metal, 
wood or plastics. 
Combination drill 
pilot and 
high-speed steel 
cutting blade. 


eeeeeeeeeeeeeeeeeeeeeeeeeee eee ese 


Order from your jobber or write 


aS 


9330 Santa Monica Blvd. ° Beverly Hills 1, Callf. 





plastics * High- | 


~ 





ADJUSTABLE CIRCLE CUTTER 
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FOR POPULARITY! 
FOR PERFORMANCE! 


Now! on gna Slee Grindors Have, 


Meet practical ~~. beng farm 
rye Jobs. duty 
moter j be- 


and away allowing full accessibility to pate, 


fet $57.60. Also ote with twe tool wheels, w 
elekle holder, $53.80. 

EXTRA HEAVY & HEAVY DUTY SICKLE 
& TOOL GRINDERS 
















Exelusive Rolle 
Bearing Silde Slekie 
Helder p 


HAND POWER GRINDERS 


in 4”, 5, 6”, 7” wheel sizes. 


F.0.B. Minneapolis. 


STREAMLINED 
GRINDERS 


polishing heads, 
wheels. 


wheels. 
$36.00 


TOP QUALITY SICKLE 
CONES AND WHEELS 
Made our own 


bo ’ 
ately dressed. Avail- 
able loose and in 
popular assortments. 


Ask Your Jobber 


WRITE FOR 
CATALOG! 


WISSOTA 
MANUFACTURING CO. 


MINNEAPOLIS 4, MINNESOTA 
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Heavy and lighter duty models 


} One-piece gear ease, accurately 
machined bearings, smooth quiet 
gears, attractively finished. Com- 
a 1 priced $3.24-$9.30 


Made with 6x1”, 5x1”, 4x1” 
fully vitrified wheels. Sup- 
plied also as buffing and 
without 
Also heavy duty 
models with 6 te 10 ineh 
st $2.50- 


vere Gi difference in 
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Fuel Oil Heating Reaches 25% of Total; 
6 Million Home Burners in Use Last Year 


Indication that retailers will 
continue to cash in on sales of oil 
burners, from the small stove type 
to the larger units for residential 
apartment buildings, is revealed 
in a recently completed study by 
the Bureau of Mines. 

This showed an_ increasing 
trend for switching over from 
solid fuel to oil and gas—not only 
for new residential units, but also 
through conversion of existing 
systems and the installation of 
supplementary facilities. 

In 1935, fuel oil provided less 
than 10 pct of residential and 
store heating. It is now 25 pct 
and rising at a good rate. The 


Wholesalers’ Volume 
In 1952 was Higher 


Wholesalers’ sales in 1952 
amounted to $106 billion, reported 
the Commerce Dept. Dollar vol- 
ume was off about $1 billion due 
to a price decline. Wholesale 
prices were down 2.8 pet during 
the year, the Bureau of Labor 
Statistics reported. This meant, 
according to the department, that 
physical volume of wholesale 
transactions in 1952 was “moder- 
ately higher” than in 1951. 

In December, sales of whole- 
salers amounted to $9.8 billion, 
a rise of almost 7 pct over Novem- 
ber. 

At the end of December, in- 
ventories held by wholesalers were 
valued at $10,023,000,000. This 
was a drop of about $127 million 
from the end of the previous vear. 


Consumer Prices 
Are Slightly Softer 


The consumers’ price index for 
December was only 0.4 pct over 
its December, 1951 level, despite 
the fact that consumers’ prices 
touched a new all-time high 
in August, 1952, reported the 
National Industrial Conference 
3oard. The index for December, 
1952, stood at 180.9, as compared 
with a level of 180.2 in December, 
1951. Base date of the board’s in- 
dex is January, 1939, equals 100. 

Consumers’ prices dropped 0.8 
pet from November to December, 
1952, bringing the index to its 


trend has halted but once—when 
oil was rationed and a freeze im- 
posed on new installations. Actu- 
ally, the number of residential oil 
burners has jumped from 1,000,- 
000 to 6,000,000. 

Support for spurring the trend 
may come from the oil industry 
itself, where not only is crude oil 
production expanding but con- 
sumption of highly refined prod- 
ucts is exceeding that of fuel oil. 
This year, a relatively light win- 
ter, has combined with these other 
factors to cause the oil industry 
to approach summer with much 
higher fuel oil inventories than 
it likes. 


lowest point in six months. A 
substantial reduction in _ food 
prices was the primary cause of 
the drop. 

Purchasing value of the dollar 
ins-December, 1951, was 55.5 cents. 
The dollar was valued at 55.3 
cents in December, 1952, a drop 


of 0.4 pet over the year. The 
January, 1939, dollar equalled 
100 cents. 


Housefurnishings dropped 2.9 
pet from December, 1951, to De- 
cember, 1952, while from Novem- 
ber to December index for this 
item dipped 0.1 pct. 

Last year, the board noted, the 
prices of fuel, housing and sun- 
dries had a tendency to continu- 
ally “inch upward,” while food, 
after touching a peak in August, 
then dropped to the year end. It 
also observed that although house- 
furnishings and clothing moved 
downward during most of 1952, 
they showed some signs of re- 
vival during the closing months 
of the year. 


Dept. Store Sales 
Advance Slightly 


Department store sales in the 
United States were up 2 pct over 
a year ago in the four weeks ended 
Feb. 7, reported the Federal Re- 
serve Board. The total was up 1 
pet for that week and up a similar 
amount for the year to that date. 

The weekly index, without sea- 
sonal adjustment, stood at 88, com- 
pared with 86 in the previous week 
and 87 in the same week a year ago. 
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© Cobalt blue plastic seamless handles 
© Featherweight — easy to hold and use 
© Bright mirror finish on each piece 

© Sturdy high carbon alloy steel blades 
© Popular priced — high quality 


ORDER NOW! SEE YOUR JOBBER 


No. 703 

Sales Merchandiser — 
self serve line of the 
new Blue Diamond 


scrapers 


No. 203 

Sales Merchandiser — 
displays and contains 
the new Blue Diamond 


BLUE DIAMOND. VA 


NEW LINE OF PUTTY KNIVES AND SCRAPERS 


knives and 


No. 903 


Razor Blade Scrapers 


Sales Merchandiser — com- 
plete home repair tool depart- 
ment. Features Blue Diamond 
Line — Wood Scrapers — 
Sharpeners — Glass Cutters — 


EYE AND BUY APPEAL FOR THE 
DO-IT-YOURSELF MARKET 








HYDE MANUFACTURING CO. 




































SOUTHBRIDGE, MASS. U.S.A. 











THAT’S TRULY 


menved 1953 


Keeps Your Paint Stock 
“Factory Fresh" 
Saves losses on deteriorated stock. 





Blends and tints colors in sec- 
nd Portable. Plug in any- 

Takes all paint cans, 
uund or square, quarter-pints 
to gallons. Choice of single or 


double can models. WRITE TO- 
DAY for iJlustrated circular. 








For 16 years Manufacturers of Paint 
Mixers Exclusively . . . 


Phone GLadstone 5-3343 
9425-45 Seymour St., 
Schiller Park, Ill. 





AT LAST...A PAINT MIXER 






Sensationally 













VIBRATION - FREE 





NO BOLTING DOWN 

For a sound investment, equip your store | 
with the new MILLER 1953 model PAINT 
MIXERS. Original “‘horizontal motion™ 
MILLER PAINT MIXERS have long been | 
outstanding for quiet, smooth operation, | 
and minimum vibration. Now, with NEW 


Float-a-Coil mounting . . Eliminates | 
practically all vibration. Place the New | 
MILLER on any sturdy counter, desk or 


table. And you can even write on the 
same surface while the MILLER is run- 
ning! NO bolting down. No ‘‘creeping’’. 





Model! 


Serving Industry Since 1927 





manufacturing company 


NOW AVAILABLE AUTOMATIC TIME 
CONTROL FOR THE MILLER PAINT | 


Time each mix automatically . . . and 
use the extra time—for extra profits 


Half-minute to 15 minutes setting | 
Complete with cord and plug . . 
ready to use 


Write today for further details 
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SEYMOUR’S 


Lustre Colopspray PACK ENAMEL 
Just Spray it on! 





@ More profit in every paint job 
e@ Eliminate costly mixing and 
clean-up time 

@ Specially designed patented 
agitator keeps paint thoroughly 


mixed . . . increases coverage 


e@ Appeals to ycur customers for 
those “do-it-yourself” paint jobs 
at home 


SEVUMOU |" 


Sycamore, Yue. 


SYCAMORE, ILL. 


































ji Fahia BivE 
oe , 


e Amateur painters get profes- 
sional results 


e@ Wide variety of colors from 
which to choose 


@ Write for name of your near- 
est jobber. Ask about free dem- 
onstration spray booth offer 


Dept. E 
WHITE AND 
27 
BEAUTIFUL COLORS 



















Portable Electric Hand 
Lantern—with Sealed Beam 
throws a powerful beam up 
to half-a-mile. Engineered 
so perfectly that it will 
operate even when immersed 
completely under water. 


Remarkable Sealed Beam 
| makes standard 6 volt 
: pyc ee last up to 


Pees Se 
(vol ANO’ 


= 


Pres one ELECTRIC CO. 


LAS eae se 2 8 Fe ae eee So Pee ee eee 








a en ee 





_ For Bigger Profits, Surer Sales and 
y Complete Customer Satisfaction, 
stock jhe safire Rich Berry ee 






Affiliate of Gimco 
Tool and Mfg. Co 
ILLINOIS 


2335-45 








‘Te MAIL BOX 


TYPE” 


CHAMPION 





Champion No. 9906 Mail Box is the first well-designed box large 
enough to receive all the mail delivered to homes, including “Life” 
and “Saturday Evening Post.” 

© Profitable @ Rustproof 

© Good Value @ Reasonably Priced 


The 
CHAMPION HARDWARE C0. 


GENEVA, OHIO ej 











Year-end Inventories 
Were Up $700 Million 


Business inventories increased 
$700 million in book value during 
1952, amounting to $73.5 billion 
at the end of the year, reported 
the Commerce Dept. Adjusting for 
seasonal factors and lower re- 
placement cost, the increase 
amounted to $2.136 billion. 

Manufacturers accounted for all 
but $100 million of the $700 million 
increase. Retail inventories at the 
end of the year were valued at $19,- 
789 million, compared with $19,530 
million at the end of 1951. 

Inventories of building materials 
and hardware retailers totaled $2,- 
089 million at the end of the year, 
compared with $2,183 million at the 
close of 1951. 

“On a seasonally adjusted basis,” 
the department said, “the book 
value of business inventories at the 
end of December was about $100 
million above November. A small 
accumulation occurred in manufac- 
turers’ and _ retailers’ holdings. 
There was essentially no change in 
wholesalers’ stocks. Durable goods 
stocks increased about $400 million 
with three-fourths of the increase 
occurring in manufacturers’ and 
one-fourth in retailers’ holdings.” 


Sharp Rise Noted 


In Retail Failures 


Failures in retail trade amounted 
to 108 in the week ended Feb. 12, 
compared with 77 in the preceding 
week, according to Dun & Brad- 
street, Inc. The rise in retail 
failures was the principal factor in 
the increase in all commercial and 
business failures to 200 from 159 
in the previous week. This com- 
pared with 125 in the comparable 
1952 week and was the largest total 
since May, 1950. 


601/72 Million Workers 


Set January Record 


Employment in January amount- 
ed to 60.5 million, a new high for 
that month and about one million 
under the December total, reported 
the Census Bureau. This was due 
to further reduction in outdoor 
work and the usual cut in trade 
after the Christmas holidays. The 
total exceeded that of January 1951 
by about 750,000 workers. 
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na NOW! A 5-Star Selection of the Nation's Giftware Sensations .... 
Hon “4 i ) i t y | 
increas 4 . | (| [ i 7" | l | ; M | lI [ lI 5 
jue duriad Dei orative J J : "os sti t 
3.5 billion 
u 7 e e e e 
ame a The Blazing Radiance of Genuine High Polish 
& 
lower see Copper... the Luxurious Beauty of 
crease 
i $3.50 VALUES to 9 8 
ed for all « 
00 million NO. 960 — CURVED FISH Retail for only... . C 
5'x6"x158" 
es at the TESTED AND PROVED FOR AMAZINGLY 
d at $19,- % NO. 961— PINEAPPLE FAST TURNOVER on counters all over Amer- 
h $19,530 rae ome ica, “Copper-Glo” Plastic Moulds have rock- 
: x NO. 962—EARO’CORN eted to top acceptance by Gift Shoppers and 
materials 4"'x6"'x2V/2"" Homemakers! These new numbers in wanted 
taled $2,- xk NO. 965 — ROOSTER designs at a popular price inspire multiple- 
the year, 5” diameter x 2° unit purchases . . . more profit per sale! 
on at the ie Ultra-smart for home decor . . . practical for 
* =. Sa eeeanae food preparation. Tarnish proof. Molded han- 
d basis.” ger rings. Attractively packaged in colorful, 
he baal PACKED: 1DOZ.OFANUM. _ individual cellophane-window boxes for traffic 
BER TO MASTER CARTON. stopping flash on counter — in window! 
es at the 
nut $100 
A = DISPLAY A COMPLETE SELECTION FOR 
nanufac- MORE PROFITABLE SELLING ACTION! 
1oldings. 
age in Order from your jobber or write direct for details. 
e goods : sei 
) million 1308 N. Halsted St. Chicago 22, Illinois 
increase TREMAX INDUSTRIES, Inc. New York Showroom: Harold Everts Co., Room 608, 200 Fifth Ave. 
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Idings.” 
E Sets the Face | GLASWIE ond FLAMEMASTER 
TEXTO TRED a 
1ounted ee Ie a | ee 
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and durable. ; 
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rs sales of America’s 
: leading wicks . . . GLASWIK 
and FLAMEMASTER. These attractive 
merchandisers increase sales and MAKE YOU MONEY! 
sount- ager end Wick can be dispensed quickly and easily, with no waste 
th for Relies acatite bh or spoilage. They make excellent counter displays or 
tillion Teste ted Matting. 27" or can be hung on a wall or side of the counter. 
orted Cash in on popular 36" wide WRITE FOR BULLETIN NO. 70 
s due demand for oe 
tdoor aha otels, $ S 0 
. b '° th id . 
tose Sothys, eacoiors: cr. | FV WS ASBESTOS 
. The ose, Green an ack. ¢ 0 
1951 At Better Jobbers Everywhere M PA | Y 
ACE RUBBER PRODUCTS, INC. NORTH WALES, Ae sities, 
iia 100 Beech St. Akron 8, Ohio MANUFACTURERS OF ASBESTOS PRODUCTS 
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Setting New Sales Records! 








® 
VEN CLEANER 


the 







Now Advertised In— 


Good Housekeeping, Better Homes 
& Gardens, Ladies’ Home Journal, 
This Week, American Weekly .. . 


7 Leading Magazines plus 
94 Sunday Supplements 


Think of it! Here’s the biggest, most 
penetrating advertising campaign 
ever offered by any oven cleaner... 
carrying the Easy-OrF story into 
millions of homes 

week after week! Stock TO Oa 
Easy-Orr ... the oven (© Guaranteed by » 


cleaner that sells! = oes 
45 aovearssto WE 


ORDER SyGf TODAY! 
_ THE WOLCOTT CO., Hartford, Conn. 





BENNETT - IRELAND INC 
he Renee 


Get the facts on Flexscreen—the 
curtain firescreen that most cus- 
tomers want most. It pays to 
promote the leader! 


MAIL THIS COUPON for----------- 


catalog and full profit details... 
Bennett-Ireland Inc. 
Norwich, N. Y. Dept. 353 North St. 


Send me catalog and information on 
Flexscreen. 




















Local Communities Will Participate In 
Mid-Century Sports Festival, April 11-May 17 


The first nation-wide promotion 
of all American sports will be 
made this spring, from April 11 to 
May 17, as an effort to stimulate 
sports activities of all kinds at 
community level throughout the 
country. 

The purpose of the “Mid-Cen- 
tury Festival of American Sports” 
will be to introduce more people 
to the fun and recreation of 
healthy sports participation. 

Almost every non-profit organi- 
zation dedicated to sports, rec- 
reation and conservation is co- 
operating in the promotion. Among 
these are the American Associa- 
tion for Health, Physical Educa- 
tion and Recreation, the U. S. 
Office of Education, the American 
Recreation Society, U. S. Junior 
Chamber of Commerce, the Izaak 
Walton League, American Insti- 
tute of Park Executives, the Ath- 
letic Institute and the Sports 
Fishing Institute. 

Through the combined efforts of 
these groups, American communi- 
ties will be encouraged to stage 
local sports celebrations some- 
time during the Mid-Century Fes- 
tival. 

In order to stimulate community 
sports programs, cooperating or- 
ganizations are sending colorful 
window streamers and posters to 
local chapters, schools, clubs, and 
other community groups. 

A printed brochure will also be 
distributed through these chan- 
nels, informing interested local 
organizations how they can or- 
ganize a local program. 

Recommendations for local 
sports festivals include field days 
at high schools, parades, picnics 
with competitive sports events, 
school assemblies with speakers 
and sports demonstrations, tourn- 
aments, fishing derbies, casting 
contests, winter sports carnivals, 
golf “hole-in-one” contest, bowl- 
ing tournaments, trap shoots, 
skeet, archery contests, water 
events, and all types of athletic 
events such as baseball, boxing, 
track, tennis, etc. 

Communities are urged to form 
a local Sports Festival Committee, 
with representatives from the 
schools, various civic clubs, Jun- 
ior Chamber of Commerce, sports- 
men’s clubs, city recreation de- 
partment, and other interested 
groups. This committee can then 


plan the activities and publicize 
the event through newspapers, 
radio and television. 

Information, posters and bro- 
chures may be obtained free from 
the Mid-Century Festival of Amer- 
ican Sports, Suite 923, 1 N. La- 
Salle St., Chicago 2, III. 


Steel Production 
Hits Highest Rate 


A new monthly steel production 
record was set by United States 
furnaces and mills in January with 
output of 9,888,000 tons, the Ameri- 
can Iron and Steel Institute an- 
nounced. Production during the 
month averaged 13,290 tons an 
hour. It was pointed out that 
January output of ingots and cast- 
ings would have totaled 10 million 
tons if another eight and a half 
hours had been available. 

Steel output during the month 
was equivalent to an annual rate 
of 116,400,000 tons, as against the 
highest annual production record 
of 105,200,000 tons, set in 1951. 
The January total was over 81,000 
tons higher than the _ previous 
monthly peak, which was set last 
October. 











More Fluorescent 
Lighting for Homes 


Fluorescent light soon will be 
a major source of electric light 
in most modern homes, Richard 
F. Townsend, a lighting expert, 
told a meeting of the Georgia 
chapter of the Illuminating En- 
gineering Society in Atlanta, Ga. 
He termed it now the “most 
economical type of white light 
in the history of artificial light- 
ing, with cuts in the cost of op- 
eration and installation making 
it more advantageous for the 
average householder.” 

Fluorescent lighting last year 
accounted for more than 50 pct 
of all the artificial lighting pro- 
duced in the United States, he 
said. There are now 27 standard 
sizes and types of fluorescent 
lamps, nine times as many 4s 
there were when this kind of 
lighting was introduced in 1938, 
Mr. Townsend pointed out. 
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America’s ~=macs 
Largest Selling 
STOVE TOP and 

TABLE MATS 


FRE Full Color 


Counter Cards, 
Ad Mats, Stove Top 
Reference Charts, 
“Colonial Fireside Recipes” 
TIE IN...WRITE IN TODAY! 


Ballonott 





GIANT FULL COLOR PAGE 
CONSUMER ADVERTISING 


Helps YOU sell more PRO-TEX MATS 





Order NOW from your Jobber or write for full information... 
METAL PRODUCTS CO «@ 2536 Euclid Ave., Cleveland 15, Ohio 








SUPER-SPECIAL FOR 
HARDWARE WEEK! 
Assortment 1446...including 


1. Gorgeous new Colonial 
Fireside (shown at left) 


2. Sensationally popular LINEN 
3. YOUR EXTRA BONUS GIFT! * 
*2 Sets of exciting new PRO-TEX 

Picture Trays included FREE! 


gow ~ Ty 
Poca cdea 


y = 











Famous Rogers Gorilla oe *. Bs 
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ofes like yours. . 
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For More Impulse Sales... Faster Selling 


Plastic Knobs‘n Pulls 




















\S~£” ROGERS 


ISINGLASS & GLUE CO. 
GLOUCESTER, MASS. 


3,685 Ibs. phooring 
Strength per Square Inc 
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Here’s an extra $2 to $3 sale 
for you when you feature 
ELDON carded plastic Knobs 
‘n Pulls! Average kitchen 
needs 20 to 30—bathroom 
4 to 10—linen closets 6 to 
12! Guaranteed Strip-proof! 
Chip-proof! Shatter-proof! 
Knobs with “protector” plate 
in bright standard 
kitchen colors to 

match pulls. Also 

available uncarded. 


. 
wee 


STOCK NO. 751 


ey komt alls 
Look to ELDON For the New <__ ag 
In Quality Plastic Products! 


GUARANTEED 
Strip-proot Chip-proof 
Shatter-proof Color-proof 


Send for colorful illustrated 
catalog sheet on entire line 
































}+ 


owe 


ELDON MANUFACTURING COMPANY 
1010 East 62nd Street + Los Angeles 1, California 
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TASEW AEMPIEPTEGIAIC® asncectatecnthe # 
y DAZEY ADVERTISING consistently ¢ 
$ appears in the following magazines— 
American Home, Cosmopolitan, Good 
Housekeeping, Household, Ladies’ Home 
Journal, McCall’s, Parents’, Redbook, 
House Beautiful, Saturday Eve. Post, 
Sunset, Family Circle, Today’s Woman, 
Woman’s Home Comp., Better Living, 
Woman’s Day, Better Homes & Gardens, 
Capper’s Farmer, Country Gentleman, 
Farm Journal, Successful Farming. 


Beats, Blends, Mixes 
Whips... Perfectly! 









° fo eS 





Adjustable handle for 
, Tight or left hand use 

. Stainless steel 
blades . . . mixes any- 
thing mixable. At 
hardware, home fur- 
nishings, and depart- 
ment stores 
















If your dealer can't supply you 
—write us for literature ond 
price list. 


DAZEY 
The Better eccseaten $95 
hay ~~ gal 

Be n coors 


* DAZEY 


ST. LOUIS 7, MO 
BAVVVVSVesVsesVssessessssssasaee 





BBBBAABBBBSBSBVVVVSVeeeseVeseasenesuaaaaaaae 
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AN ARTMOORE PRODUCT 


ORIGINAL TRIPOD DRYER 
STILL THE SALES LEADER 





Your customers want 
the Artmoore Collapsible 
Tripod Clothes Dryer. 
24 Feet of Drying Rods 
—Selected, smoothly fin- 
ished hardwoods—Snag 
proof — Metal parts 
rust-proof plated. Lift 

the Rod Holder and 
Tripod Legs open auto- 

matically. Collapses 
compactly for quick storage in small 

space. Ideal for in-between washings, 
lingerie, diapers, etc. A step saver 

alongside ironing board. Suggested retail 
only $3.75. Slightly higher West of the 
Rockies. 

See your jobber or write 


ARTMOORE CoO. 


Dept. HA-33, 1913 North 3rd Street 
Milwaukee 12, Wisconsin 
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Gas Appliance Makers 
Look for Bigger Year 


Domestic gas appliance ship- 
ments and output will continue at 
high levels for “at least the first 
half of 1953,” according to a 
survey made by the Gas Appliance 
Manufacturers Association. It was 
suggested that sales volume could 
well be second only to the peak year 
of 1950. The survey showed ex- 
pectations of business gains in all 
segments of the industry. 

It was estimated that shipments 
of gas-operated central heating 
equipment would total 767,000 units 
this year, a 4.1 pct rise over a year 
ago. Domestic gas range ship- 
ments were expected to total 2,320,- 
000 units, a 5.8 pct gain. 

Automatic gas water heater 
shipments were put at almost 2 
million units, a 4 pct rise, and gas- 
recessed vented wall heaters will 
show a 17.1 rise in volume, it was 
forecast. 

The survey expected that most 
substantial gains would be made in 
gas-fired incinerators and clothes 
dryers, mainly on account of in- 
creased public acceptance and de- 
mand and because material short- 
ages which forced withdrawal from 
many markets in 1952 will have 
been overcome. 

“The industry will wind up 1953 
in a better position than in 1952,” 
commented Edward R. Martin, the 
association’s director of marketing 
and statistics. “Reports indicate a 
satisfactory, though not spectacu- 
lar year with a comfortable margin 
between volume and _ break-even 
point.” 


‘ 


Market for Many 
New Type Appliances 


An opportunity for the appliance 
industry to more than double the 
number of its products in the aver- 
age home was seen by H. L. Clary, 
vice president of the Norge Divi- 
sion of the Borg-Warner Corp., in 
addressing an appliance meeting 
in San Diego, Calif. He said that 
at the end of the war the average 
home had only three major appli- 
ances—ranges, refrigerators and 
water heaters. 

He added that dealers can now 
profit by selling families on the 
new automatic washers, clothes 
dryers, ironers, food freezers, dish- 
washers, food waste disposal units 
and home air conditioners. 




















DO YOU 
WANT T0O— 


@ Sell or buy a store 


@© Represent new ac- 
counts 


® Hire experienced hard- 
ware personnel 


® Dispose of surplus stock 
—distress inventory— 
job lot merchandise 


® Get sales representa- 
tion for your line 


© Get a job in the hard- 
ware field 


THEN — 
Tell It To The Trade 
In The Classified 
Advertising Pages Of 


HARDWARE AGE 











Classified Ad Dept. 


HARDWARE AGE 
100 E. 42nd Street, New York 17, N.Y. 
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“The enthusiastic response 


of our employees .. .” 


= 
RY 


E ALDEN G. ROACH 


President, Columbia-Geneva Steel 
Division and Consolidated Western Steel 
Division, United States Steel Corporation 


“It is most gratifying to me that the employees of the Columbia-Geneva 
Steel Division and the Consolidated Western Steel Division of United 
States Steel Corporation have accorded meaning to their belief that 
the security of our nation rests upon our cooperative effort. The enthu- 
siastic response of our employees made me doubly glad we conducted 
a person-to-person canvass for the Payroll Savings Plan for U. S. 





Defense Bonds.” 


The experience of Columbia-Geneva and Consoli- 
dated Western Divisions of United States Steel Cor- 
poration is not an isolated one. 


Since January 1, 1951, hundreds and hundreds of 
companies have conducted person-to-person canvasses 
of their plants and offices. In every instance, employee 
participation in the Payroll Savings Plan has increased 
—sometimes from a low figure—to 60, 70, 80%. In a 
number of plants, participation passed the 90% mark. 


The explanation is simple. 
Employees want to provide for their future security. 


Given an opportunity to enroll in the Payroll Sav- 
ings Plan they respond immediately —as evidenced by 
the fact that more than 2,000,000 men and women have 
joined the Payroll Savings Plan since January 1, 1951. 
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The U.S. Government does not pay for this advertisement. It is donated by this publication 
in cooperation with the Advertising Council and the Magazine Publishers of America, 


HARDWARE AGE 


The monthly take-home savings of the 7,500,000 now 
in the Payroll Savings Plan totals $150,000,000 per 
month—and growing rapidly. 


As a step toward your personal security, and the 
security of your associates, bring this page to the atten- 
tion of your top executive. Tell him «hat— 


@ a person-to-person canvass of your plant can be con- 
ducted without pressure, prize awards or other 
stimulation. (In many plants, employee organiza- 
tions have undertaken the actual distribution of 
Payroll Savings Application Blanks.) 


e The Savings Bond Division, U. S. Treasury Depart- 
ment, Suite 700, Washington Building, Washington, 
D. C., will gladly help your company with sugges- 
tions, posters, envelope stuffers and other aids. 

































‘(2 x-acto 


HANDICRAFT KNIVES * BLADFS * TOOLS 


No. 86 Hobby Chest—$12.00 
Retailing from 25¢ to $30.00 


Write today for our new illus- 
trated Catalog of the complete 
X-acto line. 








X-acto Crescent Products Co., Inc. 








440 Fourth Avenue, New York 16, New York 














OU SHOULD STOCK 
CHICAGO “Safety Plus” Screws 


@ Socket Screws © Cap and Set Screws 
@ Nuts @Taper Pins © Studs 


@ They’re Quality Made to be Trouble Free 
@ They’re better packaged for easier stock 
room service 
@ They’re a greater profit line for you to 
feature for replacement in ALL fields of 
i manufacture 


Ask for CHICAGO and get “Safety Plus” 
from your HARDWARE DISTRIBUTOR 
today. 


o SCREW COMPANY 


280? WASHINGTON BLVD. 
BELLWOOD, ILL. 
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Brighter Colors Will Be Used on Home 
Exteriors This Year, Paint Survey Shows 


Color, and more color is the 
fashion trend in exterior home 
painting, this year, according to 
Margaret Hutchison, color stylist 
for the Martin-Senour Paint Co. 

“Current architecture has 
brought a wave of new color 
schemes to house exteriors,” Miss 
Hutchison said at the recent Na- 
tional Association of Home Build- 
ers convention in Chicago. “Color 
combinations are being used lavish- 
ly to accomplish specific effects, just 
as colors in fabrics are used in the 
latest women’s apparel.” 

She reported that “a few years 
ago practically no one would have 
thought of painting houses red, 
green, blue and other colors, but 
today all these are being used lav- 
ishly, according to the Martin- 
Senour color survey.” 

The “new look” in modern high 
cost homes was cited as an example 
of changing styles and their effect 
on use of color. “This style of 
home is generally long, low, and 
rambling,” Miss Hutchison ex- 
plained. 

“More economical housing, how- 
ever, gives homes a boxier look. 
There is much that can be done 
with color to produce a feeling of 


longer, lower lines. Emphasizing 
all the horizontal lines with strong 
light and dark contrast, or with 
color contrast, and reducing the 
color differences between vertical 
divisions, helps achieve this longer, 
lower effect.” 

Miss Hutchison had some practi- 
cal hints in color planning this 
spring’s house painting job to meet 
modern style requirements: 

1. Don’t overlook the color of the 
roof. Harmonize paint colors with 
it. For instance, if the roof is 
green, a light green tint can be 
used on the walls. For contrast, 
try a soft pink on the walls. 

2. Modern homes, with generous 
use of brick, stone, glass, wood 
shingle, cement and cinder blocks, 
reduce the area where paint can 
be used. This encourages the use 
of brighter and stronger colors. 

3. If the house looks too big for 
the lot, try a green to blend in with 
the lawn and other surrounding 
colors to reduce its apparent size. 
Light colors make the house look 
even larger than it is. 

4. Take a look at the houses up 
and down the block, and choose dif- 
ferent color combinations for in- 
dividuality. 





Rise in Birth Rate 
Boosting Bike Sales 


With nearly 2 million bikes sold 
during the year 1952, manufac- 
turers, jobbers, and retailers at- 
tending the 35th annual convention 
of the Bicycle Institute of America 
at the Boca Raton Club, Boca 
Raton, Fla., are confident that there 
will be a big up in sales during 1953. 

In fact, many of the convention 
delegates predict a 3-million sales 
year in the near future. This pre- 
diction is based on the heavy Ameri- 
can birth rate of preceding years 
which is creating a bigger and big- 
ger potential of bike riders begin- 
ning at the age of four. 


Prices Reduced On 
Remington Conditioners 


Remington Corp., Auburn, N. Y., 
announced an across-the-board re- 
duction of $10 to $40 in 1953 
prices of Remington console room 
air-conditioners and a $20 reduc- 
tion in a % hp window type 


model. M. L. Judd, sales manager, 
also announced the addition of a 
new console cabinet, making pos- 
sible a choice of four different 
kinds of wood console cabinets. 

The company’s line of 10 basic 
console models now. start at 
$599.50 retail for the 1 hp Leader 
and the nine basic model window 
type line starts at $229.95. Mr. 
Judd said the price reductions 
were made possible, despite ris- 
ing production costs, “because of 
greatly increased sales volume, 
expanded distribution and basic 
improvements in engineering and 
production.” 


Wholesale Prices 


Showing a Decline 


A rise of three-tenth of 1 pct 
was registered by the wholesale 
price index of the Bureau of Labor 
Statistics in the week ended Feb. 10. 
It had declined for three straight 
weeks previously. On Feb. 10 the 
index stood at 109.5 pct of the 1947- 
49 average. 
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KINGSTON 


ROLLER SKATES 
First 


IN THE POPULAR 
PRICE MARKET ! 





MODELS FOR ALL AGES 
Write for 


Complete Information and Illustrated Literature 


KINGSTON PRODUCTS CORPORATION 


Hardware Division H-3 


Kokomo, Indiana, U.S.A. 











to install HELLER 
STORE FIXTURES 


The lowest priced, highest quality, sectional and 
interchangeable store fixtures available. Write 


today for huge catalog No. | 53M | 


W. C. HELLER & COMPANY 
Montpelier, Ohio 
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| right-for your store 
MONARCH “JUNIOR” 
Price-Marking Machine 
fast-accurate-versatile 
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FURNITURE STORE 
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= DRUGS = 
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With i it Ky amend, } 


. . . For every size and type of store, chain unit or special depaitment 






© Fast, accurate price-marking at low cost 
© Neat, legible price-marking for every item 


$7500* 


*Price quoted is i} 
for the U.S., Pos- 
sessions and Mex- 







© Easy to operate, 
even for green help 


© Prevents price mistakes 
and arguments 


® Provides visual stock control 











ico only. State tax 


© Speeds receiving and ate t 
inventory routines ee 

© Hand-operated, motor drive 
also available 

® Sturdy and strong, but 
light enough to carry 

© Pays for itself in e 
clerical work saved 














For illustrated folders 
and free sample price- 
marking Tickets, Tags 
and Labels, use the 
handy coupon. 
















The MONARCH 
Marking System Company 


216 South Torrence Street, Dayton 3, Ohio 












Please send us illustrated folder about speedy, accurate, economical 
price-marking with the Monarch “Junior” Price-Marking machine; 
also sample Monarch Tickets, Tags and Labels. We understand there 


is no obligation. 














STORE NAME_——_________—_ - —— 







ADDRESS__ — = 





ZONE___STATE._.__ 





POST OFFiCE___ . 
HA 353 
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Make an Extra Profit on 





Grainger’s Lower Prices 


WESTINGHOUSE 
ADAPTALL MOTOR 





A SALES SENSATION. Provides grinder ser- 
vice and "'belted power"’ for 1/3 HP bench 
tools—at little more than cost of ordinar 


motor. Westinghouse 1/3 HP, 1725 RP 

115 V., 60 Cy, grinder-motor with /2"', No. 
24 threaded double shafts—and blank sec- 
tion for pulley. Base to shaft center, 5°’. 
Sturdy wheel guard and adj. tool rest. Rub- 
ber mounted cast base. Bri ight black finish. 
Comes with 6" prinding: buffing and brush 
wheels, 2'' A pul Y2"* chuck, 7 drill bits, 
rouge, and cord oo Distributed exclusively 


by Grainger. Generous dealer discount. 


Get demonstrator, get easy sales. 


= i 


w. w.GRAINGER 


—————_—_—___—_— INC. 
46 WAREHOUSES—COAST-TO-COAST 
GENERAL OFFICE: 2330 W. ADAMS, CHICAGO 12 


WHOLESALE CATALOG 


Request on Letterhead 



















THE No. 100 
“ Anniversary” 
Plastic handle 
Butt Chisel 








HAND GROUND 


© AND FORGED 










@ ONE PiECE OF 
TOOL STEEL 


ee 


ie 
e SHOCK & FIRE 
RESISTANT 


A QUALITY 
e “Too 







Placed in the hand of 
the Craftsman, the quality 
and balance of this fine 
tool make it a Self Seller! 









SEND FOR COMPLETE CATALOG 


. il 
Buck & BROS. inc 


RIVERLIN WORKS 
MILLBURY, 
MASS. 
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Expanded Market 
For Paint This Year 


In speaking at the annual sales 
meetings of Devoe & Raynolds Co., 
Inc., which now begins its 200th 
year of operations, J. Harold Kol- 
seth, vice president in charge of 
all Trade Sales Divisions, stated 
that total paint usage increased ap- 
proximately 10 pct in 1952 and will 
show continuing gains this year. 

These gains, Mr. Kolseth told the 
meetings held in early February in 
New York, Boston, Atlanta and St. 
Louis, will result from a larger 
market of more homes, availability 
of easier-to-use one-coat products 
and growing acceptance of paint 
for its inexpensive decorative value. 

He said that homeowners are dis- 
covering that painting is not only 
easier than imagined, but also less 
expensive. Quality paint sufficient 
to redecorate an average room 
usually costs less than $10. 

Homeowners are showing in- 
creased interest in a wider and 
often bolder choice of colors for 
both exterior and interior finishes, 
Mr. Kolseth said. 


More people make a decision to 
repaint primarily for the decorative 
rather than the protective value of 
paint. In the past, many people 
have been color cowards—timid to 
use the wide array of beautiful 
colors now available. 


Method for Extending 
Tax Filing Deadline 


Simplified methods for asking 
postponement of federal tax-filing 
deadlines by corporations are now 
in effect. Requests for extensions 
no longer need be signed by a cor- 
poration official, or a person holding 
power of attorney, U. S. Bureau of 
Internal Revenue has ruled. Appli- 
cants need only state in writing 
that they are “acting with the 
knowledge and consent of the tax- 
payer.” 

In addition, the new BIR rules 
also permit any properly-authorized 
company officials or their agents to 
file a one-page tax statement, in- 
stead of a tentative corporation in- 
come tax return before the March 
15 deadline. Such statements must 
be accompanied by payment of at 
least 40 pct of the tax estimated. 

About 85,000 extensions of time 
for filing income tax returns were 
granted corporations in fiscal 1952. 





@Bright, 2-Color 
Printing 

e@Clear, Selected 
Wood 

@Easy, Depend- 
able Action 

@Automatic or 
Slot Set. 








McGILL METAL PRODUCTS CO. 














MARENGO: ILLINOIS 
CHROME 
\bedsd) BRASS PIPES 
Vy" to 4" sizes 
BRASS TUBING 
Ye", 1Y%4", 134", IY" O.D. 


PITTSBURGH NIPPLE WORKS, Inc. 
1455 Spring Garden Ave., Pittsburgh 12, ve. 














METAL FOLDING PLAY SETS 





Send for Catalog J-52 
CROWN PRODUCTS CO., 666 Lake Shore Dr., 





Chicago 11 
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CHAIR-LOC 


Amazing New Liquid 
S-W-E-L-L-S Wood 
© Penetrates weed fibres— 
makes them e-x-p-a-n-@ 
permanently. 
Quiekest and easiest -— 
te fix leese ag —_ 
legs, handles, ¢ 
dove-tails, ete. 
cae A Fast-Selling impulse Item 
or ae les and 
NOT ¢ " Write for A at ee 
“ CHAIR-LOC CO. 
Lakehurst 3, N 
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Ps : Be bey sf ie 
Caulk-0-Seal Caulking Compound 
ene, non-staining, non-hardening and adheres 
© every surface ... meets all specifications! 


; q BULK CANS NOZZLE TUBES 


in 26 colors to match with pressure key— 


~en every building mate- in white, gr 
ad tial. ¥% pint to 55 | aluminum. Fis pints, 
See gallon containers. pints and % pints. 





“COMBINATION” CARTRIDGES 
for use with metal nozzle guns i 
. . 4 oO 

Snap-in plastic nozzle cupetled Ay 

other guns. 8%” and 10” sizes. AY CC 








Calbar Pressure Guns 


: inti lazing, 
For caulking, pois, © finest 
etc. . . a Caibar gun Is line of 


produced. Complete , 


home owner's guns to heavy- 


f s. 
‘ duty contractor gun etachable | 





nozzle styles. 











| large assortment of Le 



















FITLER ROPE 
FITS THE JOB 


Consult your Fitler Dealer on 
all rope requirements. Whether 
the need is purely for rugged 
strength or one that calls for 
whip flexibility, your Dealer is 
ever ready to guide you. For one 
hundred and forty-nine years 
Fitler has supplied industry with 
dependable rope that is de- 
signed to fit the job. 


I 





“WATERPROOFED" 


Look for the blue and 
yellow registered trade- 
mark on the outside of % 
inch diameter and larger 
sizes and on the inside 
of all smaller sizes. 


THE EDWIN H. FITLER CO. 
PHILADELPHIA 24, PA. 


Our new factory in New Orleans to better serve the 
South will be dedicated April 16 
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01d Dominion 


WAX. 


HIGH GLOSS © WATER RESISTANCE ¢ 
LONG WEARING °¢ SAFETY 

olso manvfacturers of: 
Penetrating Seal, Gym Seal, 
Terrazzo Seal, Asphalt Tile Seal. 


WRITE FOR DETAILS 

















Paper Towel 
and 

Wax Paper 
Dispenser 


t’s created from stainless steel 
with black lustrous plastic sides 
...and holds all standard size 
paper towel and wax paper 
rolls. A top-drawer seller! 


onemarons = Fast Padnere® 
oma Panty, Partner © 
CALaTons Koloux © 














IMMEDIATE DELIVERY 
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Complete line of im- 
ported insulated 
linesman_ pliers, > 
joint side cutting pli- 
ers, pincers and water 
pump pliers. 




















DIAGONAL 
CUTTING PLIER 
For electricians, lines- 

men, etc. 


Sizes: 4%", 5%", 6/4" 















LONG NOSE SIDE 
CUTTING PLIER 
Ideal for T.V., sewing 
machine work, hobbies, 














etc. 
Sizes: 5%", 6% Oxwall quality 


. screw-driver as- 
sortment on at- 
‘ tractive, self. 
selling display 

a > card. 


COMBINATION 
SIDE CUTTING 
PLIER 
For gripping end cut- 

ting. 

Size: 4%" 

E Write for catalog showing many other Oxwall items including 
attractive display material. 


OxwaLL | TOOL CO., Ltd. 


OEP'TH A928 Broadway New York 10, N. Y 
Factory: Oxford, N. J. 
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= BeBe 


DAZEY ADVERTISING consistently 4 
appears in the following magazines— , 


American Home, Cosmopolitan, Good 
Housekeeping, Household, Ladies’ Home 
Journal, McCall’s, Parents’, Redbook, 
House Beautiful, Saturday Eve. Post, 
Sunset, Family Circle, Today’s Woman, 
Woman’s Home Comp., Better Living, 
Woman’s Day, Better Homes & Gardens, 
Capper’s Farmer, Country Gentleman, 
Farm Journal, Successful Farming. 


Removable, portable 
take it anywhere 


HOLD-VAC 
CAN OPENER ¥ 


designed for use on any non-porous 
surface—glazed tile, plate glass, stain- 
less steel, porcelain and enameled met- 
als. No screws, nails or tools necessary. 
At Hardware, Home Furnishings, and 
Department Stores 


Sf your dealer can't supply you—write us for 
literature and price list, 
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LOW PRICED 


yn ts —— 


HI-FLIER BIRD FEEDER 


Now . . . for the first time a 
really low priced bird feeder .. . 
59c RETAIL. Packed knocked-down 
in a beautiful traffic stopping dis- 
play carton, the HI-FLIER BIRD 
FEEDER is a year-round selling 
item. Feeders are rough and un- 
painted and will weather to blend 
with natural surroundings. Assem- 
bles in 2 minutes —fits together 
with interlocking slots — no nailing 
or gluing. Packaged 4 dozen to a 
carton. Wt. 30 Ibs., or 2 dozen to 
a carton. Wt. 16 Ibs. for parcel 
post shipment. For prices write— 


THE HI-FLIER MFG. CO. 


DECATUR 15, ILLINOIS 














Promotions 


Manufacturers’ New Merchandising Plans 


Daisy Air Rifle 
Month Promotion 


Daisy Manufacturing Co., Plym- 
outh, Mich., is launching a heavily 
advertised selling program on 
spring-type air rifles, culminating 
in May which has been designated 
National Daisy Air Rifle Month. 

The theme is “Buy a Daisy— 
Start or Join a Junior Air Rifle 
Club.” National advertising will 
feature the theme and picture a 
40-page booklet entitled “How to 
Start a Junior Air Rifle Club.” 

A promotion kit is available to 
Daisy dealers and distributors. 


Met-L-Top Promotion 
For Mother's Day 


Newspaper ad mats for Mother’s 
Day promotions by dealers, on 
Met-L-Top Ironing Tables are 
being offered by the Consumer 
Products Division of Geuder, Pae- 
schke & Frey Co., Milwaukee. 

Met-L-Top consumer ads will ap- 
pear in Saturday Evening Post, 
Good Housekeeping, Ladies’ Home 
Journal and Farm Journal. 


Heavy Campaign On 
Westinghouse Lamps 


A 12-page, full-color comic sec- 
tion promotion piece for dealers 
has been produced by the Westing- 
house Lamp Division to stimulate 
light bulb sales and to announce a 
new point-of-sale premium—a two- 
in-one planter-feeder. 

The front and back covers of the 
newspaper page sized supplement 
carry four nationally syndicated 
comic strips. 

On inside pages, details of the 
promotion campaign are described. 
The campaign includes five Sunday 
comic page ads, beginning April 12, 
in 96 papers with a total circulation 
of 27,408,000 coverage on 57 CBS 
television stations by Betty Fur- 
ness on the Westinghouse “Studio 
One” program, and dealer aids, ad 
mat samples and suggested dis- 
plays. 

The planter-feeder, 10 in. high 
and 5% in. wide, is being offered 
for 50 cents plus the outer wrapper 


from a 3-bulb Westinghouse carton, 

All requests for the planter-feeder 
will go direct to Westinghouse, 
Bloomfield, N. J. The dealer will 
not handle distribution of the mini- 
ature houses. 


Free Cleaning Kit 
In Jet 99 Promotion 


A feature of Universal’s spring 
campaign on the Jet 99 cleaner is a 
10-day free trial offer whereby 
every homemaker making the trial 
will receive a free home cleaning 
kit valued at $3.69. 

The kit includes a waste paper 
basket packed with a plastic bowl 
cover, Beacon Floor Wax, Beacon 
Wax and Dirt Remover, Glass Wax, 
Brillo, Vernax furniture polish, Iva- 
lon sponge, Expello moth crystals 
and Glad Rag polisher. 


Each unit is packed in a sepa- 2 
rate corrugated container delivered =*. 


to the dealer at the cost of $1.59. 
If the consumer returns the 
cleaner after 10 days she keeps the 
kit as a gift. If she retains the 
cleaner, the dealer then offers her 
a special bonus of a Universal 
Chest-O-Seat valued at $24.95 as a 
trade-in on her old cleaner. 


Unifiow Pumps 
Presented by Video 


Uniflow Mfg. Co., Erie, Pa., 
manufacturers of electric pumps, 
was the first company to be a spon- 
sor of a series of television broad- 
casts entitled “The Erie Story,” de- 
signed to sell Erie industry to a 
local audience. 

The company history and its 
products were briefly featured. Key 
personnel appeared before the 
camera and Chester A. Kuebler, 
president, spoke on matters in- 
volving civic and national economy. 


Residential Contract 
Awards Are Heavy 


A 19 pct increase in the value of 
construction contract awards in the 
37 states east of the Rockies was 
registered in January over the total 
for January, 1952. 

The F. W. Dodge Corp., con- 
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Build SALES / 








2 





Build PROFITS / 


FREE CATALOG! Our 1953 edi- 
tion featuring Play Yards, Doll 
Bassinets, Swings, Toy Blocks. 


Che Perfection Line L. HOPKINS MFG. CO., pepr. 









NO-MAR GATE 

MOUNTING 
A unique accessory, pat- 
ented by us, holds gate 
safely without wood 
screws. Adjustable. Easy 
to mount. Will not harm 
any surface. Sold as 
extra. Ask Your Jobber 
or Write us. 





MicCORMICK 


Sticks to National Advertising! 


Tells and sells your customers in 

the BIGgest magazines in the U.S.A.! 
Better Homes & Gardens * Household 
American Home °¢ Pathfinder 

Country Gentleman * Farm Journal 
Good Housekeeping 


270,750,000 readers—your customers included! 





MENDS 
MosT 


EASY_Sare 
Ready fo Use 
anywhere! 


ci 
re Lue 


; Note—fine furnit 

ae makers use it rs ‘ol 
Major repairs! 

McCormick & Co.. Inc. 


Available in new attractive 


44 oz. and 2'2 o2. bottles 


Product of 


McCORMICK & CO., INC. 


Baltimore 2, Md. 


ANOTHER 


gares-TESTES 





‘9 os Sellers 
PNY Ofattonal, tordwere 


the ad ges of buying hard- 
were that has proved its built-in quality features in actual 
service test. « Over fifty years of manufacturing experi- 





Your trade will app 


a Modern designs 


Finest basic materials ence q 
acquired for efficient, dependability. « Specify National for 


6 Precision construction every building project, a compl \uee\ 


fine for serving practically every 
Long, smooth operational life 
Sterling 


bvilding need. « Send for com- 
Attractive, protective finishes 
Nati raf, *NANUFACTURING COMPANY {i 


lifles these products for the fine prestige they have 








plete catalog or illustrated wall 
chert—they're great selling aids. 
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Insist on 


for dependability, 


uniformity and 
wide size 
range 
Send for 


WOOD SCREW 
Catalog 


. 


SOUTHINGTON HDWE. MFG. COMPANY 
Since 1867 + Southington, Conn 


EXPORT OFFICE: Joseph A. Gross Company 
25 Beaver Street, New York 4, New York 











oy / 
gt i ! Suggested retail . . . 98 cents. 
4 > Will sell fast. Has all rubber 
1 3-row fine bristle massage spray 
\ head. Rustless metal face plate 
\ for even water spray. "'Fits- 
all’ connection and 5 ft. 
\ rubber tubing. In colorful , 
\. display box. #3 
% Bath Spray. 4 
7 
¢ 
MARTIN RUBBER COMPANY 
Long Branch, N. J. 


Se. 








TRIPLE the SALES 
with TRIPLE the CUTS! 


ANNOUNCING 


NOT ONE—NOT 12-—BUT 


40 DIFFERENT CUTS! 


ARRARALARLS 


ty DADO SAWING WASHERS 


New improved Warren Washers open 
a broader market for you in '53! Be 
ready for new sales, replacement sales 
—easier sales! 


GOOD PROFITS FOR YOU! 

No increase in price—new Warren Washers 
still retail at popular price of $4.95 per set, 
with no cut in dealer margin! 


NATIONALLY ADVERTISED — 
UNIVERSALLY ACCEPTED! 
Craftsmen praise them for making smooth 
dados, quickly and easily with regular saw 
blade. National advertising reaches 16 mil- 
lion people— Warren Washers a name 
they remember! 


SEND TODAY FOR TRIAL OFFER! 

Send for just 6 sets at your dealer's discount 

of 334%4%—receive absolutely free colorful 

working counter display and descriptive sell- 
’ ing literature! 


WARREN DADO SAWING WASHERS CO. 
Dept. 103, Box 98, North End Station, Detrolt, Mich. 





THE LAST WORD IN 





WIRE PRODUCTS 








BRASS, COPPER, DARK, TINNED, 
GALVANIZED COILS AND SPOOLS 
1 OZ. TO 20 LB. PACKAGES 





STOVEPIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 


STRANDED AND 
SOLID CLOTHES 
LINE WIRE 











STRANDED 
AERIAL WIRE 
RADIO ACCESSORIES 
SOLDER AND PASTE 










BRAIDED 
PICTURE 
WIRE 








SOLD THROUGH 
JOBBERS ONLY: 
SK_YOURS FOR PARTICULARS 


CONFIDENCE 





ee 


A NCHOR 
went CORPORATION 


ee ee oe a! 


sonainn (idien 400k WEW YORK 
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struction news and marketing spe- 
cialists, announced that the Janu- 
ary awards of $1,075,868,000 were 
27 pet less than in December. 
Residential contracts of $460,- 
036,000 were 5 pct above December 
and 36 pct above January, 1952. 


Y & T Introduces Line 
Of Aluminum Hardware 


A complete standard line of 
aluminum locks and hardware for 
the full range of normal applica- 
tions, is now being produced by 
The Yale & Towne Mfg. Co., to 
meet a mounting demand for alumi- 
num fixtures for schools and other 
institutions. 

The new Yale line was placed on 
public exhibition for the first time, 
Feb. 14, at the convention of the 
American Association of School 
Administrators, at Atlantic City. 

The aluminum line will consist 
of pin tumbler mortise locks in four 
designs, together with a wide va- 


riety of designs of knobs, roses, 
thumb turn plates, cast and 
wrought push plates, cast and 


wrought pulls with plates, pull 
grips, flush bolts, door stops, let- 
ter hole trim, and sash fasteners. 
The aluminum locks and hardware 
will have brass bolts, screws and 
cylinder plugs, finished in dull 
chrome. 

One size mortise is standard for 
every type of lock used. In addi- 
tion, special aluminum mortise 
deadlocks will be available. 


Urges Manufacturers 
Help on Self-Service 


Manufacturers were urged to aid 
retailers in solving problems aris- 
ing from the growth of self-service 
retailing, at the annual marketing 
conference held in New York City 
by the American Management As- 
sociation. 

Datus W. Berlin, assistant gen- 
eral manager of Gimbels, New 
York, called for aid for department 
stores in converting more and more 
of their floor space to self-service 
operations. However, he said that 
is only one of the problems which 
manufacturers must help retailers 
solve. 

“Manufacturers who can help re- 
tailers solve store operating prob- 
lems will certainly strengthen their 
own competitive position,” he said. 





AMAZING! SCIENTIFIC! 
SEEDER and SPREADER 


insures a Green, Smooth Lawn 
by Uniform Spreading of: 

@ LAWN SEED 

@ DRY FERTILIZER 

@ DRY WEED-KILLER 












SPECIAL 
FEATURES 


© EASY TO OPERATE 


@ LIGHT WEIGHT 
AND PORTABLE 


© PRECISION MADE 
FOR LONG LIFE 





@ WASHABLE ANO 
EASY STORED 

© COMPLETELY 
ADJUSTABLE 





WRITE TODAY to 


R. KRASBERG & SONS MFG. CO. 


<i> SO} WEST HOMER STREET 
“RAS DES 


CHICAGO 47 ILLINO'IS 








GRAND 
DOOR HOLDERS | 


MICKEY X2M 
DELUXE 6A 
STANDARD 600 SERIES 

in Stock for Immediate Delivery 


GRAND SPECIALTIES CO. 


3101 W. Grand Ave. Chicago 22, Illinen 


MEET HANSER'S HUSTLERS! 


35 top-notch salesmen concen- 
trated in a rich sales territory 
- 35 result-producers work- 
ing directly for you, giving you 

Complete Coverage in: 
NEW_ENGLAND STATES; NEW 
YORK (Incl. Metropolitan area); 
SEY; PENNSYLVANIA; 




















COLUMBIA (Incl. Alexandria and 
Arlington, Va.) 


The HARRY HANSER 
ORGANIZATION 
Manufacturers Representatives 











1841 Broadway, New York 23, N. Y. 








* EASIER TO USE 
* LASTS LONGER 
* CLEANS BETTER 


SUNSHINE 


REG. US. PAT. OFF. 


FRENCH PROCESS 
CHAMOIS 


GENUINE Oil TAN 
MADE IN USA. 


¢ DOUBLE DUTY 


ASK YOUR JOBBER 
FOR OUR 
DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE 
CONSUMER 














HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 
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TANDROTINE is preferred by both painters and 


enamel, or varnish thinner is needed. 
That is 


IT’S PROVEN 
IT’S ECONOMICAL 
IT’S a Quality THINNER 


of brushes, 







tasks. 


Get ready for 
EXTRA Sales, 
MORE Profits. 


& 
TURPENTINE & ROSIN FACTORS, INC. 
SAVANNAH, GEOR 






odor, long 








Get your supply now! 








-. lar PAINT THINNER! 


home-owners for use wherever a high grade paint, 


because TAn- 
DROTINE is such an excel- 
lent thinner and cleaner 
as well as a 


remover of grease. It also 
ORDER dissolves wax and does a 
TANDROTINE Today! hundred other household 


TANDROTINE has a 
high flash point, a pleasing 
leveling and 
even flow. It is slow drying. 


LM 
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everybody is talking about CHICAGO —the 
greatest name in roller skates 





WINSLOW 
BALL-BEARING 
ROLLER SKATES 


Specially Priced to 
Create Sales 


A real down to earth value 
—place your order now. A 
fameus brand skate with 
ball-bearing wheels. Skate 
extends from 734” to 11”. 


One pair in wrapper, doz. 


pairs in carton——47 lbs, 36 
pairs packed for ship 


$1.80 


per pair. 





When in New York be sure 
te drep in and see our com- 


plete display of Marx Toys. 18 West 23rd St. 





ALLIED TOY DISTRIBUTORS 


New York, N. Y. 
















10¢ 
top quality 
maximum profit 









Triple-tested — by U.S. Testing Labs, by 
Tip-Top Quality Control Lab, by millions of 
pleased users. OK 10¢ adhesives sell fast because 
they’re tops in eye appeal and value. 

They bring fast repeat sales because they’re 
tops in quality. Colorful tubes, compact displays 


bring easy pick-up sales. 











OK HOUSEHOLD CEMENT 
Assures permanent bond to glass, ; 
china, fabrics, plastic, wood, men 
leather. Crystal-clear, all- 
purpose sure-holding 
cement. 


















No. 1297—3-WING DISPLAY 
Holds 12 tubes. Can be sepa- 
rated into 3 individual panels. 


OK LIQUID SOLDER 
Repairs jeaks in plumbing, ra- 
diators, tanks. Makes speedy 
powerful bond to metals, 
wood, glass, tile, etc. 
Water-proof, gasoline- 
proof, quick-drying. 
No heat necessary. 
Lasts indefinitely 





No. 1296—3-WING DISPLAY 
Holds 12 tubes. Can be sepa- 
rated igto 3 individual panels. 


OK MODEL CEMENT 
Specially developed for mode! 
builders, hobbyists, and. allan) 
men. Quick-drying, fast-and- | 
sure setting, crystal- “4 
clear. Jumbo size tube 

with nozzle tip. f 


No. 1298—SELF-SERVICE DIS- 
PLAY CARTON. Holds 24 tubes. 


OK -another famous line by TIP-TOP 
write today for details, samples 












The “‘ladies’ favorite.”’ 
Dome top welded 
tank. 16” curved brass 
extension. Light 
weight. Extra long, 5 
ft. hose and adjustable 
nozzle enables user to 
spray trees, gardens or 
flowers with no effort. 
Long or short distance 
spray. Brass pump. 

d seller. Highly 
popular. 


Complete line of sprayers and denen. 








As advertised in House & Garden, House 
Beautiful and Many other National Publications 


D. B. SMITH & CO. 


426 Main St., Utica 2, N.Y. 
“Originators of Sprayers” 
Canadian Rep. G. L. Cohoon 
1265 Stanley St., Montreal 2, Canada 























BUILD PROFITS, 
REPEAT SALES with 


Sun Kay ste woot 


FOR HOME, SHOP and —" 


Vvress 


eat | | 





U 
suit woot 
ere 


LAYER- BUILT PADS 


Big, cushiony, workmanlike 
tools for cleaning, 
rubbing, polishing and smoothing. 






JEX HOUSEHOLD PADS 


Economical, sanitary, full-bodied pads for 
cleaning, scouring and polishing pots, pans 
and kitchenware. 


BULK POUND TUBES 


The homemaker's and professional work. 
er's economy buy for home, shop and general 
industrial use. 


Superior quality in all 





write for catalog. 


SUN RAY STEEL WOOL PRODUCTS 
THE WILLIAMS COMPANY 
215 W. FIRST STREET, LONDON, OHIO 
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1952 Volume of Big Retail Hardware Firms 
Was 4% Under 1951 Total; December Sales Up 


December business in hardware 
stores brought total sales for 1952 
within 4 pct of those of the pre- 
ceding year, the Dept. of Commerce 
estimated. 

The estimate is based on reports 
from -large hardware firms operat- 
ing 11 or more stores. 

December sales were estimated 
to have been 6 pct above sales in 
the same month of 1951, and were 
34 pet over sales of November, 
1952. 

Large retail hardware firms in 
only two of the metropolitan areas 
covered by the survey showed sales 
increases in 1952 over the previous 
year. These were Monroe & 
Wayne Cos., N. Y. (+3%) and 
Norfolk and Princess Anne Cos. and 
the cities of Norfolk, South Norfolk 


| & Portsmouth, Va. (+10%). 


The estimates for large hardware 


| firms follow: 


Pct Change in Sales 


Dec. Dec. 12 mo. 

1952 1952 1952 

from from from 

Dec. Nov. 12 mo. 

1951 1952 1951 
Large hardware stores . + 6 +34 — 4 
Los Angeles Co., Cal... +21 +10 — 3 
Sacramento Co., Cal. —4 4+19 —!I6 
Hartford & Tolland Cos., 

Conn. ... —7 +55 —13 

D. of C., city ‘of Alexan- 

dria, and Arlington 

Co., Va. and part of 

Montgomery Co., Md. —3 + 2 — 3 
Adams & Allen Cos., Ind. + 5 +58 — 5 
Suffolk Co. and parts of 

Middlesex & Norfolk 

Cos., Mass. _—5 +4 —8 
Wayne Co., Mich. +7 +37 —5 
City of New York and 

part of Westchester 

Co., ange 5 ewigis —i! +22 —10 
Erie Co., ‘ +10 +60 —2 
Monroe . tress Cos., 

N. Y. : +34 +31 + 3 
Cuyahoga Co., oO. . +t +27 —I4 
Providence Co., R. I —5 +24 —I5 
Norfolk & Princess Anne 

Cos. and cities of 

Norfolk, So. Norfolk & 

Portsmouth, Va. +7 +24 +10 
King Co., Wash. +8 +53 —4 
Milwaukee & Waukesha 

Cos., Wis. +10 +15 —8 


Action on Household 
China Imports Denied 


The Tariff Commission has 
brushed aside the claims of indus- 
try that certain types of household 
china are being imported under re- 
duced rates in such quantities as to 
injure domestic industry. The con- 
troversial goods are those house- 
hold china tableware, kitchenware 


and related goods covered in Par. 
212 of the 1930 Tariff Act. 

An investigation has beeen con- 
ducted over the past several months 
by the commission, acting on the 
request of industry. It is agreed, 
said the commission in reporting 
its findings, that imports have been 
increasing. But, it was declared, 
domestic production has also in- 
creased—some 51% times more than 
the prewar output. Thus the com- 
mission saw no reason for recom- 
mending that previous tariff levies 
be reimposed at this time. 

President Eisenhower has indi- 
cated he will move slowly in making 
any tariff changes. He has ordered 
furthcr study of all pending re- 
quests which have not been acted 
on. These are to be used in setting 
up a basic trade policy. 





Fishing Tackle Book 
Available to Dealers 


The “Good Fishin’” consumer 
catalog, devoted exclusively to fish- 
ing tackle, has been released for 


distribution by Oakes Consumer 
Catalogs, 650 S. Clark St., Chi- 
cago 5. 


The new tackle book is being dis- 
tributed through a group of 25 se- 


4OHMN FISHER 
EVERY WHERE 
U.S.A, 














TEDS SPORTING GOONS 
1WwA 
PHONE 479 


NOPADIR 
120 MAIN ST 










aaa 


lected distributors. Featuring top 
nationally advertised lines, the cir- 
cular has 16 pages in color and 16 
in monotone. 

The four-color cover 
space for addressing and for im- 
printing the dealer’s name and ad- 
dress. 

(Resume reading on page 15) 


provides 
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WICKWIRE 


uipment such as: 








Easy to use — easy to sell — 
in cans and convenient sized 
packages — at a far better 
margin of profit. JIFFY is es of hardware eq 
concentrated wettable flake for all tyP 

form Aerotil* — a product of 














has indi- American Cyanamid Com- @ Padlocks @ Curtain springs 

in making pany. Fully prepaid @ Window sash locks @ Window screen springs 

as ordered 5 : F j 

nding re- Ask your jobber or write for e ee closer _— a a check _— 

veen acted details and prices. @ Perfection door springs @ Wiring nut springs 

in setting Let us know your requirements for springs in any 
size, shape or design. Write to Sales and Engineer- 

ok . JIFFY is nationally advertised to 25 ing, 2 New Bond Street, Worcester, Mass. 

| millions in the height of the 

ters gardening season in leading home WI om KWIR E sy Pe IN G S 

napa and garden magazines. AND FORMED WIRES (FI 

“onumy | ROYAL HOME PRODUCTS, INC. 

St. Chi. | 1127 RICHMOND ST. CINCINNATI, OHIO 

eing dis- 


of 25 se seinlie se eee I 


ere wesc ROR RST nae 


a ? ~ Pp! BRASS & ALUMINUM BOUND - OPEN HAND °HOLES MASONS’... 








ie ee Ce 


INC., HIGH BRIDGE, N. J 





Keep In Touch With The “OPPORTUNITIES” In The Trade— 


Hardware manufacturers, manufacturers’ agents, jobbers, jobbers sales- 
men, retailers and retail salesmen all use the medium that covers and con- 
tacts the hardware trade most thoroughly—Hardware Age. They know that 








S 

- e 7 . 
— There Are Many Business Opportanities In The Classified Section 
ing top 

“9 ho of this widely read trade publication. Hardware Age has been the recog- 

ane 38 nized leader for bringing buyer and seller, employer and employee to- 

rovides gether for many years. Use it and see if results do not justify every claim. 

or im- 

— HARDWARE AGE, (Classified Opportunities Dept.) 100 East 42nd St, New York 17, WN. Y. 
15) 
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REPLACES HAMMER 
AND TACKS AT 
TRIGGER RATE SPEED 


® Shoots 10 staples 
in time it takes to 
hammer 1 tack 


® More economical 


® Greater efficiency 


Send for FREE Booklet 
"Selling thru Knowledge"’ 


am Aeavow fasrener [0../nc 
“a INE JUNIL TREET BROOKLYN ae ie 








NATURAL FAST 
SELLERS! 





Household Tool Kit #A441 


AMALITE Economica] 


Tool Kits 


Place these fast selling Amalite Kits to work for 
oy Watch how they actually sell themselves! 

complete Amalite Line is packed In beautiful 
wopeees. red, blue, and green kits. Blades 
are Interchangeable and are made of hardened 
and tempered tool steel. The extra-large handle 
is made of attractive durable plastic and Is com- 
fortable to the grip. 


Write today for our complete cataleg. 


©.”” YOUR SIGHT ON AMALITE” 
ATR 
rT LLG 444i rire 


1884 PITKIN AVENUE, BROOKLYN 12, M.Y. 


Manufacturers of hardware specialties 
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Idea Sells Fish Hooks 











& 


R. G. Ennis shows his fish 


hook sample paper. 


hi 


To prevent unnecessary handling 
of fish hooks and save time for 
store staff and customer, all sizes 
used for river fishing are strung 
together on a piece of paper, at 
Sumter Hardware in Livingston, 
Ala. Customers undecided as to the 
size they want can quickly make 
selection from this simple sampling 
idea. 

Another idea for attracting the 
trade of anglers is the use of a 
minnow seine as a backdrop for 
fishing tackle window displays. 





Easter Egg Day 


A man-size Easter bunny was 
star of an Easter Egg Day spon- 
sored by the Spencer, Ia., Chamber 
of Commerce last year. The child- 
ren could hardly believe their eyes 
when a bunny large as a Man gave 
them candy and easter eggs. Fol- 
lowing the distribution of the 
eggs, the children were enter- 
tained at the movie theater through 
the courtesy of the town’s mer- 
chants. 


Garden Pilgrimage 


Fifteen beautiful gardens were 
part of the garden tour sponsored 
by the Oklahoma City, Okla., 
Chamber of Commerce agricul- 
tural committee this past year. 
Hundreds of people made the 
rounds of both vegetable and flow- 
er gardens. This annual event has 
done much to promote better gar- 
dens in the region. 


—E«J BRUSH 
HOLDERS 


They SNAP ON 
PROTECT PAINT BRUSHES 
“Hold Any Brush" 
To any Can 
Sosmend sag, ~ or 
andle... 
straight and p—~ Ry — 
+ + « Mickleplated. 
10c each 
E. & J. ENTERPRISES, INC, 
VERONA, NEW JERSEY 






































Out of this Wold PROFIT 
with BIG VOLUME ||. 
AGRICULTURAL Ra 


SPRAYER PARTS | 


Hypro Nylon Roller Pumps, 
Sherwood Gear Pumps, Agricul- 
tural Chemical Hose, Tee Jet 
Nozzles, Pressure Gauges, Relief 
Valves, Strainers, etc. Complete 
Boomless Sprayers, Complete 
Boow and Trailer Sprayers 
Write for nearest Distributor 
THE COMPANY 
DAKOTA CITY, NEBRASKA 

























His Hardware Age 
Ad Brought Results— 


"As a Manufacturers’ Rep- 
resentative, getting the 
HARDWARE AGE is a 
necessity, especially in view 
of the fact that | have se- 
cured several desirable lines 
through the Advertisement 
| placed in the AGE in De- 
cember. With best wishes 


for your continued success. 


Sincerely yours, 


A Satisfied Advertiser 
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CARPENTER SQUARES 


AMERICA’S FIRST 
with 
CRAFTSMEN 
OR EVERY USE 


Neeets 








NICHOLLS MANUFACTURING CO., OTTUMWA, 


TROWELS, FLOATS, CEMENT TOOLS, DARRIES, HAWKS 
FOR THE TRADE 
FOR THE FARMER 
FOR THE HOUSEHOLDER 


“Quality with fconomy” & . 









ZEPHYRLITE 






IOWA — U.S.A. 








































N 
Write 


325 WEST OHIO ST., 





| 





Free Brochure, 


HARBIL MANUFACTURING 





Onr PICTURE... 


is worth 
10,000 words 





Dont lose paint sales with old- 
fashioned selling! 

Today's paint customers expect the 
extra service of machine mixed 
paint! The Harbil HB-7’s amazing 
performance and smart design 
boosts sales! Shakes 
gal. 


Y% pt. to 1 
Silent, smooth, vibrationless. 
eeds no bolting down! 

Dept. HA-1 For $109.50 
F.0.B. Chicago 





COMPANY 


CHICAGO 10, ILL. 





HYPONX 


a 7 





lorate, is clean, odorless and SAFE. 


Retails 
1-oz. pkt. 
3-02. = 
7. oz. 


Also packed in 10- ib., 25-Ib.,.50- ‘Ib. and 


AST SELLING, NATIONALLY ADVERTISED 


Now demanded by millions for houseplants, flowers, vegetables, lawns, 
dens. Produces vigorous, beautiful growth in all plan 's quickiy. Pays 
ler 331%, profit. Attractively pomnens for display. Does not deter- 
Dissolves instantly in water for use 
‘l-oz. makes 6 gallons liquid plant food. 


If your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., Inc 


OOD 


HYDONGX 















Your Cost 


100-Ib. drums 








-., Copley, Ohio, U.S.A. 


MOW-CYCLE 


the lawn mower 
you ride 






The only riding type 
lawn mower expressly 
designed and priced 
for the ordinary cus- 
tomer. A real hit in 
1952. Users took all 
we could make. Trade 
delighted. Re-orders 
now coming in fast. 


Pipes ty me: 





a power mower that everyone 
wants and many can afford 





Strong, light, practical; easy to operate, steer, control, back 
up. Moderate in price; comfortable to ride and remarkably 
safe. MOW-CYCLE cuts grass, pulls lawn roller, serves as 
a scooter. Gives complete lawn care without walking. So 
simple that teen age youngsters manage it. So sturdy that 
fat grown-ups enjoy working it. Americans love to ride. 
YOUR customers will buy MOW-CYCLE, Write today for 


trade information. 


MUSGRAVE MANUFACTURING CO. 
2903 Columbus Ave. Springfield, Ohio 








/ 


for your fine cooperation 


THIS “‘trio’’ of popular MILK FILTER DISCS has 
won the No. 1 spot in dealer distribution because 
your merchandising sense has recognized them as the 
profit line, designed with your CUSTOMERS in mind! 


BEST LINE* BEST ADVERTISED > MOST PROFITABLE 
Again: Over 39 Million Ads in 1953 


to help you sell your farm trade. Free ‘‘dealer helps” 
also available. 


ASK YOUR JOBBER... 








Se S$ 
“Sao sO 


or write for FREE SAMPLES. 


* oo 
SO soe 


SCHWARTZ MFG. CO., Two Rivers, Wis. 
America’s No. 1 FILTER DISC LINE © Tops in profits? 











Another "FIRST" 
by MAYES 








Die-cast of Magnesium, strongest of all light metals, about 1/3 lighter than aluminum (saves labor fatigue). 
overall in protective Gold Bronze enamel with Royal Blue putty sealing the lens. 
carton. Counter displays as advertised in TIME available. 


MAYES BROTHERS TOOL MFG. COMPANY, Port Austin, Mich. 


Unconditionally guaranteed. 


MAYES’ Magnesiam 
Level—"Accro-Lite" 


Beautifully finished 
Each level packed in a plastic bag plus shelf 
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Classified Opportunities Section 


Cle 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Allow Seven Words for Keyed Address 
or Your Address 





Set solid, maximum, 50 words............ $5.00 
Each additional word........... 10 
Positions Wanted 
(Special Rate) set solid, maximum, 
ER is eae $2.00 
Each additional word ......... A) 


CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and repiles to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: S$ ae of handi \terature, 
catalogs, etc., will not "be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 





No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close I5 days 
prior to publication date. 


Remittance must accompany order In form 
eck or money order, not currency or 
stamps. 


| 





Represen 


MANUFA 
Calling of 
Leading appliance 
tus'room heaters { 
connectors for gas | 


















Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








WANTED! 
Manufacturers’ Agent 


and Men for Full-Time or Side- 
Line Selling of a wide line of 
nationally advertised 


RUNNER MATTING 
STAIR TREADS 
FLOOR MATTING 
ENTRANCE MATS 
SAFETY MATTING 
COMFORT MATTING 


Earn a regular income up to $1000.00 
per month by a high rate of commission. 
No investment on your part required. 
We drop ship to customer, invoice the 
customer and remit commissions upon 
payment of invoices. 

We furnish a complete line of samples, 
catalogs and literature at no cost to 
you. Leads from our national advertising 
and direct mail campaigns are sent to 


— Write: 


D. W. MOOR COMPANY 
1731 Adams Street, Toledo 2, Ohio 


In Canada: 607 Canada Trust Bidg., Windsor, 
ntario 





SALESMAN WANTED — PROMINENT 
PAINT BRUSH manufacturer has open terri 
tories for successful sales producer. Prefer men 
now calling on paint, hardware, lumber dealers 
and industrials. Drawing account against gad 
commissions. Will also consider side line man or 
manufacturer’s agents. Address Box A-823, care 
¢ cal oe aa 100 East 42nd Street, New 

or 


EXCLUSIVE SALES TERRITORIES 
OPEN: Experienced Manufacturers Representa- 
tives are invited to submit qualifications for exclu- 
sive territories; send full particulars. You will 
handle the “hottest” advertised item in locks today 

‘tthe famous La Belle “Safety Spin’? Doorknob 
lock. Rich rewards for capable men. Increased 
production permits expansion in only a few of 
these market areas—so write today: California, 
Pennylvania, Nevada, Nebraska, Kansas, Western 
half of Misouri, Kentucky, Eastern half of Ten- 
nessee, West Virginia, Virginia, Maryland, Dela- 
ware, District of Columbia. Write promptly to: 
Willmore B. Hastings, Sales Manager, La Belle 
Sales Corp., Oconomowoc, Wisconsin. 








The makers of the famous Roll-a- 
Weight, Nail-On Ball Casters are 
now seeking representatives calling 
on Hardware Jobbers throughout 
the U. S., excepting Metropolitan 
N. Y., on a commission basis. Reply 
giving full information on lines you 
now carry, how long you have had 
them, and territory covered. Write 
to: 








PAINT SALESMEN ~— FULL OR PART 
TIME. Well known fifty-eight year old, high 
quality Paint Manufacturer has several desirable 
established territories open for Salesmen calling on 
Paint & Wallpaper, Hardware, Lumber and Build- 
ing Supply. New Merchandising Plan that assures 
immediate and good repeat business. Complete as- 
sistance with Factory Representative. Excellent 
Commissions plus Cash Bonuses. Splendid specialty 
items that are excellent openers and sales builders. 
Write full details, your past experience, territory 
covered and lines now handled. Will arrange for 


personal interview. Address Box B-77, care of 
oe Acz, 100 East 42nd Street, New York 
17, N 





REPRESENTATIVES WANTED CAPABLE 


OF SETTING up new wholesale accounts by 
soliciting dealer orders and routing same through 
wholesalers. Pioneer work to be rewarded by 


good commission, repeat business. Garden supply 


line growing into leadership position. Open ter- 
ritories middle west, south. Address Box B-96, 
care of Harpw ARE AGE, 100 East 42nd Street, 


New York 17, 


DANISH FACTORY MANUFACTURING 
ROLLING-PINS 


Exporting throughout the world, seeks connec- 
tion with importers with a view to eventually 
establishing an agent. 


H. Johannesen, 10 Nunkegaards Vej, 


N. 





COMPLETE 
fittings 


BALL CASTER PRODUCTS, INC. 


7 Boerum St. Brooklyn 6, N. Y. 














SALESMAN—NOW CALLING ON PAINT 
and hardware stores, metropolitan New York ter- 
ritory, to sell window glass and other flat glass 
items for old established glass jobber. Commis- 
sion basis. Address Box B-104, care of Harpware 
AcE, 100 East 42nd Street, New York 17, N. Y 

SALES REPRESENTATIVES WANTED, 


THOSE SELLING direct to the retail hardware 





dealers. Exclusive territories open. For new high 
quality housewares’ items — No competition. 
Straight commission basis. Address Box B-98, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 

The makers cf the famous Roll-a-Weight, 


Nail-On Ball Casters are seeking a new line 
for our N. Y. Representative to carry to the 
Hardware Jobbers along with our line on a 
commission basis. Write: 


BALL CASTER PRODUCTS, Inc. 


7 Boerum St. Brooklyn 6, N. Y. 











REPRESENTATIVE TO SELL 
line of Tubular Goods, Compression 
plumbing specialties to the Jobber. 
available. Address Box B-117, 


SALES 


and 
territories 
of Harpwarr 


Many 








Soborg, Denmark 
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care 


New York 17, 


Acre, 100 East 42nd Street, 





WANTED 
SALES 
REPRESENTATION 


A nationally known manufacturer of electric 
soldering irons and guns will consider appli- 
cations from well established sales agency 
calling on hardware, automotive, electric and 
mill supply jobbers in the domestic area. In 
reply, give full information as to financial 
worth, number of men traveling, territory 
coverage and frequency of coverage. No na- 
tional selling agencies will be considered. 
Commission only. Write Drake Electric Works, 





3656 Lincoln Avenue, Chicago 13, Illinois. 
as 











EXCLUSIVE PROTECTED TERRITORIES 
JPEN ON nationally advertised Mak-O-Washer 
w agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonstra- 
tion sells eight out of ten on first call. Excellent 
for opening new accounts and high volume re- 
peat business. Address Box A-870, eare of 
Harpware Ace, 100 E. 42nd St., New York 17, 
2 


NEW YORK HARDWARE JOBBER. Mem 
ber National Wholesale Hardware Associatior 
Distributor for nationally branded lines of hard 
and tools have opening in Westchester and 


ware 
Connecticut. For experienced hardware man with 
following among hardware, automotive _ stores, 
lumber yards, etc. Excellent opportunity for im- 
mediate and large earnings by taking over great 
number of active accounts. High commission. 
Write: Belf & Lustig, 23 Park Place, New York 
7 NY. 

EXPERIENCED SALESMAN: WITH FOL- 


LOWING AMONG RETAIL hardware and 
house furnishing stores to introduce a unique all- 
stee] clothes drying rack. May be handled as 4 
side line. Liberal commission. Many choice “‘pro- 
tected” territories open. Give us complete details 
of yourself and territory. Sturgis Plating & Mfg. 
Co., Sturgis, Mich. 


SALESMEN PRESENTLY COVERING THE 
HARDWARE trade to handle popular lines of 
hand and power mowers. Territories— Westchester 
County, Connecticut, New Jersey. Commission 
basis. Address Box B-91, care Harpware AGE 
100 Fast 42nd St., New York 17, N. Y. 


MANUFACTURERS 





REPRESENTATIVES 





AND SALESMAN WANTED to sell a compiete 
line of highest quality angle brass bound pine and 
mahogany levels. Well established firm with ex- 


cellent reputation has several good territories and 





states open for reliable representation Address 

Box B-102, care of Harpware Acer, 100 East 

42nd Street, New York 17, N. Y. 
HARDWARE AGE, MARCH 5, 1953 






Central, and Pacific 
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Accounts Wanted 





Representatives Wanted 











MANUFACTURER'S AGENT 
Calling on Hardware Jobbers 


Leading spotance manufacturer wants representation 
on yy ine of kerosene stoves and heaters, small 
gas room vented and unvented), and flexible 
connectors for gas appliances—in Northeastern, h 
Central, and Pacifte C Coast States. Liberal Commission. 


Address Box B-116, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














SALESMAN WITH FOLLOWING AMONG 
HARDWARE, FLOOR covering, janitor and in- 
stitutional supply dealers and department stores to 
ell quality housewares and maintenance products 
vith proven consumer acceptance. Bonus commis- 
dons on account opening order, standard commis- 
sons all repeats both personal and mail. In reply 
qive references, lines handled. Artmoore Company, 
1319 North Third Street, Milwaukee 12, Wis- 
consin. 





fine of plumbing goods to the retail hardware 
sores, lumber yards and plumbers for a 
tablished, well known large distributor. Our 
prices are right. You must do business. We help 
you sell. Most territories open. Write giving 


full particulars in first letter. Address Box B-99, 


are of Harpw ARE Ace, 100 East 42nd Street, 
New York 17, N 

SALFSMEN WANTED: SIDE LINE, 
HARDWARE ediwiuay 5 a Items are ter- 
tific account openers. Call on Retail hardware 
stores, department stores and lumber yards. 15% 
commission. Exclusive Territories. Address Box 
B-103, care of Harpware Acer, 100 East 42nd 
Street, New York 17, N. Y. 





HARDWARE 
for metropoli- 
manufacturer. 
100 


SALESMAN, EXPERIENCED 
AND UPHOLSTERY hardware, 
tan New York. Old established 
Address Box B-107, care of Harpware AGE, 
East 42nd Street, New York 17, N. Y. 











WELL KNOWN FIREPLACE FIXTURE MANUFAC- 
TURER SEEKS REPRESENTATION FOR ALL 
TERRITORIES EXCEPT NORTHERN CALIFORNIA, 
SOUTHERN PART OF OHIO, VIRGINIA, NORTH 
AND SOUTH CAROLINA. MUST HAVE FOLLOW- 
ING WITH HARDWARE AND DEPARTMENT 
STORES. COMMISSION BASIS ONLY. WRITE: 


SHEFFIELD MANUFACTURING CO. . 
119 WEST 25th STREET, NEW YORK 1, N. Y. 











WANTED — EXPERIENCED CONTRACT 
BUILDER’S HARDWARE salesman age 35 to 
50 years permanent employment Palm Beach 
mercantile company W Palm Beach, Florida. 
Address Box B-119, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y 


est 


SALESMEN WANTED FOR DECORATED 


METALWARE imported from England. For gift- 
ware, hardware and houseware trade. No objec- 
ton if you handle other lines. Commission basis. 

Company, 150 Spring Street, New 


Write: T. D, 
York 12, N. Y 





ESTABLISHED MANUFACTURER OF 
FURNACE PIPE and fittings; conductor, gutter 
and fittings; seeks manufacturers agent to call on 
jobbers south of Alexandria, Virginia. Other ter- 
titories in west and midwest also open. Write 
i confidence giving lines now handled, territory 
covered, etc., to Box B-114, care of HarpWware 
Ace, 100 East 42nd Street, New York 17, N. Y. 


HARDWARE AGE, MARCH 5, 1953 











SALESMAN WANTED TO SELL A complete | 


long | 








EXPERIENCED HARDWARE SALESMEN 
CALLING ON lumber yards and large hardware 
dealers wanted by a reputable manufacturer for 
a line of builders hardware. Also for a line of 
lirectly imported door butts, shelf brackets, wood 
screws, tee and strap hinges, stove bolts, etc. 
Very competitively priced, generous commission. 
State territory now covering and lines handling 
n first letter. Address Box B-52, care of Harp- 
varg Acz, 100 East 42nd Street, New York 17, 
x. Bs 





BUILDERS HARDWARE SALESMEN: We 
manufacture a full line of door locksets and have 
a few choice protected territories available in- 
cluding Michigan, Northern Texas and others. 
Tell us about yourself, stating full details. All 
replies confidential. Write: J. Chesler & Sons. 
Inc., Brooklyn 37, New York. 





Representative of leading European Manufacturers 
(micrometers, pliers, hammers, axes, drills, files, 
kitchen & butcher knives) wants contact with 
REPUTABLE U.S. IMPORTING HOUSES 
covering Eastern, Middle West, Southern and West 
Coast States. Territory protection. 
Write L. L. Themal, 111-15 75th Avenue, 
Forest Hills 75, L. 1., N. Y. 














Accounts Wanted 








BIG SALES "PLUS" 


CAN YOU HANDLE EXTRA BUSINESS 


outside your regular hardware chan- 
nels? 


OUR NATIONAL SELLING FORCE 


can develop a profitable new source 
of sales for YOUR PRODUCT. | 


WE TRAVEL 28 “LIVE-WIRES” | 


specializing in complete coverage of 
large-volume buyers, coast-to-coast. 
Our alert merchandising know-how 
and friendly assistance will build a 
handsome “bonus market” for you just 
as they have for many top-name man- 
ufacturers. 


WRITE FOR FULL DETAILS 


Address Box 8-88, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











MANUFACTURERS REPRESENTATIVE 
SEEKS ONE ESTABLISHED line for whole- 
sale hardware, mill supply and electrical iobbers. 
Covering west Pennsylvania, Ohio, West Virginia 
and western New York. Warehouse space avail- 
able for convenient pick up service for vour custo 
mers. Address W.T.C., 880 Osage Rd., Pitts- 
burgh 16, Pa. 





MANUFACTURERS REPRESENTATIVE 
COVERING THE NORTHERN two-thirds of 
Illinois and Indiana desires an additional line 
Now calling on home builders and hardware, lum- 
ber and glass outlets at wholesale and retail 
levels. Would prefer association with manufac- 
turer of lock sets and allied hardware, but will 
consider another quality itein to be sold through 
the above outlets. Write: Arnold J. Anderson, 











FOR MANUFACTURERS! || 





5831 North Artesian Avenue, Chicago, Illinois 





ESTABLISHED MANUFACTURER'S AGENT 


Covering States ef Louisiana, Texas, Oklahoma and 
Arkansas, Contacting Hardware, Mill and Marine 
Supply Jobbers is interested in representing highly 
reputable manufacturers who wish to increase their 
businegs in the growing southwest. Inquiries invited. 


LLOYD A. CUMMINGS COMPANY 
Hotel Riviera, Biloxi, Mississippi 











SALESMEN WITH FOLLOWING AMONG 
HARDWARE and garden supply stores for pack 


aged lawn seed. Territories in Eastern states 
available. May carry other non-contlicting lines 
Address Box B-122, care of Harpware Ace, 100 


New York 17, N. Y 
HARDWARE OR HOUSEWARE LINE FOR 
jobbers and chains in Michigan, Ohio, Indiana, 
Kentucky, Western Pennsylvania, Western West 
Virginia. Address Box B-118, care of HarpWaRE 
Ace, 100 East 42nd Street, New York 17, N. Y. 


East 42nd Street, 








WELL ESTABLISHED MANUFACTURERS 
REPRESENTATIVE WITH large following de- 
sires additional line to sell Wholesale Hardware, 
Automotive and Building Supply Jobbers in 
Pennsylvania; No; Scranton, West, Williamsport, 
New Jersey, Trenton, So; Delaware, Maryland 
and Washington, D. C. Commission basis in ex- 
clusive territory only. Address Box B-78, care 
of Harpware Acz, 100 East 42nd Street, New 
York 17, N. Y. 





LINE WANTED 


Texas-Oklahoma and would consider Lou- 
isiana and Arkansas. 
Representative now getting under way 
with limited number high grade House- 
wares lines interested in securing one ad- 
ditional Nationally known Houseware or 
Hardware line. Amply able to finance self 
and interested only on commission basis. 
If you want close application, thorough 
and businesslike representation by person 
with seasoned hardware and housewares 
experience, 
Address Box B 106, 
100 East 42nd Street, 


care of HARDWARE AGE 
New York 17, N. Y. 

















EXPERIENCED WHOLESALE HARD 
WARE, HOUSEWARE AND affiliated lines 
salesman. Positiof desired with manufacturer or 
manufacturers agent covering central Ohio. Line 
or lines accepted must warrant volume - sales 
Write: Paul Kuechler, 564 Chestershire Road, 
Columbus 4, Ohio 

SALESMAN CALLING ON HARDWARI 
AND Automotive South Side, Chicago, and sub 
urbs, Northern Indiana and Western Michigan in 
cluding St. Joseph will also handle South Bend 
and resort towns along the way is looking for 
several additional lines. Travel hy cat Address 
Box B-115, care of Hlaeowar Ack, 100 East 421 
Street, New York 17, N. Y 





MANUFACTURERS REPRESENTATIVE 


Illinois - Wisconsin - Minnesota-Dakotas con- 
tacting Hardware, Automotive & Electrical 
wholesaler interested in additional lines 
Have warehouse facilities available near 
Loop, Chicago 


Address Box B-110, 


care of HARDWARE AGE 
100 East 42nd Street, Y. 


New York 17, N 











SALESMAN CALLING ON HARDWARI 
STORES, pawnshops and sales stores to sell a 
full line of pocket knives, shears, scissors and 
hunting knives, imported and domestic to carry as 
full line or side line. State territories covered 
Commission basis. Address Box B-120, care ot 
Harpware AcE, 100 East 42nd Street, New York 
a © 
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Accounts Wanted 


Business Opportunities 





MANUFACTURERS’ REPRESENTATIVE 
SERVICING THE WHOLESALE hardware and 
industrial supply dealers in the Southeastern 
States, desires one (1) additional line. Not inter- 
ested in importers. In the very near future I 
will have my own “missionary salesman,” who 
will call on the retail dealers promoting the sale 
of the ee Ai = manufacturers that I rep 
resent. am ly interested in representing a 
well rated manufacturer who markets his reduets 
through the distributor. Please address all replies 
ne — x: B. Caldwell, P. O. Box 3151, Greens 

ro, N. C. 


NEW ENGLAND DISTRIBUTION 


We want fast selling hardware items, 
our salesmen cover all N.E. territory 
and produce a large volume of business. 
Drop shipments preferred, we carry all 
accounts. Best of bank references, your 
inquiries invited, Hillson Distributors, 29 
Lancaster Terrace, Brookline 46 (Bos- 
ton), Mass. 














MANUFACTURERS’ REPRESENTATIVE 
WANTS ADDITIONAL LINES. Travels 3 
men, covering 15 states central, south and south- 
east. Write Hardware Items, Inc., 6609 Olive 
St. Rd., St. Louis 5, Mo. 





DO YOU NEED ACTIVE REPRESENTA- 
TION to first line distributors in the Rocky Moun- 
tain Empire States? Just establishing as a manu- 
facturers’ agent of hardware lines and electrical 
and plumbing specialties. Experienced in dealing 
with large well rated concerns. Integrity, down- 
town office, and financial responsibility are of- 
fered. Address Box B-123, care of HarpDWarE 
AceE, 100 East 42nd Street, New York 17, N. Y. 





NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York ® Philadelphia © Detroit 
Cleveland © Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 














Help Wanted 


CONTRACT BUILDERS HARDWARE MAN 
WANTED. Capable of handling all types of jobs: 
scheduling, estimating, follow-up, detailing, etc. 
Business well established with one of standard 
lock lines. Large southern city in one of fastest 
growing sections. Good proposition for right man 
with good habits. Give details of experience, etc 
Replies treated confidentially if desired. H. A 
Tatum, Cambel] Coal Company, P.O. Box 1498, 
Atlanta 1, Georgia. 








Positions Wanted 


YOUNG, AGGRESSIVE, HARD HITTING 
HARDWARE (and allied lines) salesman seeks 
factory representation for New England States. 
Well known in both wholesale and retail outlets. 
Responsible, sincere and passes of excellent 
sales personality. Presently employed and earning 
over five figures yearly. Send sufficient informa- 
tion to warrant personal meeting to Box B-111, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 








CAN YOU USE ANOTHER RIGHT ARM? 
Well seasoned paint and hardware man married 
age 33 familiar with all phases of business man- 
agement would like to put talents to work where 
needed. Will relocate if necessary. Address 
Box B-112, care of Harpware Ace, 100 East 42nd 


Business Opportunities 





HAVE YOU A PACKAGING 
OR ASSEMBLING PROBLEM 


Let us help you eliminate much of your overhead, 
space requirements and help problems. 


We offer open capacity for assembling and packing 
kits, sets, units, etc., according to Govt. Specs. 
for domestic or overseas shipment. Also large 
warehousing facilities. Trackage to handle seven 
cars. 

Responsible and experienced management, ample 
number of workers. Location: midwest city. Write 
us Today. 


Write: Box B-100, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











WANTED TO BUY HARDWARE STORE 
in progressive community in central or south 
central states. Prefer one with annual sales vol- 
ume from $50,000 to $100,000 with opportunity 
to increase. Address Box B-97, care of HarpwarE 
Ace, 100 East 42nd Street, New York 17, N. Y. 





LIMITED SUPPLY 
NATURAL SPONGES AND 
ABSORENE WALL PAPER CLEANER 
10 POUND CANS—GOOD CONDITION 


VERY REASONABLE 


Address Box B 101, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











HARDWARE, APPLIANCE AND SPORT- 
ING GOODS STORE. Long established in So. 
Utah County, Utah. Town 4,000 population, rich 
farming section, near steel center. Inventory and 
fixtures $23,500.00. Reasonable Lease. Prefer 
cash, but $9,000 will handle. Address Box B-109, 
care of HarpwareE Acer, 100 East 42nd Street, 
New York 17, N. Y. 





FOR SALE: HARDWARE AND OILFIELD 
supply store and machine shop due to the death 
of owner. Established eighteen years in South 
Texas town in heart of Farming, Ranching and 
Oil producing district. Inventory about twenty 
thousand dollars. Machine shop at book value 
less depreciation. Furniture, fixtures and _ office 
equipment, same. A real opportunity. Mrs. M. A. 
Radford, Three Rivers, Texas. 





NOTE: THIS IS NOT JUST another adver- 
tisement for a store for sale. We have one of 
the finest, most modern retail hardware, paint and 
housewares stores on Long Island; situated in one 
of Nassau’s fastest growing communities. Volume 
is good, stock complete, 9 year lease, three self 
service markets within one block. Stock and Fix- 
tures amount to $36,000.00. 

If you are a hardware man who knows his 
business you will grab this opportunity. Owner’s 
wife is sick and must leave this climate. There 
is nothing wrong with this business. If you are 
a buyer and not a shopper and you have the cash, 
come in and we will talk turkey. No _ brokers. 
Reply address Box B-124, care of HARDWARE 
Acg, 100 East 42nd Street, New York 17, N. Y. 





HARDWARE PLUMBING SUPPLIES 
PAINTS SULLIVAN COUNTY, NEW YORK. 
Top lines of merchandise. Building has large 
store and two apartments. Act now for this sea- 
son’s profits. Priced for quick sale. Must be 
seen to be appreciated. Owners have other inter- 
est. Address Box B-113, care of Harpware AGE, 





Street, New York 17, N. Y. 
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100 East 42nd Street, New York 17, N. Y. 


REG. GALVANIZED FLY SCREENING 
at FACTORY CARLOAD PRICES 


Have total of 2,000 rolls of regular 18x14 mesh branded 

Si warig'e aa ein tee een Pos ae 
oes 

dupileated” oleowhere Writs 


MILLMAN HARDWARE CO. 
114 Market Street, Philadelphia, Pa. Phone LO 3-487) 











FOR SALE: ONLY HARDWARE PAINT 
and appliance store in central Illinois town of 650 
people. 20 miles of University of Illinois. Agen 
cies for Frigidaire, Maytag, Zenith, du Pont 
Paint, Monarch and Monogram stoves. Estab 
lished 75 years and fifty years in the same family, 
Inventory approximately $16,000.00. Large frame 
metal covered store building 54x100 feet. Good 
opportunity for adding implements. Address Box 
B-]21, care of Harpware Ace, 100 E. 42nd Street, 
New York 17, N. Y. 





EXCLUSIVE FRANCHISES STATE: Nationa? 
company now selling chemical specialties through 
established dealers. No investment required. Dis- 
tributors are high class, successful. Factory f- 
nances sales and advertising. A real opportunity. 
Address Box B-108, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 





Are You Considering Retiring from 
Business? Selling Your Stock for Cash? 


WE CAN PAY YOU A GOOD PRICE FOR YOUR STOCK 
SAMUEL EDELSON 


Cash Buyer & Liquidator 
480 Broome St., New York 13, N. Y. 














FOR SALE: Modern hardware wall cases an? 
shelfing. Also small stock of hardware. Write: 
mad Kurlancheek, 411 Main Street, Duryea, 

enna. 





LOOK! 
CLOSE OUT SPECIALS 


185 Dado Sets 6" x 56" Bore, 13/16 cut, 
Price $3.75 Set. 

346 Coarse Wire Wheel Brushes, 4" x 34" 
x 14." Bore. Individually boxed, 75 cents 
each. 

136 Dozen 7/16" and 310 Dozen 8/16" 
Midway Electric Drill Bits 1/4" Shanic $2.40 
Dozen. 

SNELL auger bits 70 Dozen 9/16, $4.32 
Doz. 81 Doz. 11/16 $4.75 Doz. 96 Doz. 
13/16 $4.95 Doz. 

586 Doz. T. Handle Taper Reamers '/s" 
to 1," $6.00 Doz. 

— VY, Chucks 1" arbors 85 Cents Per 
et. 

All items made in U. S. A. Subject to prior 
sale. Terms 2% 10 Days F. O. B., New 
York, N. Y. 


Write TROJAN TOOL CO. 
1184 Walton Ave., New York, W. Y. 











BUY BONDS 
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See Your Jobber or Write For Your Nearest Distributor PHOENIX TABLE MAT CO.,1718 E. 75th Street, Chicago, 49 





WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 
More Sales! 

Greater Volume! Bigger Profits! 





—_— 


A Spring Promotion NATURAL! 


The NEW 3 WAY 
CHARCOAL BROILER. 










—Charcoal-broils all meats 
vertically 

—Burns any commercial charcoal 

—Made of cast-iron for outdoor use 

—Complete with convenient, detach- 
able carrying handles 

—Coffee pot, skillet, other utensils 

can be set on top 


The ‘3-Way”—a heavy-duty, all-cast unit... built to last... 
priced to outsell flimsy sheet-metal units! Compact . . . port- 
able! And it’s designed for better results! Incandescent rays 
broil meats held in side wire grilles ... upward escaping fuel 
odors, smoke, and flames do not impair taste! Meat is con- 
tinually basted with melting fat. Cooks a complete meal 
for 10 or 12 people! 

Sagi — DEALERS: Get your free copy 
lee of ‘‘How to Enjoy an OUTDOOR 
COOKNOOK”—a 52-page book 
packed full of designs easily 
built around Majestic units like 
the OF-38 (left), The book helps 
you sell fireplace equipment. 















’ The Majestic Co., Inc. 
304-C Erie St. 


Huntington, Ind 








di... 
DOOR FIREPLACE UNITS TPO COOK Ny 


THE PERFECT PACKAGE 


FOR SPINNING FISHERMEN? 
Spinning 
Assortment 








"4-BIT’ TUBE 


A steady profit maker! Contains safety 
snap swivels and snops in sizes best 
adapted for spinning fishing. Com- 
pact, attractive plastic tube is easy to 
handle and colorful Kelux counter dis- 
play stops and sells your customers. 
‘Package contains 8 312-1 Kelux 
Safety Snap Swivels and 8 #1 Safety 
Snaps. Retail price—$.50. 


Order from your supplier, NOW 








ART WIRE AND STAMPING CO. 


2-D BOYDEN PLACE NEWARK 2, N. Y. 
Export Office: Berg, Hedstrom Co., 79 Wall St., N. Y. C. (5), N. Y. 
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LUBRICATING STICK 


Windows Stick ? 
Doors Squeak? 
Drawers Balk? 


A practically colorless stick that lubricates stubborn windows, 
office files, doors, door latches, zippers, bicycle chains, auto 
doors—anything that sticks—by just rubbing it on. No messy 
fluids. Will not soil, mar or stain wood, plastic or metal 
surfaces. Display case holds 12 sticks. 


SOLD THROUGH JOBBERS 
DECTO PRODUCTS COMPANY, SALEM 9, MASS. 






y 
( 

















Decto-Stick fills and colors nicks, dents and gouges 


DRYROX 


| The Thirsty Action Alr Drier 


FOR FREEZER & REFRIGERATOR. 
Reduces Defrosting to a Minimum. 

Where defrosting is automatic, 
DRYROX reduces sweating. 

DRYROX comes in 4 convenient sizes 
for all around home use, as in base- 
ment, closet and cookie jar. USE 
DRYROX A THOUSAND WAYS! 

Order DRYROX from your Whole- 
saler today. Display in your Freezer 
Supplies and watch DRYROX’S Thirsty 
Action build up sales for you. 


DRYROX Inc., Houston 9, Texas 
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Fm MARSHALLTOWN 


(MARSHALLTOWN) 
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MARSHALLTOWN TROWEL COMPANY =» 


TROWELS 


MARSHALLTOWN, IOWA 






















A PORTABLE GRILL 


with eye appeal that will pro- 
duce profits for you 

The Grillcraft TRAVELER, prac- 
tical, folding grill for trips and 
picnics. 





Write for free folder with 
specifications 


BOX AH-353 
Grilleraft Company 


1067 St. Clair 
St. Paul, Minnesota 

















EXTRA SALES 


to Garden Lovers 












This popular, fast-selling device provides 
an easy, economical way to apply soluble 
fertilizers and chemicals wherever the 
yarden hose reaches. No danger of burning. 
Gianee in and dilutes as you sprinkle. SELL 
A HOZON to each purchaser of fertilizers 
or other garden supplies. Indi- 
vidually packaged, $2.25 list. 
Carton of 12 weighs 5 pounds, 
costs $16.20 F. O. B. 


HOZON CO., BOX 703, CLEVELAND 22, OHIO 
This is Hozon’s Seventeenth Year 














ROLLER SKATES 
500 MILE GUARANTEE! 


r ; They SELL faster because they 
GO faster! Speed King skates 
with double ball bearings, are 
smoother, and have longer life. 
The 600 is guaranteed for 500 
miles! Check the whole Speed 
King Line—there’s a model for 
every market. Get set for spring. 


FOR 
EXTRA SKATING 
COMFORT 

































See your jobber now! 


Only Speed King offers “shaped to the shoe” comfort! 








HUSTLER CORPORATION, STERLING, ILLINOIS 














WHAT'S NEW? 


Turn to pages 235-236 of 
this issue. The Quick Check 
Card properly filled out will 
bring you quickly the details 
on new products that in- 
terest you. 


IT'S QUICK—IT’S FREE 
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selling features 


1—Adjusted in a jiffy. 

2—Finished in plated spring 
steel. 

3—Made in 3 popular sizes 

4—Handsome, self-selling dis 
play boxes. 

$—Made of spring steel . 

Vv and hundreds of others holds shape permanently. 

See your jobber or write 6—Nationally advertised. 


ARTHUR I. PLATT CO., Fairfield, Conn. 


Millions in use for holding: 

V All type of tools—in home and 
factory 

V Kitchen utensils 

V Sporting equipment 

V Laboratory test tubes 

V Brushes and brooms 

V Garden tools 

V Rubber stamps 








SALES EXECUTIVE WANTED 


—One of the country's largest steel distributing organiza- 
tions needs a sales executive with experience in selling 
and contacts among Wholesale Hardware and Building 
Supply Jobbers. 

—This man would develop and manage a department to 
sell steel and allied products through the above Whole- 
sale channels to dealers and consumers. 

—The man we want is above 35, accurate and cooperative 
within an organization and able to travel widely. He 
should have earned 5 figures and aspire to a medium 
high 5 figure income. His own ability and initiative will 
determine his income for he will be paid on commis- 
sions earned offset against a drawing account and 
travel expenses. 

—Please send personal and business resume and photo 
to Box B-95. 


“Cc OBURN; 
LIDING DOOR HARDWARE 


The full line of Coburn Sliding Door Hardware gives you 
a broad base of customer coverage... goes over big with 
home owners, farmers, builders and industrial users. 











Send for catalog and price list 
Sales and Engineering Office, 56 Sterling Street, Clinton, Mass. 


COBURN PRODUCTS 


WICKWIRE SPENCER STEEL DIVISION 
THE COLORADO FUEL AND IRON CORPORATION 











REMOVES RUST and STAINS from 
BATHTUBS, SINKS, METALS 
COPPER POTS, RANGES. TILE 


ADVERTISED 


with 50,000,000 ciRCU 



























LATION 









blications 













mer pu 
a poor 45, 000 cities, towns, pe - 

(PING = * AMERICAN HOME = + 
“sm fly + AMERICAN FAMILY 
“st — Y STAR FARMER 
—. ¢ HOUSEHOLD . ps == 
ae EO . MES & GARDENS 
— . » EVERYWOMAKS = oe — 

Moe ae @ CHRISTIAN SCIENCE monror NEW 
FREE ZUD SAMPLES included with merchandise 





NOT SATISFIED 
Write for details on other sample promotions 


RUSTAIN PRODUCTS, Inc., 240 £.152 St., N.Y. 51 








STEADY YEAR ‘ROUND 
REORDER ITEM 


335 


































































r . een TTL, By om 
| | 
NEW ing action! 
oe. Spring action: 
Simplified. 
a No mechanical 


AKRON “FIRST” parts to wear out. 


. il Special design 
Welent-eas?, “3 et 
| | Smooth-rolling | 





RUBBER ROLLER / firm-gripping. 


(eat. penn.) 


@ Padlocks @ Curtain springs 
@ Window sash locks @ Window screen springs 
@ Screen door closer springs @ Door check springs 


@ Perfection door springs @ Wiring nut springs 


Let us know your requirements for springs in any 
size, shape or design. Write to Sales and Engineer- 
SUGGESTED RETAIL PRICES 1s +«ing, 2 New Bond Street, Worcester, Mass. 

Env. packed incl. 2 strikes .........20¢ ea. 


Bulk packed with 1 strike ........16c ea. Tien @ An a3 SPRINGS 
HARDWARE MFG. CORP. AND FORMED WIRES 


WOODSIDE 77, Lt. |., N. Y. 
j rPRODU OF wit SPENCER STEEL DIVISION 


° AT YOUR JOBBER OR WRITE + 1 TH 010 DO OF l ND IRON orpoeation 








A PROFITABLE ITEM TO CARRY 


See Your 
Jobher 
Portable Electric ee, 
Hand Lamp 


There’s profit for you in this new and highly oh Incorporates 
popular Big Beam model with the hermetically ; Power Products Engine \ 

sealed beam bulb. It’s ideal for sportsmen, Service Stations 4y <a 

motorists and home owners. The entire line of 50 Everywhere vl || : Model 3A—I6 
Big Beam portable hand lamps is advertised one, 166 7 F.O.B. Ashland 


in America’s leading consumer magazines. LESS BATTERY 
U-C LITE MFG. CO., 1036 W. Hubbard St. + Chicago 22, Ill. ? 32 MAIN ST., ASHLAND, MASS. 
DISPLAY Genuine, ecasy-to-sell 

box. 12 boxes 


in carton. 
DOMES or SILENCE |, ::: 
ly” 14” Ye” 


%” 56” Yo" %” 














i cards in ": eon World's | To get your share of steady year- 
SIZES round profits from DOMES OF 

Wy” 1%” 1-1/16” best-known, aes. 

1” 3” 5” 


ickest- 
Te... | NATIONAL ADVERTISING 
selling 
—keep these sales-making display 
FURNITURE containers—cards and boxes—on 
GLIDES your counter. 


Ask your jobber or write 
DOMES of SILENCE, Division of 


ROBERT E. MILLER & CO.,INC., 35 Pearl St., New York 4, N. Y. 














HARDWARE AGE, MARCH 5, 1953 


Ls 





prings 
3s 
3s 
in any 
gineer- 





IGS 














B. Ashland 

















